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Save time on the job... avoid customer gripes after the job, with 
GRINNELL bronze-to-iron UNIONS 


Chamfered 
to protect threads 
for easy starting 
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In the Grinnell Union, there’s strength... rugged, Quality Grinnell bronze-to-iron unions feature: 
built-in strength! A superior grade of malleable © Precision-machined, bronze-to-iron joints for a 
iron is used in Grinnell bronze-to-iron unions — positive, leak-proof connection 
followed by careful manufacture and frequent qual- 100% tested with air under liquid 
ity checks. The end result is the high quality Bronze ring inserts of improved design 
— - oe : : True dimension, full depth threads 
Grinnell Union which must pass the final air pres- : , 
: : ee oe Chamfered to protect threads for easy starting 
sure inspection test under liquid before it is ac- 


cepted. No wonder Grinnell bronze-to-iron unions 


are a standard of comparison for the industry. GRI N N ELL 


WHENEVER PIPING IS INVOLVED 


Grinnell Company, Inc., Providence, Rhode Island ° Coast-to-Coast Network of Branch Warehouses and Distributors 


Manufacturer of: pipe fittings * welding fittings * forged steel flanges * steel nipples * engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 





THE VAST MAJORITY OF THE NATION'S FINE BUILDINGS ARE SLOAN EQUIPPED 
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-AN ADVENTUR 


@ On the lush tropical site of Florida’s former Royal 
Poinciana, for 40 years famed as the great socialite 
hotel, now stands the recently opened multi-million 
dollar resort apartment hotel—Palm Beach Towers. 
Its six stories contain 273 luxurious apartments hav- 
ing 1449 magnificently furnished and air-conditioned 
rooms. The suites are spacious, airy and delightfully 


livable. 


Balconies and loggias provide 
Py oF 
SLOAN J ULES 


privacy yet 





ging. No dripping. 





Write for completely descriptive folder 
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VALVES 


FAMOUS FOR EFFICIENCY, DURABILITY, ECONOMY r 
SLOAN VALVE COMPANY * CHICAGO * ILLINOIS —— 


Another achievement in efficiency, endurance and econ- 
omy is the sLoan Act-O- Matic sHowER HEAD. which is 
automatically self-cleaning each time it is used! No clog- 
Architects specify, 
and Master Plumbers recommend the 
better shower head for better bathing. 
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rx 


JOHN HANS GRAHAM & ASSOCIATES 
architects 

KLUCKHUHN, COBB & McDAVID 
mechanical engineers 

TAY LOR CONSTRUCTION COMPANY 
general contractor 

CLARENCE COSTON, ENG 
plumbing contractor 

COPLAN PIPE & SUPPLY COMPANY 
plumbing wholesaler 


~ 





t IN ELEGANGE 


allow utmost enjoyment of the splendid views and 
matchless climate. The two building wings curve to- 
ward the shore, encircling a giant pool and gay cab- 
anas. The featured center of social activities is the 
magnificent Poinciana Room, for cocktails, dining 
and dancing. As are thousands of other fine buildings, 


the new Palm Beach Towers is completely equipped 


most favored of all. 


with SLOAN Flush VALVES 
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The Big Push Campaign: Newest Business-Building 
Plan for the Plumbing-Heating Industry............ 


Why YOU Should Take Part in the Big Push... 
How Are You Celebrating Plumbing-Heating Month? 
A Tale of 200 Cities...... 


The Big Push Remodeling Sales Contest. 


First prize: A $3600 motor truck. Other prizes: 
Thousands of dollars worth of industry products 


Help Yourself to These Free Selling Aids 
Clark Found the Answers to Big Time Competition 
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Presenting. 


the HAMMOND 


heavy-duty 


bronze valve line 


Now the HAMMOND line includes a broad selection of heavy-duty 


eo] ge]ay4-maT- 1h -s- ee #100 Le Lot-re Mm Comm (al-Me-t- Tail -Mmallelammelr-lile meh¢-lalel- leet 


that have made HAMMOND one of the leading manufacturers of 


fe Fovani-s-ytLom elivlanleliare M-lalemal-r-helale Mm 7-1h 7-1 t-loer WL le) omar haere hay 


valve is fully-tested and meets Federal specifications. Each is 


backed by HAMMOND'S 46 years of experience making bronze valves 


exclusively. Specify HAMMOND whenever you need a heavy-duty 


elaelap4-mer-1¢-Pmellele\-Mm-lalel(- Mel m@eiil-lo. @7-1h1-Ome | Gel (- mle] melt imeotelalel-1at-1-16| 
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Works, Hammond, Indiana. 


Some typical HAMMOND high-pressure valves 


#413 Composition disc #412 Brass disc re 
globe with union bon- | grinding globe with 
net and slip-on type union bonnet. To 300 
disc holder. To 150 Ibs Ibs. of steam. 

of steam, 


#610 Quick opening 
gate valve with cam 
operated solid wedge 
disc. To 125 Ibs. of 
steam 


| 
| 
| 
| 
| 


#619 N.R.S. gate valve 
with solid wedge disc 
To 150 Ibs. of steam 


_ 





| See us in Booth 835 at the NAPC Convention 
| 
| 
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CRAFT BILTMORE 


WITH INTEGRATED GENUINE TERRAZZO THRESHOLD 
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In response to popular demand, Cutler Metal Products Company is introducing 
The Craft Biltmore Receptor, incorporating a built-in genuine Terrazzo sill or entrance. 


The new Biltmore Receptor has been designed to eliminate the most costly construction 
operation in shower installation — framing and installing the bull-nosed tile in forming 
the threshold. Eliminated also is the necessity — and the expensive time and material 
costs — for putting in tiled pilasters. 


Because the Biltmore is a complete one piece leak-proof solid structural unit, it does away 
with the need for a lead or copper pan, and is not affected by average building settlement. 
One inch high shoulders keep the vulnerable shower walls above the area where water 
collects. 


Standard Sizes—Corner Model: 36’ x 36° 
The Craft Biltmore Genuine Terrazzo Receptor represents modern functional receptor Square Model: SZ x 32°, 35° x 96 


design at its finest — provides the ideal shower floor construction for any and every Other Sizes—Special sizes for individual 
af ’ showers can be custom made to suit your require- 
type of stall shower. ments. Quotations available upon request 


CUTLER METAL PRODUCTS CO. 
1025 LINE STREET, CAMDEN 3, NEW JERSEY 
Shower Cabinets + Shower Doors + Shower Receptors 


Plumbing Products Division 
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PROVED COST SAVERS 


¥," & Yo" nom. Copper Compression Inlet 
x ¥%" & Yo" O.D. Flexible Riser 


¥_" & Yo" nom. Copper Sweat Inlet 
x ¥e" & Yo" O.D. Flexible Riser 


_ ALL CHROME GUARANTEED NOT TO PEEL 
OR DISCOLOR UNDER NORMAL SWEATING 


SPEEDWAY ALL-COPPER INSTALLATION 
TO LAVATORY, CLOSET AND SINK 


Proved by Test and Installation: e NO nipples « NO frozen-in pipe stubs « NO 


Sie eA ane Ree Le in No nenes areogh wet enerincnen 
T0 STUB-OUT WITH COPPER « NO possibility of electrolysis 


Fe] (Yount ) (Fy) (iy) Yo (Fey) 
] (iy) (et =n] | 
h U2 
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— J 


Bom i Cie} aout" : Apa Ay 


Compr. => Compr. Compr. Compr. ud oa Sweat Sweat 

Angle Ca Straight Angle 6 Straight Angle Straight Angle Straight 

Valve Valve Fitting Fitting Valve Valve Fitting Fitting 
ALL MATERIAL TRADEMARKED FOR PURCHASERS’ PROTECTION 


Ask for...and Get Specoway SUPPLIES by bra Bau Boh 


Visit Brass-Craft Booth 129, N.A.P.C., Dallas Memorial Auditorium, June 10-13, 1957 
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Now... 
White-Rodgers 





heating-cooling control 


Thermostat and sub-base 

for every heating-cooling system! 
Each equipped with latest 

design dial-type adjustable 
resistor...can be set to 


match any primary control. 


Cash in now on 
the sales power 
of PushButton 
... write, wire, or 
phone today! 


AVA i 1 @) Cie ee 
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Brus QURSELVES 
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Just Like Old Times 

If you think you’ve seen some 
old plumbing in recent moderniza- 
tion jobs, just talk to Danish ar- 
chaeologists digging on the Persian 
Gulf island of Bahrein. 

They’ve unearthed a 3,000-year- 
old powder room complete with 
running water. The room contains 
two water-flushed closets and indi- 
cates the people had a high stand- 
ard of hygiene in that period. 

The 


long. since gone to pot. 


however, has 
And that’s 
what we find significant for today’s 


civilization, 


customers—never let your plumb- 
ing get 3,000 years old. 


Plumbing for Patients 

Modernization is the keynote 
everywhere, including the nation’s 
hospitals, says C. F. Craigie, Jr., of 
the Plumbing and Heating Indus- 
tries Bureau. 

Writing in the magazine Hospital 
Progress, Craigie notes that an in- 
creasing number of patients are de- 
manding private rooms rather than 
ward care. This means the conveni- 
ences of a private bath or, at least, 
access to a connecting bath. 

Hospital administrators welcome 
the trend toward more plumbing 
facilities. Plumbing, they note, as- 
sures the patients more conveni- 
ence and increases the hospital’s 
operating income. 


Marital Relations and the Bath 

The Milwaukee Journal, after 
hearing reports from the conven- 
tion of the Wisconsin Assn. of 
Plumbing Contractors, has decided 
such famous psychoprobers as Jung, 
Freud and Adler were off their 
rockers. The real secret to our 
psyche is held by the plumbing 
contractor! 

The Journal made the observa- 
tion after speakers said a lone bath- 


room could lead to divorce because 
of the arguments over who should 
use the facilities first. A two-bath- 
the speakers 
might soothe family tempers. 

The Journal’s editorial writer 
found this surprising. For decades, 
he wrote, the most brilliant minds 
of our day have pondered on what 
causes divorce. Unhappy child- 
hood? Feelings of inferiority? Sex- 
ual maladjustment? No, concludes 
the Journal, the trouble lies not 
behind the locked our 
minds, but the locked doors of our 
single bathrooms. 


room home, 


said, 


doors of 


Hero in Steel 

Don’t be deceived—there’s plenty 
of drama in a boiler, sometimes 
enough for a tense television script. 
During a recent cold wave, for ex- 
ample, an explosion at St. Cather- 
ine’s Hospital, Kenosha, Wis., 
knocked two heating plants out of 
commission and threw the hospital 
into a state of emergency. 

Without heat or hot water, the 
hospital could have been paralyzed, 
but authorities sent a quick call to 
Milwaukee for a mobile Cleaver- 
Brooks LRM-20, a 200-hp boiler. 
A police escort helped speed the 
unit along crowded highways on its 
At the site, it 
was met by Cleaver-Brooks serv- 
ice experts who worked until near- 
ly midnight connecting the unit 
and restoring vital heat. 

The mobile unit is one of 20 
produced for the Army in 1949 for 
use in building air bases around 
the world. We don’t know where 
the other 19 are, but people in 
Kenosha mighty happy the 
20th was still around. END 


mission of mercy. 


are 








well enough alone. 





This Is a Dirty Shame, but Grime Doesn't Pay 


We always hail the forward march of plumbing—well, 
almost always. It’s when we hear from places like Malaya, 
where plumbing is scarce, that we are tempted to leave 


The problem in Malaya is that somebody has proposed 
a law prohibiting women from bathing at public standpipes. 

Husbands are protesting the ban because, if imposed, 
they would have to carry water from the standpipes to 
their homes for their wives’ baths. 

A good plumbing system would solve the dilemma, and 
no doubt eventually will triumph in Malaya as everywhere 
else. But as for the immediate ban on public bathing, well, 
we’re right behind the husbands. 
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Cash - Acme’s 
Type E Regulator— 


INSTALL IT ONCE, 
ADJUST IT ONCE, 
AND FORGET IT! 


Here’s why 


the Type E Reducing Valve is trouble- 
free under ordinary circumstances in 
domestic or industrial applications... 


[ 


The scientifically contoured body 
seat assures steady flow by reducing 
turbulence. Its jewel-like surface 
guarantees tight closure. Standardly 
furnished in monel or stainless steel, 


Superior yoke design causes valve 
to close against inlet pressure which 
produces greater capacity and elim- 
inates valve chatter. 


Highly sensitive regulation is assured 
by positive valve-diaphragm move- 
ment and accurately engineered 
waterways. 


This simple, direct acting, spring 
loaded pressure reducing and regula- 
ting valve is tailor-made for domestic 
water supply service. It automati- 
cally reduces a higher pressure to the 
proper low pressure and maintains 
it. If necessary, the body seat and 
seat disc of specially compounded 
composition may be replaced and 
the strainer cleaned without remov- 
ing the valve from the line. 
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Cash-Acme’s Type E Water Regulator Can 


STOP 
WATER 
HAMMER.... 


and faucet drip . . . pipe noise . . . rapid wearing of 
fixtures, faucets, appliances and valves . . . all caused 
by high water pressure. 


Use Cash-Acme’s Type E Pressure Reducing and Regulating Valve 
. . . it’s the simplest, most inexpensive way to automatically 
reduce incoming pressure (no matter how much it varies) to 
45 lbs., the best pressure for your system. The all bronze body, 
monel body seat, tough diaphragm, seat washer and large in- 
built strainer found in the Type E Valve assure years of depend- 
able service. Available in %” to 2” pipe sizes, these famed 
valves are designed for up to 250 lbs. inlet. Complete descrip- 
tive literature is available on request . . . 


WRITE TODAY TO — 


Aaya A. W. CASH VALVE 
MANUFACTURING CORP. 


CASH * 6661 E. Wabash Avenue 
AUTOMATIC VALVES 


ACME Decatur, Illinois 





QUALIFIED CONTRACTORS 
JOIN FORCES 

Fort SmitH, ARK.—We appreciate 
your help in the fight against Jack- 
leggs and will endeavor to get the 
other qualified contractors in our 
area to join forces with us. 

We look forward to receiving 
each issue of Domestic ENGINEER- 
ING, and its contents continue to be 
a great help. 

HARVEY HopPer 


HE CALLS IT RABBLE ROUSING 

FARMINGTON, N. H.—Since you 
have officially launched the anti- 
Herkimer Jerkimer campaign, or 
whatever it is called, I have ignored 
your magazine for reasons which I 





regard as sound. Your magazine 
has an illustrious past, and you will 
discover that you have been ill- 
advised in waging picayune war- 
fare against any segment of society. 

This sort of rabble rousing com- 
ing from DE surprises me. 

A. C. Haywarp 


@ The official name of the campaign 
with which Mr. Hayward disagrees is 
the Qualified Contractor Campaign. It 
has also become known as the anti- 
Jacklegg program. Following are oth- 
er opinions on the campaign... 


JUST WHAT THEY NEED 
New Britain, Conn.—At our 
last meeting we discussed the Jack- 
legg problem in our area. DomeEs- 


TIc ENGINEERING’s program in con- 
nection with this problem was out- 
lined. From the description of your 


‘Qualified Contractor Kit which was 


given by a member, it would ap- 
pear to be just what we need. 
Our members would like to con- 
gratulate you on the stand you have 
taken in this matter and for your 
subsequent action. 
Witrrep McKeon 
Secretary 

New Britain Assn. of 

Plumbing Contractors 


THE NEED IS GREAT 
BRAMPTON, OnT., CaAn.—I have 

been following your very interest- 
ing articles on Tinker Jacklegg for 
some time now and have decided 
that your methods of helping our 
industry educate the public are ex- 
tremely valuable. I would like to 
start a similar program in this area, 
for our need is great. I would ap- 
preciate a copy of your Qualified 
Contractor Kit. 

A. J. Von ZAHEN 

Chief Inspector 
Peel County Health Unit 


e@ The Qualified Contractor Kit is 
available without charge to contrac- 


(Please turn to top of page 14) 


The Elephant Proves His Point for 800 at Grass-Roots Remodeling Conference 


St. Louis—We certainly want to 
thank you .for covering our April 
Rally for May held here April 10. 
We are also indebted to you for 
lending us the large elephant blow- 
up poster (see cut) which shows so 
emphatically the huge remodeling 
potential for our industry during 
the next two years. Your colorful 
remodeling posters also helped to 
liven up our meeting room. 

The iine compliments that sever- 
al speakers made about Domestic 
ENGINEERING’s pioneering in the re- 
modeling field must have 
sweet music to your ears. 

You people are to be congratu- 
lated by everyone in this industry, 
for you certainly are doing a mar- 
velous job in the modernization 
promotion, as well as in the many 
other things that you are doing to 
serve this industry so well. 

CHARLES THOMPSON 
Tallman Co. (wholesalers) 


been 


e@ Our thanks to Mr. Thompson for his 


12 


kind words. The St. Louis meeting was 
a big success, with over 800 industry 
members in attendance. (See page 

















utc NUN 


98.) In the photo below, Mr. Thomp- 
son (a past president of CSA) is shown 
referring to the elephant blow-up 


HOW BIG IS THE MARKET for remodeling? “Big as an elephant,” C. W. Thomp- 
son told his audience of 800 at the St. Louis meeting. He used this blow-up 
of the elephant spread from DE’s August, 1956, issue to drive home his point. 
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You cut cost...speed assembly, too! 


For complete ; 
information 


send for this 
free folder 
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When you’re reducing line size, you make fewer connections for faster 
assembly with U-Brand reducing nipples. This means less chance for 
leaks. You cut installation cost, too. Single reducing nipples cost less 
than a reducer or bushing and regular nipple. 


Swaged from new, mill-tested steel pipe, U-Brand reducing nipples are 
a single mang eet unit. True threads and clean outside chamfer speed 
i tion. Available in black or galvanized finish, there are five con- 
venient sizes %’’ x 4", 1" x %", 14" x1", 14" x 1%", and 2” x 1%”. 


If you’re interested in saving time and cutting costs, try U-Brand 
reducing nipples on your next job. Order some from your supply 
house today. 


A single source for all your pipe fitting needs 


Galvanized and Black U-Cote Malleable Iron Pipe Fittings—Unions— 
Plugs and Bushings—Cast Iron Drainage and Screwed Fittings—Steel 
Nipples and Couplings—Insert Fittings for Plastic Pipe. 


The 
Union Malleable 
Manufacturing Company 
Ashiand, Ohio 





AINE 


copper plated 
hanging devices 


simplify the hanging... 
improve the appearance... 
in copper tubing installation 


2 HOLE STRAPS 


* cold rolled copper plated steel strip 
no sharp corners or edges 
size stamped on each strap 


seven sizes conveniently packaged 


Series No 


“SNUGFIT” WIRE HOOKS 


® copper plated wire 


® nail sharp drive points 
® offset bend for easy hammering 


® nine standard sizes 


HANGER IRON 


® cold rolled copper 
plated strip 


holes on 42" centers 
take 4" bolts 

© 100 ft. and 10 ft. coils 
SL EPAUMEololtle(-Mhet slo 
%-24 gauge 
marked every six inches 
for easy measuring 


Request Additional Information 


Series No, 510 


the best craftsmen always take 


THE PAINE COMPANY, 9 Westgate Road, Addison, Illinois 





———__/ 
(Continued from page 12) 

tors and others in the industry who 
submit evidence of their qualifica- 
tions. The kit contains window and 
store display posters, newspaper ads, 
direct-mail letters, a suggested speech 
outline for delivery before civic 
groups and other materials that can 
be used in local-level promotion of 
the idea that all major plumbing and 
heating work should be handled by 
qualified contractors. 


WANTS OIL BURNER BOOK 
SLATINGTON, Pa.—Please send me 
a copy of your Oil Heating and Oil 
Burner Servicing manual. This is 
the manual you folks compiled 
from the numerous articles that 
were so well presented in previous 

issues of Domestic ENGINEERING. 

GEorRGE A. WARNER 


@ Single copies of the manual, based 
on the series of 18 articles appearing 
in DE, are available without cost to 
subscribers as an industry service. 


POPULAR POSTER 
Satt Lake Crry, Utan—Please 
send me 10 copies of your new Bet- 
ter Your Living poster (at 20 cents 
each) and one free copy. 
Warp M. HIcKEN 
Dependable Plumbing Co. 


e Single copies of the 23 by 35-inch 
four-color poster are available with- 
out charge to DE subscribers as a spe- 
cial industry service. Quantity orders 
are available at cost, 20 cents per 
copy. See page 117 for a description 
of other selling aids availabie from 
Domestic Engineering. 


OUT OF THIS WORLD! 

Worcester, Mass.—I want to 
thank you personally for redesign- 
ing my letterhead and also for fea- 
turing it in Domestic ENGINEERING 
(Jan. DE, page 32). 

I have received several comments 
by phone and by mail from friends 
I had met at state and national con- 
ventions, which proves that your 
magazine does get readership. 

Your description of the letterhead 
changes and the reasons for making 
them were out of this world. 

A. M. Naytor 


e@ See Letterhead Design Clinic in this 
issue, page 45. 


(Please turn to top of page 18) 
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HOME REMODELING 


AND 


FURNACE REPLACEMENT Ja 


Call for MODERN | Ss 
AIR DISTRIBUTION SYSTEMS = | _-————=——= 


DESIGNED FOR YOUR USE BY . mM 


CHAR-GALE 


SIMPLE INSTALLATION 
s »% | f -G 
Homeowners bringing older homes up-to-date, want Sete a Soneeioes sulskiy ok oomty 
more than half-way measures... and with Char-Gale —no strain, no pain. 
““Gale-Aire” comfort air distribution systems, you can EFFICIENT OPERATION 
go all the way to provide satisfaction. Complete Eidiinaisace that oil give tras our: 
Char-Gale perimeter systems, engineered for efficient tomer satisfaction. 


operation and improved appearance, offer a welcome IMPROVED APPEARANCE 

3 : : The t look of Char-Gal ll 
contrast to the bulky, old-fashioned equipment they ieiaeees fe 0 “Seather tn the 
replace. cap” of the installer. 


BETTER USE OF SPACE 
There’s plenty of head room in a 
, , ~~! basement with the Char-Gale duct- 
D’ .' | COOL! NG work tucked out of the way. 


The question of complete air conditioning is caesar td PACKAGED 
: : rotected against damage, all Char- 
under control with Char-Gale. That’s because Gale material is easily stored right 


Char-Gale fittings, ducts and registers are in the cartons. 
designed to handle both heating and cooling. ONE SOURCE 


Complete air distribution systems; 
no worry about matching units from 
different sources. 





Get Zowz SHARE 


of this profitable replacement 


and remodeling market 


SEND FOR THIS NEW Distributors, Wholesalers and Dealers who stock the 
ENGINEERING MANUAL simplified ‘‘Gale-Aire’’ system, get a complete, modern 

Now, in one convenient manual, all the information air distribution line that’s easy to store, sell and install. 
necessary for figuring heating and cooling jobs! The And it’s not necessary to tie up capital in large inven- 
answer to a long-felt need, this new manual will be tories of duct, fittings and registers. Char-Gale trucks 


an invaluable tool for distributors, wholesalers, deal- travel anywhere in the country, in a hurry! 
ers, and architects alike. Write today, on your 
letterhead, for your free copy. 


i . — 


. Contact your jobber or write us. 
. 4 

“ MANUFACTURING COMPANY 
3 |. ANOKA, MINNESOTA 


re earn OR a a. a 
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FOR THIS ALL 


DRAINAGE INSTALLATION! 


COPPER TUBE AND 
. SOLDER-TYPE FITTINGS 





When you add up all the practical advan- 
tages of using Streamline copper tube and 
solder-type fittings for a drainage plumbing 
job, they far outweigh the slight additional 
cost (in this case $14.23*). Copper is easy to 
handle, and you can get more jobs done 
faster. The compact 3” stack goes into a 
standard 2” x 4” partition without the need 
for furring. Joints are quicker and easier to 
make and no caulking is necessary. Remem- 
ber, too, that when the job is done you'll have 
a leakproof system without the worry of call 
backs and “customer complaints”. Streamline 
tube and fittings make an installation that 
won't clog or corrode and will always be 
free-flowing. The best costs so little more; so 
figure on Streamline tube and fittings for your 
next drainage job. 








IF YOU'D LIKE HELPFUL INFORMATION ON COPPER 
FOR DRAINAGE, WRITE TODAY FOR KIT NO. 15. 











K Joseph F. Fehrenbach, licensed master plumber of Bridge- 
port, Michigan, installed the plumbing in the home shown under 
construction in the photos above and to the right. He chose 
Streamline tube and fittings for drainage because it gave him 
an attractive, trouble-free installation for only $14.23 more than 
competitive materials, He was able to do the job quicker, too. 


PORT HURON 4, MICHIGAN an 
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WHEEL No. 5 
Cuts 5” to 12” 
Pipe 


For 80 years GENUINE BARNES 
has been the preferred pipe cut 
ter of thousands of plumbing 
and heating contractors who 
recognize the important rela 
tionship between good tools and 
good workmanship. Since 1877 

. ON new construction and 
remodeling jobs .. . GENUINE 
BARNES Pipe Cutters have con 
tinually justified this preter 
ence. That's why it will pay you 
WHEEL No. 4 


Cuts 214” to 4” z to pick GENUINE BARNES! 
Pipe 


LOOK 

FOR THE "ED TAG! 
WHEEL No. 3 You don’t take chances 
Cuts 112” to 3 with GENUINE BARNES. 
Pipe All cutters and parts are 

FULLY GUARANTEED! 


WHEEL No. 2 
WHEEL No. 1 Cuts 42" to 2 


Cuts 44” to 1” Pipe 
Pipe 


wt Lam, TIME TELLS THE TALE! 
a oe fe ene: idee 


The BARNES 
TOOL CO. Inc. 


New Haven 6, Connecticut 


80 Years Doing One Thing Well 
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(Continued from page 14) 
SAYS BIG PUSH CONTEST IS 

WELCOME NEWS 
East Happam, Conn.—The 
nouncement of -your Big Push Re- 
modeling Contest is very welcome 
news. We feel that the market for 
of the thousands 
worn-out and inadequate heating 


an- 


remodeling of 
systems in this country is tremen- 
dous. I suspect the same is true of 
plumbing. 

I am sure that your efforts on 
behalf of remodeling and moderni- 
zation will be welcomed by other 


Miss Remodeling Sparks 


Los ANGELES—I can no longer re- 
sist the temptation to express to 
your staff my gratitude for the ex- 
cellence of Domestic ENGINEERING. 


this field as 
heartily as they are by ourselves. 
JOHN F. GLUMP 
Vice President, Sales 
Econo Products Co., Inc. 


manufacturers in 


e@ Econo Products, manufacturers of 
heating specialties, was among the 
first to contribute a prize for DE’s Big 
Push Remodeling Contest. For the big 
news about the contest, see page 100. 


WANTS TO TIE IN 

Pea, Ia.—We want to tie in with 
the industry’s remodeling promo- 
tion. Is there a symbol available in 
either window decal or poster form 
that will identify us as a partici- 
pating contractor? 

R. C. VAN VARK 

Globe Plumbing-Heating Co. 


e@ A seal to identify and lend continu- 
ity to the industry’s Big Push toward 
greater remodeling profits has been 
adopted by the All-industry Moderni- 


California Rally for May 


I am sure that I speak not only 
for myself, but for the wholesalers 
of Southern California as well. 

We try to take advantage of all 


MiSS REMODELING was a feature attraction at the Los Angeles April Rally for 
May. Shown with her are Beryl Notthoff, chairman of the All-industry Com- 
mittee of Southern California, and Warren Biscauliz, representing Mayor Norris 
Poulson of Los Angeles. Miss Remodeling is otherwise known as Barbara Eden. 


zation Committee (see cut.) It is avail- 
able in several different forms—as a 
letterhead sticker, for use with news- 
paper and other advertising and as 
part of window posters and counter 
cards. Write the All-Industry Commit- 
tee at P.O. Box 1919, Washington 13, 


, oe * —_— = . 


V \ 


renew the 
HEART 
> of your home 
PLULAE/NG 
we YFA7 /A 
NN 2001/6. / 


\ 
\ 
\ 


D.C. For a description of other selling 
helps, see the article on page 117. 


WHAT’S THE HOOVER CODE? 

LAPortge, Inp.—We many 
times heard people refer to the 
“Hoover Code.” We 

(Please turn to top of page 168) 


have 


wonder 


the intelligence that you express on 
behalf of the industry, but I know 
that we often fall quite short of do- 
ing Nevertheless, 
trust that you will realize that your 
efforts are appreciated and that you 
will keep them up as time goes on. 
If there is anything that I can do in 
my small way here in Southern 
California to further promote your 
efforts on behalf of the industry, 
please have your staff call upon me. 
W. R. Moretanp 

Wholesale Plumbing Institute 

of Southern California 


our share. we 


@ We oppreciate Mr. Moreland’s kind 
words about Domestic Engineering, 
but we know too much about the 
splendid job he’s doing to agree that 
he and Southern California’s whole- 
salers aren‘t doing more than their 
share. See page 97 (and the photo 
at left) for a story and picture on the 
splendid April Rally for May partici- 
pated in by Mr. Moreland’s group. 


NASHVILLE STORY TELLS HOW 
BIRMINGHAM, ALA.—Please send 

me an extra copy of your April 
issue which reports how Nashville 
contractors and wholesalers are 
teaming up in a joint remodeling 
promotion. I am sure it will be of 
great value in helping me get ready 
for our campaign. 

BILL BuRBANK 

Executive Secretary 
Alabama State Assn. of Plumbing 
and Heating Dealers 
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modernization... 
and 


PROTECTION go hand in hand 


Be sure to protect every modernization job 
with new, modern, and important safeguards. 


FOR WATER SUPPLY SYSTEMS: FOR HEATING SYSTEMS: 


T & P RELIEF VALVES A.S.M.E. PRESSURE 


RELIEF VALVES 
WATER PRESSURE 


REDUCING VALVES BOILER WATER 
LEVEL CONTROLS 
VACUUM RELIEF VALVES 
HOT WATER 


HEATI 
TEMPERING VALVES EATING SPECIALTIES 74A-174A 


All plumbing and heating equipment deteriorates with us¢ { 


and loses its resistance to abuse and adverse operating con 


ditions. Therefore. plumbing and heating safety valves and 


controls become more vital as years of service increase. 


advertising literature. 


WATTS REGULATOR COMPANY 


Plumbing and Heating 
Safety Valves and Lawrence, Massachusetts 
Controls 
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yy 
CS&B ‘Tube “ee 


has all these features 


FASTER 


@ sure sign 


The exclusive CS&B Tube Tee is a typical example of the cost savings, 
quality leadership and sales appeal that have become the hallmark of the 
Connecticut Stamping & Bending Co. ... Wherever you see this sign, you 
can be sure of a complete line of plumbers’ tubular brass goods engineered 
for ease of installation and dependable performance and produced by 


the most modern methods for both economy and uniformly high quality. 


CS&BCo 





THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITAIN, CONN., U.S.A. 
affiliate: TUBE BENDS INC. aircraft parts 
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harcratt... 
the best thing 
next to water: 





When it comes to plumbers’ brass, Miss Harcraft 
knows all the answers. Ask her about ease of 
installation, stylish beauty, long term reliability, 
proven quality, or competitive price. Her answer is 
always the same... buy Harcraft. The proof... just 
compare Harcraft fittings with any other line. Note 
the quality construction, superior craftsmanship, 
and lasting chrome finish. Check the proven 
sales and profit performance of the entire Harcraft line. 


When you do, you’ll order Harcraft... 
the best thing next to water. 


Harcraft Brass 


Nationally represented. Warehoused for your convenience in principal cities 


Division of Harvey Machine Co., Inc., Torrance, California 








one 






name 


stands 





ro out : : 
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More homes, coast-to-coast, 
enjoy ELKAY sink bowls — 
ELKAY sink tops than all other 
sinks of stainless steel. 
It’s the only complete line... 
ask your wholesaler for 
all the facts or write today! 






Illustrated—PS-32 Starlite*. . . 

with exclusive brighter-than- 
bright finish. Note the new ELKAY 

single lever faucet—available 

with any ELKAY sink. Find out 

about money-saving faucet deal. 


. Sei — eg 
Only 2&2 x Aw offers six ways to make more sales... ; : 


\\ Loesce\ wns Cats. \ si-som 





PACEMAKER srartire\ Dale U'2000 








MANUFACTURING COMPANY 


1874 South 54th Avenue ® Chicago 50, Iilinois 





THE WORLD'S OLDEST AND LARGEST MANUFACTURER OF STAINLESS STEEL SINKS ... SINCE 


* TRADE & me 


1920 








oy 


Questions and Answers 


Boilers Flood and Lose Water... What's Wrong? 


To the Editor: 

In remodeling the heating system 
in a small church, we replaced a 
round, cast iron boiler with a twin- 
Op- 
installation is 
the other 
either losing 


unit, gas-fired, sectional boiler 
of the 
erratic with one side or 
of the 
water or flooding. Due to burnouts, 


eration new 


twin unit its 
we have been obliged to replace the 
rear cast iron sections of both units. 


Capacity of the remodeled system 


is 1950 ft of steam radiation. 


The system is of one-pipe, gravi- 


sq 


ty, up-feed, air-vent design and 
seems to be free of trouble. Piping 
to the new 
are shown in our sketch (see Fig. 
1). Each unit has its own natural 


connections twin unit 


gas burner. 

Although we have a new water 
level controller in service, the per- 
formance of the system continues to 
be erratic. We will appreciate any 


help you can give us toward clear- 
ing up this unsatisfactory situation. 
Wisconsin S.H 
To the Reader: 
Most of the trouble with this sys- 
the 
treating the installation as a single 


tem appears to be result of 


boiler, when in fact it consists of 
two individual units jacketed into 
a single package 

Exact the 
burners, so that each produces the 


control of individual 
same weight of steam, is not practi- 
cal in a heating system that does 
not enjoy constant watching. There- 
fore, the philosophy of the piping 
the 
you can get from each unit without 


arrangement is to take steam 
interfering with the production of 
the other 

The first recommended change is 
to raise the horizontal steam head- 
er, presently shown on your sketch 
(Fig. 1) as connecting to each unit 
through a close nipple, and install 
The 


is to re- 


a stop valve in each new riser 
idea in lifting the heade: 
duce the spill-over that now occurs 
as the result of uneven loading of 
the two units. The valves allow the 
shutting down of either unit during 


(Please turn to top of page 28) 
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RECOMMENDED PIPING CONNECTIONS 


sana diene 








Fig. 1 shows the hookup for a steam heating system using 
twin boilers where one side or the other either loses its 
water or floods, causing burnouts of cast iron sections. 


Fig. 2 illustrates recommended changes in the piping con 
nections that will solve the problem. Basically, the chang- 
es treat the installation as two separate units rather 
than as a single boiler. 


The reader wants to know how to improve the system. Details are given in the article. 
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hot water 
cold water 


\ 


\ WHITE UNIVERSAL JACKET 


Aluminum foil vapor barrier 





Attractive white creped cover 





ALL-PURPOSE LOW PRESSURE 
PIPE INSULATION 


... gives you better-looking plumbing 
and heating jobs at lower cost! 


Here’s the first all-purpose insulation de- 
signed for cold water, hot water or low 
pressure steam lines—new Fiberglas* Low 
Pressure Pipe Insulation, with universal 
jacket. It’s pleasant to handle, easy to 
apply, covers all low pressure needs with 
top efficiency. You'll enjoy important ware- 
house savings—easier scheduling and han- 
dling to and on the job—and faster installa- 
tion with less labor. Result: extra profits 
for you .. better-looking jobs for your 
customers! 

The resilient core of molded Fiberglas 
Insulation is faced with a universal jacket 
of white kraft paper over a laminated vapor 
barrier of aluminum foil, preventing con- 
densation when used on cold piping. The 
white creped paper surface needs no paint- 
ing—or can be color-painted in a single 


coat without sizing. This insulation is also 
available with a standard factory-applied 
canvas jacket. 

VERSATILE— Use on any hot or cold water 
or low pressure steam line—50°F. to 250°F.! 
EFFICIENT— Thermal efficiency up to 40° 


greater than many pipe insulations! Can’t 
rot or corrode! 


NO SHRINKAGE—Never shrinks open at 
section joints; won't buckle or sag! Retains 
that “just-applied” look! 

EASY APPLICATION—Never brittle or 
fragile. Standard 3-foot sections easy to 
cut, quick to fit . . . no bands needed! 
SAVES MONEY —Ease of installation, top 
insulating qualities, long life—offer impres- 
sive savings! 


peewee ee see eee cesses ee ee es ===-4 


Owens-Corning Fiberglas Corporation 
Dept. 172-E, Toledo 1, Ohio 


Please send me the complete descriptive booklet Fiberglas Low Pressure Pipe Insulation. 


No charge, no obligation. 


( ) Check here if you want the name of your nearest supplier. 


Name 





Company 








oe 


SAVES SPACE 

¢ in warehouse! 

on delivery truck! 
9 cu. ft. of ordinary 1" thick pipe 
insulation covers 100 lineal feet 
of %" pipe... 


Now do the same job 
with only 4.6 cu. ft. of 
Fibergias Insulation— 
save almost half the 


It’s amazing the difference Fiberglas makes! 


OWENS-CORNING 


FIBERGLAS 


*T-M. (Reg. U. S. Pat. Off.) O-C. F. Corp 
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“It’s your best buy... 


Take vour wholesaler’s word for it. He knows better than Your wholesaler can have confidence in Bridgeport 


anyone the advantages of Bridgeport plumbing and plumbing products because his direct-from-the-mill servic 


heating products. means that he gets and can give you better support all the 


It's a complet line everything from coppei water tube. wav down the line 


drainage tube and refrigeration tube to plumbing brass Next time you call your wholesaler, don’t just say 


goods. copper water tube » + BAY 
BRIDGEPORT Copper Water 


quality throughout, regardless of whether you're installing Tube. He'll 


It's a quality line—one high. dependable standard of 


know you want 


hot and cold water lines, air conditioning lines. vent the best 


stacks, waste lines or underground service lines. TRAXROD®... LOW-COST LUXURY 
It's an available line—leading wholesalers who carry it j 3. a Stainless Steel Traxnon is a Bridgepo 

are serviced direct by factory salesmen. Copper water and velusive that makes any shower 

drainage tube is stocked in Bridgeport’s nationwide net- ' : aes 


visele ) 
work of conveniently situated warehouses. 


tile Brit. 
Bridgeport Brass ( ompany, Bridgeport 2, Conn. Offices in Prin ipal Cities 


In Canada: Noranda (¢ opper and Brass Limited, Montreal 
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SAVE CUTTING 


with (G)ure RSPUN 


Really Round Hubs and Spigots 
Seamless 
No Fins or Fish Hooks 


SUPERSPUN Soil Pipe is centrifugally 
cast in sand-lined flasks — assuring you of 
length after length of pipe which is 
straight, smooth and easy to cut. You can 
rely on the quality line of individually tested 
SUPERSPUN Soil Pipe and fittings. 


UPERSPUN 


CAST IRON SOIL PIPE AND FITTINGS 


Manufactured by COMBUSTION ENGINEERING, INC. Chattanooga, Tenn. 
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...and the NEW DAVIS 210 BACK-HOE is the 
ONLY MACHINE in the World— 


When it comes to digging a footing or any 
other trench for service lines, waterproofing, 
etc., right alongside another building, you 
have only two choices — either expensive hand 
digging or fast, economical flush digging by 
a new Davis 210 Back-hoe. The new Davis 210 
can be mounted at either end of the frame — 
as well as at the center so you can dig flush 
with walls, fences, etc. Its 200° swing lets you 
dump far enough from the trench that re- 
moval of the excess pile with the Davis Loader, 
America’s quality loader, is easy. 


that can do this job! 


It’s all made possible by the exclusive rotary 
hydraulic boom swing cylinder along with the 
other features which make Davis the world’s 
largest selling back-hoe — features like the 
7000 pounds of breakaway for digging in 
asphalt or frozen ground, independently con- 
trolled hydraulic stabilizers, five minute de- 
tachability, and revolving seat which lets the 
operator always watch his work. Of course 
with the Davis Loader you have an unbeatable 
combination...all for far less than you would 
expect to pay in comparison to other makes. 








Davis Loaders and Back-hoes are available for all popular o> 


makes of tractors, and sold and serviced everywhere in the 
U. S. A. and Canada by better dealers. For the name of your 
nearest dealer call Western Union by number and ask for 
Operator 25...or write... 


ie 


MID-WESTERN INDUSTRIES, INC. 


1009 SOUTH WEST STREET DEFT. DE WICHITA 15, KANSAS 


FOR MORE PROFIT 
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Questions and Answers 


(Continued from page 23) 
the fall and spring when less heat 
is needed. 

As far as the returns are con- 
cerned, each unit requires its own 
Hartford loop as shown in Fig. 2, 
and each loop needs its own equal- 
izing pipe as indicated in the draw- 
ing. 

The cracked sections you men- 
tion resulted from low water 
brought about by excessive geyser- 
ing through the steam outlets, or 
by interruptions of the returns, or 
by a combination of both. In view 
of the occurrence, it would be a 
good plan to examine the setting of 
every radiator valve on the system. 
Sometimes, with one-pipe systems, 


the occupants shut the valve while 
the radiator is hot, and by so doing, 
prevent the return of water to the 
boiler. These valves should remain 
in the wide-open position as much 
as possible, with the heat control 
being accomplished at the burner. 
Throttling of these valves should 
be avoided for the same reason as 
restricted returns should be. 

The balancing pipe shown be- 
tween the two units may remain 
where it is, since its presence ex- 
tends the effect of the water level 
controller. It will have no adverse 


effect on the corrected returns and 
steam outlets as shown in Fig. 2. 

After the above changes have 
been made, operation should be 
watched closely to make sure that 
condensate is reaching the boiler 
promptly. If water pockets are 
found, the piping should be re- 
graded to eliminate them, or ad- 
ditional drip connections should be 
provided, connecting into a wet re- 
turn, if possible. Both the sizes and 
positions of the air vents are im- 
portant and a recheck of these 
features is worth making. 


We Scotch a False Rumor About Panel Heating 


To the Editor: 

We have been advised that if we 
install copper tubing coils in a con- 
crete slab for radiant heating, acid 
from the concrete will affect the 
copper and cause it to disintegrate 
within three or four years. 

Since we are contemplating such 
an installation in a new building, 


Fluoridation of Water: Is It Safe for Humans? 


What Effect Does It Have on Plumbing? 


To the Editor: 

Do you have any information on 
the fluoridation of water? Specif- 
ically, I’m wondering about the 
safety factor and whether fluorides 
are injurious to plumbing. Also, 
have many cities tried fluoridation 
and are those that have tried it 
still using it? 

Vermont or. 
To the Reader: 

The following statement issued by 
the U.S. Public Health Service an- 
swers a number of questions re- 
garding fluoridation of water sup- 
plies: 

“The safety of fluoridation under 
normal water plant control proce- 
dures has been proven to a point 
beyond dispute. This public health 
measure is supported by all state 
health departments, the U.S. Public 
Health Service, the American Med- 
ical Assn., the American Dental 
Assn. and the American Public 
Health Assn. 

“Though opposition to fluorida- 


28 


tion still exists, no scientific evi- 
dence has ever been presented by 
the opposition in support of its 


1S THIS LITTLE GIRL risking her health 
by drinking this glass of fluoridated 
water? The U. S. Public Health Service 
says no—and points out that most 
health departments now agree. 


information 
you can give us on this subject. 
Pennsylvania A. Y. 


we'd appreciate any 


To the Reader: 

Copper tubing is used quite ex- 
tensively for radiant panel heating 
installations with very satisfactory 

(Please turn to top of page 32) 


claims against the safety of using 
fluorides in water supplies. 

“Certain claims have been made 
recently to the effect that fluorida- 
tion is corrosive to plumbing and 
water distribution systems. How- 
ever, every incident brought to our 
attention has been found to result 
from conditions of water quality 
normally responsible for water cor- 
rosion. No evidence is available to 
support the claim that one part per 
million of fluoride ion present in 
water has in any way ever contrib- 
uted to corrosion. 

“This does not apply to corrosion 
associated with concentrated fluo- 
ride compounds. Such corrosion 
would exist only in feeding lines 
and not in the distribution system. 
However, many types of materials 
for use in feeding lines have been 
developed that are resistant or en- 
tirely immune to the corrosive ac- 
tivity of such fluoride solutions.” 

In answer to your last question, 
there are many cities throughout 
the country that have tried and are 
continuing to use fluoridated water. 
A complete list of these cities can 
be obtained from the Journal of the 
American Water Works Assn., 2 
Park Avenue, New York 16. 
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1. Radiant Heating an Extra Room 
with Steel Pipe 


Where there’s a sound porch and hot water 
heating you can sell the “family room”’ idea. 
First a simple enclosure, then radiant panels 
laid on the concrete floor, connected to the 
existing system and covered with a floor! 





3. Modernize old Wet Heat Systems 
with Steel Pipe 


Thousands of gravity hot water heating 
systems need modernizing by addition of 
forced circulation equipment for better, faster 
heating. Eliminates unsightly upstairs ex- 
pansion tanks and unnecessarily large base- 
ment piping. 








5. Add Summer Cooling with Steel Pipe 


Take advantage of the great strides made in summer 
air conditioning with wet-heat systems. Addition 
of a central chiller and combination heating-cooling 
units with steel pipe provides real year-round “air 
conditioning.” 


2. Install Steel Pipe Snow Melting 
Systems 


Suburban branch banks, supermarkets, motels, 
filling stations and other businesses dependent 
upon auto-transported customers are a ready- 
made market for steel pipe snow melting systems 
to keep parking areas, driveways and sidewalks 
snow-and-ice-free. 





4. Steel Pipe Lawn Sprinkling 
Systems 


Many home owners need only to be approached 
to realize the advantages of a lawn sprinkling 
system and to induce them to buy an economical 
steel pipe irrigation system that will insure a 
verdant lawn all season long. 

















6. More ‘‘Pipepower'’ with Steel Pipe 


Sell more steel “‘Pipepower’’ to accommodate the 
greater water requirements of that added bathroom, 
basement shower, larger hot water tank, lawn sprink- 
ling system, where more adequate piping is needed. 





Remember, Steel Pipe gives the ultimate in service 
for every dollar spent. It threads and cuts easily; 
gives sound, permanent joints whether welded or 
coupled; coils and bends well; provides strength 
equaled by no other. 


Veel Pipe 
is Fursh Choice 





Committee on 


STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 
150 East Forty-Second Street, New York 17, N.Y. 
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THERE’S A PERFECTION 
AIR CONDITIONER 
FOR EVERY CUSTOMER 





YOU'LL MAKE SALES RECORDS WITH PERFECTION... there's a 
product for every proapect, The new Perfection Tuckaway that will 
handle almost any installation air-cooled units from 2 ton through 


10 ton... water-cooled from 2 through 40 ton plua © room ait 


conditioners for added sales 


YOU CAN COMPETE FOR EVERY SALE WITH PERFECTION... (here's 
a price for any installation, A De Luxe line for the top of the market 
. a standard line for the masa market 




















YOU CAN CLINCH SALES WITH PERFECTION, /here are powerful 
sales features in every unit. Efficient, fudl-capacity air conditioning 
that does a complete job and costs less to operate, (And eliminates 
service calls.) 


YOU GET IMMEDIATE DELIVERY FROM YOUR PERFECTION WHOLE. 
SALER, You may not stock the unit your customer wants... but your 


nearby wholesaler does. And you can get it immediately . . . in time 
to clinch the sale, 


YOU CAN DEPEND ON PERFECTION COOLING AND HEATING... 
your customers will too. Perfection has been making “home comfort”’ 
products since 1888. National advertising, local advertising, and the 
most complete dealer promotional program in the industry will con- 
tinue to sell Perfection quality in 1957. 





YOU'LL PICK UP NEW SALES WITH PERFECTION. You can't miss 
with matching Perfection furnaces—the only furnaces with the exclu- 


sive sales feature—REGULAIRE. 
A FEW TERRITORIES ARE STILL OPEN—write, wire or phone today! 


ar 
A , Hib 


AUTOMATIC COMFORT HEATING/COOLING 


Perfection Industries *« Cleveland 10, Ohio 
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Questions and Answers 


(Continued from page 28) 


results. There is no danger of acid 
in a concrete slab affecting the cop- 
per with the usual cement-sand- 
stone concrete. 

Your informant may have been 
referring to concrete with 
cinders as the aggregate. In this 
case, it is possible for sulphide in 
the cinders to attack the copper, or 
any other metal for that matter. 
Therefore, manufacturers do not 
recommend the use of this type of 
concrete, nor even the use of cin- 


made 


ders for fill under the concrete. 
Crushed stone is usually recom- 


mended for fill material. 


How to Determine Heat 
Output of Finned Tubes 


To the Editor: 

In an article on space problems 
in heating modernization jobs in 
your March issue (page 102), there 
is one point that aroused my curi- 
osity. The article talks about two 
and three-finned tube radiation in- 
stallations in one and _ two-pipe 
steam heating systems and makes 
this statement: “Remember that 
radiation units two rows high de- 
liver twice as many Btu’s as one 
row, but three rows will deliver 
only 2% times as many as one 
row.” 

Can you tell me why this is true? 
It seems to me that if two rows de- 
liver twice as many Btu’s as one 
row, three rows would deliver three 
times aS many as one row. 


Ohio 7. de 


To the Reader: 

While assumption 
seems logical, it is true that heat 
output from three rows of radiation 
one on top of the other will be only 


our reader’s 


mally are on a wall mounting, the 
surfaces, facing each other in 
straight lines and being of equal 
temperature, cancel out each other’s 
radiant effect. 

By referring to the diagram (Fig. 
1), you will observe that with one 
row of tubing, with fins 4 in. wide, 
the heat emitting perimeter is 16 in. 
For two rows, notice that 4 in. of 
the bottom perimeter of the top row 
and 4 in. of the top perimeter of the 
bottom row are opposed from the 
radiation standpoint. In examining 
the sketch for three rows, we see 
that the opposing radiation adds up 
te 16 in., or the equivalent of one 
tube. 

However, convection has some- 
thing to do with this radiation loss. 


The natural upward movement of 
the air, motivated by the hot sur- 
faces, reduces the loss substantially 
as the air passes over and between 
the tubes. This air movement al- 
most, but not entirely, balances out 
the radiation loss from two parallel 
finned tubes and makes up for at 
least half of the total radiation loss 
from three tubes. 

Manufacturers of finned tube 
radiation have complete data on the 
performance of their product de- 
termined under actual test condi- 
tions. Before settling on any length 
of finned tube or the number of 
rows to be installed, the conditions 
should be checked either with the 
manufacturer’s catalog or by a let- 
ter to the manufacturer. END 





FINNED: TUBE 
RADIATION 
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1—ROW —ROWS 

4—SURFACES OF 
RADIANT HEAT 
EMISSION 


& CONVECTION 





SURFACES OF 

RADIANT HEAT 

EMISSION 

& CONVECTION 
2—SURFACES OF 
CONVECTION ONLY 


3—ROWS 
8—SURFACES OF 
RADIANT HEAT 
EMISSION 
& CONVECTION 
4—SURFACES OF 
CONVECTION ONLY 








Fig. 1: A reader asks why three rows of finned tube radiation on a wall put 
out only 22 times as much heat as one row does, when two rows put out twice 
as much as one row. The answer, as illustrated by the diagram, is that oppos- 
ing surfaces cancel out each ether’s radiant effect. Note that in a three-row 
installation, radiant heat emission is cancelled out in a total of four sur- 
faces, or the equivalent of one tube. However, convection currents make up 
about half of this loss with the result that heat output for the three rows 
totals only 2% times as much as one row instead of three times as much. 


2% times greater than one row. 
Here’s the explanation: 

Heat emission from a hot surface 
depends mostly on radiation and 
convection. When parallel coils are 
set as close together as they nor- 
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Poll Shows Swing to Copper for Drainage Systems 


Hundreds of plumbers throughout the country 
were recently polled for their opinion of copper 
for drainage systems. The vote for copper was 
practically unanimous. A few of the returns are re- 
produced above and the quotes around them are 
representative of the other comments sent in. 

Use copper on your next job and see why it saves 
time, is easier to install and makes a better job. For 
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time and money-saving suggestions and detailed 
information on Anaconda Copper Tubes and Fit- 
tings for Sanitary Drainage Systems, _— 
send for Publication C-33. Address: | 
The American Brass Company, 
Waterbury 20, Conn. In Canada: 
Anaconda American Brass Ltd., New 
Toronto, Ont. 





what oil burner control system do you prefer? 


The Perfex burner primary line 
by General Controls is 
America's only complete line. 
Choose from the only manufac- 
turer to make all three—stack- 
mounted, two-piece or 
PerfXray. 


MATCH THESE FEATURES AGAINST 
ORDINARY PRIMARIES 


1) Constant, intermittent 
ignition; gen 9 
non-recycling and line volt- 
age models available 


2) Carbon friction block for 
reliability, permanent 
adjustment 

3) No leveling required 

4) Hum-free relay, insulated 
circuits 

5) Simple wiring plan, 
protected while wiring 

6) Safety timer compensated 
for ambient temperature 

7) Fewer moving parts, © 
plated against corrosion 


8) Fully guaranteed, Under- 
writers’ Laboratory approved 


make your next installation... 
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CONVENTIONAL STACK-MOUNTED PRIMARIES 

Field-proved for many years under the Perfex label, these 
superior stack switches feature the powerful, rigid stainless steel 
stack element. This exclusive design is unaffected by carbon 
requires no air venting. Stack-mounted models available 

for all applications, including line voltage 








‘ 


‘Wootosettatemenrate == 


! 
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'\, PERFXRAY 
} 
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a FOR COMPLETE BURNER-MOUNTED PRIMARY 


\ 





- Revolutionary flame-detector, proved better in thousand TWO-PIECE 
of installations, is simple rugged sensing element in Waals 

Stalled in blast tube instead of the stack. Close STACK ELEMENT) 

location to flame means faster, more positive 

response. Unaffected by soot, its simple design 

means dependability and long life. Prewired 

to conventional burner-mounted relay, this 


Nal 


Primary relay is burner-mounted, simplifies wiring 
to separate stack element. Saves time, reduces 
cost of burner installation for installers who 


prefer stack-sensing installation 
primary control package offers lower cost 


installations in the field — Available fron 


most oil burner manufacturers 


Five Plants 

Glendale, California 
Burbank, California 
tron Mountain, Michigan 
Skokie, Illinois 

Guelph, Canada 
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TIPS FOR MANAGEMENT 


Celebrate Your Special Promotions with a Contest 


THERE'S NEVER BEEN ANY DOUBT 
about the pulling power of con- 
tests. If there has been, the suc- 
cess of TV’s quiz and giveaway 
shows should have dispelled it 
by now. 

Many successful merchandis- 
ers long have recognized that 
prize drawings and similar pro- 
motions can stimulate store 
traffic and build mailing lists. 
Seldom before, however, have 
p-h contractors had a greater op- 
portunity for contest exploita- 
tion than now—during Plumb- 
ing-Heating-Cooling Month and 
the remodeling sales campaigns 
that will follow it. Contests now 
will heighten local interest in the 
intensive promotions and, in 
turn, benefit from advertising ef- 
forts on the national level. 

A Plumbing-Heating-Cooling 
contest will, of course, produce 
benefits lasting long beyond May 
—provided the contest is han- 
dled properly. 


eCareful planning from the 
conception of the contest to its 
close is needed. Otherwise, the 
contest will be indifferently re- 
the public, wasting 
your time and your prizes. A 
poorly managed contest—one, 
for example, in which the rules 
are so vague that contestants 
don’t know what’s expected of 
them and they feel cheated— 
will even build up resentment 


ceived by 


36 


among the people whose favor 
you're trying to win. 

The first step to consider in 
planning the contest is the prize 
or prizes. These will either draw 
or deter prospects. Don’t offer 
an item of limited appeal, one 
you're afraid will gather dust in 
your inventory if you don’t un- 
load it somehow. The reason for 
a contest is not to dump slow 
merchandise but to step up store 
traffic and develop a prospect 
list for mailings. 

Naturally, your own products 
are tops in appeal, and during 
P-H-C Month the public will be 
especially interested in them. On 
other though, you 
may want to include some in- 
expensive products to enlarge 
your prize list—turkeys_ at 
Christmas time, for example. 

The number of prizes is im- 


occasions, 


portant. When working with a 
small budget, it’s usually wiser 
to offer five or 10 small prizes 
rather than one large one, so 
that people feel they have sev- 
eral chances to win. Besides, 
the more winners there are, the 
more do they help publicize your 
business. 


« Publicity is the life blood of a 
contest. It awakens interest, 
stimulates entries. The advertis- 
ing phase of publicity should de- 
tail the rules and describe the 
prizes. Store windows and truck 
panels should display provoca- 
tive facts about the drawing. 
Employees should distribute re- 
prints of ads and entry blanks. 
Prizes should be displayed in 
show windows, local theaters, 
banks, ete. 

How long a contest should be 
held will depend on the value of 

(Please turn to center of page 142) 





| WHAT DOES MODERN PLUMBING MEAN 
TO ME? 

















l 








The pulling power of a contest will step up your store treffic. 


it will increase 


your immediate business and also give you an excellent prospect list. 
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HOW SUNDSTRAND FUEL UNITS BACK UP YOUR BURNERS 


Positive cutoff 
prevents 
oil seepage 


Neoprene disc positively seals 
rounded bronze outlet plug 


On closing stroke the efficient 
piston-type valve of the Sundstrand 
Fuel Unit drives a pliable neoprene 
disc firmly against the rounded end 
of the bronze outlet plug for posi- 
tive closure unaffected by ordinary 
dirt particles. Clean cutoff under all 
conditions is assured, seepage elimi- 
nated, even during long shutdown 
periods. Your burner is always pro- 
tected from after-drip and resultant 
carbonization. 

No detail has been slighted by 
the Sundstrand engineers in their 
endeavor to create a fuel unit that 
brings out and sustains every per- 
formance advantage designed and 
built into your burners. Sundstrand’s 
place as ‘‘first in fuel units’’ is the 
verdict of the men who make and 
sell oil burners—an expert judg- 
ment based on easy installation and 
service, low maintenance require- 


ments, long life, and a consistent ; 
8 , MODEL H—high-pressure, two-stage, 


for long line, high lift. 3, 6, 10, 14, 
and 20 gph. Three basic Sundstrand 
models solve all fuel unit problems. 


record of insuring burner perform- 


ance ‘‘as specified 


) 


SUNDSTRAND 


HYDRAULIC DIiVISIton 


of Sundstrand Machine Tool Co., 2210 Harrison Ave., Rockford, Ill.—Eastern Sales Office: 89 Summit 
Ave., Summit, N. J. © Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto— Made in Sweden 
by Sundstrand Hydraulic AB Stockholm. 
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Gerber makes a complete line of high quality plumbing fixtures. 
They have the most wanted features, and are moderately priced to 


Beat competition with quality and price 


Get more remodeling business at full profit 
with Gerber Plumbing Fixtures 


You can make a more attractive remodeling offer 
with Gerber plumbing fixtures, without cutting your 
profits. 


With Gerber, high quality is combined with sen- 
sible prices that assure you extra profits through in- 
creased remodeling sales and full mark-up. Where 
competition offers “economy” fixtures, you can offer 
deluxe Gerber fixtures at no extra cost. You can offer 
colored fixtures instead of white, twin lavatories instead 


FC 


Guaranteed by > 


se GERBER 


Quality products, dependable service, from 5 modern plants. 


Piumbing Fixtures’ -« 


give full value. Gerber fixtures carry the Good Housekeeping Seal, 
and are available in choice of four colors or white. 





of one, full size tubs instead of ‘“‘miniatures.” 


Gerber’s complete line of high quality plumbing 
fixtures is smartly styled, and is backed by the Good 
Housekeeping Guaranty. Gerber fixtures are easy to 
install and service. 


See your Gerber distributor for information on 


Gerber’s complete line of high quality, moderately 
priced plumbing fixtures. 


232 N. Clark St., Chicago 1, Ill. 


Kokomo, Ind.; Woodbridge, N. J.; Delphi, Ind.; Gadsden, Ala.; West Delphi, Ind. 
Export Division: Gerber International Corp., 500 Green St., Woodbridge, N. J. 
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AT PRESS TIME 


\ 
INCLUDING WASHINGTON REPORT 


\ 


The Big Push Campaign is on! 
It's a brand-new DE-sponsored program designed to help 


contractors sell more remodeling in 1957. It will serve as 
a rallying point for all the activity centering around 
_ THE BIG PUSH Plumbing-Heating-Cooling Month and the equally busy months 
CAMPAIGN IS ON! ahead. For details, see story beginning on page 86. 
As a part of the big program, DE is announcing its Big 
Push Remodeling Sales Contest for p-h contractors, with 
thousands of dollars worth of prizes to be awarded to those 
submitting evidence of the job they are doing in remodeling. 


+** 


As this issue goes to press, notices of prizes being 
contributed to the contest by manufacturers and wholesalers 
continue to pour in. 

Universal-Rundle Corp., New Castle, Pa., for example, 
writes that it will contribute a complete bathroom ensemble 

BIG PUSH CONTEST if.color as its prize. Photos of Universal's prize, as well 
PRIZES POUR IN as those of a number of other manufacturers, were not 
available in time for this issue. However, these prizes 
will be fully described and illustrated in the June issue. 

See page 100 for complete information on how you can 
participate in the Big Push contest and become eligible for 
one of the many prizes to be awarded. 


+++? 








Enthusiasm for the industry's Big Push this year is 
running high at both the national and the grass-roots level. 
That much is obvious from the many reports of local 
activities that reached us following the "April Rallies for 
A TALE OF May" held early last month. In fact, DE editors were on 
200 CITIES hand for a number of the meetings to get some first-hand 
information on what's being done and what is planned for the 
months ahead in various parts of the country. 
You can read all about it in the feature entitled "A 
Tale of 200 Cities" beginning on page 94. 


4% 


So, with activity on the remodeling front proceeding at 
a fast clip, let's glance at the general business outlook. 

"Business is humming along at a satisfactory pace and 
thereby confounding the pessimists." So says the Associated 
Press following a nation-wide survey. As one banking execu- 

BUSINESS IS tive puts it, Business is a lot better than the psychology 
HUMMING ! about business. 

In fact, it's obvious that American business is now 
betting on a steadily expanding economy for the next four 
years at least—ignoring any short-term setbacks along the way. 

The reason: Rising personal income and a growing popula- 
tion that can only result in an expanded market for all 
consumer goods. (Continued on the next page 
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HOME BUILDING DOWN, 
BUT OTHER TYPES 
OF BUILDING TAKE UP 
THE SLACK 


SEE YOU IN DALLAS 
« « « OR BOSTON 
+ « « OR MIAMI 


BACK TO SCHOOL 
TO HELP YOU! 


DON'T OVERLOOK 
REMODELING IN 
BIG BUILDINGS 


TAKE YOUR PICK 


Within our own industry, new home building continues 
as the only soft spot following a further decline in March. 

But even this is spotty. While it's down in some areas, 
new home building is up in others. Chicago, for example, 
reports a 38 percent increase over the first quarter of last 
year. 

Also, the slack in home building has been taken up by 
other types of construction. Spending for new construction 
nationally in the first quarter was a record for the period 
at almost $9% billion, according to the Commerce and Labor 
departments. 

F. W. Dodge Corp. reports that contracts for future 
construction were up sharply in March. The total of $3,- 
077,997,000 was an all-time record for the month. Dun é& 
Bradstreet reported that building permit valuations in 217 
cities shattered all previous records for the first quarter. 

Much of the deficit in home building is being made up by 
business expansion in new buildings. This phase is best 
Summed up by a spokesman for Minneapolis-Honeywell Regulator 
Co., Minneapolis: "We certainly are not deferring or abandon- 
ing expansion programs; in fact, we plan more expansion 
projects within the next six months." 


4% 

















Three big industry conventions are scheduled for this 
month and early June; 

On May 7-10 the Mechanical Contractors Assn. of America 
convenes in Miami Beach, Fla., for its 68th annual conven- 
tion. The fabulous Fontainebleau Hotel is the meeting site. 

On June 5-6 the Oil-Heat Institute of America will hold 
its 35th annual convention in Boston. There will be no 
exposition this year, but the meeting will be held in con- 
junction with the 0il-Heat Institute of New England's 
Biennial Eastern Exposition of 0il Heat and Domestic 
Cooling. 

OHI meeting sessions will be held at the Sheraton- 
Plaza, while the New England group will hold forth at the 
Hotel Statler. 

And in Dallas, Tex., on June 10-13, the National Assn. 
of Plumbing Contractors will hold its Diamond Jubilee con- 
vention at the huge Memorial Auditorium. The group will be 
celebrating the 75th anniversary of its founding. 


eee8 

















A new sales training program for the plumbing and heat- 
ing industry was announced last month by the Central Supply 
Assn. at its spring meeting in Chicago. 

Chief purpose of the program is to train wholesaler 
personnel in management and merchandising techniques that, 
in turn, will be passed along to contractors for local-level 
use in selling the remodeling market. 

Complete details of the program, called the "CSA Dealer 
Development Institute," are given on page 158. 


+32 











How about selling non-residential remodeling? 

It's a big market and it can be sold. Take it from Bill 
Scott, Jr., head of Scott Co., Oakland, Calif., one of the 
West's biggest big-job contractors. He tells all about the 
market and how it can be merchandised in a feature article 
beginning on page 128. Scott, incidentally, will be a fea- 
tured speaker at the NAPC convention in Dallas. 


*$4* 





A wide variety of remodeling sales aids is yours for 
the asking! é' 








Turn to the colorful insert on page 117 and take your 
pick. You'll find these aids excellent for boosting your 
remodeling business during the Big Push Campaign. 
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| Me OW a plan to boost 


your heating replacement business 
this summer 








Write now for this 
new, practical, 
step-by-step 
program that can 
mean increased volume 
and more profits 

for you! 


A practical working plan Answers questions like these: 


This free Kit takes you through each step involved 1. Who are my logical prospects and how can I reach 
in setting up a practical program—shows you how them? 

. . . 2. How can I alert my own service men to replacement 
to go about getting heating plant replacement busi- 1 Phased longest, ar 

reset business possibilities? 

ness, and more profit dollars. Included in it are 
some of the “tools” you'll need to get the pro- 
gram underway. 


3. What’s the best way to approach my prospects? 
4. How can I overcome the prospect’s resistance to 
“having it done now’’? 


MAIL THE COU PON TOD AY 1 What are the two sure-fire keys to closing the sale? 


There’s no cost or obligation. Organize now to in- 
crease your heating replacement sales this Summer. Spencer Heater, Lycoming Div, 
Avco Mfg. Corp., Williamsport, Pa. 


Gentlemen: 
Please send me your free Kit ‘“‘“How to Build Volume and 


S$ He) re Re C e R Profits on Heating Replacement Business.”’ 


My Name 
HEATER 





Name of Company 





Street 





City 
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END CAP is Three-piece 
designed with JOINER STRIP 
removable section (41%2") snap over 
for ready access to adjacent lengths. 
valves or venting Also available in 
devices. 16” joiner sections. 











ey 9 


... other accessories, including inside and outside corners, and wall ends are 
all designed for easy, snap-on installation. 





CON Te TE I RS 


BASEBOARD HEATING PANELS 


To meet increasing demands for a baseboard 
heating system with low installed cost, Tuttle & 
Bailey has designed a new %4” fin-tube non-fer- 
rous element for use in its custom-styled cabinet. 
This combination of attractive cabinet with its 
superior construction features, and new highly 
efficient %4” non-ferrous- element, assures the 


contractor of top quality baseboard heating at a 
new low cost! 

Model B-3 panels are designed for either recess- 
ed or free standing installation. Factory assembly 
of panels in 4 ft., 5 ft. and 6 ft. lengths, and pack- 
aged as a complete unit, facilitates stocking and 
handling . .. saves time and money on the job! 


Check These Features 


Y Engineered for high capacity to provide 


lowest cost per Btu 


W smartly styled cabinet harmonizes with 


the functional beauty of the modern home 


Y Furnished in decorator-gray to blend with 
any interior color scheme 


W. specially designed element fin is rigidized 


for added strength 


W element suspended independent of the 


cabinet for noise-free operation 


mec panel easily removed for access to 


the system 


Y Damper furnished as a standard feature 


at no added cost 


rovAY-~ 


for complete information, 


write for Catalog No. 303 


division of Allied Thermal Corp. New Britain, Connecticut 





Your friend 


In the early 1900's plumbing goods were mostly sold 
by the manufacturer directly to the contractor or 
dealer. This type of distribution system was most 
costly in time, money, and human effort. The need for 
wholesaler’s services in making stock available at lesser 
cost became more apparent. This system of distribut- 
ing goods from manufacturer to wholesaler to user 


was necessary for a growing economy. 


Manufacturers cannot economically make goods on 


a week’s notice, but your wholesaler can supply 


Foe 


aor yang ger 


and ours...the Wholesaler 


them on a day’s notice or less. He is able to buy 
im large quantity without sacrificing quality, and 
can stock literally thousands of different items. 
This brings you better values and service at 


lower cost. 


Located in your community he renders important 
services to help you grow steadily and with sta- 
bility. And, as the greatest support to this most 
economical distribution system you will find that the 


wholesaler is your friend and ours. 


This message sponsored by GRABLER — Manufacturers of the SQUARE “GEE” Line of Pipe Fittings — Available through wholesalers since 1928 


Dependable Distribution from these Warehouses: 
New York ¢ Philadelphia © New Orleans 
Atlanta ¢ Pittsburgh ¢ Cincinnati ©¢ Dallas 
Chicago © St. lovis © Detroit © Denver 
Minneapolis ©® San Francisco @¢ Los Angeles 


The GRABLER 


GRABLER 


Manufacturing Co. © 6565 Broadway * Cleveland 5, Ohio 





LOOK AT YOUR LETTERHEAD-<- 


VERYBODY ELSE DOES 


Can one letterhead sell: (1) package remodeling, 
(2) speedy service, (3) personalized service? 


“WE'RE GOING ALL oOuT for 
package remodeling and would 
like this to be reflected in our 
letterhead. Also, we want to put 
across the idea that we offer 
speedy Besides _ this, 
we'd like to emphasize the fact 
that we offer personalized serv- 
ice. Is it possible to do all this 
in one letterhead?” 

DE’s answer to this query 
from the Fullerton Plumbing & 
Heating Co. of Chicago shows 
that it is possible. The multifold 
message the Fullerton company 
wishes to convey is told, first of 
all, by gay little characters 
speeding to their work. Individ- 
ually, they’re in a hurry. Collec- 
tively, they do the complete job. 

The animation and humor 
they lend to the letterhead per- 
sonalize it and suggest the per- 
sonality of the company behind 


service. 
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it. The idea of personalized serv- 
ice is further rendered by the 
“from our house to your house” 
theme, conveyed by an actual 
photograph of the Fullerton 
store at the top left and a line 


= 


FULLERTON 


5926 Ww MADISON sT 


WE 
DO THe COMPLETE BATHROOM, KITCHEN 


Phone: 
hone. COlumbus } 6462 


PLUMBING & HEATING 


drawing of a typical home at the 
bottom right. 

The total result? A letterhead 
that sells the complete remodel- 
ing package and merchandises 
the company’s speedy and per- 
sonalized services. 


What's Your Letterhead 
Problem? 


What kind of a merchandising 
job is your letterhead doing for 
you? If you think there’s room 
for improvement, send us a sam- 
ple of your present letterhead, 
together with a statement of the 
sales message you’d like it to 
convey, and our art department 
will suggest a new design that 


will do the job. END 


CHICAGO 44 LUNOIS 


HEATING SYSTEM 











AHEAD ..by design — 


She// Building, New Orleans 

Designed by August Perez & Associates 

Built by Gurvais Favrot Company 

Plumbing Contracted by Emile M. Babst Company 


WESTINGHOUSE WATER COOLERS 


were specified for Shell’s magnificent new building because by 
design they, too, are... 











Ahead for Convenience! Only Westinghouse offers Dual Electric Con- 
trol—both finger-tip and toe-tip control—at no extra cost ... plus 
Automatic Stream Height Regulator for no-spurt, no-splash drinking. 
Compact, space-saving design occupies only 14 inches square of floor 
space. 


Ahead for Efficiency! They deliver up to 60% more cold water at less 
cost ... thanks to the Patented Pre-Cooler and Super Sub-Cooler that 
use waste cold water to pre-cool incoming water and sub-cool the hot 
liquid refrigerant. 


Ahead for Reliability! New Free-Flow Water Valve eliminates valve- 
stem leaks .. . Hermetically-sealed Refrigeration System assures more 
years of trouble-free performance . . . all models backed by Westing- 
house 5-Year Guarantee plan. 


Plan Ahead... put Westinghouse in your plans, just as more and more 
leading architects, builders and plumbing contractors are now doing. 
Specify the newest and finest of water coolers for your clients. 17 
handsome models to choose from. Call your Westinghouse Water 
Cooler Distributor listed in the Yellow Pages of your telephone 
directory. 





EXACTLY THE RIGHT TYPE AND SIZE FOR EVERY NEED 


Westinghouse Electric Corporation 
Electric Appliance Division 
Springfield 2, Massachusetts 


SEE\OUR 
CATALOG in 
SWEET'S 
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Facing the future, the new Shell Building is a brilliant addition to New 
Orleans’ skyline ...a building completely ahead by design. 


Every one of its spacious, air conditioned offices is custom-tailored to the 
individual taste and needs of each tenant. And, setting a new trend in con- 
venience, eight floors of one wing are hotel rooms... with a huge auditorium 
for business and social functions. Attractive shops, a bank and restaurant are 
conveniently located on the ground floor. 


Built of limestone and glass with a granite base, the Shell Building represents 
a big step ahead in structural design . . . because its multi-story frame is the 
first ever constructed of all-lightweight concrete. 

And... Westinghouse Water Coolers daily refresh all those fortunate enough 
to work in or visit this great new building. 
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( pe = Flow § 
\ Promotion ’ 


f Just one 


Deal yourself in on this sure-fire sales builder for your water systems 
department — the Goulds Profit-Flow Promotion! Nothing to buy — 
nothing to order — except one Balanced-Flow Pump. But in your 
special Profit-Flow Carton, along with your pump, you get every- 
thing you need to set up this eye-catching display — with a “Win 


A Pump” contest hook that really pulls in the prospects! 


“The most successful pump promotion of the 


that’s what hundreds of dealers told us last year when 
Hered tnis Profit-Flow Promotion It's sO 

simple — for you and your customers it cant miss 
bringing you extra pump sales. Prospects merely witness 
Balanced-Flow operation sign entry blanks which you 
forward to Goulds for prize drawing. A pump a day will 


be given away during July—so get all the details now 


Sell the pumps that help sell YOU... 
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Dusinegs ! 


Tale Mm fel tig g — 
set to sell 
like this 


Here's what you get ABSOLUTELY FREE ! 


Profit-Flow Promotion envelope includes: 

1. Colorful banner featuring “Win A Pump” contest. 

2. “WIN A PUMP" Display Card with Entry Blank Pad and return envelope. 

3. Playing Card Feature Cards — 4 different cards in brilliant colors, for display use. 
4 


. Contest Newspaper Ad Mat — for your local newspaper — invites prospects 
to “Win A Pump.” 


5. Giant “EASY TERMS" banner, in color, for window or interior use. 


6. CONTEST INSTRUCTION SHEET — shows how to set up display, how to get 
best results from your Profit-Flow Promotion. 


All included in your Profit-Flow Carton 


DON’T WAIT...GET STARTED NOW! 


MAIL THIS COUPON 


our Goulds Distributor ' 
See your Goulds D GOULDS PUMPS, INC. 


- 5) Oo ll ¢ < 
coupon for full details Dept. DE-557, Seneca Falls, New York 


promotion. Remember, you buy only Please reserve 1 PROFIT-FLOW PROMOTION CARTON in my name 
— for delivery before July 1st by my regular distributor. | pay only for 1 
Balanced-Flow Pump at your reaqular d Balanced-Flow pump at my regular discount. My Distributor is 


c nae 5 c is ¢ 
count and everything else Please have Distributor call. 


absolutely free! Contest pros Meme 
don t delay Firm 


Street 
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NEW American-Standard 
AIR CONDITIONING © 











Loaded with extra-quality 
features to give you 
the edge over 


competition ! 


SELL-ON American-Standard 
HOME COMFORT PAYMENT PLAN— 
NO MONEY DOWN—TERMS UP TO 36 MONTHS 


! 


} 
] 


| 
} 


AX 


< 
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Don’t be misled by the competitive low price. This is a 
superbly engineered, quality-built unit that will do an A-1 
air conditioning job in the small or medium size house. 
One reason it excels in its price class is continuous air circu- 
lation and dehumidification . . . gives your customer uniform 
24-hour-a-day comfort! This is made possible by twin com- 
pressors: on extremely hot days one operates constantly, 
the other cuts in and out automatically as needed to main- 
tain ideal temperature and humidity levels. The 2-hp and 
3%2-hp sizes give you the immediate opportunity to sell the 
volume market, win satisfied customers, and strengthen your 
position as an air conditioning specialist. 





NEW! Amenican-Standard PRE-FABRICATED DUCT SYSTEM 


Kit includes pre-fabricated, pre-cut, aluminum-clad fiber glass 
ducts, air diffusers, return grille and filter. Speeds installa- 
tion... adds extra profit to every job. 
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- $499° AIR-COOLED 
~ PACKAGE READY NOW! 





Quick, Hasy Installation 


The self-contained, air-cooled unit tucks away 
in attic, in crawl space under house or can 
be extended through house wall 





BASEMENT 


1) SPECIALLY DESIGNED CONDENSER FAN draws 4) HIGH-CAPACITY EVAPORATOR BLOWER is whis- 
in huge volumes of fresh, outside air for maximum efficiency. per-quiet and balanced to the extra-large cooling coil area; 
Moisture removed from the inside air during cooling is blown engineered for comfortable, draft-free air delivery. 

against the condenser, adding extra cooling capacity. 


@ EXCLUSIVE HEAT EXCHANGER utilizes “cold” gas 
8 POWERFUL TWIN COMPRESSORS instead of the leaving evaporator to reduce temperature of “hot” liquid 


usual one. Single compressor maintains proper humidity and refrigerant entering the cooling coil by as much as 20 degrees. 
temperature on normal summer days; on extremely hot days No cooling capacity is wasted — it’s all kept inside the house. 
both compressors Operate to insure complete comfort. 


@ PERMANENT SPLIT-CAPACITOR MOTORS are re- 
ey 100% HERMETICALLY SEALED refrigerant circuit silient mounted and thermal overload protected for quietness 


covered by 5-Year Protection Plan. and improved safety. 


Contact your American-Standard Air Conditioning Distributor listed in the yellow pages of your telephone directory 


American-Standard 


AIR CONDITIONING DIVISION 


ELYRIA, OHIO 
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Central Cooling Outlook Bright for 57 


as Builders Use A-C€ to Spark Home Sales_ 


GE's McMenimen Sees 33°% 
Boost in Home Cooling 
New York City the 
fewer total housing starts during 
the first quarter of 1957, there has 
been a noteworthy 
starts of homes featuring central 
air conditioning, according to H. N. 
McMenimen, Jr., manager of sales 
for General Electric Co.’s Air Con- 
ditioning Division. 
there 


Despite 


increase in 


Not only has 
increase in 
home air conditioning installations, 
McMenimen said, but there actu- 
ally has been a broadening of the 
market for central cooling in new 
homes. 


been an new 


“Many more builders this year 
turning to air conditioning 
equipment as an important factor 
in merchandising their 


are 


homes,” 
McMenimen said. 


Remodeling 50° of Market 


Speaking before a recent meet- 
ing here of the firm’s air condition- 
ing the New York 
area, McMenimen stated that na- 
tionally the industry will sell one 
third cooling 
for homes this year than it did in 
1956. 
50 percent increase in home cool- 
ing sales in the New York-New 
Jersey-Connecticut area. 

Altogether, McMenimen said, the 
industry will come close to selling 
230,000 central residential air con- 
ditioning units during 1957. He 
pointed out that the home 
provement market will account for 
more than half of the total sales 
projected for this year. 


dealers from 


more central units 


He estimated there will be a 


im- 


American-Standard Keys New 
Sales Plan to Big Market 


New York City—A concentrated 
marketing designed to 
stimulate sales of central air con- 
ditioning to the mass new home 
and modernization market was 
kicked off by American-Standard’s 


program 


| Air Conditioning Division at a re- 


cent series of distributor meetings. 

At the meetings, held in Atlanta, 
Ga.; Washington, D. C.; Chicago, 
and Pittsburgh, the company un- 
veiled its new packaged central air 


| conditioner and previewed its new 
| time-payment selling program for 


use by contractors. 
In making the 
the 


presentation of 


new air-cooled unit at the 


| meetings, H. E. Rossell, sales man- 


ager, pointed out that it is equipped 
with twin compressors and is avail- 


able in 2 and 34-hp sizes with 
22,000 and 36,000 Btu ratings. He 


said the installation includes 


grilles, registers and a_ prefabri- 

cated glass fibre duct system. 
“The new central cooling unit,” 
(Please turn to page 54, column 1) 


Dole Valve Names 
Five New Officers 


Cuicaco—The Dole Valve Co. has 
appointed John J. Goodwillie and 
James K. Lund vice presidents, it 
has been announced by John L. 
Dole, president. Goodwillie, pre- 
viously vice president in charge of 


Goodwillie Lund 


| sales, joined the company in 1939. 


Lund has been with the firm 30 


| years and formerly served as as- 


sistant vice president in the engi- 


| neering and research departments. 


Appointed assistant vice presi- 
dents were John A. Kovas, S. G. 
Eskin and Elmer A. Skowbo. Kovas 
has been in charge of new product 
sales research and Eskin was en- 
gaged in research and development 
projects. Skowbo has been man- 
ager of the Detroit office. 


At a recent meeting for distributors in Pittsburgh, H. E. Rossell, sales manager 
for American-Standard’s Air Conditioning Division, discussed the firm’s new 
air conditioner and payment plan for use by dealers. (See illustration at left.) 
R. D. Kishbauch, eastern district manager for American-Standard’s Air Condi- 
tioning Division, explained the firm’s dealer identification program to distrib- 
utors attending the recent Washington meeting (right). 
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THE FINEST IN FITTINGS 
AND TRIM! 


Special Pp altterns 


for MANUFACTURERS! 


Middleville Engineering Com- 
pany are producers of special 
pattern trim and fittings for 
most manufacturers in the 
plumbing industry. Quality con- 
trol and more uniform produc- 
tion of any die cast part is as- 
sured by “Automation” at the 


Fig. No. 53-1 iddlevi ant. 
eg hen Middleville plant 


Lift Arm 


Fig. No. 50-4 


Quotations on Custom Parts on Request! 


Tank Levers e Drum Trap 

Covers e@ Faucet Handles ‘ 

Slip Joint Nuts e Supply Pipe Fig. No. 51-9 
Coupling Nuts e Supply Pipe 

Lock Nuts e Sink Strainer 

Lock Nuts e Bath Spouts e 

Waste and Overflow Assembly.’ 


MIDDLEVILLE 


ENGINEERING & MFG. CO: 
MIDDLEVILLE --- MICHIGAN 
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News ... continued from page 52 





Shown above is an architect’s sketch of the new 40,000 square foot building 
being constructed by Burnham Corp., Lancaster, Pa., as part of its $500,000 


expansion and modernization program. 


The program includes the installation 


of new mechanized molding equipment and improved production facilities in 
the existing foundry department. Upon completion of the new building (sched- 


uvled for next fall 


the company will centralize its operations in Lancaster. 


Central Cooling Outlook Bright for °57 


(Continued from page 52, column 3) 


he said, “will be offered to consum- 
ers on a ‘no-money-down, up-to- 
36-months-to-pay’ basis as part of 
the company’s new time-payment 
plan for summer, winter and year- 
round air conditioning.” 

Under terms of the plan, Rossell 
fills 


himself fon 


explained, the contracto1 out 


one form to register 


After 


forms for 


approval. that he uses two 


short each transaction: 


Sees Record Water 


Heater Sales in °57 


KANKAKEE, ILL 
of 3,800,000 water heaters 
1957. This 
made by W. T. Halket, general sales 
manager for the Permaglas Div. of 
the A. O. Smith Corp., at the recent 
annual sales meeting of the com- 


A record peak 
will be 
forecast 


sold in was 


pany’s representatives here. 
Halket 


based on two primary factors: con- 


said his estimate was 
sumer spending will probably be 
from $14 to $18 billion higher this 
year than it was in 1956 and, ac- 
cording to predictions, new home 
1957 will 


“This should bring 


construction in reach 1,- 
125,000 starts. 
the volume of water heater busi- 
ness to about 3,809,000 units, an in- 
170,000 


last year,” he said 


crease of some over sales 


a credit application and a_no- 


recourse note. Upon completion of 
the job, the note is signed by the 


notemakers and endorsed by the 


deale) who then recovers the 
amount due 

Also 
by the 


advertising 


for the job 
unveiled at the meetings 


company’s sales and 


top 
executives was a com- 
plete sales use by dis- 
the 


areas, a 


plan for 


tributors in introducing new 


packaged their 


lirect mail advertising program for 


unit in 
( 
dealers, an expanded spring con- 
sumer advertising campaign and a 
dealer-identification program con- 
sisting of cooperative display ma- 
terial, and othe 
chandising The 


were attended by 177 


sales aids mer- 


tools meetings 
men repre- 


senting 85 wholesalers 


Mvers Specializes 


Activities to Help 


Contractors Sell 


ASHLAND, O. 
divisions, 


Two new sales 
one for water systems 
and the other for special products, 
have been established by F. E. My- 
ers & Bro. Co. to offer more sp2c- 
ialized sales and merchandising as- 
sistance to its contractor-dealers 
and distributors. 

J. F. Simmons has been named 
sales manager of the water systems 
division. In his new post, he will 
supervise an increased staff of wate 
systems specialists and will be re- 
the 


systems and pumps. William Lasiter 


sponsible for sale of wate 
will serve under Simmons as prod- 
uct manager for water systems. 
Raymond D. Morr has been named 
sales manager of the special prod- 
ucts division, which will handle 
sales of water conditioners, power 
sprayers and industrial and irriga- 
Specialists for 


tion equipment. 


each of these lines will be added 
to the present sales force to help 
distributors and contractors. 


Milwaukee Gas Co. 


Gets New Name 


Milwaukee Gas 
Specialty Co. has changed its name 


MILWAUKEE 


to Baso, Inc., following approval 
by the company’s officers. The 44- 
year-old firm, a manufacturer of 
controls for gas-burning appliances, 
the 
trade-mark, which was established 
in the 1930's. 


adopted new name from its 


Timken Drops Gas Heating-Cooling Lines: 


to Concentrate on Oil Heating Products 


Oakmont, Pa.—The Timken Si- 
Automatic Scaife 
Co. has discontinued production of 


lent Division of 
its gas heating and air conditioning 
lines, effective immediately, in or- 
der to concentrate fully on devel- 
oping and marketing its oil heating 
equipment. A. V. Murray, presi- 
that 
plans call for an intensified pro- 


dent, reports organization 


gram for development and distribu- 


tion of oil heating equipment. 

He said the action will not affect 
the operations or products of the 
company’s Canadian subsidiary. 


“Rising costs, a_ price-conscious 
market and the company’s refusal 
to lower quality standards” were 
the reasons given by Murray for 
dropping the gas heating and air 
conditioning lines. 


(NEWS continued on page 56) 
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Square Head Piug 


eG 


Countersunk Piug 


Bushing 


BRAND 
FITTINGS 


Coupling 


In fittings, the best cost no more free of costly maintenance 
and they save the customer's in- , 
, . . Anvil Brand Fitting 


include cou 
stallation and maintenance dollars ra _ 
plings, plugs, nipples, and bushing: 


Anvil Brand Fittings have been 
proving this on job after job, sinc? 
1918. Clean, accurate threading as- 
sures easy, trouble-free piping as- 
sembly, offers opportunities for in- 
stallation savings. Full mechanical 
strength and properly aligned seal- 
ing surfaces provide a service life 


cartoned and labeled for easy han 
dling and identification. They are 
sold by leading distributors, who 

engineering service to the trade i 
supported by Anvil Brand Repre 
Write 


entatives in principal cities 
today for full information 


PhS BURGH 
PIPE and COUPLING COMPANY 


ALLISON PARK, PA., U.S.A. 
Subsidiary: Anvil Products, Inc., Longview, Tex 
Affiliate: Canadian Coupling and Fittings, Lid., Simcoe, Ont 


acl$ 


ANVIL BRAND 


forged seamiess and 
wrought steel 
pipe fittings 


J 

threads, which assure full sealing, points: outside fitting and bush 
correct joint alignment, and max- ing, nipple and bushing, or all 
imum mechanical strength in the three. The bushing 
assembly pand 


cannot ex 
unless the outside fitting 
| ——— “gives.” The only way you can 
yonatebal ta increase bushing wall thickne 
is to use a size reduction of more 


than one step Recommended 


Stee ieee: Accurate 
Steel Bushings: Accurate working pressure in a bushing i 


threads more important thus meaningless, but threading 


than recommended work- 
ing pressure. 


Recommended working pressure 
is a useless and often misleading 
guide in the specification and pur- 
chase of steel bushings. Most im- 
portant factor is accurate tapered 


DomEstic ENGINEERING, May 1957 


oP ececceheed 


Note, in illustration, that inter- 
nal pressure is held by the thick- 
ness of at least two fittings at all 





accuracy is of utmost importance 
In selling or specifying bush 
ings you can disregard working 
Just be sure that your 
are produced by a 


pressures 
bushings 
ufacturer whose technical 

and reputation you can depend 


on 





News .. . continued from 


Home Laundry 
Appliance Sales 
Take 8% Drop 


Cuicaco—Sales of home laundry 
appliances in February totaled 
458,235 units, an 8 percent drop 
from January and 18 percent less 
than February, 1956, it has been 
announced by the American Home 
Laundry Manufacturers Assn. Sales 
for the first two months of 1957 
were 15 percent below the same 
1956 period. 

Washer sales in February totaled 
319,580 units, 4 percent below Jan- 
uary and 21 percent below Febru- 
ary, 1956. Sales for the first two 
of 1957 19 percent 
below the corresponding period a 


months were 
year ago. 

Automatic and semi-automatic 
washer sales totaled 243,047 units 
in February, down 7 percent from 
January and 19 percent below Feb- 
ruary, 1956. Cumulative sales for 
the first two months were 15 per- 
cent below a 
washer 


year Wringer 
in February were 
down 28 percent from the sales total 


ago. 
sales 


To Produce New Loader 





Sherman Products 


Forms New Division 


RoyaLt Oak, Micu.—Sherman 
Products, Inc., manufacturer of 
tractor-powered earth moving and 
materials handling equipment, has 
created a new Spartan Division as 
part of its marketing and manufac- 
turing expansion program. 

In making the announcement, 
W. A. Romain, president, said the 
move would increase the base of 
the company’s operations and out- 
lets and permit economies over the 
entire line as the result of increased 
efficiency in production and oper- 
ating procedures. He disclosed that 
the first product to be manufac- 
tured by the new Spartan Division 
will be a front-end loader designed 
to fit a number of different types of 
medium-sized tractors. 





page 54 





the same month a ago. 

Combination washer-dryer sales, 
not reported by the month until 
July, 1956, amounted to 20,354 units 
in February, a 10 percent increase 
over January. February dryer sales 
totaled 114,517 units, down 23 per- 
cent from the same month in 1956. 


year 


Whirlpool-Seeger 
Corp. Joins Steel 
Kitchen Group 


CLEVELAND—Whirlpool - Seeger 
Corp., St. Joseph, Mich., has joined 
the Steel Kitchen Cabinet Manu- 
Assn., it 
The company currently 
lines of steel 
Charles A. Rein- 
of 


divi- 


facturers has been an- 
nounced. 
is marketing two 
kitchen cabinets. 
bolt, Jr., general 


Whirlpool-Seeger’s 


manager 
kitchen 
sion, will represent his company in 
association activities. 


Rheem Exec Gets 
Top GAMA Post 


WuitTe SULPHUR SprINGs, W. VA. 
-Clifford V. Coons, executive vice 
president of Rheem Mfg. Co., Chi- 
cago, was elected president of the 
Gas Appliance Manufacturers Assn. 
at the group’s recent 22nd annual 
meeting here. will take 
office in October. He will succeed 
Julius Klein, president of Caloric 
| Appliance Corp., Topton, Pa., as 
head of the association, whose 600 
members than 95 


percent of the nation’s gas appli- 


Coons 


produce more 
ances and heating equipment. 
Edward A. Norman, Jr., presi- 
dent of Norman Products Co., Co- 
lumbus, O., named first vice 
president. Wendell C. Davis, pres- 
ident Cribben & Sexton Co., 
was elected second vice 
president; and Stanley H. Hobson, 
president of Geo. D. Roper Corp., 
Rockford, Ill., was re-elected treas- 


was 


of 


Chicago, 


urer of the association. The officers 
will serve a term of one year. 


‘Ugliest Thing in House’ (Old Radiation) 
Target of Fedders-Quigan Sales Drive 


TRENTON, N. J.—‘The Ugliest 
Thing in the House” was the theme 
featured at a meeting for Fedders- 
Quigan Corp. representatives held 

the 
mer- 


recently in Chicago, where 


company announced a new 


chandising program for its line of 


hot water heating equipment. 

Subject of the portrayal was the 
unsightliness of outmoded means 
of radiation, presented in colorful 
fashion by G. Worthington Hipple, 
manager. In _ his 


(Please turn to page 58, column 2) 


regional sales 


“The Ugliest Thing in the House” was the theme of a recent meeting of Fedders- 
Quigan Corp. representatives in Chicago where G. Worthington Hipple, re- 
gional sales manager, addressed the group on methods of selling baseboard 
radiation to replace outmoded means of radiation. 
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Steel pipe is one of the most important 
metal products in our daily lives. Modern 
comforts and conveniences in the home 
depend on pipe. In industrial life, pipe is 
the arterial system for the lifeblood of 
power and energy. 

Jones & Laughlin is one of the world’s 
principal suppliers of tubular products 


STEEL PIPE... vital arteries for modern living 


of highest serviceability. J&L controls 
quality all the way from raw materials 
through the finishing mills. Whenever 
you need superior pipe and dependable 
service, call your nearby J&L distributor. 
Or write to the Jones & Laughlin Steel 
Corporation, Dept. 530, 3 Gateway 
Center, Pittsburgh 30, Pennsylvania. 


Jl Jones & Laughlin 


STEEL 
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...a great name in steel 
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Fedders-Quigan Drive 
(Continued from page 56, column 3) 


presentation, Hipple discussed 
ways to increase sales of baseboard 
radiation. 

On the 


U. V. Muscio, executive vice presi- 


hand for meeting was 


Names in the 


Cuicaco—F, G. Johnson has been 
named sales manager of the heat- 
ing and air conditioning division of 
Century Engineering Corp., Ceda: 
Rapids, la. Johnson had been man- 


boilen 


manager 


Shabat, 
Div., 


Huntington 


Oscar 
Heater 


president, 

Odin Stove 
Park, Calif., 
Builder's Competition Award 
Mrs. Maxine 
aging editor 


Republic 
Mtg Co 
accepts an 


ager of and assistant 


Bastian-Mo: ley 


sales 
sales lol 
Co 

Collins Machinery Corp,, Los An- 
W. 


Metealf vice president in charge ol 


Annual 


from Livingstone, man 
The 


award was in recognition of the par 
of the 


Parents’ Magazine 


geles, has appointed Nugene 


formance firm's water heaters 


Industry Giants Chalk Up Record Sales 


Minneapolis-Hon 


eywell Regulator Co 


MINNEAPOLIS Crhicagco--Crane Co 
VSG sales 


SAGO 


reports its 
iycreased its s reached a record total al 


2VO 848, «an inerease of We 
1055 sales, Net earn 
totaled S1LOSHo70 


20.6 pereent greater 


sales approximately 18 
total ol 


pereent in 
SLRT dd pr 
Profit 
SLY 408,057 


IWS6 to a record reent ovel 
102, it has be 195s 


‘ny announced ings in 


ufter taxes reached than the pro 


also an alletime high vious yeu 


Koven Buys Combustion Kingineering 's 
Water Heater Line to Keynote Expansion 


LL. O 


entered 


Jersey Crry, N, J 
& Brother, has 


an agreement with 


Koven — facilities and space for production 
into ol related 
An 184,000 


of floor space now will be available 


Inc., boilers and equipment 


Combustion additional square feet 


Engineering, Inc., whereby it will 
take over the manufacture and sale 
of Combustion Engineering’s com- 
plete line of domestic water heaters 
and tanks. The line includes both CHICAGO 
Central 


Assn. 


gas and electric types of automatic 


water heaters sold under the names has ap- 


of Heatmaster and Perfection. pointed Durward 


The acquisition will permit Kov- Humes. assistant 


en, founded in 1881, to expand its | secretary as part 


present line of water heaters and. of a program to 
tanks. Koven, with plants in Jersey 
City, Trenton and Dover, N. J., and 
Jacksonville, Fla. will 


CE’s water heater warranties. 


expand the serv- ® 


Humes 


ices to its mem- 


service | bers, it has been 
announced by James H. Peery, sec- 
of the Before 
joining the CSA, Humes served as 


the Electrical 


Combustion has disclosed that it retary association. 
heater ac- 


tivities to make available additional 


discontinued its water 


associate editor of 


dent, who pointed out that the new 
sales program will follow the same 
strategy used by the company to 
promote the its 
conditioners. 


sale of room air 


The program, Muscio explained, 


will feature sales clinics in local 
areas with contractors and whole- 
salers, cooperative advertising, and 
awards to 


cash representatives 


who do an outstanding selling job 


News - e* « 


sales. For the past six years Met- 


calf has been vice president of 
Southwestern Engineering Co 
James G. Huiett has been pro- 
moted to Kenco 
Pump, Div. of the American Cruci- 
ble Products Co., Lorain, O. He 


formerly service 


sales manager ol 


Was manager oO 


the division 

H. LL, 
general sales manager of Lancastet 
Pump and Mig, Co,, Lancaster, Pa 


Frensdorf will remain in the firm's 


Frensdorf has retived as 


Johnson 
Century 


Metealt 


KRngineering 


employment in a semi-active status 
member « the advisory 
He is 
field sales manager Paul Carpenter. 

Robert J. Pierson has been pro 
(Please turn to page 60, « 


“as a com 


miitter succeeded by forme 


, 
lumn I) 


CSA Makes Addition to Executive Staff 
so: gummed 


Supply 


Wholesaler magazine. Prior to that, 


he was a writer for the Plumbing 
and Heating Industries Bureau and 
editor and public relations man fon 
the Edison Electric Institute 

Peery pointed out that some of 
the 


by 


new activities being planned 
the CSA 
two-week 


include a series of 


sales training schools, 
an industry newsletter and a long- 
range customer and supplier public 
relations program. The association 
also will increase its workshops, 


surveys and statistical studies. 
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KEYSTONE 
SHOWER Pulgiiohedm! 


‘4 


poors Ph 
AND 
ENCLOSURES with SHATTERPROOF SAFETY GLASS 
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A great new construction feature at no extra charge 


lake the finest shower doors and enclosures Specially designed frames of extruded archi 
made in America today, Add the exclusive tectural brass highly chromesplated and 
outstanding feature of safety glass offered as polished toa jewelry finish, Exclusive pressure 
standard equipment competitively prieed, and lasing providing rigidity and stability. and 
you have an unparalleled shower door sale preventing sagging for the life of the door 
situation=-a situation that means business Extra heavy full length piano hinges, Exelu 
for you sive safety latch that releases upon contact 
Safety glass has long been used throughout with any point on the door, And now, a com 
industry as well as in trains, planes, and cars pletely shatterproof safety glass door avail 
to cut down the possibilities and consequences able as standard equipment at no extra charge 
of injuries caused by shattering glass. Now on Keystone’s Deluxe or Reserve units 
Keystone puts safety shatterproof glass in 


For the finest in shower and tub enclosures at 
shower doors and enclosures, guaranteeing 


, . a competitive price, specify Keystone—now 
safe shower bathing for young and old. | | | 

more than ever the best shower door you can 
Here’s a rundown on outstanding Keystone buy. Complete lines in brass and aluminum 


shower door construction features—reasons models for every type of installation. Immedi- 


why you'll find Keystone shower and tub en- ate delivery. Architectural advisory service. 
closures installed in the fabulous Fontain- 
bleau in Miami, the Park Sheraton in New 


Keystone shower doors and tub enclosures are 
York, the Ambassador East in Chicago, the 


distributed through leading plumbing whole- 
new Sheraton in Philadelphia and wherever salers. A complete color catalog awaits your 
the finest in quality is desired: request. Write today. 


First in shower doors for over 25 years 


N eystone shower door company 
SOUTHAMPTON, PENNSYLVANIA 


REPRESENTATIVES—AND UNITS ON DISPLAY—IN PRINCIPAL CITIES U. S. A.; MONTREAL, CANADA; HAVANA, CUBA 
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Names in the News 


(Continued from page 58, column 3) 
moted to the newly created position 
of plumbing sales manager of the 
home products division of Rheem 
Mfg. Co., Chicago. 


viously 


Pierson, pre- 
and 
sales promotion manager, will be 
succeeded by Cleo A. O'Donnell. 

Walter D. Wood has joined the 
Scaife Co., Pittsburgh, as vice pres- 
ident in charge of sales. He pre- 


national advertising 


viously held the same position with 
Kennedy Valve. Named vice presi- 
dent in charge of operations for 
Scaife is R. W. Thrasher. 

Tait Mfg. Co., Dayton, O., has ap- 
pointed separate sales managers for 
its consumer and industrial prod- 
ucts. Brand Laseter will direct con- 
sumer sales while industrial sales 
will come under the supervision of 
James F. Pease. Melville Sorrell 
becomes market research and de- 
velopment director for the firm. 

Willard Burroughs has been ap- 
pointed vice president in charge of 
White Products Corp., 
Middleville, Mich. Burroughs was 
previously manager of the 
kitchen division of the Eljer Div. 
of the Murray Corp. of America. 

For 
ments in the plumbing and heating 
industry, see page 284. 


sales for 


sales 


other important appoint- 






Heinis Wins Rheem 
Executive Award 





CHICAGO Vear! J. Heinis, vice 
president and general manager of 
the products division of 
Rheem Mfg. Co., recently was pre- 
sented the Bonelli Award for mak- 
ing outstanding contributions to the 
progress of the company during the 
previous year. 

The award, a gift of Francesco 
Bonelli, president of Rheem’s Italian 


home 


affiliate, is an all-expense paid 
European tour for Mr. and Mrs. 
Heinis for approximately four 


weeks. During this time, they will 


visit with Bonelli and his com- 


pany as well as other Rheem af- 
filiates and distributors in Europe 


News .. . continued from page 58 











Pease 
Tait Co. 


Laseter 
Tait Co. 





Wood 
Scaife 


Burroughs 
White Products 


Co. 


Gas Boiler Sales 
Stay Even With 56 


New York CItTy 


February ship- 
ments of gas-fired boilers reached 
5,200 


from the same month a year earlier 


units, a 3.7 percent decline 
However, for the first two months 
of 1957, the total of 10,400 


about 1 percent over the 1956 fig- 


was 


ure, it has been announced by the 
Gas Appliance Manufacturers Assn. 

Automatic water heate1 
shipments in February totaled 208,- 
100 units, 19.7 percent fewer than 
1956. For the 


first two months of the year, ship- 


gas 


the same month in 


ments totaled 423,000, down 15.1 
percent. 
Forced warm air and gravity- 


type furnace shipments totaled 45,- 
300 units in February, down 11.2 
For 


percent. the first two months, 


| shipments were down 8.7 percent. 


| Conferences at OHI Convention in Boston 
| to Feature 80 Dealer Management Topics 


NEw 


agement 


Deale1 


conferences 


YorkK CIty 
round-table 


man- 


will 
| be featured at the Oil-Heat Insti- 
tute of America’s 35th annual con- 


covering 80 different topics 


| vention to be held in conjunction 


| with the Biennial Eastern Exposi- 
Oil-Heat 
These 


ferences, sponsored by OHI’s Dis- 


tion of and Domestic 


Cooling. management con- 















































tribution Division, will be held the 
mornings of Wednesday and Thurs- 
day, June 


5-6, in the grand ball- 


room of Boston’s Sheraton-Plaza 
Hotel. 
The 


the schedule will be so arranged 


setup in the ballroom and 


that contractor-dealers will be able 


to attend at least three round- 


(Please turn to top of page 264) 


Vearl J. Heinis (center), vice president and general manager of Rheem Mfg 
Co.‘s home products division, Chicago, recently was presented the Bonelli 
Award for having made outstanding contributions to the firm’s progress during 


the past year. 


Shown with Heinis are A. L. Walker 


left), president, chairman 


of the executive committee and chief executive officer, and Mario Capelli, vice 
president in charge of Rheem International 
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SEE AT A GLANCE THE PROPER VENT 


For Hot-Water Heating and Chilled-Water Cooling Systems... A 
COMPLETE Line of Vents with Specifications. 





MAID-O’-MIST, MANUFACTURERS OF 
AUTOMATIC AIR VALVES 
AUTOMATIC HUMIDIFIERS 
WATER LINE FLOAT CONTROL VALVES 
BALANCING FITTINGS 
BOILER WATER LINE CONTROLS 


aS = we 
write for complete catalog or see your wholesaler | : 


'MAID-O-MISTinc 


ve onan Bae wae 
Pe : = Wh .- 7 "We 
= eo A i D - ae” . A, : ree ( / | % € C 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILLINOIS 








JiSVM 34VS 
4¥O4 YOLDINNOD Vi ON 





jue 


1 c¢— @20jdes 10) paepio eq A 


i, Algwassyv 
al > — LLaNNO® XZZ ‘ON 


}}UN GBulsoj>-jjes e@;qosowey 


3YOD JATVA 999 “ON 


SLUVd WIVd3Iey GNV S3II¥OSSIIDV 


JISVM 34vS 
in) _ YOd YOLDINNOD VL ON 


ALS 


(= @20j/de) 10; peiepioc eq A ui 
Aiqwie {@uU0g ss1jue ey) 
= A1aWwassy 


L13NNO® XZ “ON 









n Bulsoj>-sjas ajqoaowey 


3WOD JAIVA LLL ON 


Oxia) 


SLUVd YWIVd]eY GNV SIIXOSSIDIV 


swiajsAs Hulypay 10jDM 40 


PF 2a 
Page Se : : ‘ fe awe 





y 10) SaajD 


pr0egesog vo pejojsuy 





SNIVW ONIIOO2 





#O ONILV3H B2L¥M LOH GV3HEIAO ONIINIA IN3A“OANY £0 ON 
m A it oN ae ~ 
‘ - nase L} 
| _— yas 
INJA“OLNY LE ON " = LJ = 
(jd ‘ 7 
| asd - - { IT 
AMBA"OLNY fe bain = y/ \ smva-ouny , on Al a’ 
it On—> re At On C)<— sm osnw tt 0m ye 
«4 y lie \ ) “ NS 


‘AAMDSS9DIBU S! JAQWDYD JID ON) "JUSA-ONY Z ‘ON yf UDYY 9ZIS U! 
JajjDWS “sq| OS 0}; dn sainsseid 10} pauBisap pun sjpjyaw snossaj-UOU 
JO BPOW SSAIDA Pajosado-jooY aiD syUsA-OJNW /E PUD ZZ JEquinu sy] 


*»LNIJA“OLNV LE ON 









SINI1 

4¥3LV3H LINN ONILVINDYID GNV ~~. uo1j29uUO? 
a oe SNIVW GaddV4l iw. Survede L | i pry’ fy aa 
viata ONILNIA YOd Dee Vosop ‘owes | } IN3A-OLNW 22 ‘ON 

24) jo S!@p ON ey, “TT | | 

To 

" "sq| GZ 

“paiva oy dn sainssaid Buiyiom 

. LINN SONI 10} pauBisag pauinbas 


saqwuipus 41D ON SjDjowW 





“THHD YO YIWNOPd 
SNO1I9J-UONJ— AIDA Pa[Osj 


4 ONILNIA Od @ uord-yOO]} ‘Buisojd-sjasg 


AINO ONILNNOW 1V3IILNIA YOs 


SLNJA-OLNV LZ ‘ON GNV Z ‘ON 


x 3, 4 ae “ 4 G at 


A AD 1yDWOyND AlN} JO Bul] 3171dWOD S,ISIW-.O-PIOW Ul ,.¢ Big,, 


IN3A“OLNY Lt ON 





»LNJA“OLNV LT ON 


uo deauUu0) 
ajowas “dy A yim 


"*t * Wy es 
LN3A-OLNV Z ‘ON 





ay) 24D 213} 


BHBulZUTA 1043 








iLHDOIY JGVW S.LI°**LSIW-.O-GIVW S.LI dl ° 


=~ | wt @ suoiviava 





SYOLVIGVY GXVOEISVE YOI @ 


@ tvi30 
4Y30V3H INVIGVa @ 


1IMM WhievoW 
TONY 9b ON 


SJHINVUS GNV SNIVW NUYNLIA ‘STIOD LNVIGVY ‘SIZNVd GUVOSISVE ‘SHOLDIANOD ‘SYOLVIGVY HONOYHL YILVM LOH JO MOTd JHL FLVINGIY O1 GINDISIG 


NOILVIGV4 
aguvogssvd NOU LSVD YO 
Y3ddOD ‘1331S ONILNIA YOd @ 


s¥yOlviava 
ONIGNVIS 3344 YOI @ 





@ 1iVv130 
4¥30V3H NYNLIY @ 


SYOLDIANOD 


ONILNIA YOi @ 





Tht ieee rN 
PII toe, 
- } = || 
STONY . eS Th 
Ss (<4 I 1 
ONILNNOW IVLNOZIYOH GNV 1VDILYIA AOS 
NOILVIGVa GuyvogsIsva SYOLDIJANOD 


JISVM 34VvS 
¥O4 YOLDANNOD 


Vi ON 


ONILNIA YOi @ 


s1UN Bulsoj>-jjas a;qoa~oway 


oma) 3YOD 3AIVA 


999 ON 


SLUVd YIVd3Ie GNV SIINOSSIDIV 
AINO ONILNNOW TVDILNIA 





ONILNIA YOi @ 


4¥od 


uoN2euuO> ajoWw “qj 
yim i, x “iL ozs 


LN3A-O1NV ZZ “ON 

‘Buljusa DyOWOND 
JO jONUDW JO} 49S Bq UDDy—PpadiNbai 419q 
-WDY? 4ID ONN—Aqn}y UOoYdIs jDUJajUI—DsIP 
jO4juOD UOHY!SOdWOD ajBuig—AjuO sjojs jUdA 


y ©} PeuyUuod Uuody>2D4jUO0D PUD UOIsuDdx] 


ANJA-OLNV TZ ON 


IN3A-OLNY 29 “ON 


Sq] OF 0} dn sainssaid Buiyiom 404—Ppauinb 
34 JAGWDYD JID ON—S|DjawW SNO11394-UOKR— 


aZIs jWOdWoy—pajnsado-jnoy ‘BHuisoj>-jjas 


ANJA-OLNV £9 ON 








Tie Your Products in 


[y 
/}} 


Today’s Best Advice for Manufacturers / A / 


of Plumbing, Heating, Cooling Products 


build sales for you through the months to 
come. 


It had to come, of course . . . the time when 

remodeling would move ahead of new con- 

struction as “the bigger half” of the market 

for air conditioning, plumbing, heating, in- will be Domestic Engineering’s ffth all-in- 
sulation and appliances . . . that time is now! dustry merchandising contest sinc2 1933. In 
again making co-sponsorship of the contest 
possible for manufacturers, Domestic Engi- 
neering has two objectives in mind: 


This year America will spend 18 billion 
dollars for home improvements, plus billions 
more for modernizing industrial, commercial ——- 
and institutional structures. That means six (1) To heighten contractor interest in in- 
billion dollars for your products! dividual products and to associate those pro- 
: ducts with remodeling; to provide contractors 
with incentives for increasing their sales 
efforts; to find outstanding remodeling mer- 
chandising ideas and spread them; to build 
: sales for all products. 
How can you be sure of getting your share . ‘ e's 
or more of these big, clean-profit remodeling (2) To enable manufacturers to participate, 
sega Fag all ‘asians and put the full force of THE BIG PUSH 
sales? You'll find an important part of your ot ak ih See i ish t lf 
» . : IaACK O ose roaucts 1ey wisn to se or 
answer in the BIG PUSH Remodeling Sales ee r 
7 ip remodeling in 1957. 
Contest which is being launched in this issue 
Domestic Engineering. 


As a co-sponsor of this contest (through the ; 
contribution of a product prize) you can “ag “onsca emt in all previous contests 
. . . as 1as been phenomenal. W interest in re- 
stimulate new industry-wide interest in your on i oe ith interest in ré 
pee : modeling now at its highest point, response 
products and provide incentive that will 


to THE BIG PUSH Contest is certain to out- 
strip all past records and to bring a new 
wave of sales for all co-sponsoring manufac- 
turers. 


YOUR BIG ; If you have not already taken steps to par- 


ticipate, write for complete details today to: 
Contest Editor, DOMESTIC ENGINEER- 
ING, 1801 Prairie Avenue, Chicago 16, 
Illinois. 





© 


>> 
Y 
Jhe CROWNING ACHIEVEMENT of... 


\ ! \ 


@ Perfect Chamfer for Fast Piping x ‘ @ Sturdy Square Shoulders 
Make-up ~ ‘ to Withstand Wrench Abuse 


@ Heavy, Indestructible, Large 
Ground Ball Joint and Bronze 
Seat 


@ Briggs Standard Tapered Pipe 
Threads 


@ Made by Skilled Mechanics 
on Precision Machines of 
Our Own Design 


@ Full Ball Joint Automatically 
Corrects imperfect Pipe 
Alignment 


That's the way it is with WARWICK: tops in quality precision-made perfect, 
automatic alignment . . . rugged construction long-lasting dependability 


You'll find the reasons for WARWICK superiority in the perfect coordination between 
precision designed machines and the expert craftsmen who man these machines. You'll 


find the advantages of this superiority on every job on which you use WARWICK Unions 
and Fittings 


WARWICK is the line that meets your most exacting standards the line that 
assures your customers of completely satisfactory workmanship 


Join the long list of contractors who swear by WARWICK! Contact your wholesaler 
today. 
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NEW WESTINGHOUSE 


The Answer to Speedy Space Heating... 






















HORIZONTAL MODEL — 


FEATURES 
Appealing 
phosphatized 
gray-green 
hammertone finish 


alehiceilal 
olatitaltlel ek weit) of-) 
heating coil 


High capacity 
fan wheel for 
minimum noise 
and power 
consumption 


Rugged, ; 
quiet motor-fan ; ( 


assembly 


Use Westinghouse UNIT HEATERS to heat: 


Entrances and Lobbies ® Manufacturing Areas 
Department Stores ® Cold Spots 
Bowling Alleys @ Warehouses 

© Gymnasiums Shipping Platforms 


® Garages @ Factory Offices 


Horizontal Model— CAPACITIES: 265 to 11,500 CFM; 15,000 to 684,000 BTUH; 
Adjustable Outlet Louvres 65 to 2850 EDR 














NIT HEATERS... 


For Steam or Hot Water Applications 

















VERTICAL MODEL — 


FEATURES 


Flush to 


ceiling mounting 


{la elite ltl (el mael| Miels 
maximum heating surface 





Wide variety of outlets 
for effective coverage 


Easy access to 
Taleyiolamelile mael]| 








ALSO: attractive cabinet models 
~ for entrances, corridors, offices! 
Capacities 300 to 2070 CFM: 
110 to 525 EDR 


ALSO: gas-fired unit heaters — seven sizes 
from 25.000 to 200.000 BTUH 


Ask your Sturtevant Division 
Sales Engineer for full details, or write 


Westinghouse Electric Corporation, Dept. !2 Downblast Model — 
Hyde Park, Boston 36, Massachusetts Adjustable Vane Outlet 


WESTINGHOUSE AIR HANDLING 
YOu CAN BE SURE... iF iTS V Vestinghe yuUSe 





if 


Book Shelf Ventilator 

A newly designed unit ventilator, 
which book- 
case, has been added to Trane Co.'s 


can also serve as a 


line. A feature of the shelving in- 
cludes a special adjustment device 
that permits more than 20 different 
settings for adaptability to various 
Doors are 
optional. The unit, available in 28 
and 32-in. heights, is equipped with 
a mar-proof, hard plastic top. 

Manufacturer: The Trane Co., La 
Crosse, Wis 


book and material sizes. 


Twin Line Balancer 

A twin line balancer for joining 
branch 
of a hot water heating system into 


two flow or return mains 
one common main has been intro- 


duced by H. A. Thrush. The bal- 


ancer can also be used as a bypass 
valve in radiant heating systems to 
divert return around the 
boiler to be mixed with hot water 
leaving the boiler. The 


water 


unit fea- 


tures a series of built-in valves to 
balance flow 


Two 


in each branch main. 
both 
1 by 1 by 1% 
in. and 144 by 1% by 1} in 

Manufacturer: H. A. Th 
Co., Peru, Ind. 


sizes are available in 


bronze and cast iron 


rush & 


Food Waste Disposer 

A food 
weighs approximately 20 lbs 
been announced by General Elec- 
tric 


waste disposer that 


The disposer is the continu- 
ous-feed type and features a safety 
control that permits operation only 
while the top is locked in place 
The on-off switch is built into the 


eres 


Other features include a new 
mounting assembly to facilitate in- 
stallation, impellers that rotate 360 


unit 


deg, a stainless-steel alloy shred- 


ding and 


construction 


ring corrosion-resistant 
The disposer is pack- 
aged in a pink cardboard 
that measures 19 in. high by 81% in. 


carton 


deep 

Manufacturer: General Electric 
Co., Appliance Park, Louisville 1, 
Ky. 


Water Vent 


A water vent specifically de- 


signed for venting convectors, 
radiation has 
been introduced by Hoffman Spe- 


cialty. The vent 


baseboard and wall 


insures positive 


has 


venting and continuous removal 
of air from the system. It has a 


maximum operating pressure of 30 


psi. If dirt should lodge between 
the pin and seat, the cap can be 
tightened to prevent spitting until 
the valve is The top is 
with drain tubing to 
conduct away moist air. The unit 
uses a }g-in. connection. 

Manufacturer: Hoffman Special- 
ty Mfg. Co., Indianapolis. 


cleaned. 
constructed 


Safety Glass Shower Door 
Shatterproof safety glass is now 
available as standard equipment on 


the Deluxe and Reserve shower 





door models manufactured by Key- 
stone Shower Door Co. The new ad- 
ditions to the Keystone line will 
be on display at the NAPC expo- 


DomMESTIC ENGINEERING, May 


1957 





DoMESTIC 


sition in Dallas, Tex., June 10-13 
Other construction features of the 
shower and tub enclosure 
line include heavily chrome-plated 


frames 


door 
extruded archi- 
tectural brass, pressure glazing to 
provide rigidity and therefore pre- 
vent sagging of the door, full-length 
heavy-duty piano-type hinges and 
a safety latch that closes firmly but 


made of 


is responsive to gentle pressure at 
any point on the door. Clear glass 
is standard in the Deluxe and Re- 
line, with other 
colors available at slight 


serve opal and 
decorator 
additional cost 

Manufacturer: Keystone Showe: 


Door Co., Southampton, Pa 


Packaged Cooling Systems 


A series of single-unit central 


cooling systems for residential, 


| 





— ~~ 


commercial and small industrial 
applications announced 
by Thatcher Furnace. The 
are available in 2 and 3-hp capaci- 
ties and can be installed in crawl 
through-the-wall or 
through flat or pitched roofs. All 


models are factory assembled and 


has been 


units 


spaces, 


feature large surfaces and airways 
4-row condensers and hermetically 
sealed refrigeration 
that are precharged 

Manufacturer: Thatcher Furnace 
Co., Garwood, N. J. 


components 


Adhesive Protecting Paper 
A heavy-duty paper for protect- 


ing bathtubs and other enameled 


and porcelain-surfaced plumbing 
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fixtures during construction work handle to provide fingertip control 


has been introduced by Ace Pape1 of water flow 


automatically 


The water shuts off 
when the handle is 
Othe 
15-in. ips flanged female 


either “H” o1 ( 


The faucet measures 12 in. high from 


released features include a 
inlet and 
buttons 


index 


The paper comes in gummed-back 
rolls. It is 
watel 

Manufacture! Ace 
Inc., 426 W 
City 


removed by applying 


Pape Co 
New York 


Broadw ay, 


Institutional Gooseneck Faucet 


A self-closing 





gooseneck faucet 


Lay, 
—P 


applications has been introduced by th nter of the 


for general cleanup sinks in lab- 


oratories and other institutional 
faucet to the 
T & S Brass & Bronze. The unit 


features a ball-bearing-type 


and 734 in 


faucet [ . } o top of page 72) 


Peerless Pottery Lavatories, Closet Combinations 
Are Now Available in Six Colors and White 


Vitreous china lavatories 


closet combinations ar¢ 


Peerless close-co ipled reverse trap 

(No. 5200) 
19 in 
(No. 30). Both 
rated above 
Manufacture: 
tan and _ Inc., 917 N. St 
used on the ville, Ind 


and 


now being combinatior and the 


1 1 : 
I back lava 


marketed in six colors by Peerless _firm’s 17 by shel! 
Pottery. The new colors, designed tory 
to match Alliance, 
Southern Porcelain 
are pink, grey, 


They 


products are 


Crane and _ illust 


color wares Peerless Po 
Joseph Ave., E 


green, blue 


yellow will be 








A GUARANTEED SUNNYDAY BOILER 
FOR EVERY REMODELING JOB 


SUNNYDAY 15 —finest boiler built. Oil or gas fired » 


- —<——_ 
Tew 


Wa 
SUNNYDAY 16—most 
efficient oil fired boiler 


in its class. 


UY 
SUNNYDAY 20—a 
miser with fuel. Oil, 
gas, or coal fired. 


SUNNYDAY 2WG— 
completely automatic. 
Burns all types of gas. 




















SUNNYDAY 25—nine 
models for medium size 
homes. Gas fired. 


First boiler to give remodeling 
prospects a 20-year guarantee 


CRANE SUNNYDAY 


Most prospects for boiler remodeling jobs, as you know, 
aren’t exactly sure what they should look for . . . until 
they hear about Crane’s 20-year guarantee on the sec- 
tions of Sunnyday boilers. 

Why does this guarantee change the picture so much? 
For one thing, it gives prospects something they can 
‘sink their teeth into.”’ It gives them a pretty good 
idea about how well Sunnyday boilers perform, how 
It tells them that Crane gladly 
And it says they’ll save 


well they’re built. 
stands behind their product. 
money if, by chance, a section should fail.) 


These advantages give Crane Dealers a real selling 


edge. They’re more timely than ever this year, too, 
with the remodeling market estimated to be the largest 
in history. (OHI puts the figure at $18 billion with 
about 35°), going to plumbing-heating-cooling. ) 


Go after your share of this remodeling market with 
the easiest selling residential boiler on the market 
the Crane Sunnyday, the first boiler guaranteed 20 
years. Sell your prospects, too, on the perfect com- 
panion to Sunnyday—Crane Sunnybase Radiation, 
“the heating that feels like healthful sunshine.’’ Get 
full information now, from your Crane Branch or Crane 
Wholesaler. (In plumbing, too, ask about Crane quality. ) 


C RA NE ; O. 836 S. Michigan Ave., Chicago 5 + VALVES « FITTINGS + PIPE + PLUMBING + KITCHENS + HEATING + AIR CONDITIONING 


70 
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WESTLAND 


Matching Criterion lavatories are set in a Parkwood Onyx countertop —they're the world’s E 
finest countertop lavatories 


Now:--NINE models of =. 
todays hottest fixture! 


Crane countertop lavatories help put more “sell’’ in 
your remodeling promotion 


The big trend in bathroom fixtures in all materials—vitreous china, 
is to countertop lavatories—they’re —_ cast iron and porcelain on steel. 
the fixture practically every woman 
wants. So promoting countertop 
lavatories is one of your best ways 
to attract remodeling prospects 
especially when the lavatories are 
Crane. 


Once you’ve sold a Crane coun- 
tertop lavatory to your prospect 
you'll find you’re well on your way 
to the sale of a matching Crane 
bathtub and water closet. 


OVAL LAVATORY 


Your Crane Branch or Crane 

You'll find the nine different Wholesaler will be glad to help you 
countertop designs in the Crane line — plan a remodeling promotion built 
make selling easier. This gives you around countertops. Why not call 
fixtures in a broad price range and your Crane Representative today. 


STAFFORD 


_—e 
CRAN E CO. 836 South Michigan Avenue, Chicago 5 —,, 


VALVES «+ FITTINGS + PIPE + PLUMBING + KITCHENS + HEATING + AIR CONDITIONING _ STELLAR 
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New Products 





(Continued from page 69) 
from the center to the tip of the 
pressure nozzle 

Manufacturer: T & S Brass & 
Bronze Works, Inc., 32 Urban Ave., 
Westbury, L.I., N.Y. 


Vented Wall Heater 

Temco has introduced a resi- 
dential and _ institutional vented 
heater that is installed through the 
wall. It is vented outdoors directly 
through the wall without a chim- 
ney or flue. Outdoor air is drawn 
into the unit for combustion, with 
no oxygen taken from the 
Installation is effected by cutting an 
8-in. hole through the wall and then 
hooking the unit to a 
neered vent and to the gas line. 


room 


pre-engi- 


With the use of two or more units, 
the desired temperatures 
maintained in different areas of the 
home. 

Manufacturer: Temco, Inc., Nash- 


ville, Tenn 


can be 


Medicine Cabinet Line 

A line of fluorescent side-lighted, 
top-lighted and unlighted medicine 
cabinets has been announced by 


— oY 


ee 


All models feature a 
latch to hold the 
door securely closed. The cabinets 
are available with stainless 
frame and_ bevel-edged 
The 4-in. thick plate glass mirrors 
protected by four 
sealing paint have 
and sealed edges. All models are 
equipped with two bulb-edged glass 
shelves to help keep articles from 
falling off. Eight shelf adjustments 
are provided by stainless steel shelf 
bracket slots located on each side 
of the cabinet. The side-lighted 
models (illustrated) are equipped 
with chrome plated light brackets 
and caps. Top-lighted models have 
the same cabinet design. 

Manufacturer: The Bennett Mfg. 
Co., Alden, N. Y. 


Bennett Mfg. 
magnetic door 
steel 
mirrors. 


coats of 
ground 


are 
and 


Waste Incinerator 

An appliance-styled gas - fired 
waste incinerator has been an- 
nounced by Brulé. The inciner- 
ator features a_ bricklined firing 
chamber that can handle 234 or 
142 bushels of waste, depending 
on the model. 

Manufacturer: Brulé Incinera- 
tors, 407 S. Dearborn St., Chicago 5. 


Automatic Water Softener 
An automatic water conditioner 
that can filter, soften water and re- 
move iron up to 10 ppm, all in one 
complete operation, has been an- 
nounced by Oshkosh Filter and 
Softener Co. The backwashing and 
regeneration cycles are automatic- 
ally controlled at predetermined 
intervals. Replenishment of the salt 





supply as needed is the only atten- 
tion required. Four sizes and eight 
capacities are available. 
Manufacturer: Oshkosh Filter 
and Softener Co., Oshkosh, Wis. 


(Please turn to top of page 74) 


International Harvester Introduces New Line of Motor Trucks 


yh 
» ew 


A series of motor trucks featuring 


4, 6 and all-wheel drive models 
from 4,200 to 33,000 Ibs gvyw has 
been introduced by International 
Harvester. The trucks are available 
in gasoline and LP-gas fueled units 
and feature 6-cylinder engines 
ranging up to 154 hp. The cabs, in 
conventional or cab-forward de- 


sign, measure 65 in. wide and the 
windshields provide 1,181 sq in. of 
visibility. One typical light-duty 
truck with a service-utility body 
(see left-hand illustration) is rated 
at 4,200 to 5,400 lbs gvw. It is 
powered by a 141-hp engine with a 
154-hp engine optional. Wheelbases 
on this model range from 110 to 126 


in. The truck shown in the right- 
hand illustration is rated at 4,200 
to 5,000 lbs gvw. It is powered by 
a 112-hp engine with a 154-hp en- 
gine optional. Wheelbases are 110 
or 114 in. 

Manufacturer: International Har- 
vester Co., 180 N. Michigan Ave., 
Chicago 1. 
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BECAUSE DEPENDABILITY IS A MUST 
THE S.S. UNITED STATES USES 
TACO CIRCULATORS EXCLUSIVELY* 


The world’s fastest, most modern luxury liner is 
the pride of the American merchant fleet. She’s 
fitted out with only the finest products in the 
world . . . each designed to render that essential 
dependable performance. 

And you can have the same Taco quality 
circulators with the same Taco dependability on 
your hot water heating installations that are on 
the S. S. United States. 

All you need do is specify and buy Taco, 


PE er 


because there is no substitute for TACO quality. 
Technical Data Sheets furnished upon request. 
*And Taco Heat Exchangers 


TACO HEATERS, INCORPORATED 
1160 CRANSTON STREET, CRANSTON 9, R. I. 


THE POWER-PAGKED 
uw VoleMeoll lolli my wots 
QUALITY BUILT 
FOR SMOOTH, 
QUIET OPERATION 


195 


May 


ENGINEERING, 


DomEsSTI 





New Products 





(Continued from page 72) 

Suspended Gas Unit Heaters 
Two unit heaters for 

suspended installations have been 


introduced by Reznor Mfg 


gas-fired 


One is 
powered by two propeller fans and 
The 


powered by two centrifugal blow- 


has a 4-hp motor other is 
ers, each with its own '3-hp motor 


Capacity of both models is 300,000 


Btu’s. 
33% in. high, 36 in. wide and 4914 


The fan-powered model is 


in. deep. The blower-powered one 


measures 33% in. high, 36 in. wide 
and 3914 in. deep 
Manufacturer: 


Mercer, Pa. 


Reznor Mfg. Ci 


Packaged Air Conditioners 
Carrier Corp 


models to its 


has added two 


line of air-cooled 


self-contained air conditioners. The 


10 and 15-hp packaged units (sup- 
plementing the models previously 
available in 5 and 7% hp) are de- 
signed for central or direct air con- 
ditioning of shops 


stores, offices, 


2 
and small industrial buildings 


When 


warm air heating system, th 


used in conjunction with a 
> exist- 
ing ducts may be used for air dis- 
tribution. The 


newly developed low-friction com- 


models feature a 
pressor which uses minimum power 
at peak loads. The compressor and 
the refrigeration motor are lubri- 
cated for life and hermetically 
sealed to keep out dirt and mois- 
Another 


models is a fan specially designed 


ture. feature of the new 


to move large masses of air at low 

velocities for qui 
Manufacturer 

Syracuse 1, N.Y. 


‘t operation 
Carrier 


Corp., 


Laundry Tray Stand 

A laundry tray stand that can be 
set up with only eight nuts 
bolts as « 


and 
mpared with the 16 nor- 


= 
F 


| 


in , 
p 
~ : 


mally used with this type of stand 
has been 
Metal 
utility 


introduced by Tinicum 
Styled for the laundry o1 
room, the legs are con- 
structed of steel and are finished in 


aluminum. No welds are necessary 


Gerber Restyles Its Lavatory and Sink Faucets 


A restyled line of sink and lava- 
tory faucets has been announced by 
Gerber Plumbing Corp 
Both feature “shield” handles (see 
illustrations) in place of the pre- 


Fixtures 


vious lever style. The sink faucets 
feature rounded spouts instead of 


the former hexagonal shapes. The 


new styling and engineering fea- 


tures are designed to facilitate in- 
stallation, servicing and cleaning 

Manufacturer: Gerber Plumbing 
Fixtures Corp., 232 N. Clark St., 
Chicago 1. 


to hold leveling bolts in place (See 
illustration.) The stands are shipped 
complete with nuts, bolts and level- 
ers in individual 

Manufacturer: 
Co., Inc., 85th and Tinicum 
Philadelphia. 


cartons 
Metal 
Aves., 


Tinicum 


Storage Bench 
A storage bench for toys, linens 


or other items may be arranged 


irom 


standard Republic Steel kitch- 


The bench illustrated 
consists of two cabinets measuring 


en cabinets 
36 in. wide, 15 in. high and 13 in 
deep. The cabinets are mounted on 
a 4-in. base and topped with foam 
They are 
structed of heavy-gauge steel 
Manufacturer: Republic Steel 
Corp., Berger Div., Canton, O 


rubber cushions con- 


Steam Radiator Angle Valve 
A steam 


th angle 


valve 
female inlet and union 


radiator ‘angle 


male outlet has been developed by 
Hammond Brass Works. The unit 
is engineered for heavy-duty ap- 
plications and has a capacity of 200 
lbs pressure. The valve features an 
oversized and stem to ac- 
commodate high-pressure service. 
Other features include a gland fol- 
low or. 

stuffing 
performance. 

Manufacturer: Hammond Brass 
Works, 1844 Summer Blvd., Ham- 
mond, Ind. 

(Please turn to top of page 80) 


bonnet 


double packing and a large 


box to insure leakproof 
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SEE REPUBLIC’S 20 PAGE WATER HEATER CATALOG IN 1957 DOMESTIC ENGINEERING DIRECTORY 


REPUBLIC HEATER oo: stove 


2231 RANDOLPH STREET + HUNTINGTON PARK, CALIFORNIA © #342 WEST TWELFTH STREET + ERIE, PENNSYLVANIA 








KITCHEN 


~ PULVER 


CONTI 


the “finest” 


ata ils 


FOOD WASTE 
DISPOSAL 


wie Exclusive 
Gaclt-Tu Scleutizer 


@ DEPENDABLE: 

Scientifically designed and tested 
for life and trouble-free 
performance 


@ QUIET: 


With new scientifically perfected 


longer 


silenc er 


@ CONVENIENT: 


All food wastes are 


the 


scraped in to 


drain while the unit is oper 


ating. Because of its continuous 
feed there is no need to stop and 
separate garbage or stop and 


reload 


Equipped With 


GENERAL ELECTRIC 
MOTOR 











REPUBLIC HEATE | SEILER 


2231 RANDOLPH STREET HUNTINGTON PARK, CALIFORNIA 


Telephone LUdiow 3-494] 


NUOUS 


Cg: te 


—— a 
— 
a entaen uel iitiiieenennll 


r 
; i) 


& pishwasner 
CONNECTION 
READY FOR 
IMMEDIATE 
HOOKUP 








UNDERWRITERS LABORATORIES 
APPROVED 


ON 


° 342 wes! TW Ain STREET ERIE, PENNSYLVANIA 


Telephon 
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AUTOMATIC 


ELECTRIC 
WATER HEATERS 





REPUBLIC] 


wake? 


TW. WESTINGHOUSE Corox®' Long 
Life Immersion-type electric heat- 
ing elements. Inserted directly into 
the water for fast economical 
heating. 


2. GALVANIZED TANK... Extra- 


heavy copper bearing stee! coated 
with pure zinc inside and out 
Electrically welded. Pressure-test- 
ed at 300 ibs. per square inch. 


GLASS LINED 


AND 


GALVANIZED 


ODIN STOVE MANUFACTURING COM- 


PANY WHO 


MANUFACTURE REPUBLIC 


HEATERS IN ERIE HAS BEEN MAKING 
HIGH QUALITY GAS PRODUCTS SINCE 
1900. OVER 50 YEARS OF SCIENTIFIC 
ENGINEERING SUPREMACY. 


3. westingnouse CLosTEMP 

THERMOSTAT 120°F to 180°F. 
Reflective dial ‘for easy visibility. 
Positive dial stops. Hair-line con- 
trol of water temperature. 


4. coo water oirFuseR ... 
Prevents incoming cold water at 
bottom from mixing too rapidly 
with hot water in tank. Hot water 
at ali times. Never iukewarm 


5S. MONEY-SAVING HEAT TRAP... 
Scientifically designed, REPUBLIC 
boasts a heat trap that keeps hot 
water from circulating into pipes 
with subsequent loss of heat when 
no water is being drawn from tank. 


G. Easy ACCESS TO ALL WORK. 
ING PARTS ... Heating elements 
and thermostat .are easily acces- 
sible by simply removing front 
panels 


7. EASY-TO-CLEAN GLEAMING 
WHITE JACKET... Made of heavy 
gauge steel and finished in high- 
gioss baked-on white enamel. 
Scratch resistant. 


&. convenient conouit Box... 
Fully enclosed. All wiring centers 
here in easy to reach electrical 
outlet box. 


. FiBREGLAS INSULATION |. . 


Extra-thick, non-destructible, fire 
proof, moisture proof Fibregias be- 
tween tank and outer jacket keeps 
water hot 72 hours and more. 


ee : oOo Ff 


ODIN STOVE 
MANUFACTURING CO. 


LPH STREET HUNTIN f T T + ERIE. PENNSYLVANIA 
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“As a Trane 
Dealer-I can. 





$O QUIET you hardly know it’s there! These 
compact 3 through 15 ton de luxe models 
pack top cooling comfort into a trim, slim 
cabinet. And they’re quiet! Exclusive TRANE 
“iso-sound”’ design has fan section and com- 
pressor section floating independently on 
sound and vibration isolators for the 
smoothest, quietest operation ever seen! 








Self-Contained 
bid on any size job” 





Self-contained units from 3 to 20 tons...plus the complete 
Trane line of equipment...put you in the 
air conditioning business all the way! 


Air conditioning contractors and dealers every- 
where are finding that it pays to go TRANE all the 
way! They know that the complete TRANE line of 
equipment—plus a full line of trim, slim self- 
contained air conditioners from 3 to 20 tons— 
put them in the air conditioning business so they 
can bid on a variety of jobs, make a profit! 

These TRANE Self-Contained Units for 1957 are 
the finest ever. Designed and built by a leader in 
big building system air conditioning, they’re easy 
to sell, easy to install. And they’re backed by a 
powerful program of national advertising. 

As a TRANE Authorized Source, you'll have 
complete freedom to go after any air conditioning 
job—any size, any type. And you'll be soundly 
backed by a recognized leader—nationally known 
and accepted. 

Ask your nearby TRANE Sales Representative 
now about all the extra advantages you'll have as 


So Quiet 


- NATIONAL ADVERTISING 
in Newsweek, Business 
Week and other leading 
magazines helps presell 
your customers, 


GET THE LARGER JOBS, TOO! These 10-15-20-ton commercial 
sizes may be located outside the conditioned space for use with 
ductwork, if desired. 





a TRANE Authorized Source—or write TRANE, 


La Crosse, Wisconsin. 


HERE’S WHY IT WILL PAY YOU 
TO TURN TO TRANE: 


@ Complete line! Competitively-priced equipment for 
any air conditioning job is available to you as a TRANE 
Authorized Installer for packaged equipment. 


@ A leader in the industry! TRANE is well known for out- 
standing air conditioning equipment .. . the famous 
TRANE CenTraVac, UniTrane units, compressors. 
@ A truly national service organization 
equipped to help when needed. 


fully trained and 


@ Complete business freedom! As a TRANE Authorized 
Source you have complete freedom of action in buying 
and selling. 

@ Nationwide sales force. A network of Sales Offices in 90 
cities working with architects and engineers helps to 
obtain favorable specifications and over-all company 
acceptance. 


TO HELP YOU SELL, 
colorful literature, 
booklets, posters, 
signs and decals! 


For any air condition, turn to 


TRANE 


MANUFACTURING ENGINEERS OF AIR 
CONDITIONING, HEATING, VENTILATING 
AND HEAT TRANSFER EQUIPMENT 





New Products 





(Continued from page 74) 

Shock Absorber 

A shock absorber designed to 
eliminate water hammer in insti- 
tutional and industrial buildings 
has been introduced by Josam. The 
shock absorber is engineered for 
static water pressures above 110 
psi. It is installed in the pipe line 
and features an expansible tube 
that stretches to absorb the pres- 
sure shocks. The shell around the 
tube is preloaded at the factory 
with nitrogen (through the loading 
valve at the top) until the nitrogen 


pressure equals the specified static 
water pressure in the line. 

Manufacturer: Josam Mfg. Co., 
Michigan City, Ind. 


Hand Tubing Cutter 

A hand tool for cutting nonfer- 
rous and plastic tubing and thin 
wall conduit has been developed 


by Erie Tool Works. The tool is 
designed to cut tubing of 4% to 11% 
od. It features a screw mechanism 
enclosed in a precision-made cast- 
ing to maintain cleanliness and fa- 
cilitate adjusting. The pivoted 
reamer swings back out of the way 
when not being used. The unit 
weighs 10 oz and measures 4% in. 
in over-all length. 
Manufacturer: 


Works, Erie, Pa. 


The Erie Tool 


Residential Plumbing Fixtures 

Coralware Mfg. has announced 
a line of porcelain enamel steel 
plumbing fixtures for use in the 


Geneva Unveils Two New Kitchen Cabinet Lines 


Geneva Kitchens has announced 
two lines of kitchen cabinets for 
1957. One line features cabinets 
with hard maple front exteriors 
adapted to the firm’s standard steel 
cabinet bodies. All exterior surfaces 
in this line are finished in golden 
honey maple. The second line is 
available in more than 6,700 cabinet 
variations. It is designed to supple- 
ment the firm’s standard line and 
provide a variety of styles to meet 
individual requirements. Included 
in the line are cabinets with glass 


‘ e <a 
doors on one or both sides, sit-down 
sink cabinets, open shelf base cabi- 
nets and off-the-floor units. Acces- 
sories include cabinet-half-shelves, 
door storage racks, vegetable bins, 
condiment racks, towel 
cipe racks, stainless steel sink bowls 
and two cabinets, one for use in 
corners, peninsulas or straight cabi- 
net runs and the other for installa- 
tion under wall cabinets to provide 
additional storage space. 

Manufacturer: Geneva 
Kitchens, Geneva, IIl. 


bars, re- 


Modern 


home or in house trailers. The line 
now includes double and single- 
bowl sinks, lavatories and bathtubs 
that measure up to 54 in. long. All 
fixtures are available in white or in 
a variety of colors to match exist- 
ing schemes. 

Manufacturer: Coralware Mfg. 
Co., 2401 S. Kolin Ave., Chicago. 


Vertical Tube Boilers 

General Republic has announced 
that its line of vertical tube boilers 
is now available in a range of ca- 
from 105,000 to 276,009 
Btu/hr. All units include a tank- 
less domestic hot water coil. The 
top of the boiler is removable to 


pacities 


4 ames i ‘ 


and 
are 


facilitate cleaning removing 
baffles. All models available 
either as a factory package or dis- 
assembled. 

Manufacturer: General Republic 
Heating Products Co., 7420 State 
Rd., Philadelphia 36. 


Sump Pump Switch 

Piqua Machine & Mfg. has de- 
veloped a sump pump switch de- 
signed for ease of installation. The 
operator unfastens eight bolts to 
remove the switch from the pump, 


pulls out the old switch and inserts 
a new one. The whole operation 
can be performed on the job. The 
switch can be used on a variety of 
sump pump models. 

Manufacturer: Piqua Machine & 
Mfg. Co., Piqua, O. 


(Please turn to top of page 172) 
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Vulcan TRIMLINE is guaranteed 
‘‘rated"’ for higher BTU output; that 
means you buy less linear feet; 
“‘installed"’ cost is less, too. 

Protect your profit cushion. Pro- 
vide a better installation, eliminat- 


ORIGINATORS 
OF FIN-TUBE 
AND 
BASEBOARD 
RADIATION 
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ing expensive call-backs and com- 
plaints. And offer the ultimate in 
styling and beauty. 

Why gamble when you can be 
sure of Vulcan — and pay less! 


Write for FREE Catalog Today 


THE VULCAN RADIATOR CO. 
775 Capitol Avenue. 
Hartford 6, Conn. 


FREE DESIGN CATALOG. — please send me at no obligation 
your TRIMLINE Catalog 54, giving Dimensional Data, 1-B-R 
Ratings, Heating System Design and Piping Design Chart. 





Out-dated plumbing materials don’t really 
remodel. That’s why modern contractors install 


water and drainage systems of copper...and 


why they use Nibco fittings and valves for 


these installations. Their customers, too, want 


to remodel with materials being used in 


new homes. Otherwise, they are not adding 
full value to their remodeling investment. If you 
are not aware of the advantages of copper 


systems, see your Nibco wholesaler for details. 
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why modern 

contractors use 
for 

remodeling 


fittings and valves 


Examples shown are but a few advantages 
you enjoy with NIBCO products. To get the 
whole story, see one of the more than 3000 
PT TTIVVe TT Ta 101 Vy, se ne of the more t } 
FITTINGS for multi- 
ple connections save 
A tings and valves. There’s a NIBCO whole- 
and materials. Fit. in- 

side 2 x 4 partitions saler within hailing distance wherever you 


sales specialists who distribute N1IBCo fit- 


are in the nation. And we think you’|! like 
doing business with him. It’s another rea- 
son why thousands of contractors always 


specify (and insist on) NIBCO. 


So, 


COMPLETE LINE includes NIBCO 
flared fittings for spots where a 
torch cannot be used. Smaller and 
fewer wall openings also minimize 
redecorating. 


Ask your 


PROPER VALVES for specific NIBCO wholesaler for 
purposes ... NIBCO globe, gate, free catalogs, or write 
silleock, and check valves. 


NIBCO INC. 
504 Pium St., Elkhart, indiana 
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taltanal’ rer 


TRADE MARK 


FITTINGS 
are hot-dipped galvanized 
or 
85-15 red brass 


for dependable, life-time installations 


The extra quality of CAPADAPTER metal 
fittings is easily recognized—extra weight 
plus double protection of hot-dipped 
galvanizing and zinc plating, or the high 
quality 85-15 red brass, assures life-time 
installations. Wide clamping surface 
allows double clamping for added safety 
on deep well installations. CAPADAPTERS 
insure life-time, trouble-free installations 
of plastic pipe. 





USE WITH THESE PROVEN CAPITOL WELL SUPPLIES 


I) 


Qari 


COUPLINGS WELL POINTS NIPPLES 
AND EXTENSIONS 








MFG. & SUPPLY CO. 


THROUGH RECOGNIZED | } : COLUMBUS, OHIO 


WHOLESALERS 
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wens 


The script has been written, the props provided, the stage set: 


Are you ready 
to take over 
as the Star 
Performer? 





DoMEsTIC ENGINEERING 


renew the 
HEART 
of your home 


May 1957 


WHAT YOU DO ABOUT SELLING REMODELING in 1957 is your business. 
It you do something about it, remodeling can become a big part of 
your business, perhaps the most profitable part. To the men who know 
remodeling best, that much at least is abundantly clear. And it’s clear, 


too, that the time to do something is now. 


# Because this is it. The time for action! May is National Plumbing 
Heating-Cooling Month—and more remodeling sales for plumbing 
and heating contractors is the goal. It’s our industry's feature attrac 
1957 


tion for .. but it’s nota completed picture as vet. 


# To be sure, a lot of work has been done by a lot of dedicated people. 
I'he script has been written, the props provided and the stage set. 
We're speaking, of course, of the All-Industry Modernization Com 
mittee, its subcommittees and everyone who helped at the national 
level. We're talking, too, about the local committees who staged an 
April Rally for May—some 200 to be exact (see page 94). 


#®As its contribution, Domestic ENGINEERING is launching the Big 
Push Campaign and the Big Push Remodeling Sales Contest for plumb 
ing and heating contractors. ‘Thousands of dollars worth of prizes will 
be awarded. You'll read all about it in the following pages. 


# But despite what anyone else has done, or will do, you, the plumb 
ing and heating contractor, must of necessity play the leading role in 
the final act, because you are the star performer, the one best able to 
reach the audience, Mr. and Mrs. Homeowner, U.S.A. 
# And don’t overlook the non-residential field as a receptive audience 
Surveys have shown that there is a general awakening on the part of 


the owners and operators of such buildings to the need for remodeling 


# You'll be more certain of the role you're to play in both residential 

and non-residential markets after you've read through and studied this 
issue of DomMEstTic ENGINEERING, the third in its 

special remodeling series. 

#And now 


ACTION! 


industry's biggest production, you'll find plenty 


it’s time for lights, camera and 


As the leading character in ou 


of help and suggestions in the pages that follow 


























In 1956, the most complete manual of procedures 
ever published for managing a remodeling business 


and selling remodeling... 


In 1952, the first true measure of the market for 
plumbing, heating and cooling remodeling in all 
types of buildings... 


Dom ESTic 


EE 
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From its campaigns of the past...inspired by “The Bay City 
Story” and “The Book of Remodeling” ...DE now launches its newest 
business-building plan for the plumbing-heating industry... 


The Big Push Campaign 


WITH 


ENGINEERING launches its newest 


THIS ISSUE, DoMmEsTIC 
campaign to help the plumbing 
and heating industry increase its 
business in remodeling. 

Like Rome, 
wasn't built in a day. The foun- 
dation for 1957's Big Push Cam- 
paign was laid in 1952 when DE’s 


this campaign 


Bay City Story replaced guesses 
about the remodeling potential 
by actually measuring that po- 
tential in a typical U.S. city. 
DE’s survey of Bay City, Mich., 
provided-a yardstick to apply to 
cities and towns everywhere. 
A_sgreat 


many contractors, 


wholesalers and manufacturers 
that yardstick still 


using it, in fact) and sold a lot 


used (are 
of modernization jobs and prod- 
ucts. Not overnight, of course. 
First, there followed a period of 
develop- 
ment work in perfecting remod- 


month-in, month-out 
eling merchandising and man- 
agement techniques. 

Finally, in August of 1956, 
these techniques were brought 
together in another big contri- 
bution to the industry—DE’s 
Book of Remodeling. 

In it, hundreds of p-h contrac- 
tors whose remodeling experi- 


ence totaled over 2000 years col- 
lectively, told the step-by-step 
story of getting into remodeling 
and making a success of it. A 64- 
page procedure manual was the 
result, and it provides the most 
complete how-to-do-it guide ever 
published for the industry. 

And Domestic ENGI- 
NEERING brings to the industry 
its newest 


now, 


business-building 
plan—The Big Push Campaign. 

What is the Big Push? Simply 
this: A program designed to be 
the rallying point for our indus- 
try in making 1957 the biggest 
remodeling year in its history 
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It’s the co-ordinating influence 
through which you can tie your 
own Big Push to that of the in- 
dustry as a whole. It provides a 
vehicle for following through on 
the industry-wide movement cli- 
maxed this month by the special 
promotion of plumbing, heating 
and cooling to the nation’s home 
and other building owners. 


s What are the objectives of the 
Big Push Campaign? Number 
one, of course, is to stimulate 
the sale of industry products used 
in remodeling. 

A second objective is to help 
plumbing and heating contrac- 
tors meet the challenge of com- 
petition from other industries 
that try to outsell all others in 
their battle for the consumer 
dollar, as well as competition 
from outsiders who are trying 
to take over p-h modernization. 

A third objective of the pro- 
gram is to help contractors sta- 
bilize their business—to provide 
a means of leveling out the peaks 
and valleys of seasonal work. 

How ‘will the Big Push Cam- 
paign work? To help meet the 
first objective, DE is sponsoring 
the Big Push Remodeling Sales 
Contest for contractors. It will 
automatically stimulate remod- 
eling sales for those who partici- 
pate. Secondly, the program will 
assess the threat of outside com- 
petition and show how contrac- 
tors are successfully meeting the 
challenge of competition. 


# How can you take part in the 
Big Push Campaign? One thing 
you can do right away is to sign 
up for the Big Push Contest 
(page 100). You can also re- 
quest and use the large number 
of selling aids available for your 
special promotion (page 117). 
And finally, you can follow 
and cooperate with the program 
every step of the way in the 
months ahead. END 
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The Big Push Campaign at a Glance 


eeseeeeeeee eee eeeceeaeeee ee ee s@¢ is 

A program designed to be the rallying point of our industry 
in making 1957 the biggest remodeling year in its history. It’s 
the co-ordinating influence through which you can tie your 
own promotions to that of the industry as a whole. 


- 


s , A 4 > i t 
eocececcccccesocecessesesc AMPAIGN i f 


Number one: To stimulate the sale of industry products 
used in remodeling. Two: To help plumbing and heating con- 
tractors meet the challenge of competition from outside in- 
dustries (automobiles, TV, etc.) and from outsiders who are 
trying to take over plumbing and heating modernization. 
Three: To help contractors operate a better balanced and, 
therefore, more,profitable business. 


eeeeeee ee eeeeeeeoeeoeee © © 


One: By stimulating remodeling sales through the medium 
of DE’s Big Push Remodeling Sales Contest. Two: By bring- 
ing you complete coverage of the industry’s remodeling pro- 
gram each and every month. Three: By providing sales aids 
for contractors and wholesalers. Four: By helping contractors 
improve management and merchandising techniques for both 
remodeling and new construction. 


” TYTTTTITITTTTyT kas y U at . PARI 


Contractors: Study and apply every detail of the Big Push 
Campaign in this and following issues . . . Enter the Big Push 
Contest (details on page 100) .. . Use the special aids made 
available to sell remodeling . .. Attend wholesalers’ sales meet- 
ings . . . Push the products of those manufacturers who are 
helping you push remodeling sales 


Wholesalers: Know every detail of the Big Push Campaign 
and acquaint your salesmen with it Make this and other 
1957 issues of DE subjects of contractor sales meetings 
Encourage contractors to enter the contest Become a co 
sponsor of the Big Push Contest (details on page 100) 
Work with manufacturers who are pushing with you for bigger 
profits this year and in the years to come 


Manufacturers: Put the Big Push behind your products 

.. Tell contractors and wholesalers about profits, satisfaction, 
quality of your products 
using this and following issues of DE to keep them informed 
... Contribute a product prize to the Big Push Contest (details 
on page 100) .. . Work with contractors and wholesalers who 
are working with you to make the Big Push pay off for the 
entire plumbing-heating-cooling industry 


Hold sales meetings for your stafl 


Why you should take part in the 


Big Push Campaign i 





continued... 


Most PLUMBING AND HEATING 
contractors who have gone into 
remodeling have done so after a 
hard look at their profit picture. 

They took a hard look and 
didn’t like what they saw. So 
they decided to do something 
about it. That “something” was 
into the only market 
available to the industry where 


getting 


new business can be created 

through individual effort. 
However, there are contractors 

who don’t feel the need of this 


incentive to get into remodeling. 


But in 


remodeling benefits, 


your sales... and yout 


They already see enough incen- 
tive in the simple fact that re- 
modeling is just good business, 
already available, whether they 
set out to create more of it or not. 
That’s true. And year, it 
should be even better business. 


this 


For the first time, remodeling 
will comprise the bigger share 
of the contractor’s total market. 
Residential construction is down 
from the peaks of previous 
years, and this drop is bound to 
be felt. 


These are some of the reasons 


remodeling, our industry 


new business where 


none existed before. Every time 


cell a building owner O° 


you add to 
profits! 


for putting increased emphasis 
on remodeling this year. How- 
ever, they don’t mean a con- 
tractor has to give up or in any 
other 
construction. 

The fact is that many con- 
tractors have found remodeling 
to be a natural complement to 


new work—the balance weight 


way de-emphasize new 


that puts them in a stronger prof- 
it position, provides them with 
a better source of year-round 
work for skilled employees and 


enables them to meet all the de- 
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mands of their customers and 
prespects. 

Remodeling can even help the 
contractor with his new work 
operation. As his remodeling 
business increases, he’s less and 
less inclined to get into a bid 
slugfest for cheap work. By 
emphasizing remodeling, the 
contractor has the pressure ad- 
vantage on his side. He doesn’t 
have to take the unprofitable 
jobs. So, his profit picture on 
new work improves, too. 

Case studies in DE’s Big Push 
campaign will show this to be 
true by spotlighting experiences 
of contractors who have com- 
bined the two activities. Their 
reward has unfailingly been big- 
ger business, greater prestige 
and bigger and more certain 
profits. 

From these case studies, other 
contractors will have the oppor- 
tunity to learn how to blend both 
activities and make the one sup- 
port the other. 


# For many of those in our in- 
dustry who don’t recognize and 
take advantage of the opportu- 
nities in remodeling, what is the 
alternative? 

Simply this: A continuation of 
the industry’s ancient plagues: 
constant and costly adjustments 
to the fluctuations of seasonal 
demands and the ups and downs 
of new construction, the neces- 
sity for employee layoffs and 
submission to the dictates of 
some building contractors whose 
chief concern is beating prices 
down without regard for quality 

The current decline in resi- 
dential construction might be a 
blessing in disguise for those 
contractors who have yet to add 
full-scale remodeling divisions. 
By following the examples that 
will be revealed in Big Push 
campaign case studies, they, too, 
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If remodeling is 
so good, should | 
de-emphasize new 
construction? 


Definitely not! New construction always has and always 
will be a major market for the products and services of the 
plumbing, heating and cooling industry. The fact is, though, 
that the new construction market can become a better one, 
from the point of view of profit, for the contractor who goes 
in strongly for remodeling. 

There are several reasons why this is true—one of them 
so good that the p-h contractor really doesn’t need another 
It’s simply that the contractor who has remodeling work to 
keep him busy doesn’t have to accept every new con- 
struction job that comes his way—no matter how low the 
profit may be—just because he has to make some profit and 
just because he doesn’t want his crews to be idle 

No. The contractor busy with remodeling can be more 
selective in the new construction work he takes on. He’s 
not operating under pressure from threatened idleness. He 
can afford to accept only the jobs that offer him a reasonable 
profit return. And because of this, price stability will return 
to the new work market. END 


can enjoy the benefits of a bal- less automatic once the cycle is 
anced and secure business. set in motion. But in the final 
The flow-back of these bene- analysis, they must begin at the 
fits to wholesalers and manufac- contractor level. He is the key 
turers who participate in the Big figure in our industry’s Big Push 
Push campaign will be more or in 1957 END 


Here's how to figure your own Big 
Push market in minutes 





HOW BIG Is 
THE MARKET? 





Facts about your remodeling marker 
31D of Motomiee stent camel te mat re yeas 
OID neve enty one bathrsem 





90% reve a 


VIE, news teahy tovcen 
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te eee 
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AVR of me water systems ore over 10 yours ott 


Here's the Market for Your 


Big Push Promotion... 


It's an elephant-sized opportunity with a trunk full of profits 


Do you REMEMBER the story of 


the found a 


woodsman who 
huge treasure and began spend- 
ing it he 


didn’t want to use it up too fast? 


cautiously because 
Every time he spent one gold 
he found 
new ones added to the pile. 


piece, however, two 
A fairy tale with no connec- 
No, 
you have the same kind of trea- 
sure in your own backyard. 


tion to you? sir, because 


Your remodeling market, just 
as it is, is a huge treasure and 
every time you sell a moderniza- 
tion job and make yourself a 
handsome profit, you'll find 
you've opened the way to addi- 
tional jobs and profits from the 
same customer or his friends. 

Remodeling knows no satura- 


tion point, no slack periods, no 


seasons. Each year more struc- 
tures by the thousands in both 
residential and non-residential 
categories become prospects for 
p-h-c products and _= services. 
Even many new homes built last 
year or the year before are pros- 
pects now for an additional bath- 
room, a laundry, a bigger water 
heater, an air conditioning job, a 
heating improvement or 
other things. 


many 
So don’t measure 
your remodeling market merely 
by the age of the structures in 
your area. Of course, the older 
10, 20 and more 
years old—are the more likely 
prospects for modernization. 


homes—five, 


=» The figures we give you here 
upon the Bay City 
(page 86). 


are based 


formula They are 


minimum, not maximum. They 
are for today and tomorrow. They 
are for any community any- 
where, with only slight adjust- 
ments for climate conditions in 
the far southern states. 

They range all the way from a 
small job like a leaky faucet to 
a complete bathroom, kitchen or 
heating-cooling system. 

Is a leaky faucet a remodeling 
job? Is a toilet seat, a heating 
system control or a shower-head 
installation a remodeling job? 

Before look your 
nose at these “small” items, re- 
member the story of the woods- 
man. 


you down 


‘ 


Every time you replace a 
leaky faucet or install a new toi- 
let seat or do any one of a hun- 
dred other similar jobs, you’ve 
got your foot in the door of a 
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A top man looks 


= at a big market 


The famous elephant spread from 
DE’s August, 1956, issue, The 
Book of Remodeling, is repro- 
duced here as a symbol of the 
vast opportunities for plumbing 
and heating in the remodeling 
market. Shown with the blowup 
(which has appeared at many in- 
dustry meetings) is Oklahoma 
City contractor William Landers, 
NAPC president and one of the 
prime movers in the all-industry 
modernization campaign. 


home that is a prospect for big- 
ger things. 

Many a contractor has begun 
breaking into the remodeling 
market by featuring in his ad- 
vertising a replacement faucet, 
a toilet seat or similar “small” 
item and found that the total 
profit on a lot of these jobs is 
astounding, even without selling 
anything else. But the contractor 
wise enough to start after re- 
modeling in a “small” way is 
wise enough to realize that if he 
doesn’t sell more today, he will 
tomorrow and the day after. 


# Look at the remodeling mar- 
ket figures from every possible 
angle—the small as well as the 
large. And don’t overlook the 
non-residential market — big 
buildings also need remodeling. 
Nor will you want to forget the 
farm market. It, too, holds great 
opportunities for remodeling. 
So take a good look at your 
Big Push market and you'll see 
that it represents your hidden 


Here's how to figure your own Big 
Push market in minutes... 


Take a piece of paper and write down the number or 
approximate number of homes in your territory. 


Now, take *21 percent of that figure and you've got 
the minimum number of people who right now are 
planning to remodel bathrooms sometime within the 
next two years. You can probably safely add another 
20 percent to cover those who would remodel if you 
sold them on the idea 


Of that same number of homes, fewer than 20 per- 
cent have more than one bathroom. That leaves nearly 
80 percent of your potential customers who at this very 
moment wish they had an extra bathroom! 


More than half of the homes need a new toilet seat 

. and more than 15 percent have leaky faucets. You 
can figure for sure. that 40 percent of them need 
thermostatic controls . . . and better than 30 percent 
don’t have automatic heat. One-fourth of them have 
hard-to-heat rooms. 


Over fifty percent of the warm air heating sys- 
tems are gravity flow .. . 45 percent of the hot water 
systems are in the same unhappy fix and with 
summer upon them, 67 percent of your homeowners 
are building up a powerful desire for shower facilities 


Twenty percent of those same homeowners have just 
come through a winter with a heating system they've 
got to remodel .. . the same number or more are talk- 
ing about remodeling kitchens . almost all of them 
have no dishwasher and most have no food waste dis- 
poser; and they’re tired of the drudgery of it all. 


Don’t put that pencil down yet . .. 75 percent of those 
people have water heaters of 30-gallon capacity or less 
... 15 percent have no relief valves on the water heat- 
ers they own. (Please turn to top of next page) 


*Figures are based on DE’s Bay City remodeling survey 


EM Et «= Forms: Big Buildings 
treasure. END 
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Here's the Market for Your Big Push Promotion... (continued) 


IN HOMES ... (continued) 


And get this .. . 77 percent have no automatic 
washing machine . . . 98 percent have no water 
softener ... and 41 percent of the water systems 
in those outlying homes are over 10 years old. 


Forty-one percent of the water systems are 10 
years old or older .. . and even among the homes 
that have water systems (of any age) a great 
many have no bathroom . 50 percent of the 
baths are badly outmoded .. . 10 percent of the 
homeowners are planning to remodel their bath- 
rooms ... one-third say they have room for an 
extra bath. 


Half of your farm home heating systems are 
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Big building modernization, unlike residential 
remodeling, is influenced by the competition of 
new construction. To hold tenants in older store, 
office and industrial structures, owners must re- 
model. An industry authority was quoted in last 
month’s issue of DoMEsTIC ENGINEERING (page 89) 
as saying, “When air conditioned office space 
reaches a level of about 18 percent of the total 
office area in a given city, the remainder of the 
buildings also must be air conditioned.” 


In big buildings of all kinds, more than 90 per- 
cent still lack complete air conditioning . . . Heat- 
ing boilers, plumbing fixtures, radiation and all 
other p-h-c facilities can almost always be figured 
as being as old as the building itself. In DE’s 
Book of Remodeling, one survey reported that 
33 percent of the heating boilers, 34 percent of 
the plumbing fixtures and 42 percent of the radi- 
ation is over 30 years old. 


And in existing big buildings, this same survey 


Take a rough guess. Say you only sold five or 
10.of each of these situations that need remodel- 
ing? What would the profit be? 


That’s why you should get started on the Big 
Push toward better business right now! 


still being fired by hand . . . nearly 17 percent of 
the nation’s farmers will remodel heating within 
two years ... of those with central heating sys- 
stems, 34 percent have gravity warm air. 


In the kitchen, 30 percent of the farmers have 
refrigerators over 10 years old . . . 25 percent have 
ranges over 10 years old .. . more than 14 percent 
plan to remodel kitchens. 


Water heaters are sadly inadequate and warm 
water for watering stock in winter is needed on 
about 90 percent of the farms. 


Laundries are only a few steps ahead of the 
primitive in many of the nation’s prosperous, able- 
to-buy farm homes. 


And this is only part of the picture. 


reported, remodeling plans involving plumbing 
and heating run as high as 50 percent with air 
conditioning plans over 70 percent. 


Is there a need for the Big Push? Yes. Be- 
cause the entire remodeling market is ready for 
it—waiting for it—asking for it! END 


Its Better 


Your Living 
Month... 


DON MOORE, director 
of Operation Home 
Improvement, was a 
featured speaker at 
a p-h industry rally 
in St. Louis (page 96). 


THE INDUSTRY'S OBSERVANCE of P-H-C Month in 
May is receiving valuable backing from the con- 
current celebration of Better Your Living Month 
by Operation Home Improvement. This is the 
national group organized by the building and lend- 
ing industries (including our industry) to en- 
courage homeowners to modernize. 
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DomMESTIC 


Let It Start YOU on Your 
Own Big Push Promotion... 


WHEN JUNE 1 
will you be looking back to a 


comes around, 


successful Plum bin g-Heating- 
Cooling Month in May? 

Or rather, will you be looking 
back to a P-H-C 
Month and forward to a success- 
ful P-H-C Year? 

That’s precisely what 


successful 


enter- 
prising members of the industry 
will be doing come June 1. 
They’re using P-H-C Month as 
the springboard to a year-long 
Big Push remodeling sales cam- 
paign. They know that to get 
the maximum benefit out of a 
like P-H-C Month, 
there’s no such thing as a sharp 


promotion 


cutting-off point the moment the 

end of May comes around. 
They know that such a period 

of concentrated promotion yields 
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the greatest return only if it’s 
the opening gun to start off a 
long-range program. A big, long- 
range push that will continue to 
work on the goals set for and 
initiated during P-H-C Month. 

One of these immediate goals 
is, of course, more business. All 
the evidence points to the fact 
that the business is there. Home- 
owner interest in remodeling is 
at an all-time high. The indus- 
try’s share of the expected $18 
billion home 
modernization can be $6 billion 
—one third of the total. That’s 
business worth pushing for. 

So contractors 


expenditure on 


are going to 
identify themselves as remodel- 
They ll 
complete remodeling pack- 


They'll sell on the time- 


ing headquarters. sell 
the 


age 


this 
their 


make 
part ol 


payment plan and 
definite 


All 
they’re going to 


service a 
long, 
the 
comfort, convenience and pres- 
of the kitchen, 
bathroom system. 
And 


warded by 


sales appeal year 


advertise 
tige remodeled 
and heating 
efforts 
their getting 


their will be re- 
their 
share of that big market 

For 
how one contractor is continuing 
his P-H-C Month promotion into 


the rest of the year, see the ar- 


some timely ideas on 


ticle beginning on page 124. But 
first, turn the page for the story 
of the enthusiasm with which 
the P-H-C Month celebration be- 
200 


across the nation. 


gan in towns and cities 





hihi 
yee BA YY 


A TALE OF 


It's the story of contractors and wholesalers who are 


THIS IS A TALE of 200 cities. It’s 
the story of contractors and 
wholesalers coast to coast who 
have joined forces for a grass- 
roots observance of Plumbing- 
Heating-Cooling Month in May 
In many of these cities the May 
promotion got under way April 
10 with kick-off meetings called 
“April Rallies for May,” spon- 
sored nationally by the All- 
Industry Modernization Com- 
mittee. In others, the rallies 
were, or will be, sponsored by in- 
dividual wholesalers (page 314). 

And in most of these cities, the 
remodeling sales action started 
at these meetings and brought to 
a peak in May will be continued 
into the months to come—for the 
most part by individual contrac- 
tors who will be participating in 
the industry’s newest campaign 
for increased remodeling busi- 
ness—the Big Push campaign 
sponsored by Domestic ENGI- 


NEERING aS an industry service. 

This tale of contractor-whole- 
saler cooperation to build in- 
dustry prestige and _ increase 
modernization sales is a spec- 
tacular one. And like all spec- 
taculars it required a lot of be- 
hind the scenes planning to make 
it work. 


e Months ago the All-Industry 
Committee—composed of leaders 
from all segments of the industry 
—began to lay plans for the sec- 
ond annual P-H-C Month. May 
was chosen for several reasons. 
An important one was the fact 
that it’s a spring month. Con- 
ducting the promotion early this 
year (instead of August as it was 
last year) is making it possible 
for the industry to get its story to 
the consumer public early, be- 
fore its dollars have been spent 
or committed elsewhere. 
Building upon valuable 
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200 CITIES 


going to make the industry's Big Push a BIG success 


perience garnered during the ob- 
P-H-C Month 


year, the All-Industry Commit- 


servance ol last 


tee decided this year to put 
special emphasis upon joint con- 
tractor-wholesaler promotions 
conducted on the local level. 
Local all-industry committees 
were formed. Then the national 
committee hit upon the idea of 
arousing special enthusiasm for 
the May promotion by staging 


Rallies 


committees in 


simultaneous April for 
May 


cities all over the country. 


for local 

It made all sorts of helps avail- 
able to local committees—includ- 
ing a complete guide to holding 
a successful meeting and a film, 
“The Merry Month of May,” de- 
signed to awaken enthusiasm for 
the promotion. 

A partial account of some of 
these rallies is given in the fol- 
lowing pages. The substance of 
the rallies varied somewhat from 


1957 


city to city. But they all followed 
a common pattern. Distinguished 
members of the trade presented 
the size and attractiveness of the 
told 
to sell modernization as a 
how to pro- 
mote and advertise it, how to sell 
the plan. 
They discussed how contractors, 
and 


could cooperate jointly in 


remodeling market. 


how 


prime 


They 
contractor, 
it on 


time-payment 


manufacturers 
the 


wholesalers 
May promotion. 


ain St. Louis, than 800 


contractors and other industry 


more 


members attended the April 10 
rally. In Iowa, 492 attended ral- 
Des Moines, Spencer, 
Cedar Rapids and Ottumwa. And 
so it was throughout other sec- 


lies in 


tions of the country. 

The tale of 200 cities is incom- 
plete as yet. But enough of it is 
told to justify the title—‘Suc- 
cessful April Rallies for May.” 





of 200 Cities... (continued) 


A main street in Des Moines. 


THe ApriL RALLY For May in 
Iowa “hit the road” to take its 
message on P-H-C Month to four 
lowa cities, April 8, 9, 10 and 11. 

The one-night stands played 
to a combined full house of 492. 

The touring company opened 
in Des Moines and then pitched 
its tent in Spencer, Cedar Rap- 
Ottumwa. Ray Phil- 
Assn. of Plumbing 


ids and 


lips, Iowa 


492 Turn Out to Give the Big 
Push a Big Send-Off in lowa 


Contractors president, acted as 
M.C. at each of the rallies. Lor- 
en Nordgren, assistant national 
advertising manager for the 
Rheem Manufacturing Co., Chi- 
cago, got top billing as keynote 
speaker. And Mrs. Esther Burt, 
executive secretary of the IAPC, 
was stage manager, co-ordinat- 
ing each rally as the caravan 
came into town. 

They had ’em standing in the 
because wholesalers all 
the 
buses to bring contractors from 


aisles 
over state had chartered 
outside these four cities to the 
rallies. 

They brought down the house 
with a sure-fire pitch on remod- 
eling by showing each audience 
that modernization work is the 
that’s 
ever existed for the plumbing 


most profitable market 
and heating contractor. 


“It’s a natural for you,’ Nord- 


gren told each meeting. He 
stressed the three points of (1) 
handling the complete job, (2) 
arranging financing to make re- 
modeling as easy as buying a 
new car and (3) “telling people, 
in the best way you know how, 
that you do remodeling work.” 
The mayors of the cities rang 
up the curtain at each rally by 
P-H-C 


wholesalers 


proclaiming 
Month, 


rounded out each meeting. 


May as 
and local 

A highlight of one Iowa city’s 
plans for May is modernization 
of the city hall. The p-h con- 
tractors in Davenport are staging 
their own Big Push show by 
heading up the city hall remodel- 
ing team in a program they’ve 
asked the other building indus- 
tries to join. The radio and tele- 
vision coverage will show plumb- 
ing and heating contractors in- 


stalling a sprinkler system. END 
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TAKE YOUR CHOICE and better your profits. Here Bert 
Power, Bill Robinson and N. B. Nittler, Des Moines 
contractors, select their favorite sales aids that are 
available from the all-industry committee and from DE. 


CONTRACTOR Ray Phillips, the lowa association’s pres- 
ident, was master of ceremonies for each of the “shows” 
the lowa committee staged on four consecutive evenings. 
He’s shown here getting things started in Des Moines 
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lowa Rally Speakers: 


WHOLESALER Louis Kurtz, 
Co., Des Moines, said, ‘Contractors 
and wholesalers must work closely 
together to make May pay off big.” 


the Kurtz 


BANKER Ray Garnes of the lowa-Des 
Moines National Bank told the con- 
tractors that bankers everywhere are 
eager to help them finance remodeling 


Miss Remodeling Steals the 
Show in Los Angeles; Sparks 
Interest in Modernization 


Our 


Angeles writes that contractors 


CORRESPONDENT in Los 


and wholesalers were kept on 
the edge of their chairs at their 
April Rally for May, April 10, for 
two reasons. 


Reason No. 1—inspirational 


RALLYING around Miss 
Remodeling are the mem- 
bers of the All-iIndustry 
Modernization Committee 
of Southern California. In 
the first row, from left, 
are Chairman Beryl Nott- 
hoff, Finance Chairman 
Fred Keenan, Miss Re- 
modeling and Secretary 
Bob Moreland. In_ the 
back row are Ron Walker, 
Chet Wyneken, Treasurer 
Scott Wescott and the 
group’s publicity chair- 
man, Jim Lochhead. 


continued... 
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talks on sales and profit oppor- 


tunities in remodeling work 
No. 2—a beauty, 
named Miss Remodeling by the 


sponsoring 


Reason blond 


committee to sym- 
bolize what a beauty of a market 


plumbing-heating remodeling is 


MANUFACTURER and keynote speaker 
was Loren Nordgren, who attended 
each of fhe four rallies. He’s with the 


Rheem Manufacturing Co., Chicago 


The rally in America’s fourth 


largest city was headed by 
Beryl! Notthoff, who introduced 
a representative from the mayor, 
a Los Angeles banker and other 
whom offered 


speakers, all of 
their help and urged the con- 
tractors to step up their activi- 
ties in remodeling. Separate 
April rallies were held in San 
Diego, Santa Ana and other Cal 
ifornia communities 


Radio, tele 


vision coverage will keep South- 


newspaper and 
ern Californians well aware that 
May is Plumbing-Heating-Cool- 


ing Month END 
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GRAPHIC PROOF of the size of the 
remodeling market stood at Chairman 
Thompson’s right hand as he opened 
the St. Louis April Rally for May. 


800 People Make 
St. Louis Rally 


One of Biggest 


DESPITE THE DROP-OFF in new HUNDREDS of St. Louis contractors took time after the rally to order 


work, nobody was singing the selling aids for their own use. At the display table are Frank Linek; 
: George Bewen; Joseph Lynch, president of the Contracting Plumbers Assn 


blues in St. Louis following the of St. Louis; Henry Bernhard, executive secretary; and Joseph Bastian 


April Rally for May—at least 
none of the 800 contractors and 





wholesalers who attended. 

They'd just heard all about the 

elephant-sized market for re- 

modeling from Charles Thomp- 

son, president of the Tallman 

Co. (wholesaler) and chairman HOW BIC IS 
of the rally. Don Moore, director THE MARKET? 
of Operation Home Improve- 
ment, flew in from New York to 
tell the group about Ohi and how 
its activities can tie in with our 


id 


industry’s program. 

Ernest Buchi, Nashville con- 
tractor and chairman of the All- 
Industry Committee to Expand 
P-H-C, also was on hand to point 


out the profit possibilities in re- THE ELEPHANT from DE’s Book of Remodeling and the DE Better Your 
modeling and discuss ways to Living poster and other sales aids were displayed all around the meeting 
& * ae way hall. “Look at this evidence of the size of your market,’’ Thompson said, 


sell to the consumer. END “then order these selling tools to help you with your own May promotion.” 
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St. Louis Rally Highlights: 


A DE EDITOR (right) went to St. Louis 
to tell contractors about the remodel- 
ing help available to them from DE 


MORE THAN 800 St. Louis contractors and wholesalers heard noted speakers 


from Ohi, the All-Industry 


Committee to 


Expand Plumbing-Heating 


Cooling and their own city tell them why they should go into remodeling 


Chicago Rally Sparked by Ike 
Message, Better Living Poster 


PRESIDENT Eisenhower even 
got into the act at the Chicago 
April Rally for May. The read- 
ing of his telegram to Wilbur S 
Hokom commending our indus- 
trys May promotion keynoted 
the meeting. 

Contractors in the Windy City 
were told they could blow up a 

the vast remodeling 
Ludwig Koepke, vice 
president of the Illinois Assn. of 
Plumbing Contractors and chair- 
the local all-industry 
said, “The potential 
in modernization work in Chica- 


storm in 
market. 


man of 
committee, 


go—especially in housing built 
15 or more years ago—is unlim- 
ited.” 
show the almost untapped po- 


He also gave figures to 


tential in remodeling of offices 
and industrial facilities. 

DE’s Better Your Living post- 
er was distributed to each con- 
tractor and samples of the all- 
industry committee’s sales aids 
also were available. 

Mrs. Myrna Murray, execu- 


tive secretary of the IAPC, told 
of similar April rallies 
held in other Illinois cities 


being 


The rally ended with a show- 
ing of the May promotion film, 


“The Merry Month of May.” 


END 


IKE’S TELEGRAM lauding the industry's 
May promotion was read in Chicago 
by Ludwig Koepke, vice president of 
the Illinois 


contractors association 


DE’S BETTER YOUR LIVING poster was distributed at the Chicago 


rally 


president), a DE editor, 


Wholesaler stages a remodeling rally ....page 314 
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Looking it over are George Connelly (Chicago association 
Bob Erickson 


and Ludwig Koepke. 


REMODEL. 
D your kitchen 
D bathroom 
Pheating coving P 
wow! 


Be II ten. 





The industry spotlight is on... 


You HAVE READ ABOUT the Big 
Push remodeling campaign and 
its plans for helping the industry 
attain a record volume of sales 
in the ahead (preceding 
pages). Now here’s the biggest 
news in the Big Push campaign. 

With the publication of this 
DoMEsTIC ENGINEERING’S 
Big Push Remodeling Sales Con- 
test for plumbing and heating 


year 


issue, 


contractors is officially launched. 

Thousands of dollars worth of 
prizes, including a motor truck 
contributed by DE as first prize, 
will be awarded to contractors 


ppb 


who submit evidence of doing 
the best job of promoting and 
selling remodeling work, in the 
opinion of the contest judges. 

This does not necessarily mean 
the biggest selling job, because 
the entries will be judged solely 
on the basis of the contractor's 
initiative and ingenuity in man- 
aging a remodeling business and 
selling remodeling. So the con- 
tractor-dealer of modest size has 
just as much chance to win as 
the large one. 

The contest starts right now 
and is open to all qualified 


r J 
plumbing, heating and cooling 
contractors. Closing date for en- 
tries will be January 31, 1958. A 


complete list for the 
contest, as well as complete de- 


—_ 


of rules 


tails for entering, is given else- 
where in these pages. 

The primary objective of the 
contest is to encourage contrac- 
tors to put forth an all-out effort 
to make this the biggest remodel- 
ing year—and, therefore, the 
biggest profit year—in the his- 
tory of our industry. 

The Big Push Contest is 
launched at this time to tie in 
with our industry’s big remodel- 
ing campaign—brought to a new 
peak this month through the 
industry-wide celebration of 
Plum bing - Heating - Cooling 
Month. It represents another of 
Domestic ENGINEERING’s con- 
tributions to the over-all indus- 
try program. 

Although the contest is for 
contractors, the industry’s manu- 
facturers and wholesalers are 
participating by contributing 
product prizes and merchandise 
certificates worth thousands of 
dollars. A list of the prizes con- 


Could you use a new motor truck? Or a boiler, 


bathtub or air conditioner? These are just a 


few of the thousands of dollars worth of val- 


uable prizes to be awarded to contractors who 


are doing a good job 


of promoting remodeling 
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tributed so far is given in pages 


103 through 114. 
The major benefits of the con- 


test will come in the form of in- 
creased sales of products used in 
remodeling work. This means, of 
course, that all segments of the 
industry—manufacturer, whole- 
saler and contractor—will profit 
from the results. 

Thus, we have a contest in 
which no one loses! Even those 
who don’t win an actual prize 
will be improving their profit 
picture merely by participating 
in contest activities. And the prof- 
it potential in remodeling has 
never been greater than it is 
right now and will be in the 
months ahead. Our industry’s 
share in this potential has been 
estimated at $6 billion in 1957. 

The extent to which individual 
contractors, wholesalers and 
manufacturers benefit will be in 
direct proportion, of course, to 


(Please turn to center of next page) 
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CONT SSI 


How You Can Enter the Contest 


WHO CAN ENTER: 

All qualified plumbing and heating contractors who are 
in business as of January 31, 1958, are eligible to enter 
the Big Push Remodeling Sales Contest 


PRIZES: 


Prizes in the contest will be awarded in recognition of the 
ingenuity, resourcefulness and continuity of merchandising 
methods used to sell remodeling work by qualified con- 
tractors entered in the contest 


WHAT TO ENTER: 

The decisions of the judges will be based upon evidence 
of remodeling sales and promotion activity submitted by 
qualified contractors. Such evidence may consist of, but not 
be limited to, the following: 


(A) A letter from you—the qualified contractor—telling 
how you are increasing sales of plumbing, heating and cool- 
ing products (and related appliances) through emphasis on 
remodeling merchandising. (B) Photographs indicating your 
efficiency in remodeling work, including such subjects as 
your showroom, shops, trucks and special displays. (C) Des- 


(Please turn to top of next page) 
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How to Enter the Big Push Contest... (continued) 


(Continued from center of page 101) 
criptions of typical before-and-after remodeling 
jobs. (D) Testimonial letters from satisfied cus- 
tomers. (E) Evidence of successful remodeling 
promotions (direct mail, newspaper, radio, TV, 
postcards, outdoor advertising, novelty advertis- 
ing). (F) Any other materials that will provide 
information for the judges regarding your mer- 
chandising and remodeling management efforts. 


HOW TO ENTER: 


The first step in entering the contest is to fill 
in the official contest entry blank (page 115) and 
send it to the Contest Editor, Domestic ENGINEER- 
ING, 1801 Prairie Ave., Chicago 16. A file will be 
established in your name; you can begin ac- 
cumulating and sending material immediately. 
There’s no need to send a complete entry at one 
time. Material will be added to your file as it 
becomes available and is sent to DE. 


SIZE OF BUSINESS: 


The size or location of a business will not be 
considered in awarding prizes. Small operations 
have just as good a chance to win as big com- 
panies do inasmuch as awards are to be given on 
the basis of ingenuity, resourcefulness and con- 
tinuity of remodeling merchandising practices. 


SKILL IN WRITING: 


Writing skill will not be considered in awarding 
prizes. Completeness of the remodeling mer- 
chandising picture as described above will be the 
determining factor in the judges’ decision. 
BOARD OF JUDGES: 

The board of judges will be selected for knowl- 
edge of good merchandising methods and under- 


standing of the problems of selling remodeling 
products of the plumbing, heating and cooling in- 


dustry. Names of the judges will be published 
in forthcoming issues. 


IN CASE OF TIES: 
In case of ties, duplicate prizes will be awarded. 
The decision of the judges will be final. 


DEADLINE FOR ENTRY: 


All entries must be submitted in full (or post- 
marked) not later than January 31, 1958. How- 
ever, contractors are urged to begin now to send 
in evidence of remodeling merchandising as it 
becomes available so that the final entry will be 
as complete as possible. 


JUDGING: 


Contest entries will be judged on March 1, 1958 
or as close thereto as is practicable. 


PRESENTATION OF AWARDS: 


The names of contest winners will be published 
in Domestic ENGINEERING as soon after the judg- 
ing as is practicable. Presentation of awards will 
be made at appropriate times and locations there- 
after. The motor truck first award, contributed 
by Domestic ENGINEERING, will be provided f.o.b. 
Chicago. The prizes contributed by manufactur- 
ers will be provided by them f.o.b. their factory 
or other designated point. Merchandise certifi- 
cate awards contributed by wholesalers will be 
redeemable at convenient wholesalers for mer- 
chandise of the winners’ own choosing. 


GENERAL: 


All entries become the property of Domestic 
ENGINEERING. In order to promote better business 
for our industry, Domestic ENGINEERING retains 
full privileges to use and publish all or any part 
of the contest entries in the magazine, in its ad- 
vertising or otherwise. END 





(Continued from page 101) 
their efforts in selling this mar- 
ket. 

News of the Big Push Re- 
modeling Sales Contest has been 
received enthusiastically by in- 
dustry leaders who read the pre- 
view in cures issue. They 
see in it an @X&cellent way to in- 
crease remodeling sales. 

John F. Glump, vice president 
of sales for Econo Products Co., 
East Haddam, Conn., says: “I am 
sure your efforts on behalf of re- 


modeling, now brought to a new 
peak by your sponsorship of the 
Big Push Remodeling Sales Con- 
test for contractors, will be wel- 
comed by other manufacturers 
as heartily as they are by our- 
selves. You may put us down for 
a contributing prize.” 

The Big Push Remodeling 
Sales Contest will be the fourth 
national merchandising contest 
sponsored by Domestic ENGcI- 
NEERING. The last such contest 
was the All-Industry Merchan- 


dising Contest in 1950, in which 
several hundred contractors from 
all of the 48 states participated. 
Top winner of a truck in the 1950 
contest was Robert Schaefer of 
the Home Improvement Co., 
Cullman, Ala. 

So make up your mind right 
now that you will be a winner 
this time. You can start immedi- 
ately by filling in the entry blank 
on page 115. 

It’s easy to do and, remember, 
you can’t lose! END 
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Here’s the first... 


BOOK OF PRIZES 


In The Big Push Remodeling Sales Contest 


PIcTURE YOUR NAME being lettered on a 
brand-new 1958 motor truck parked in 
front of your showroom. You’ve won the 
first prize, contributed by Domestic En- 
GINEERING in its Big Push Remodeling 
Sales Contest. 

“Congratulations! How’d you do it?” 
friends will ask. And you'll be saying it 
was the easiest contest you ever entered— 
maybe even your first. In DE’s remodel- 
ing contest, you can tell them, it didn’t 
matter how big or small your operation 
is—what won the brand-new truck for 
you (the truck will be “unveiled” in a 
future issue) was the first-rate job you’re 
doing in selling your community on re- 
modeling jobs. All you really did to win 
was tell DE about it. 

“No truck for me,’ you might say. 
“Never won anything in my life.” But 
take a quick glance at the many other 
valuable prizes in this first listing (follow- 
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ing pages) and the many more we'll be 
featuring in future issues. They'll show 
you that here’s a contest it’s almost im- 
possible to lose in—and especially so since 
DE editors will be doing much of the 
work of getting your entry together. 

That’s the easy part of it. You’re already 
doing the things that'll make up your 
prize-winning entry. No extra effort at all 
except to tell and show us how you're 
building up your remodeling business. 

All you have to do right now to get 
started on the way to being a prize winner 
is to send in the coupon on page 115 and 
tell us you’re interested in entering. Do 
it right now—get in on the contest at the 
beginning. 

And go ahead—start counting on that 
new truck right from the start. 


continued... 
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Contest Prizes ..... (continued) 


Eljer Fixtures with Fittings Will Be Among 
the Top Prizes in the Big Push Contest 


A group of three bathroom fixtures 
complete with brass fittings will be 
awarded to one prize-winning contrac- 
tor. It’s the contribution of The Eljer 
Division of the Murray Corp. of Ameri- 
ca, Pittsburgh. 

Included in the set are El- 
jer’s enameled cast iron Riv- 
iera recess bath with flat bot- 
tom, sloping end and wide-rim 
seat; the vitreous china Savoy 
lavatory with low-ledge back 
and concealed front overflow; 
and the vitreous china Sylen- 
ta water closet. The water 
closet is a quiet-action, close- 
coupled siphon jet, reverse- 
trap fixture with round-front 
bowl, integral china over- 
flow and ground-in valve seat. 

The toilet seat is included. The retail price 
Eljer gives for this complete set of bath- 
room fixtures is $233.68. 

Shown with the fixtures, which were 


among the first prizes entered in the con- 
test, are A. E. Thiesfeldt, Eljer’s advertis- 
ing manager, and Loren Bonnett, general 
sales manager of the Eljer Division. 


The Carlin Co.'s Contribution Is a High-Pressure, Gun-Type Oil Burner 


A high-pressure, gun-type oil burner 
with high temperature combustion head 
and a range of 0.75 to 1.75 gph is the con- 


tribution of the Carlin Co., Wethersfield, 
Conn. The suggested dealer 
$106.30. 

The burner (Model 400 S-2) has a \%& 
hp long-hour duty motor with safety over- 
load control, a 10,000 volt heavy-duty 
transformer shielded to eliminate radio 
and television 


price is 


interference, a steel air 
tube, a precision-balanced fan, and a stain- 
less-steel alloy nozzle with hollow cone 
spray, among other features. 

B. C. Lindberg, president, adds that 
the company could furnish a flange should 
the contractor who wins this prize prefer 
to have the burner flange-mounted rather 
than on a pedestal. 


a 
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General Heating Contributes an 
Oil-Fired, Vertical-Tube Boiler 


About its prize donation, an oil-fired 
vertical-tube boiler, General Heating 
Products Co. says: “The positioning of 
the tubes in a rotary pattern directly over 
the combustion chamber means instant 
absorption and utilization of every Btu of 
heat and the instantaneous transfer of 
this heat to supply heating and hot water 
for residential applications.” 

The Philadelphia company, which offers 
a complete line of gas and oil-fired heat- 
ing equipment, says the fully assembled 
and wired packaged boiler unit sells to 
contractor-dealers for $333. 


Twelve Cans of Swif Solder Will 
Be Awarded by Hercules Chemical 


A dozen 1-lb cans of Swif Solder are 
being offered by Hercules Chemical Co., 
Inc., New York City. 

A new product, Swif Solder is pure 
50-50 tin-lead solder in paste form. The 
finely ground soft solder is mixed with a 
strong active flux and a suspending agent 
that prevents it from settling. 





Hercules states that one pound of Swif 


Solder does the work of three or four 
Carrollton Donates Its Three- pounds of previous solder types. It can 
Compartment Stainless-Steel Sink be used for scldering copper tubing and 
fittings, sheet metal and kitchenware. The 
Its new tri-level stainless-steel sink is suggested price to contractors is $28.20 
the prize being offered by the Carrollton 
Manufacturing Co., Carrollton, O. 
This model has the same features as 
the company’s Vegi-Prep sink. It incorpo- 
rates a third bow] that is extra deep and 
ideal for cleaning pots and pans, serving 
as a butler’s pantry sink and for doing 
hand laundry. 





A double faucet arrangement permits 
two persons to use the sink at once with- 
out interfering with one another. Car- 
rollton’s suggested price to contractor- 
dealers is $57. 
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Contest Prizes ..... (continued) 


Two Dozen of Its Most Popular 
Valves Given by Hammond Brass 


Hammond Brass Works, Hammond, 
Ind., is contributing a dozen each of its 
No. 400 globe and 602 gate valves. Both 
types of valves are being offered in ', 
%4 and l-in. sizes and are individually 
boxed. 

The 400 valve (at left in illustration) 
is a five-in-one composition disc globe. 
It can be used for domestic gas, hot and 
cold water lines and other applications. 
The 602 is a non-rising stem, solid wedge 
disc commercial gate valve recommended 
for steam, water, oil, air, vacuum or gas 
service at 125-lb working steam pressure. 

Hammond Brass says these are the most 
popular valve types in the most popular 
sizes used by the typical plumbing and 
heating operation. The company reports 


its new “Brite-Kote” process is now avail- 
able on its complete line of bronze plumb- 
ing and heating valves. “Brite-Kote” is 
a bronze color dip applied to the valves 
to produce a protective and decorative 
finish simulating the natural appearance 
of bronze. The value of the two dozen 
valves is $70 at retail prices. 


Peerless Pottery’'s Prize Ils Two 
Water Closets and Two Lavatories 


Two close-coupled closet combinations 
as well as two lavatories measuring 17 
by 19 in. are being donated as prizes by 
Peerless Pottery, Inc., Evansville, Ind. 

The closet combination, which Peerless 
calls the Revelation (No. 5200), is ad- 
vertised as being a close-coupled reverse- 
trap combination of finest white vitreous 
china. It has an oversized trapway and 
features the Peerless four-bolt tank con- 
nection. The company adds that the unit 
is easy to install—no parts to misplace— 
and that quick alignment is possible. 

Other features in the combination are 
the rubber gasket and resilient washers 
for leakproof cushion fit. The combina- 
tion is for 12-in. roughing in. Peerless sets 
the retail price of the four fixtures it’s 
offering at $125. 

Elsewhere in this issue (page 69) is the 
announcement by Peerless that this line 
is now available in six colors and white. 
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Vents and Balancing Valve Adapter 
Units Contributed by Maid-O'-Mist 


Maid-O’-Mist is contributing an assort- 
ment of hot water heating and chilled 
water cooling system air vents and balanc- 
ing valve adapter units, valued at $103 
(contractor’s price). 

In the auto-vent assortment are three 
No. 7, three No. 67, two No. 27, two No. 
37 and twelve No. 72 vents. In the as- 
sortment of balancing valves are three 
No. 14, three No. 15 and three No. 16 
valves, all measuring 1 in. 


Looking over Maid-O’-Mist’s 
prize donation to DE’s Big Push 
Remodeling Sales Contest are 
H. J. Carr (right) vice presi- 
dent, and James A. Madden, 
sales manager. The Chicago 
company’s contribution is an 
assortment of hot water heat- 
ing and chilled water cooling 
system air vents and bal- 
ancing valve adapter units. 





Lawler Automatic Controls Offers a 34-In. 


Thermostatic Tempering Valve as Its Prize 


A %4-in. thermostatic tempering valve is the prize 
donation of Lawler Automatic Controls, Inc., of Mount 
Vernon, N. Y. The company says the valve operates with 
a solid filled hydraulic thermostatic element. 

Lawler tempering valves are engineered to accurately 
proportion both hot and cold water so that the required 
outlet temperature remains constant. Any desired outlet 
temperature between 140 and 200F may be obtained, the 
company says. 

Lawler states that all thermostatic elements are tested 
before and after assembly in the valve bodies. 

The valve is used in residences, apartments, commer- 
cial and industrial buildings. 
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Ingersoll-Humphryes Prize Contribution Is a Wall-Hung Closet Com- 
bination, a Bathtub and a Ledge-Back Lavatory—All of Them in Color 


A complete set of bathroom fixtures in color 


will be awarded to a contest winner by Inger- 


soll-Humphryes Division of Borg-Warner Corp., 
Mansfield, O. 


Included in the set are the newly designed 


wall-hung closet combination in the State model 
with horizontal discharge; a Huntington model 
porcelain on steel, end-outlet bath tub; and a 
vitreous china ledge-back lavatory, 17 by 19 in. 
The retail price of this set in color is $250. 


Assorted Fittings—$200 Worth— 
Are Offered by Kuhns Brothers 


“In cooperation with the Big Push Re- 
modeling Sales Contest, The Kuhns Broth- 
ers Co. is contributing $200 worth of 
assorted pipe fittings to the growing list 
writes the president of the 
Kuhns advertises 


of prizes,” 
Dayton, O., company. 


that its two-way drain fittings eliminate 
the need for a second vent stack when 
installing food waste disposers, double 
sinks or dishwashers for remodeling. 
More than 3,000 


fittings in cast iron and in malleable and 


shapes and sizes of 
ductile iron are available to the winner 
of this prize through the wholesaler of 
The line will be illustrated 
in a forthcoming issue. 


his choice. 
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McDonnell & Miller Contributes Relief Valve 
to Be Used on Hot Water Tanks and Heaters 


“Our illustration shows the husky internal construc- 
tion of this little valve of big capacity,” said McDonnell 
& wwiiller, Inc., Chicago, when the firm offered its combina- 
tion pressure-temperature relief valve for hot water tanks 
and heaters as its contribution to the Big Push contest. 
The one unit guards against the twin hazards of excessive 
pressures and temperatures. 

For temperature relief, the company says, the unit 
embodies accurate response to temperature variation, 
powerful and positive opening, and fully automatic re- 
seating when temperature is under control. The valve 
starts to open when surrounding water reaches 188F, 
opens rapidly to full capacity at 208F, and reseats drip- 
tight automatically when temperature drops to 183F. 


Tankless Water System for Shallow 
Wells Is Goulds Pumps’ Award 


Goulds Pumps, Inc., Seneca Falls, N.Y., 
will award a prize winner one of its 
balanced-flow tankless water systems for 
shallow wells. The self-adjusting char- 
acteristic of the system provides a steady 
supply of water without use of a separate 
storage tank. It has a capacity range up 
to 520 gph. The capacity is automatically 
self-adjusted to meet varying demands 
The company rates the value of this 
system (to the contractor) at $105 


Weil Pump Co. Offers a Ready-to- 
Install Submersible Sump Pump 


A submersible sump pump is the dona- 
tion of the Weil Pump Co., Chicago. 
Priced to dealers at $80, the pump (Model 
SS-805) has a %hp capacitor motor and 
can be installed through a 15-in. opening. 
Factory assembled and tested, the motor is 
totally enclosed and sealed. 

The submersible pump is ready to in- 
stall and operate by connecting the dis- 
charge to the sewer and plugging in the 
grounded cord. The pump measures 11 by 


125% in. and weighs 50 lbs. 
continued... 
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Contest Prizes ..... (continued) 
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Three-valve diverter 


Pop-up bath drain 


Lavatory centerset 


Three Different Items from Its Line of Plumbing Brass Goods 
Will Go to a Contest Winner from Sterling Faucet... 


The Sterling Faucet Co., Morgantown, 
W. Va., is contributing three items to the 
Big Push Remodeling Sales Contest. The 
first is a three-valve diverter with 8-in. 
centers and features chrome-plated es- 
cutcheons, handles, die-cast spout, shower 


head, and arm and flange. The second 
item in the prize group is a 144-in. chrome- 
plated pop-up bathtub drain with thread- 
ed tailpieces for standard tubs, and the 
third is a chrome-plated lavatory centerset 
with 4-in. centers. 


Spartan Shower Stall Co. to Give 
Its Imperial Model to a Winner 


A shower stall in its Imperial model is 
the prize the Spartan Shower Stall Co., 
Inc., Maspeth, N.Y., will award to another 
contest winner. 

The company advertises this model as 
a luxury stall made of extra-heavy gauge 
galvanized, bonderized steel. It’s 80 in. 
high and 32 in. square; it has rounded 
corners and de luxe trim. 

Finished in two coats of white baked 
enamel, the Imperial is complete with 
chrome-plated trim and accessories. The 
stall will accommodate either glass or 
Plastik-Fold doors. The winner of the 
shower stall may choose from four recep- 
tors. Spartan places its cost to contrac- 
tor-dealers at $62. 
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A Top-of-the-Line Gas-Fired, Forced-Air Furnace Will Be 
the Prize Contribution of Bryant Manufacturing Co. 


As its prize donation, the Bryant Manu- 
facturing Co., Indianapolis, is awarding 
a gas-fired, forced-air furnace. Bryant 
says this is its finest gas furnace and gives 
its retail price as $315. 

The illustration shows the Bryant 
“twins.” The 319 furnace, shown at the 
left, can be matched with the 590 air con- 


ditioner at the right. The 319 features a 
“straight through” heat exchanger, Bryant 
says, which means the air doesn’t have to 
turn corners as it goes through the fur- 
nace. All controls are at the front, making 
close-quarter installation easy. The 319 is 
shipped completely assembled ready for 
installation, including all wiring 


As its prize contribution to 


Michigan Brass Co. Will Make !ts De Luxe the Big Push Remodeling 


8-In. Exposed-Deck Faucet a Big Push Prize 
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Sales Contest, the Michigan 
Brass Co., Grand Haven, is 
donating its de luxe 8-in. ex- 
posed-deck faucet, listed as 
Model 500-15. 

The set features a swing- 
ing, rounded spout and lever- 
type handles, all in high- 
quality chrome plate. Michi- 
gan Brass Co. has been in the 
business of making plumbing 
brass goods for 60 years. 


continued... 
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Contest Prizes ..... (continued) 





























The Fairbanks Co. Will Give a Contest Winner Two Appliance Trucks— 
One Truck ‘Walks Up Stairs,’ the Other Makes A-C Installation Easy 


One of each of its two appliance trucks 
will be the prize given by the Fairbanks 
Co., New York City. One is the appliance 
elevating truck, shown at the left, which 
Fairbanks says is the only truck ever 
created that delivers and installs air con- 


ditioners from the motor truck, up the 
stairs and into the customer’s window. The 
other prize is the Stairmaster, which the 
company says “walks” even the heaviest 
appliances up or down stairs. The com- 
bined retail value of the prizes is $129. 


Complete Package of Jet-Aerators 
Given by Melard Manufacturing 


The Melard Manufacturing Co., New 
York City, will award its “Self-Cleaning 
Mel-O-Flo Jet-Aerator Deal No. 1,” which 
includes a dozen each of its No. 150 (fe- 
male) and No. 250 (male) aerators, plus 
one of each model mounted on a display 
board. 

On the display card, developed by the 
company as a selling aid, the aerating de- 
vices are encased in plastic. The company 
values this package (retail) at $27.60. 
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A Wesglas Laundry Tub Will Be 
Prize Award of the Wessels Co. 








The Wessels Co., Detroit, is awarding a 
Wesglas laundry tub. The tub (Manor 
Model M-54) is of Fiberglas and has a 
21 gal. capacity. It’s mounted in a white 
enamel cabinet. This model has a match- 
ing Fiberglas cover that doubles as a 
carrying tray. 





A stainless steel top rim, a removable 
door and a removable overflow tube that 
eliminates the need for double tubs are 
other features. The company’s price to 
dealers is placed at $41.36. 
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Four Items Are in Package Prize 
Given by American-Standard 





American-Standard, New York City, is 
offering its Royal Hostess kitchen sink 
with an undersink cabinet (top) and the 
single-lever mixing faucet shown above, 
left. Also in their package is the continu- 
ous-feed food waste disposer shown above, 





right. Total value at contractor prices is 
$340. (These products will be described 
fully in the forthcoming June issue of DE.) 


How to Make an Installation Noiseless... Win the Chrome-Plated 
Air-Scoop that Taco Heaters Is Contributing to the Big Push 


Taco Heaters, Inc., of Cranston, R.L, 
has contributed a chrome-plated air-scoop 
as its prize in the Big Push contest. A hot 
water heating installation is made free of 
noise, Taco says, first by installing the 
scoop in the system supply line and then 
installing a line from the scoop to the 
expansion tank 


continued... 
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Contest Prizes ..... (continued) 


Reed-Cromex Is 
Awarding Six Pairs 
of Legs and Bars 


The Reed-Cromex Corp.’s prize is 
six pairs of legs and bars (Hex-Custom 
RC-25). The legs are made of %-in. 
tubing with %4-in. towel bars and. are 
heavily plated with copper, nickel and 
chrome. They’re valued at $98.40. The 
firm is located in Cleveland. 








A Glass-Lined Water Heater 
is One of Crane's Prizes 


One of Crane Co.’s prize awards is a 
30-gal. glass-lined water heater. With 
a 10-year guarantee, the heater is de- 
signed especially for areas having harsh 
water conditions. Contractor price is 
$106. The Chicago firm will also con- 
tribute two store signs (next issue). 





Many more prizes from manufacturers to be listed in June issue; 
Wholesaler cash contributions will make up gift certificate prizes 


WHOLESALERS ARE ADDING their en- 


Thrush & Co., Peru, Ind.; the Hi-Qua 
thusiastic backing to the Big Push Re- 


Manufacturing Co., Philadelphia; Romac 





modeling Sales Contest by contributing 
cash awards up to $25, a limit set by DE. 
These individual contributions will be 
combined into gift certificates. 

Contributions have already been re- 
ceived from the Dolan Supply Co., Troy, 
N.Y.; the J, J, Koepsell Co., Sheboygan, 
Wis.; Reeves-Wiedeman, Kansas City, 
Mo,; and the Busser Supply Co., Lewis- 
burg, Pa, Additional contributors will be 
listed in future issues 


e More prizes have been contributed this 
month by several manufacturers who 
were unable to get photographs of their 
awards for the Big Push contest to us 
before press time, Among these compa- 
nies, whose prises will be illustrated and 
described in the June listing, are H. A, 


Industries, Camden, N.J.; National-U.S. 
Radiator Corp., Johnstown, Pa.; Econo 
Products, Division of Viking Instruments, 
Inc., East Haddam, Conn.; Slant-Fin Radi- 
ator Corp., Richmond Hill, N.Y. Uni- 
versal-Rundle Corp, New Castle, Pa.; 
Tait Manufacturing Co., Dayton, O.; and 
Miller Falls Co., Greenfield, Mass. 


e In subsequent listings, prizes that are 
shown in this issue will be listed in order 
of value, and new contributions will be 
described and illustrated in detail, 

As in past contests conducted by DE, 
the final prize list will represent thousands 
of dollars in merchandise and cash certi- 
ficates that will be awarded by the select 
panel of judges to winning contractors 
all over the country END 
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FIRST STEP in taking part in 
the Big Pwsh Remodeling Sales 
Contest ig to fill in the coupon 
and mailsit to the Moderniza- 
tion Congst Editor, Domestic 
Engineering Publications, 1801 


Prairie Afe., Chicago 16, Ill 


How You Can Enter the 
Big Push Contest... 


It's easy, and you may win the motor truck or other big prize 


Ir YOU'VE NEVER ENTERED a contest 
before, DE’s Big Push Remodeling 
Sales Contest is a good one to begin 
with because you can’t lose! 

In a sense, every contractor who en- 
ters will be a winner, because he'll be 
increasing his remodeling sales and 
profits. And, of course, everyone will be 
shooting for the motor truck DE is 
offering as first prize, plus a long list 
of other prizes worth many thousands 
of dollars contributed by manufactur- 
ers and wholesalers (page 103). 


s Here’s all you have to do to enter: 

(1) Fill in the entry blank on these 
pages and send it to the Contest Editor. 
There’s no obligation; it merely signi- 
fies your interest in the contest and en- 
titles you to receive free selling aids as 
well as news and information bulletins 
that DE will make available during 
the course of the contest. 

(2) Start right away to plan your 


Name 


contest entry. In fact, you can begin 
sending in material immediately 
There’s no need to wait until you have 
everything at one time. The Contest 
Editor will set up a file in your name; 
the information you send in will be 
filed there as it is received 

(3) Write a letter telling everything 
you can about your remodeling opera- 
tion. Tell what type of remodeling jobs 
you install, and how you sell them 
Describe your advertising (send sam- 
ples). Tell how you control the com- 
plete job, whether you handle the en- 
tire job or subcontract portions and 
anything else that will explain and de- 
scribe just how your remodeling oper- 
ation works 

(4) Alert your journeymen and of- 
fice personnel to the fact that you're out 
to win a remodeling contest. Enlist 
their cooperation in gathering evidence 
that will illustrate your company’s re- 


(Please turn to center of next page) 


COUNT ME IN 


I want to enter the Big Push Remodeling Sales Contest. | understand 
this places me under no obligation. Please send me news and information 
bulletins about the contest as they become available. 


Title 





Address 


— ee ee ee ee ee ee eee ae a a ee 


A 


Zone State 


Check here if you want free remodeling sales aids. 


Cut out and mail to the Contest Reiter, 1801 Prairie Ave., Chicago 16 





How to Enter the Big Push Contest . . . (continued) 


! 


Alert your journeymen and office per- 
sonnel to the that you’re out to 
win a remodeling contest. Enlist their 
cooperation in gathering evidence from 


Write a letter to the Contest Editor 
telling everything you tan about your 
remodeling operation. Describe your 
advertising and send samples. Tell how 


you control the complete job and other 


fact 


Contest Contest 


Idea 


facts about your remodeling techniques 


“~ 


every conceivable source that will help 
illustrate your remodeling activity 


FOR LETTERS 


Get out your copy of the Book of Re- 


Contest 
Idea 


read it over 


make your contest 


(Continued from page 115) 
modeling merchandising activity 
(5) Step up your activity in 
remodeling. (This is probably 
the most important thing you can 
do.) If you’re not in remodeling, 
decide right now to give it a try 
If you’re not currently advertis- 
ing your remodeling services, 
start doing so immediately. If 
you need another man to relieve 
you of detail work, start looking 


for one as soon as possible. 


modeling, DE’s August, 1956, issue, and 
It will provide an exce 
lent refresher course to help 
your remodeling business and also to 


Contest 
Idea 


increase 


entry a winner 


(6) If you need help in im- 
plementing Step 5, get out your 
copy of DE’s August, 1956, issue, 
The Book of Remodeling. It will 
tell you just what to do in step- 
by-step, easy-to-follow fashion 

(7) Assign someone the job 
of mailing a package to DE’s Con- 
Editor 
monthly or 


test once a week, bi- 


monthly. Remem- 
ber, the contest runs until Janu- 
ary 31, 1958, and the more evi- 
dence send in 


you illustrating 


Assign someone the job of mailing your 
merchandising examples to DE’s Con 
test Editor Remember, 
the contest Jan. 31, 1958, 
and the more evidence you send, the 
better your chances of winning a prize 


once a month. 


runs until 


your remodeling know-how, the 
better your chances of winning 

And that’s about all there is to 
it. You send in the material and 
the Contest Editor will take over 
from there. In forthcoming is- 
sues of DE, the Contest Editor 
will offer additional suggestions 
for your entry as the contest 
progresses 

But in the meantime, remem- 
ber, you've got nothing to lose 


and plenty to win! END 
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Miss Remodeling Invites You 


Make Your 


Puch Promotion 
9 Sueroce 


Se 


... With 
these selling aids 
from DE’s gallery 

of subscriber 


services 


CouLD YoU USE some eloquent salesmen in your direct appeal to make on some point of specific 
store? Salesmen that will make your showroom interest to a plumbing and heating contractor’ 
more attractive, take up little space, cost almost potential customers 
nothing, yet—most important of all—tell your Do you want to appeal to the homeowner's 
remodeling story to customers in an interesting sense of thrift? There’s the poster featuring the 
and convincing way? wise old owl, with a dollar sign for an eye and 

DomeEstTiIc ENGINEERING’s Miss Remodeling is the message—“Be dollar-wise. Modernize! Re 
offering you just such a sales team: A gallery modeling your home is your best investment.’ 
of attractive large posters, in color, to aid you (See page 120.) 
in conducting your own Big Push toward in- Suppose it’s the convenience factor you want 
creased remodeling profits in your own place of to play up? There isn’t a housewife alive 
business. 


who 
still firing her heating system by hand that won't 
You might say that each poster has a sales per- respond the way you want her to to the colorful 


sonality of its own. Because each one has a (Please turn to center of page 118 
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continued... 


e Call on these eloquent salesmen from DE’s subscriber 


services to tell your complete remodeling story... 


~ 


> bathroom 
, heating-cooling 


r 
> 
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BETTER THAN a hun- 
dred words: If you 
want to tie in your 
own products and 
services with the 
Operation Home Im- 
provement Campaign 
and its Better Your 
—Living slogan, DE’s 
newest poster (above 
will do the trick. The 
illustration on the 23 
by 35-inch poster is 
printed in four colors 















































(Continued from bottom of page 117) right, you'll see that each one has a particular 


poster selling automatic heating (facing page). 

Or would you like to remind the people who 
pass your store window or walk into your show- 
room that your products offer not only conven- 
ience and savings but better health as well? The 
poster gallery has an excellent salesman of this 
idea too. 

And, of course, if you want to tie in your prod- 
ucts with the Operation Home Improvement pro- 
motion and capitalize on Ohi’s slogan, you'll want 
to put DE’s newest, Better Your Living poster to 
work for you. 

As’you look over the posters illustrated at your 


message of interest to your potential customers, 
if not to one, then to another. Collectively, they 
cover just about everything you have to offer as 
a plumbing and heating remodeling contractor. 

Single copies of these posters are available free 
to Domestic ENGINEERING subscribers. Addition- 
al copies are available at cost. The cost of the 
Better Your Living poster pictured directly above 
is 20 cents each. All others are 15 cents each. 

If you want your free copy (or more at cost 
price) of any of these remodeling posters, write 
to the Modernization Editor, Domestic ENGINEER- 
ING, 1801 Prairie Avenue, Chicago 16. END 














Freserptious 


Ro 4 HOT WEATHER 


BEAT THE HEAT THIS SUMMER! 





REMODEL WITH MODERN PLUMBING, HEATING AIR CONDITIONING 








REMODELING PAYS OFF: 
brings rewards to the property owner not in one 
or two but in no less than five ways, 
It's big—25 by 35 inches—with excellent spot 
illustrations to help make its point to your customer. 





Modernizing his property 


this poster 





WHO’S A DRUDGE? You are, this 
poster says to the weary housewife 
who is still doing her firing the old-fash- 
ioned way—by hand. The poster (25 
by 36 inches) sells the idea that in- 
stalling automatic heat this summer 
will eliminate next winter’s backaches. 


a cool, 
prospect 


BEAT THE HEAT: 
comfortable summer but also tells the hot 
where to fill 
modeling headquarters of the p-h contractor fea- 
turing the 17 by 25-inch poster in his store window. 
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This poster not only prescribes 


his prescription—at the re- 


tition § fon the Domestic Engineering gallery of sell 
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SNOW 


LITTLE THINGS ADD UP: The p-h contrac- 
tor who uses this 25 by 36-inch poster 
to convince the homeowner that small 
drops of water from a leaky faucet add 
up to dollars down the drain will find 
that faucet replacements also will add up 
to more contacts and added business. 
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HIGH VALUE AT A LOW PRICE: What's 
best buy? Why plumbing and heating, of 
this poster says, in an engaging rhyme. The 
(20 by 32 inches) also does a good job of 
the modern bathroom to the lady of the 


DONT LET YOURS GET SICK 


INSPECTION SERVICE 





FREE OFFER AND A SMILE: Nothing 
will attract attention the way humor 
will, unless it’s a free offer. The two 
devices are combined in this 18 by 
24-inch poster to induce the homeowner 
to invite the p-h contractor into his 
home for that important initial contact 
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for HOT WEATHER 


BEAT THE HEAT THIS SUMMER! 


AIR CONDITIONING 








REMODELING PAYS OFF: Modernizing his property 
brings rewards to the property owner not in one 
or two but in no less than five ways, this poster 
It's big—25 by 35 inches—with excellent spot 
illustrations to help make its point to your customer. 

















WHO’S A DRUDGE? You are, this 
poster says to the weary housewife 
who is still doing her firing the old-fash- 
ioned way—by hand. The poster (25 
by 36 inches) sells the idea that in- 
stalling automatic heat this summer 
will eliminate next winter’s backaches. 


BEAT THE HEAT: 
a cool, 
prospect 
modeling headquarters of the p-h contractor fea 
turing the 17 by 25-inch poster in his store window 
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This poster not only prescribe: 


comfortable summer but also tells the ho 
where 
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LITTLE THINGS ADD UP: The p-h contra 
tor who uses this 25 by 36-inch post 
to convince the homeowner that sme 
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HIGH VALUE AT A LOW PRICE: What's 






HEATING 








BE DOLLAR- WISE 


MODERNIZE! 


REMODELING YOUR HOME 1s your BEST INVESTMENT 


today’s GOOD EYE FOR A BARGAIN: This poster (18 by 24 


best buy? Why plumbing and heating, of course, inches) tells the thrifty customer that he’s as 


this poster says, in an engaging rhyme. 
(20 by 32 inches) also does a good job of selling 
the modern bathroom to the lady of the house. 


The poster 


wise as an owl for being smart enough to invest 
his money in something as valuable as a remod- 
eled kitchen, bathroom or up-to-date heating system. 


‘ineering gallery of selling aids -------) 
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DON'T LET YOURS GET SICK 





FREE OFFER AND A SMILE: Nothing 
will attract attention the way humor 
will, unless it’s a free offer. The two 
devices are combined in this 18 by 
24-inch poster to induce the homeowner 
to invite the p-h contractor into his 
home for that important initial contact. 


HEALTH FOR 


<4. H Jealth starts with « modern kitchen 
4. E ‘nergy is saved with automatic heat 
4 A))pplionces are « key te good health 
4. Let her relax with © modern lovndry 
4 1 )he healthtel home—a modern bath 
4. H Jet water—enough when you wont it 


HEALTH FOR SALE TOO: The p-h contrac- 
tor knows that, in addition to comfort, 
convenience and economy, one of the 
most important things he has to offer 
with his products and services is better 
health. He can use this 18 by 24-inch 
poster to remind customers of this fact. 


continued... 
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® Make your special qualifications a 
part of your promotion with... 


The Qualified Contractor Kit 


AS A QUALIFIED MEMBER of the plumb- 
ing and heating industry, you don’t sell 
plumbing and heating—you sell quality 
plumbing and heating—both in products 
and in their installation and servicing. 


# To help your potential customers recog- 
nize this distinction between your work 
and that of the handyman and fly-by- 
nighter, you have to do two things: (1) 
play up the quality of your own products 
and services in your advertising and pro- 


ee 
waster 
conraactor piauee 
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motions and (2) warn the public against 
the dangers of Jacklegg installations, par- 
ticularly in the more technical jobs. 

You must make the publicizing of your 
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special qualifications an active and con- 
stant part of your promotions. One of DE’s 
many subscriber services—the Qualified 
Contractor Kit—is designed to help you 
do exactly that. 

The material in the kit will help you 
reach the public via all kinds of media. 
It’s got posters that you can display in 
your store. There are direct-mail letters, 
sample newspaper ads and editorials and 
speech outlines. And there’s a certificate 
of qualification for use on all material 


wt QUALIFIED CONTRACTOR 


AND WIS CONSULTANT 









identified with your business operation. 
The kit is available free to all contrac- 


tor-subscribers submitting evidence of 
their qualifications. 
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Merchandising, management, technical aids to help you with 
your remodeling campaign—these are available from DE too 


Now THAT YOU'VE DECIDED to undertake 
your own Big Push toward bigger remodel- 
ing profits (preceding pages) you might 
want to brush up a little on your merchan- 
dising and management techniques. Or bone 
up on some technical points. Domestic En- 
GINEERING can help you out here too. Its 
gallery of aids includes booklets and man- 
uals on such subjects. Some of them (listed 
below) are pictured on this page: 

(1) The Book of Remodeling. This is the 
special issue of DE published in August, 
1956. It contains a 10-chapter Procedure 
Manual on how to conduct a remodeling 
business. It includes chapters on the size 
of the market, getting started in remodeling, 
how to advertise and promote it, how your 
journeymen fit into the picture, how to use 
a financing plan to get more business and 
how to control the complete job. The cost 
is $1 per copy. 

(2) 2001 and 1 Prize-Winning Ideas. 
This book is a compilation of merchandising 
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techniques successfully used by DE sub- 
scribers. Many of them were entries in DE’s 
last big merchandising contest for contrac- 
tors. The price is $4.50 per copy. 

Single copies of the following books are 
available to subscribers without charge: 

(3) The Domestic Engineering Contrac- 
tor-Dealer and His Showroom. Contains 
suggested layouts for a functional and at- 
tractive showroom. Also includes ideas on 
what makes a good store sign and what goes 
into the making of an artistic letterhead. 

(4) Oil Heating and Oil Burner Servic- 
ing. A 19-chapter technical manual. 

(5) The Heat Pump. Where Does It 
Stand Now? A 16-page technical manual. 

(6) A Reference Manual of Merchandis- 
ing Ideas. Almost 50 pages packed with tips 
on how to display and sell. 

(7) A Reference Manual of Management 
Ideas. Contains 48 pages of suggestions on 
business management, tested by successful 
contractors. END 
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Merchandising, management, technical aids to help you with 
your remodeling campaign —these are available from DE too 


Now THAT YOU'VE DECIDED to undertake 
your own Big Push toward bigger remodel- 
ing profits (preceding pages) you might 
want to brush up a little on your merchan- 
dising and management techniques. Or bone 
up on some technical points. Domestic En- 
GINEERING can help you out here too. Its 
gallery of aids includes booklets and man- 
uals on such subjects. Some of them (listed 
below) are pictured on this page: 

(1) The Book of Remodeling. This is the 
special issue of DE published in August, 
1956. It contains a 10-chapter Procedure 
Manual on how to conduct a remodeling 
business. It includes chapters on the size 
of the market, getting started in remodeling, 
how to advertise and promote it, how your 
journeymen fit into the picture, how to use 
a financing plan to get more business and 
how to control the complete job. The cost 
is $1 per copy. 

(2) 2001 and 1 Prize-Winning Ideas. 
This book is a compilation of merchandising 


oil neating and 
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techniques successfully used by DE sub- 
scribers. Many of them were entries in DE’s 
last big merchandising contest for contrac- 
tors. The price is $4.50 per copy. 

Single copies of the following books are 
available to subscribers without charge: 

(3) The Domestic Engineering Contrac- 
tor-Dealer and His Showroom. Contains 
suggested layouts for a functional and at- 
tractive showroom. Also includes ideas on 
what makes a good store sign and what goes 
into the making of an artistic letterhead. 

(4) Oil Heating and Oil Burner Servic- 
ing. A 19-chapter technical manual. 

(5) The Heat Pump. Where Does It 
Stand Now? A 16-page technical manual. 

(6) A Reference Manual of Merchandis- 
ing Ideas. Almost 50 pages packed with tips 
on how to display and sell. 

(7) A Reference Manual of Management 
Ideas. Contains 48 pages of suggestions on 
business management, tested by successful 
contractors. END 
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To round up some timely 
ideas that you can use in 
your Big Push remodeling 
campaign... 





Let's Visit 
Ken Clark « 
Bill Scott ——-{ 
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He meets the challenge: 


Clark Found the Answers 
to Big Time Competition 
... page 124 
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A study in contrasts: 


What Scott Learned About 
Big Building Remodeling 
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Clark meets the challenge: 


He Found the Answers to 


° 


Big Time Competition... 


WHAT'S HIS LINE? It takes 
no guessing. Clark’s store 
sign does an excellent job of 
identifying, advertising and 
selling his business services. 


Ken Clark s Big Push 
isn tf going to stop at 
the May He : 


going to continue it 


end of 


vigorously the rest of 


the year 


“WITH THAT BIG 
potential out there, how can we 


remodeling 


possibly slow down our promo- 
tional efforts when P-H-C Month 
is over? Our competition won't. 
And I certainly don’t intend to. 
I'm going to keep pushing for 
those profits all the way.” 

This was Ken Clark’s reply to 
a DE reporter’s question con- 
cerning his post-May plans. 

His vigorous approach to sell- 
ing his market and meeting com- 
petition is of timely interest be- 
cause Clark, a Des Moines, Ia., 
the 
Plumbing - Heating - Cooling 
Month Committee. 

“T don’t believe in keeping up 
Clark 


on. “I believe in keeping ahead 


contractor, is chairman of 


with competition,” went 


124 


of it. 


my business is good right now, 


That’s why, even though 


when June 1 comes around I’m 
going to continue promoting re- 
modeling as strongly as I did 
during P-H-C Month in May. I 
don’t intend to slow down even 
a little bit.” 

By competition, Clark means 
the efforts of other segments of 
business to sell the consumer on 
a new car every year, a second 
He also 


means the stepped-up activities 


television set and so on. 


of national chain stores and oth- 
ers toward increasing their pen- 
etration into bathroom, kitchen 
and heating remodeling. 


Clark’s been in remodeling for 


but 
three has he been in it with both 


10 years in only the last 


feet. 
three 


That’s 


years 


because up until 
was doing 


100 


ago he 


work in from 70 to new 
houses a year. 
Then he 


squeeze of competition 


the 


““severe- 


began to feel 
ly” and decided to try for some 
of the reported profits in remod- 
eling work. 

“Last year,” Clark reports, “I 
made installations in relatively 
I did a lot of 
though. 


few new homes. 
remodeling, And in 
three years my over-all business 
has increased by more than 20 
My net profit in that 
And I 


keep my staff working full time.” 


percent. 


time has doubled. can 


Clark’s business is a 15-man 
operation that was founded by 
Clark 


his father 50 years ago. 


DoMESTIC ENGINEERING, 
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COO ng 
NOW! 


IT’S A REMODELING HEADQUARTERS <-d looks like one. Clark uses the selling 
aids available from the manufacturers whose products he carries, the All-Industry 
Committee, Domestic Engineering and other sources to tell his remodeling story 
to passers-by or drop-in traffic. (For a gallery of sales aids available from Domes 
tic Engineering and others, see the insert beginning on page 117, this issue 


took over active management in 
1933. In 1948 he added an ap- 
pliance department to the busi- 
ness. This department has its 
own manager and salesman and 
is run as an entity separate from 
the plumbing-heating operation. 
“T had a lot to learn when I 
decided to go into remodeling on 
a large scale,” Clark says. “But 
perhaps the most important thing 
was that I had to be organized 
to sell it. I had to know my po- 
tential market. I had to learn 
how to appeal to it and, of 
course, how to satisfy it.” 
The first decision Clark had 
to face when he decided to go 
into remodeling was whether to 
try to sell the complete remod- 
eling package. 
“Tt really wasn’t a hard de- 
+i , pee ; “5 TWO EXTRA RIGHT HANDS: Clark (left) considers himself fortunate in 
cision to make,” says Clark, “in having two men who can take on responsibility, leaving him free for 
his public relations work, which he considers of extreme importance 


the most money if I were the Cliff Anderson, who runs the appliance department, is next to Clark 
(Please turn to top of next page) The other is Red McManus, who directs the remodeling operations 


the sense that I knew I’d make 
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Tell your 
one wnoti I n 7 


Business, professional and 
social groups are always 
looking for after-dinner 
speakers, and I’m always 
ready to oblige. What | want 
to talk about—my business- 
is exactly what they’re inter- 
ested in. So | talk, they lis- 


ten, and everybody’s happy.” 


k 
uy ' 


“The fact that | sell the com- 
plete remodeling package 
appeals to the homemaker 
who doesn’t want to bother 
dealing with half a dozen 
or more contractors at once.” 


“| figure that | know what 
my potential customers are 
interested in, but my radio 
ad man knows how to say it 
in the fewest words. So | 
get together with him regu- 
larly to plan my series of 
radio spot announcements.” 


“Many times I’m called upon 
to do something as a public 
service and it ends up as 
valuable publicity for me. As 
for example when | ap- 
peared on a popular wom- 
an’s morning program to 
talk about the new trends 
in kitchens and bathrooms.” 


ea 


(Continued from page 125) 
prime contractor on the bath- 
room remodeling job. I say bath- 
room because that’s what I de- 
cided to concentrate on first. 

“The thing that made me hesi- 
tate was that I anticipated a lot 
of headaches in subcontracting 
work to tile men, electricians 
and so on. 
said Clark, 


““was not so much that I wouldn't 


“My main worry,” 


find competent men but that 
they wouldn’t be available when 
I needed them. Which would 
mean that I would have a hard 
time scheduling jobs and living 
up to the deadline promises I 
might make to my customers. 
Not to mention fouling up the 
working time of my own full- 
time employees.” 

This turned out to be not 
quite the big problem Clark was 
afraid of. For one thing, he says, 
he has several men in each sub- 
contracting category. If one 
isn’t available, another one is. 
So he always has been able to 
schedule a job in the proper 
work sequence and to complete 
the remodeling on schedule. 

“Perhaps the single most im- 
portant thing I did, though,” 
Clark emphasizes, “is to turn the 
job of scheduling work and get- 
ting subcontractors lined up over 
to one of my men, Red McManus, 
who had gradually become more 


(Please turn to center of page 246) 
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PLANNING SESSION: Clark feels he knows exactly what 
appeals to his potential customer and personally de- 
cides the contents of his newspaper ads, leaving the lay- 
out to these experts from the Des Moines Register-Tribune 


What Makes a 
Remodeling Ad Pull? 


This one pulled 20 inquiries in a week 


IN ITS SEARCH for merchandising ideas that will 
help the individual contractor with his own Big 
Push remodeling promotion, DE studied the news- 
paper ads run by the Clark Plumbing & Heating 
Co. (preceding pages). A typical ad (right) has 
everything a good ad should have. 

It sells the new bathroom by contrasting it 
with the old, playing up the disadvantages of the 
old by showing an unhappy housewife in action. 
The same technique is used in the firm’s appli- 
ance and heating ads. 

“The ‘before’ view,” says Clark, “plays up an 
angle that I’ve been hammering away at in my 
bathroom advertising. I’m talking about the old- 
fashioned tub that stands on legs, so that the 
housewife has to get down on her hands and knees 
to clean under it. About 75 percent of the tubs in 
So I figure when I 
talk about this subject, I have a lot of ladies lis- 
tening. And some of them will tell their husbands 
they want their bathrooms brought up to date.” 


Des Moines stand on legs. 


Other really good features of Clark’s ad are: 
(1) It plays up the package deal, letting the po- 
tential customer know she can work with only 
one contractor. 
This means that 
the customer can expect an individual, personal- 


(2) It offers custom-design. 
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“2 _ CLARK’S designed 
Package Deal” for You! 
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Ad shown is 12 actual size 


ized installation created to suit her taste 

(3) It uses a well-known product brand nam« 
with which customers are sure to be familiar 

(4) The quoted price is on a low monthly in- 
stallment basis instead of the total cost 

(5) The All-Industry insignia combined with 
the Operation Home Improvement seal is fea 
tured, and there’s a reference to P-H-C Month 

(6) It indicates the wide range Clark's free 
estimate covers by spelling it out completely 

(7) The idea of quality work is stressed by the 
announcement that Clark sells, installs, services 
and guarantees the job 

(8) It further establishes the point of reliable 
quality service by the reference to Clark's having 
been in business for 50 years 

(9) The Clark name appears on an unusually 
attractive logo that hits the reader between the 
eyes immediately. n 





Scott tells... 


What He's Learned About — 
Non-Residential’ Re 


ee 


From a hole-in-the-wall 


‘ 


to 10 million dollars... 








WHAT 
big-job remodeling? Is the non- 


ARE THE PROBLEMS in 
residential field growing as fast 
as the residential—estimated for 
this year at a record $6 billion in 
plumbing and heating modern- 
ization alone? Can building own- 
ers and operators be made to re- 
spond in growing numbers to the 
selling argument that it will pay 
them to remodel? 

In short, what are the dynam- 
the 
remodeling market, and how can 


ics behind non-residential 
plumbing and heating contrac- 
tors grow in this field? 

To find the answers to these 


and other questions about non- 


residential remodeling, Domes- 
TIC ENGINEERING interviewed a 
number of big-job contractors. 
One of them, William Scott, Jr., 
is one of the West’s biggest big- 
job contractors. Scott, a director 
of the Mechanical Contractors 
Assn. of America, heads up the 
multi-million-dollar Scott Co. 
with headquarters in Oakland, 
Calif. The firm also has office, 
shop and warehouse space in 
San Francisco and elsewhere in 
the populous Bay Area, which it 
covers like a blanket. 

The “biggest mechanical con- 


modeling 


; 
per «| 


7 7 . > 
: 
i 
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i 


BILL SCOTT, Jr., head 
of the Scott Co., and 
Otis Miller, a partner 
in the firm, discuss 
a non-residential re- 
modeling job. Miller 
left) is in charge of 
the Scott Co.’s big 
remodeling division 


tractor in the West,” which the 
company itself, handles 
with equal ease the installing of 
a new Mrs. 


two-and-a- 


calls 
washer in Jones’ 
kitchen faucet or a 
half million dollar heating, ven- 
tilating and piping project. It 
grosses from $7 to $10 million 
annually in the process. 

The remodeling activities of 
the firm about 12 
percent of the total volume and 
add up to an average of $1 mil- 
lion a year. 


account for 


Is non-residential remodeling 
a growing market? “It is,” says 
Otis Miller, Scott’s service man- 
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ager and a partner in the firm, 
“and it’s growing at a rapid pace 
here in Northern California.” 

This is particularly true in San 
Francisco, Miller pointed out, 
because the city has no place to 
grow, being hemmed in by water 
on three sides. Many of its struc- 
tures date from post-quake days, 
which makes them 50 years old 
and a ripe market for modern- 
ization. 

Bill Scott, Jr., is equally em- 
phatic about and takes a special 
non-residential 


interest in re- 


modeling, which he feels “has 
been neglected too long.” 

“Non-residential work repre- 
sents the biggest part of our re- 
modeling 


volume _ percentage- 


wise,” Scott says, “and it’s con- 
stantly growing.” 

The Scott total breaks down 
into an estimated 40 percent for 
stores and offices, 15 percent in- 
stitutional, 15 percent industrial 
and 30 percent residential. The 
residential remodeling jobs aver- 
age out at around $1,000 each, 
while non-residential jobs sel- 


A Study in Contrasts: No job too 


large or too small for Scott 


“From a hole-in-the-wall to $10 million 


Scott Co. gets 


the big jobs by emphasis on the little ones.” 
This headline from a feature story in the Wall Street 


dom dip below the $10,000 mark, 
Scott points out. 

Recent Scott remodeling jobs 
have included work at plants of 
the Colgate-Palmolive-Peet Co., 
Stecher Traung Lithograph 
Corp., Fisher Body Co., Chevro- 
let, Pabco, Sunshine Biscuit Co 
and others equally as large, if 
not as well known nationally. 

Because aggressive selling is a 
must in any successful business, 
the Scott Co. doesn’t sit back and 
wait for non-residential remod- 


(Please turn to center of next page) 


Journal is a clue to one of the reasons why the Scott 
Co. is successful in big-job remodeling. No job is too 
small (see ads at right) to merit anything but the finest 
work. Because of this attention to detail, the firm has 
built an impressive reputation with the biggest of poten- 
tial customers, one of whom bought the big boiler mod- 


ernization job (for a department store) shown below 
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Turn page, then 
read... 


How Big-Job Remodel- 
ing Is Sold (page 318) 
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They re part of 
the big-job re- 
modeling story 


























MEN, MACHINES AND EFFICIENCY go hand in hand at Scott’s in Oakland, (Continued from page 129) 

Calif. Shown at upper right is a monorail hoist that plucks a load of eling jobs like those mentioned 
pipe from a floor rack and transfers it to a truck at the loading dock. 
Photo above shows a remodeling job in progress as components are - ; 
assembled and mass produced in the company’s pipe fabricating shop. Non-residential remodeling 


work can be merchandised,” 


above to come its way. 


Scott declares. 

One of the most effective 
methods used by Scott to influ- 
ence building owners and plant 
executives is a series of institu- 
tional-type ads that run in local 
and regional papers and also in 
the Wall Street Journal. The ads 
(page 319) point up the organ- 
ization’s “three E’s’—experi- 
ence, engineering and equip- 
ment—and are read by a large 
number of area businessmen. 
Thus, when they begin to think 
of remodeling they often think of 
Scott. 

Scott also points out that a col- 
orful brochure explaining and 
BIG-JOB REMODELING requires large-scale facilities, and the Scott Co. illustrating the firm sf mane 
has them. Shown here is a view of the firm’s sheet metal shop which as well as showing photos of 
figures prominently in Scott's multi-million-dollar remodeling business. (Please turn to center of page 318) 
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Coming up in the Big Push series: 


It's a Happy Marriage: Contractors tell how they combined a 


new work and remodeling business to double profits (June) 


T. D. Gustafson and Co. of Minneapolis, fo 
many years one of the Northland’s leading 
contractors in new work, is now a big name 
in remodeling as well. Although its new work 
operation was (and is) eminently successful, 


there were the usual problems: peaks and 


Don't Overlook Repiping: Here 


valleys, fiercely competitive bidding and so on 
Seeking a better-balanced operation, the firm 
added a remodeling division. The results 
Spectacular. In June, the Gustafsons tell how 
to combine a new work and remodeling op- 


eration for the biggest pay off 


are the results of DE’s survey 


on ways you can sell remodeling customers on repiping (June) 


An item that’s sometimes overlooked in 
selling remodeling, but shouldn’t be, is re- 
placing worn out or inadequately sized piping 
DE has made a 
survey of contractors who include repiping 


in all types of structures 


in their remodeling package. The survey 


shows that it’s an excellent means of upgrad- 
ing the remodeling sale and results in in- 
creased customer satisfaction with the fix- 
tures and appliances that are part of the 
You'll find a lot of 


this article that you can apply right away 


completed job ideas in 


How Big a Threat? What can you do about the all-out drive by 


“outsiders” for plumbing and heating remodeling business? (July) 


Remodeling bathrooms, heating systems 
and kitchens is good business, and plumbing 
and heating contractors aren’t the only ones 
who realize it. In fact, everybody’s trying to 
get into the act—mail-order houses, depart- 


ment stores, lumber yards, remodeling spe- 


cialists and a host of other “outsiders How 
to meet and beat this Challenge of Competi- 
tion successfully is the subject of an intensive 
survey currently under way by DE editors 
The results will be published in an important 


series of articles beginning in July 


Want a Free Motor Truck?...a boiler... or a bathtub? Here are 
100 and 1 tips to help you win in the Big Push Contest (every issue 


Each and every issue of DE during the 
Big Push Remodeling Sales Contest (page 
100) will provide dozens of ideas to help you 
entry be a winner. A sample entry will be 
illustrated and an extensive listing of sugges- 


tions will be provided. By following this 
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series, you'll not only be building up you 
entry but your remodeling business as well 
That, of course, is the principal objective of 
the contest, and DE will provide selling aids 
and other materials to help you meet that 


objective Watch for these articles! 





The Big Push on pumps is on: 


Water Supply Conference Kicks 
Off Water Systems Month... 


Pump industry and related product leaders join together in a 
common purpose: to upgrade installations and increase business 


THE SERIOUS BUSINESS of water supply and rural 
plumbing problems was examined from virtually every Key speakers at 
angle in Minneapolis last month at a Water Supply Con- the conference: 
ference timed to coincide with National Water Systems 
Month in May. At the conference, big city and small 
town leaders in the water systems and related plumbing 
fields put their heads together to discuss solutions to 
their mutual problems and ways to beef up the water 
systems market from the current selling rate of 750,000 
units a year to one million units annually. 
Representatives of both contractor and manufacturer 
groups took part in the conference, held April 16-17 at 
the Nicollet Hotel under the sponsorship of the Rural 
Load Development Subcommittee and the Farm and 
Rural Market Development Committee, both of the Na- 
tional Electrical Manufacturers Assn. 


sJohn Hosford of Chicago, executive secretary of the 
National Assn. of Domestic and Farm Pump Manufac- 
turers, was on hand to brief the conference on methods 
of selecting the right pump for the job. In his talk, Hos- 
ford emphasized the importance of contractors’ adhering 
to the five major fundamentals that are essential to a good 
water systems installation. 

“First,” Hosford said, “the plumbing contractor-deal- 
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er should determine the working depth, 
or pumping level, of the well and the well 
capacity. Then he should learn the diameter 
of the well, particularly the diameter of the 
well casing below the 25-foot level. Third, he 
should determine how much electric power 
is available to run the water system. Fourth, 
he should find out how much water is needed 
for the house and good farm operation. And 
last,” Hosford concluded, “the dealer needs 
to know if the water is to be pushed up hill 
or through long service lines.” 

After listing these fundamentals, Hosford 
went on to give pointers on how the various 
problems of pump selection and sizing can 
be solved. (For a complete report of Hos- 
ford’s speech, see the article, “How Big 






































RURAL PLUMBING and water supply problems were in the spotlight 
at the recent Water Supply Conference in Minneapolis, which was 
« timed to coincide with 

Month. More than 





the ninth annual National Water Systems 


100 industry people attended the conference 





Should the Water System Be?” page 136.) 

Contractors were represented at the con- 
ference by Gelder V. Lewis of Kansas City, 
Mo., a past president of the National Assn 
of Plumbing Contractors, who spoke on 
Lewis’ talk 


virtually was a refresher course in rural 


“Rural Plumbing Safeguards.” 


plumbing. He discussed the technical aspects 
of rural plumbing installations and pointed 
out that, with the exception of variation in 
sizes and specific applications, there is no 
real difference between installing a good 
plumbing system on a farm or in an urban 
building. He then reviewed the fundamen- 
tals of a good rural.sanitary system and dis- 
cussed techniques for handling the typical 


(Please turn to top of next page) 


SPEAKERS at the con 

ference included 
« from left) John Hos 

ford, executive secre 
tary of the National 
Assn. of Domestic 
and Farm Pump Man 
ufacturers; Dr. R. M 
Thomas, president of 
the Water Condition 
ing Foundation and 
manager of dealer 











sales for Rheem Co.'s 
Water Conditioning 
Division; Malcolm 
Hope, U. S. Publi« 
Health Service; R. W 
Lewis, Fairbanks 
Morse & Co.; Russell 
Gingles, National 
Assn. of Electrica! 








Manufacturers; and 
John Rockey, U. § 
Department of Agri 
culture. Not shown 
Gelder V. Lewis, past 
president of NAPC 
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Water Supply Conference... (continued) 


(Continued from preceding pages) 
farm installation. (A report on the comments 
made by Lewis appears on page 230.) 

An address on water conditioning was present- 
ed at the conference by Dr. R. M. Thomas, 
president of the Water Conditioning Foundation 
and manager of dealer sales for Rheem Manu- 
facturing Co.’s Water 
Chicago. (See page 231.) 

“Sanitation Precautions” was the title of a 
speech delivered by Malcolm C. Hope, chief of 
the General Engineering Program, U. S. Public 
Health Service. Hope said that early results of 
field studies being carried out by the Public 
Health Service indicate that mortality rates for 


Conditioning Division, 


the diarrheal diseases are lowered when water 
under pressure is piped into the home. 
Further reductions are observed, he said, when 


“This 


hot water and flush toilets are installed. 


is especially important when you consider that 
there are still some seven million residences that 
do not have water under pressure, an additional 
seven million without hot running 
water and some 13 million homes that lack proper 
toilet facilities,’ Hope declared. 

Other speakers at the conference were C. J. 
Prashaw, supervisor of electric power sales for 
the Frigidaire Division of General Motors Corp., 
Dayton, O., who discussed 


dwellings 


ways to promote 
water-using appliances; John W. Rockey, of the 
U.S. Department of Agriculture;) and Robert 
Storm, executive secretary of the National Water 
Well Assn., who talked on wells. 

The conference was moderated by R. W. Lewis, 
manager of general dealer sales for Fairbanks, 
Morse & Co., Chicago, and Russell Gingles, man- 
ager of the Farm Electrification Bureau of the 
National Electrical Manufacturers Assn. END 


Use these selling aids to get the most out of Water Systems Month... 


SALES AIDS to help contractor-dealers 
get the most out of the Water Systems 
Month promotion are being made avail- 
able by the National Assn. of Domestic 
and Farm Pump Manufacturers through 
water systems suppliers. One of them, 
“How to Make More Money Selling Wa- 
ter Systems,” features ideas for staging 
a wide variety of water systems pro- 
motions and another, “Modern Living 
Beyond the Water Mains,” is designed 
for distribution to consumers. 


From his experie: 
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Fred Hout 
Chairman, General 
Planning and Markets 
Comm. (NADFPM 


Urges tie-in with p-h-c campaign 


Assn. of Domestic and 


Walter Deming 
President, National 


William McNitt 
Assistant Chairman 
General Planning and 


Farm Pump Mfrs. Markets Comm 


A Message from the Pump Chief on 
Water Systems Month ... . By Walter Deming 


THE NINTH CONSECUTIVE National Water Systems 
Month in May could prove to be the biggest vol- 
ume month in history for plumbing and heating 
contractors everywhere 

The prediction is well-reasoned, for this year 
the pump industry's annual spring promotional 
drive will be reinforced by two other powerful 
sales drives to get farm and nonfarm families 


alike to spend more dollars for better living. 


s These are Better Your Living Month, sponsored 
by Operation Home Improvement, and Plumbing- 
Heating-Cooling Month, an industry-wide effort 
With two other promotions in May along with the 
pump industry’s campaign, homeowners will be 
hearing about the advantages of modernization 
from all quarters. 
The stakes are big. Ohi estimates that home- 
owners will invest $18 billion in remodeling and 
home improvements this year 
look at it, 
plumbing contractors. 


And anyway you 
modernization means more sales for 
For families without the 
convenience of running water under pressure, 
a pump is the first step toward modern living. 
There are many of these initial sales to be made 
in all trading areas, particularly to farm families. 

Modernizing also calls for a new pump where 
existing pumping capacity is obsolete or inade- 


quate. These are replacement sales. It is estimated 
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that at least a quarter of a million homeowners 
in this field alone—those who own water systems 
12 to 15 years or more old—are hot sales prospects 
right now 

The farm market is big. If 10 percent or more 
of the total farm market for water systems were 
sold this year, that would mean a quarter of a 
million pumps right there. What’s more, farmers 
have the money to spend for basic improvements 
like running water under pressure. Recent fig 
ures show farm cash income at close to the $30 
billion level. This is nearly a billion dollars above 
the figure for 1950, nearly $8 billion above 1945 
and better than three times the amount farmers 
received in 1940. 


field, 
operating to the benefit of all those who sell pump 


ein the residential various factors are 


for electric water systems. These are (1) rising 
land costs, forcing builders to buy and develop 
lower-priced tracts out beyond the water mains 
(2) larger and higher-priced homes; (3) better 
equipped homes, with automatic appliances and 
basic utilities, such as an automatic water systen 
and (4) increased use of well water for air con 
ditioning. 

This year, pump manufacturers and cooperating 
power suppliers have provided an outstandingly 


(Please turn to center of page 137) 





says peak demand, siz 
well will govern correct 
water system sizing... 


By John Hosford 


How Big Should the 
Water System Be? 


Executive Secretary, National Assn. 
of Domestic and Farm Pump Mfrs. 


How MUCH PUMPING and stor- 
age capacity is required by the 
average farm and home water 
system? 

It all depends on peak load re- 
quirements and the yield of the 
water source in gallons per hour. 
Peak load is reached when the 
most plumbing fixtures 
plumbing-connected 


and 
appliances 
in the home and around the farm 
are being used at the same time. 


s The accompanying tables show 
very accurately just how much 
water is drawn into the clothes 
washer or dishwasher for every 
wash and rinse cycle; how much 
water it takes to fill a lavatory 
or bathtub or 
how much it takes for 

kitchen lawn 
sprinkling, stock watering and 


flush a water 
closet; 
various uses, 
From this, you can 
load figure 
based on the total gallons per 


irrigation. 


calculate a peak 


hour requirements of all equip- 
ment likely to be in use over any 
given period. 

This question of how much 
water is enough is just about as 
tricky as the question of how 
much vermouth you should put 
in a martini. You will realize 
that every farm operation will 
present a variation in water re- 
quirements. But if we bear in 
mind that a good water supply 
system gives plenty of pure us- 
able water from an adequate well 
where and when you need it at 
the pressure required, then the 
problem begins to clarify itself. 


» Your customers probably 
haven’t too much of an idea how 
much water they will use for 
both the home and the farm; so 
these water requirements have 
been set up as shown in Table 1. 
The only problem is that if you 
add these figures, you arrive at 


daily totals ‘while pump capaci- 
ties are rated by the hour. We 
usually divide the total by two 
as the pump should do the job 
of supplying the daily water re- 
quirements in two hours’ time. 


s Even when we have dane this, 
however, we have only the bulk 
gallonage required. It is more 
practical to anticipate how many 
outlets will be in use at the same 


These flow 


ments range from one gallon per 


time. rate require- 


minute up to six or more as 
shown in Tables 2 and 3. 
Because two or more outlets 
are quite often in use simultane- 
ously, it is safe and practical to 
recommend at least eight gallons 
per minute in pump capacity and 
piping Many 
recognized pump experts wisely 


adequate size. 
increase the present water re- 
quirement by 50 percent when 
sizing the pump to take care of 


Domestic ENGINEERING, May 


1957 





DoMESTIC ENGINEERING, MAy 


additions to the family, more 


water-using appliances and 
equipment, and to fight fire. 

The only limitation is the ca- 
pacity of the well. If you get too 
powerful a pump for the well, 
there is a tendency for the bot- 
tom of the well to come scream- 
ing up through the pump, rattle 
around in the pressure tank, and 
eventually, when you turn the 
tap, supply you with water that 
is too thin to plow, but too thick 
to drink. 

If the well can supply the wa- 
ter, pump capacity of 500 to, 600 
per 
recommended. 


gallons hour is certainly 

Obviously, it’s useless to select 
or to install a pump that will 
meet the farmer’s requirements 
if the well cannot supply enough 


Your Guide to Water Systems Features in This 


ISSUE eoceccccces 
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Water conference kicks off Water Systems Month... .p. 132 


Use these selling aids in your big push on pumps 


.p. 134 


How the pump chief looks at Water Systems Month. .p. 135 


Peak demand, size of well govern pump sizing 


p. 136 


Make publicity your open door to bigger business... .p. 166 


Contractor gives short course in rural plumbing 


p. 230 


Short course in water conditioning for the farm... .p. 231 


fill his 


must first determine the working 


water to needs; so we 
depth, or pumping level, of the 
well and the well capacity. 

We must also know the diam- 
eter of the well, particularly the 
diameter of the well casing be- 


(Please turn to center of page 331) 


A Message from the Pump Chief on Water Systems 


(Continued from page 135) 
attractive and effective poster to 
help dealers “Sell Running 
Water First.” The poster should 
be displayed prominently in 


store windows and showrooms 
to cash in on the full sales impact 
of National Water Systems 
Month in May. Then the oper- 
ator must go after the additional 
business in plumbing-connected 
equipment for home and farm 
that can be sold once a family 
has running water under pres- 
sure. It is estimated that every 
water system sold is worth po- 
tentially at least $750 or more in 


collateral home appliance sales 


and anywhere from $3,000 to $5,- 
000 in water-using equipment to 
improve farming and increase 
farm profits. 

Besides displaying the Nation- 
al Water Systems Month poster, 
heré are some other things 
plumbing contractors should do 
to make a May pump promotion 
pay off: (1) Feature appliances 
in a close grouping with pumps, 
to stimulate tie-in sales; (2) ad- 
vertise—use newspapers, radio 
and direct mail to the full extent 
the budget will allow; (3) check 
prospect lists, pull leads from 
service records; (4) schedule an 


open house in May to familiarize 





TABLE 1 


Recommended Water 
Requirements 


Gallons 
Per day 


Recommended Flow 
Rate Requirements 


She'll help you sell 


Se Ee if? ; 
SHE’S READY TO DEAL YOU material 
for merchandising water systems pro- 
duced by Barnes Mfg. Co. For a de- 
scription of the merchandising 
kit, and selling helps available from 
other page 221 


new 


manufacturers, see 


with 


the pumping equipment and ap- 


prospects your store and 
pliances you sell; and (5) work 
closely with power suppliers who 
can help you develop new sales 


leads for water systems END 





TABLE 2 


Gallons 


Per Minute 





Humans (all fixtures) per person 


Horses 

Dairy cows 

Beef feeders 

Hogs 

Sheep ae eee 
Poultry (per 100) 


Bathing (tub or shower) 


Water closet (per flushing) 

To fill lavatory ... 

Kitchen sink and waste disposal unit 
Dishwashing machine 

Automatic laundry (per washing) 
Backwashing water softener 
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SALES AIDS 


ee eee eR eee eee Ree KR eR KEE RR HER He HAH 


Brochures, posters and ad layouts are offered 
by manufacturers to help you sell remodeling 


THERE 18 PLENTY of selling help 
available for plumbing and heat 
ing contractors who want to take 
part in the all-out 
drive for remodeling business 
Many 


and other sources have already 


industry's 


industry manufacturers 
announced or are readying sales 
promotional materials slanted 
specifically to the modernization 
market. 
reviewed below. Others appear 


A few of the newest are 


in the articles beginning on pages 
117, 134 and 256. 


Free Color-Planning Guide for 
Bathrooms Offered by Crane 


A new 12-page booklet entitled 
“Color Planning for Bathrooms” 





Ts — 
" 
} 





| 
| 
H 








aoens annonce” 
spearheads Crane Co.’s (Chica- 
go) efforts to help dealers across 
the country cash in on Plumbing- 
Heating-Cooling Month and to 
assist in their remodeling pro- 
motions in the months ahead. 
The four-color booklet, which 
Crane dealers may offer free to 
customers, 
full-color 


featured in a 
advertisement in the 
April 29 issue of Life Magazine. 
It will be tied in with a complete 


was 


promotion program which also 


offers wall posters, window 
streamers, newspaper mats and 
radio commercials—all plugging 
the merits of the new booklet 
Crane's assistant manager of 
advertising, Paul Froeb, super- 
vised production of the new color 
booklet and its supporting. pro- 


motion program for dealers 


Promotion Package Available 
from American-Standard 

A “package” program to stimu- 
late modernization sales for 
plumbing and heating contrac- 
tors has been developed by the 
Plumbing and Heating Division 
of American-Standard, New 
York City. Materials included in 
the program are now available 


for use by contractors wishing to 
capitalize on the promotion ol 
May as Plumbing-Heating-Cool- 


(Please turn to center of page 160) 


Eljer Consumer Booklet “Opens 
the Door to Luxury Living" 

A full-color, 20 page consumer 
booklet designed to stimulate in 
terest in bathroom and kitchen 
remodeling has been announced 
by the Eljer Division of the Mu 
ray Corp, of Pitts 


features il 


America, 
The booklet 
lustrations of 


burgh 


bathrooms with 


Eight 
groupings of fixtures are shown 


scale models of each. 
in another section and ideas for 
new and unusual bathrooms are 
pictured. fitting 
features are described and one 


Fixture and 


section steel 


END 


presents formed 


kitchens. 


PUSH - BUTTON SELLING WORKS 
FOR VOU 12 MONTHS OF THE VEAR! 





TO HELP YOU SELL: Typical of the increased marketing assistance being of- 
fered to plumbing and heating contractors by industry manufacturers is this 
array of selling helps just announced by John Wood Co. They include service 
stickers, printed match books, cut-outs of water heaters for mail and bill 
enclosures, a consumer folder, letterheads, suggested sales letters and show- 


room displays. 


For the complete story, see the news article on page 275. 
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make 


this your 





FLOOR DISPLAY 


: ) 
attractive, attention getting . / 
. YOUR WONDERFUL WINTERS 
; 


A t . M4 page color booklet 
: f | \ ' 
pring, vy 


with KEWANEE 


residential 








sells hot water heating 


boilers 


GIANT FOLDERS 
double as wall hangers 


Newsweel 
“e)25-" 


Month after month, your custom 
ers read about Kewanee Boilers 
in national publications 








COUNTER CARDS 

compact and colorful Kewanee has concentrated a 
powerful new campaign right in 
your own back yard! Literature, 
displays, blotters, post cards—all 
sell “Wonderful Winters” to your 

customers, Over your name. 
This hard-hitting campaign 
sells both hot water heating and 
Kewanee Boilers ... to both new 
construction and replacement 
boiler prospects. Four Kewanee 
series are featured: OW, GW, 
Round “R” and Square-Heat 
Type “R” Boilers...S.B.I. net 
ratings from 74,000 to 1,350,000 

Btuh. 
See your jobber salesman now 
... Start this campaign working 
to make these next few months a 
record-breaking “selling spring” 
~ for you! AMERICAN-STANDARD, 
etter KEWANEE BOILER DIVISION, 101 
“he \ Franklin Street, Kewanee, III. 
SALES LITERATURE . ) 


with companion 


4 y specification sheets } 


KEWANEE BOILER DIVISION 
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CONTRACTORS * WHOLESALERS » MANUFACTURERS 


CONTRACTOR ASSNS... . National 


May 7-10—MCAA—Annual meeting 
of the Mechanical Contractors Assn. 
of America; Hotel Fontainebleau, 
Miami Beach, Fla 


June 10-13—NAPC—Diamond 
niversary convention and exposition 
of the National Assn. of Plumbing 
Contractors: Memorial Auditorium, 
Dallas, Tex. 


an- 


June 24-26—ASHAE—Semi-annual 
meeting of the American Society of 


Heating and Air Conditioning Engi- 
neers; Manoir Richelieu, Murray Bay, 
Que., Canada. 


Nov. 10-16—ASSE—Annual meet- 
ing of the American Society of Sani- 
tary Engineering; Lauderdale Beach 
Hotel, Fort Lauderdale, Fla. 


Nov. 18-21—RACCA—Annual con- 
vention of the Refrigeration and Air 
Conditioning Contractors Assn.; 
Drake Hotel, Chicago. 


CONTRACTOR ASSNS. . . . State 


May 2-3—Texas—Annual conven- 
tion of the Associated Plumbing and 
Heating Contractors of Texas; Texas 
Hotel, Fort Worth. 


May 2-4—Georgia—Annual conven- 
tion of the Associated Plumbing Con- 
tractors of Georgia; King & Prince 
Hotel, St. Simons Island. 


May 2-4—Michigan—Annual con- 
vention of the Michigan Assn. of 
Plumbing Contractors; Hotel Statler, 
Detroit. 


May 2-4—New York—Annual con- 
vention of the New York State Assn. 
of Plumbing Contractors; Hotel St. 
George, Brooklyn. 


May 2-4— North Dakota — Annual 
convention of the North Dakota Assn. 
of Plumbing and Heating Contrac‘ors; 
Dacotah Hotel, Grand Forks. 


May 3-4— West Virginia — Annual 
convention of the West Virginia Mas- 
ter Plumbers Assn.; West Virginian 
Hotel, Bluefield. 


May 4—Vermont—Annual conven- 
tion of the Vermont State Assn. of 
Plumbing and Heating Contractors; 
Hotel Vermont, Burlington. 


140 


May 10-11 — Connecticut — Annual 
convention and exposition of the Con- 
necticut Assn. of Plumbing-Heating 
Contractors; Hotel Statler, Hartford. 


May 10-11—Louisiana—Annual 
convention of the Associated Plumb- 
ing Contractors of Louisiana; Mon- 
teleone Hotel, New Orleans. 


May 16-18—Alabama—Annual con- 
vention of the Alabama State Assn. of 
Plumbing and Heating Dealers; Ad- 
miral Semmes Hotel, Mobile. 


May 16-18—Colorado—Annual con- 
vention of the Colorado Assn. of 
Plumbing Contractors; Shirley Savoy 
Hotel, Denver. 


May 24-25—Idaho—Annual conven- 
tion of the Assoc. Plumbing Contrac- 
tors of Idaho; Shore Lodge, McCall. 


May 24-25—Utah—Spring conven- 
tion of the Utah Plumbing and Heat- 
ing Contractors Assn.; Hotel Utah, 
Salt Lake City. 


June 13-16—New Jersey—Annual 
convention of the New Jersey State 
League of Master Plumbers; Tray- 
more Hotel, Atlantic City. 


(Please turn to top of page 142) 


WHOLESALER ASSNS. 


May 6-7—NHACWA-— Spring con- 
vention of the National Heating and 
Air Conditioning Wholesalers Assn.; 
Broadmoor Hotel, Colorado Springs, 
Colo. 


May 31-June 2—PHWNE-—Spring 
convention of the Plumbing and Heat- 
ing Wholesalers of New England; 
Wentworth-By-The-Sea, Portsmouth, 
N. H. 


Sept. 22-25—AI—Annual convention 
of the American Institute of Supply 
Assns. (formerly the American Insti- 
tute of Wholesale Plumbing & Heat- 
ing Supply Assns.); Waldorf-Astoria 
Hotel, New York City. 


Nov. 16-18—ACRW—Annual meet- 
ing of the Air Conditioning and Re- 
frigeration Wholesalers; Sheraton Ho- 
tel, Chicago. 


Nov. 18-20—NHACWA—Fall con- 
vention of the National Heating and 
Air Conditioning Wholesalers Assn.; 
Morrison Hotel, Chicago. 


Feb. 20-22 (1958)—WDA—Annual 
convention of the Wholesale Distribu- 
tors Assn.; Gunter Hotel, San Antonio, 
Tex. 


MANUFACTURER ASSNS. 


May 2—OHINE—Annual meeting of 
the Oil Heat Institute of New Eng- 
land; Hotel Statler, Boston. (See ref- 
erence to exposition below.) 


May 3-7—WAC—Western Air Con- 
ditioning conference and exposition; 
Shrine Exposition Hall, Los Angeles. 


May 5-8—ARI—Annual meeting of 
the Air Conditioning and Refrigera- 
tion Institute; The Homestead, Hot 
Springs, Va. 


May 8-11—FCI—Spring meeting of 
the Fluid Controls Institute; The 
Greenbrier, White Sulphur Springs, 
W. Va. 


May 12-15—CBRA—Annual meet- 
ing of the Copper and Brass Research 
Assn.; The Homestead, Hot Springs, 
Va. 


May 12-15 —LPGA — Annual con- 
vention and trade show of the Lique- 
fied Petroleum Gas Assn.; Conrad 
Hilton Hotel, Chicago. 


June 3-6—OHI—Annual convention 
of the Oil-Heat Institute of America, 
no exposition; Sheraton-Plaza Hotel, 


Boston. 


June 4-7—OHINE—Biennial Expo- 
sition of Oil Heat and Domestic Cool- 
ing of the Oil Heat Institute of New 
England; Hotel Statler, Boston. 

(Please turn to center of page 142) 
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BNO 


DI-LECO UNION DI-LECO COUPLING DI-LECO UNION 


DI-LECO REDUCING COUPLING 
LP. to copper, solder type LP. to 1.P., double bushing LP. to copper, flare type 


LP. to LP., single bushing 


your profits will grow with 


DI-LECO COUPLING 
LP. to I.P., single bushing 


Problem-solving is routine at American 
Sanitary — where engineers developed 
Drain Gap to prevent dishwasher con- 
tamination... Master Adapter to sim- 
plify trap installation...Con-X-All to 
quickly, permanently connect plasti 
pipe. 

Now DI-LECO is the newest problem- 
solver to join the American Sanitary line 
These couplings and unions safely join 
iron pipe with copper or brass or other 
dissimilar metals... electrolytic action is 
prevented by insulating bushings of 
tough nylon. DI-LECO couplings are 
available in sizes from %%” to 2”... DI- 
LECO unions, with *4” F.I.P. nylon bush- 
ings, are available for °s"’, or *4” cop 
per (flare or solder type). 

Order now for immediate delivery 


write, wire or phone Abingdon 162 or 172. 


WE DISTRIBUTE THROUGH WHOLESALERS ONLY 


\\ AMERICAN SANITARY 


MFG. CO., ABINGDON, ILLINOIS 
OVER FORTY YEARS LEADERSHIP IN THE PLUMBING INDUSTRY 
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ALL GREAT PLACES TO VISIT. TOO FAR TO 
GO TO RETURN DEFECTIVE MATERIAL. 


WE CARRY ONLY AMERICAN MADE PRODUCTS 





SMOLKA CO., Inc. 


231 East 33rd Street 


New York 16, N. Y. 


AMERICA FIRST in the selling of plumbing and heating products is the policy 


adopted by the Smolka Co., New York City wholesaler. 


The policy is being 


announced to contractor-customers of the firm through a novel series of mailing 


cards and imprinted biotters 


see cut). 


Irving Smolka told DE his company is 


publicizing its policy ‘‘because of the increase in job failures caused by poor- 
quality pipe, tube and fitting imports from a variety of foreign sources.” 


Celebrate Your Special Promotions with a Contest 


(Continued from page 36) 


your prizes. In most 
though, a week or 10 days will 


cover the time of greatest in- 


cases, 


terest and be short enough to 
prompt immediate action. 

To keep good will, you must 
spell out the rules carefully, no 
matter how simple they seem. 
Here are some points that should 
be clear: 

What’s 


what 


the contest about— 


does the contestant have 
to do—complete a statement, 
write a limerick or just fill in a 
blank—what? May each mem- 
ber of the family enter? Is there 
Must 
purchases be made to qualify? 
(Remember to check with your 
post office regarding the regula- 
tions on promoting contests via 


an age bar to juveniles? 


the mail.) Must winners be pres- 
ent at the 
prizes? How entries are 
allowed? What happens in case 
of a tie? 


drawing to claim 


many 


In making rules, don’t copy 
those of other merchants heed- 
lessly. For drug 
chain may have drawings lim- 
ited to who make 
purchases, including nickel and 
dime sales. This rule does not 


instance, a 


customers 


discourage entries. In a plumb- 
ing and heating showroom, 
though, price tags are higher, 
and will have to be 
changed or the number of en- 


rules 


trics may be few indeed. 
Whether must be 


present at a drawing to win is a 


entrants 


debatable point. Such a require- 
ment does increase store traffic. 
On the other hand, it discour- 
ages entries. If your contest’s 
goal is building a mailing list, 
you're defeating your own pur- 
pose by requiring contestants to 
be present at the drawing. 

Be sure to follow up the con- 
test with publicity. 
the winners in 
even 


Announce 
ads. For 


readership, use 


your 
greater 
their pictures. 

Contest entries will provide 
the names and addresses of the 
contestants, laying the basis for 
an excellent mailing list. Don’t 
waste time; use it immediately. 
A fast, direct-mail follow-up 
should thank each participant 
for his entry, extend wishes for 
better luck in the future and 
remind the contestant of your 
service and products. Remem- 
ber, the biggest prize winner in a 


good contest is you! END 


Convention Dates 


State Contractors .. - 
(Continued from bottom of page 140) 


July 11-13—South Carol:na—Annu 
al meeting of the South Carolina 
Assn. of Plumbing, Heating and Air 
Conditioning Contractors; Fort Sum- 
ter Hotel, Charleston. 


Sept. 27-29—Maryland—Annual 
convention of the Associated Plumb- 
ing Contractors of Maryland; Com- 
mander Hotel, Ocean City. 


Manufacturer Assns. .. . 
(Continued from bottom of page 140) 


June 5-7 — NWAHACA — Summe! 
convention of the National Warm Aji: 
Heating and Air Conditioning Assn; 
Fairmont Hotel, San Francisco 


June 14-16—SKCMA—Annual! 
meeting of the Steel Kitchen Cabinet 
Manufacturers Assn.; The Greenbrier, 
White Sulphur Springs, W. Va. 


Aug. 15-17—WCRC—Annual 
ing of the Water Conditioning Re- 
search Council, in conjunction with 
the trade show of the National Assn. 
of Soft Water Service Operators; 
Sheraton-Palace, San Francisco. 


meet- 


Oct. 7-9—AGA—Annual convention 
of the American Gas Assn.; Kiel 
Auditorium, St. Louis. 


Oct. 15-18—CIPH—Annual conven- 
tion of the Canadian Institute of 
Plumbing & Heating; Seigniory Club, 
Montebello, Que., Canada. 


Oct. 24—PHIB—Annual meeting of 
the Plumbing and Heating Industries 
Bureau; Palmer House, Chicago. 


Nov. 1-2—AHLMA—Annual meet- 
ing of the American Home Laundry 
Manufacturers Assn.; Mayflower Ho- 
tel, Washington, D. C. 


Nov. 11-15—NEMA—Annual meet- 
ing of the National Electrical Manu- 
facturers Assn.; Traymore Hotel, At- 
lantic City, N. J. 


Nov. 18-21—ARI—10th Exposition 
of the Air Conditioning and Refrig- 
eration Industry sponsored by the Air 
Conditioning and Refrigeration Insti- 
tute; International Amphitheatre, Chi- 
cago. 


Nov. 18-22 — NWAHACA — Annual 
convention of the National Warm Air 
Heating and Air Conditioning Assn.; 
Morrison Hotel, Chicago. 


Apr. 2-4 (1958) — GAMA — Annual 
meeting of the Gas Appliance Manu- 
facturers Assn.; The Greenbrier, 
White Sulphur Springs, W. Va. 
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Youngstown 
steel pipe 


.. . Gives Long, Maintenance-Free Life to 
Radiant Heating Installations 





renew the 
HEART When you modernize 


of your home . te 

* PLUMBING oe sure to speci y 
"“MEATING adequate sized 

"COOLING Youngstown Steel Pipe 








THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and -Yoloy Steel 
General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 
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Youngstown Steel Pipe was installed by National Heat- 
ing Co. in this 60-unit development of Modern Builders, 
Inc., both of Cincinnati, Ohio. 


. 
¢ 


Modern residential developments—like this 60-unit 
project off Cincinnati's Winton Road—demand only 
the most modern heating facilities. So, to afford these 
new homeowners warm, draft-free rooms of equalized 
temperatures, invisible radiant heating systems utiliz- 
ing Youngstown Steel Pipe were installed. 

For years Youngstown Steel Pipe has been specified 
by leading architects as well as progressive plumbing 
and heating contractors for its dependability and long 
life. That’s because it’s made of only the finest steel 
by steelmen with over half-a-century of steelmaking 
knowhow. All Youngstown operations from ore min- 
ing to finish threading are closely quality-controlled 
to give you the best piece of pipe obtainable any- 
where. Why not make Youngstown your specification 
for long, trouble-free installations? 

For additional information or service, contact your 
local Youngstown distributor—or phone our nearest 
District Sales Office, today. 





8th and lastly, they are 
so grateful!”’ 


1745 


Benjamin Franklin’s words apply to your 
customers whose “gratitude” is in direct 
proportion to the dependability of the 
and which 
WATER. 


water systems you provide. . . 


they buy for a vital need .. . 


S 


Cc 
NDS DEPENDABILITY 


For many years Franklin Electric Motors have been 


Your growth and income rely on performanée o v 


the water systems you sell. Today’s manufacturers 
produce excellent pumps, every one of which de- 
pends on an electric motor for its performance. 
1957’s Water Systems Month heralds a year of 
good business for you because an increasing aware- 
ness of dependability has influenced the choice by 
more manufacturers of better motors for their 
pumps. 


why in brochure, 
“FACTS ABOUT SUB- 
MERSIBLE MOTORS.” 


SUBMERSIBLE 
DEEP WELL 
MOTORS 


UNISEAL 
WATER SYSTEM 
MOTORS 


SUBMATIC 
SUMP PUMP 
MOTORS 


recognized for dependability in water system use. 
Designed and built for high reliability, Franklin 
motors are specified by many manufacturers for 
pump and other applications requiring better 
motors. 


Franklin’s standard of dependability assures dealers 
and users the reliability they must have regardless 
of price. 


Franklin motors on products you sell are 
reliable assurance of dependability. 


Franklin leads in sub- 
mersible motors. Read 


A postal card gets you 
a free copy. 


Frankfi? Electric Co., Inc. 





345 EAST SPRING STREET... BLUFFTON, 


INDIANA 
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~ LAWNDALE PLUMBING WARE... 
- ina class by hel ii: 


No.1 


CHOICE of ae 
CONTRACTORS. 























the new 


LAWNDALE 


bimini-bath 
Model 609 


60° x29"'x15" 


All other popular 


sizes available 


. HIGHER 
Only Lawndale gives you all these outstanding % QUALITY 


plus features backed by the exclusive 


LAWNDALE pore 
UNQUALIFIED GUARANTEE . 


FASTER 
DELIVERY 


LOWER 
PRICE 








in writing! 


Now you can offer your customers the custom-quality and prestige of nationally ad- 

vertised Lawndale Plumbing-Ware at no premium in price. In fact, you can now buy QUICKER 
Lawndale Plumbing-Ware more advantageously than ever before . . . get faster delivery 

that permits you to operate on less inventory and with less working capital . . . and be L.§ SERVICE 
completely protected against loss from damage before, during and even after installation 

with the exclusive Lawndale Unqualified Guarantee. No other plumbing-ware manv- 

facturer offers you so much for your money. 


get all the facts today from your nearest Lawndale jobber or write factory direct 


_ LAWNDALE ENAMELING COMPANY 


1137 WEST 14TH STREET, CHICAGO 8, ILLINOIS | 
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These profit-making benefits sold me on 
American Blower Packaged Air Conditioners 








ean 








$ You handle a complete line of pack- 
aged air conditioners. Sizes from 3 to 
20 tons. 


(Lets you bid on any commercial job!) 


Ruggedly designed for years of 
trouble-free performance. 


(Why let service call-backs rob you of 
your profit margin ?) 


All models engineered with you in 
mind. Easy access to unit through 
full-size front panels. 


(You don’t have to be a contortionist 
to service these air conditioners!) 


Complete customer satisfaction. Units 
are comfort-engineered for efficient, 
quiet operation. All-new decorator 
styling; and a full five-vear warranty 
on the complete refrigeration system. 


(The word gets around — it’s nice fo 
repeat business!) 


Your sales effort factory-backed with 
hard-hitting advertising, merchandis 
ing 


g aids, sales-training plan, and a 
flexible co-operative advertising pro 
eram. All this designed for you by 
American Blower—a leader in air 
handling and air conditioning for 
over 75 years. 

(Your prospects are pre-sold — you have 

a ready-made market!) 


SO ACT TODAY! Start earning those increased profits 


now! For full information on how you can handle 





American Blower’s 1957 Packaged Air Conditioner 
line, write: American Blower Division of American- $$ 


oC 


Standard, Detroit 32, Michigan. 


DISTRIBUTORS: Choice territories are still available, 


Send for franchise data, today. 


AMERICAN BLOWER 


Division of Amertcan-Standard 


Total these advantages — they can add 
up to many more customer sales and 
greater net profits. 


AIR - CONDITIONING EQUIPMENT FOR EVERY BUSINESS 
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SPANG STEEL PIPE HELPS 
HOME MODERNIZATION 


radiant heating system 
adds extra room for 
year-around living 


Whether it’s adding another room to a house, 
putting an addition on a building or expand- 
ing an industrial plant, your best bet for 
comfortable and economical heating is a 


SPANG Steel Pipe radiant heating system. 


Here’s why 


You can easily hook up a Spane Steel Pipe 
radiant heating system to an existing hot 
slab 


provides a permanent flooring. No heating 


water system. Concrete construction 


fixtures are needed. Floors are warmer, 
heating costs are lower. Radiant heating 


provides uniform, clean heat. 


Make it SPANG Steel Pipe 


Quality-controlled SPANnG Steel Pipe is giv- 
ing top-quality service in hundreds of radi- 
ant heating installations from coast to coast. 
Because of its uniformity throughout, SPANG 
Pipe is easy to bend, cut, weld and thread... 
and saves you installation time. 

Make SPANG Steel Pipe your first choice 
on your next modernization job. Try it for 
plumbing and heating, too. You'll get top- 
quality service from your local Spang Dis- 


tributor. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


SrANGS 
General Sales Offices: 


Two Gateway Center, Pittsburgh, Pa CW STEEL PIPE 


District Sales Offices: Atlanta, Boston, Detroit, Houston, Los Angeles 
New York, Philadelphia, Pittsburgh, St. Louis 


AFTER: COMPLETED ADDITION is comfortably warm 
all winter long. Steel Pipe radiant heating system 
will give years of top-quality, trouble-free service. 


> 


Biee 
Bie 


Big 
Bia 


zee 


f 


BEFORE: OWNER OF THIS HOUSE wanted more living space 
Seldom-used side porch was earmarked for enclosing to add 
extra room. 


SPANG STEEL PIPE radiant heating system was installed. Pipe 
grids were coupled to present heating system, then embedded 
in concrete. 





T'S THE LAW! 


Legal Decisions of Interest to Contractors 


So x . asasecen 
MAAN \ 


Cur Unbeatable Tax Laws 

Beware of inadequate book- 
keeping! The courts have ruled 
that a businessman can be con- 
victed of tax evasion if his ac- 
counting system does not show 
how spending and property ac- 
cumulation match his income tax. 

A p-h contractor, for example, 
raised government suspicion with 
one return and the government 
investigated his file for six pre- 
vious years. His books were in- 
adequate, and it was impossible 
for agents to pin down his exact 
worth. Instead, the agents sim- 
ply showed in court how the con- 
tractor’s “net worth and expendi- 
tures” far surpassed his declara- 
tions from 1945 to 1951. 

The court accepted evidence of 
the 
property accumulations as an in- 
dication of his true income. The 


contractor’s spending and 


convicted 
without bookkeeping proof. 

(Citation: Hooper v. United 
States, 213 Fed 2d 30.) 


contractor was even 


Defaulted Payment 

If you have subcontracted a 
plumbing, heating or air condi- 
tioning installation from a prime 
contractor who then defaults in 
making payment to you, you are 
required to notify the customer 
before claiming a lien. The cus- 
tomer then verifies the claim and 
withholds the specified amount 
from the prime contractor. 

This was the precise situation 
in a recent court decision. The 
plumbing contractor gave the 
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property owner written notifica- 
tion that payment had been de- 
faulted, indicating the sum due 
and the date on which work had 
been completed. 

The court told the owner to 
pay the p-h contractor and sub- 
tract the amount from the prime 
contractor’s bill. Notice had been 
sufficient and the plumbing work 


YOU BE THE 


was a distinctive item, the value 
of which could be easily verified, 
the court said. 

(Citation: Mullooly v. 
365 Pa. 141.) 


Short 


Owner Must Prove the Facts 

While a plumbing contractor 
may be sued for fire or other 
damage to a building in which he 
performs work, the burden of 
proof remains with the owner. 

In a recent case, a fire started 
shortly after a journeyman made 
some electrical connections for a 
heating installation. 
sued the contractor, claiming 
negligence. However, the judge 
ruled for the contractor, saying 
that the property owner had 
failed to prove conclusively that 
the fire resulted from work per- 
formed by the journeyman. 

(Citation: Hamrah v. Clem- 
ents, 69 Atl. 2d.) 


The owner 











JUDGE 


If you were a judge, how would you decide this case? 
A handyman contracted to install a waste line in a resi- 
dence despite the fact that he had no license to do plumb- 
ing work as required by state law. Later he was sued for 
violating the law, but contended that the waste line was 
“only a few feet long, and the job did not constitute plumb- 


ing work.” 


* 


Did he win the case? 


4 


The judge ruled that plumbing is the science of creat- 


ing and maintaining sanitary conditions in buildings where 
people live, work or assemble and includes all piping, 
fixtures, appliances and appurtenances in connection with 
the water supply and disposal systems. The handyman 
lost the case and was convicted of violating the state law. 
(Citation available from Domestic Engineering.) 
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America’s 
Fi neal 

Automatic 
Water 

Heaters 





Cost less 
to operate — 


The off-center 
flue makes 


the difference. 
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You push the button~ JoHN Woon does the selling 


Shift your profits into new 
high. Get fast new sales pick- 
up with the JOHN WooD PUSH 
BUTTON SELLING PLAN. Deliv- 
ers more customers and pros- 
pects. Makes money for you 
round-the-clock and round-the 
calendar. Easy to use and 
custom-built for you. Powerful 
sales drive assures smooth 


get-away for your 1957 sales 
plans and more sales for you. 

Backed by 90 years of manu- 
facturing know-how and dealer 
experience, the JOHN Woop 
PUSH-BUTTON SELLING PLAN 
will make money for you auto- 
matically. Ask your wholesaler 
or John Wood representative 
for full details today. 


JouN Woop COMPANY - Heater and Tank Division 


Conshohocken, Penna. 


Chicago, Ill. 


Red Oak, Ia. 


GET YOUR MONEY-MAKER PLAN KiIT—NOW! 


JOHN WOOD COMPANY - Heater and Tonk Division 


Conshohocken, Pennsylvania 


DE 


Please send me full details on PUSH-BUTTON SELLING and your 


MONEY-MAKER SALES PLAN KIT. 


NAME___ 
COMPANY 
STREET___ 
a 








It is possible...a trul 


Honeywell’s new R447 or R847 relay— 


so versatile you can modify it in the field 


OW, A SINGLE relay for any of your needs! You dependable, trouble-free performance for years. 
just choose from Honeywell's R447 or R847 And when you deal with Honeywell you take 
for the relay adapted to the specific voltage control advantage of the best field service in the industry, 
you use. backed by years of engineering experience plus the 
You can modify the R447-R847 to either SPST most complete line in the industry. 
or DPST right in the field in a matter of minutes. Find out more about the R447 or R847 and 
No other relay offers so many advantages. The Honeywell's complete line of relays— most complete 
R447-R847 1s pre-wired for easy, money-saving in- in the industry. Call your local Honeywell office 
stallation. Your stocking is simplified. And Honey- Or, write directly to Minneapolis-Honeywell, 
well’s time-tested components give you assurance of Dept. DE-5-183, Minneapolis 8, Minnesota. 


The R447 or R847 is the answer to any 
of these applications—and more 


Air Conditioning units up to and including 2 h.p. 


Other refrigeration applications within specifications of relay— 
(walk-in boxes, milk coolers). 


Heavy duty circulating and ventilating fans. 
Heavy fan coil units and unit heaters. 
Miscellaneous motor loads up to 3 h.p. for both 1 phase or 3 phase. 


Electric non-inductive loads. 


Honeywell Round, T87 

— t orld's most popular heating-cooling thermostat 

This rugged and sensitive thermostat, available with a choice 
of Honeywell sub-bases, offers the most versatile control 
combinations available in the industry. 
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all-purpose relay! 


The R847 above is being installed to handle a 22 amp motor load external transformer. The R447, not 
Designed for use with a sensitive low voltage controlling instrument voltage controlled with a separate p« 
R847A models include a transformer. The B model is used with an and R847 are heavy duty relays 


Unbelievable, what a single relay will do— just check these specifications 


SPST or DPST switching action. SPST rating: 22 amp full 115, 208 or 230 volts. « R847B has same relay with 
load, 100 amp locked rotor at 230 volts. DPST rating: 24-volt coil: power is furnished by remote transformer. 
16 amp per pole full load, 72 amp locked rotor at 230 « R447A has no transformer, but has a 115, 208 or 
volts. « R847A has 24-volt coil and transformer in 230-volt pull-in coil available on the relay. 


Call or write today for full details 


Honeywell 
Hy) Pout’ in Coutiols 
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“The best seat in the house’: 


Church No. 300 


Solid Plastic Seat 


Best made—best known! 


Modern design like this is only one 

of the reasons Church Seats are 

known and admired by three times — ee oe ee a oe 
as many people as all other brands roe 

combined. Division of MERICAN=~ tandard 


Holyoke, Mass. 
QUALITY PROTECTS YOUR INVESTMENT—AMERICAN-STANDARD QUALITY IS AVAILABLE AT NO EXTRA COST 
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However your order arrives — by phone, mail or tele- 
gram — your shipment starts immediately. It’s here 
today ... gone today! 
And check this new United Service Tube carton. 
Punch-out handles (a) for easy carrying. Punch-out 
holes (b) makes it simple to remove from box or shelf. 
Call, write or wire United for copper, brass and alu- 
minum tube and wire. 

*Water, Refrigeration and Automotive 


‘S UNITED WIRE 


PROVIDENCE 7,RHODE ISLAND 


FOR A PERMANENTLY UNITED 
JOINT, INSIST ON PHOSON 
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you get 

the service 
you want 
when you 
specify United 
Service’ Tube 
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GOLDEN ANNIVERSARY: Ronald N. Campbell, president FLYING HIGH: Viking Air Products, Cleveland, has 
of Bryant Mfg. Co., cuts a cake at a recent sales meeting introduced a new blower model designed for the re- 
in Indianapolis, Ind., to commemorate the company’s 50 placement market. The blower is specially constructed 
years in the heating and air conditioning industry. to permit replacement in standard heating systems 


Picture Paragraphs 


PRocold = Museum 


Air Conditioning and Refrigeration Cquipment jis 


PIPING HOT: Plastic pipe produced 
by Consolidated Pipe Co. (Akron, 
O.) is branded by cowgirl to illus- 
trate how the company will print 
the individual wholesaler’s name 
on each length of pipe ordered. 


GRANDADDY of home refrigerators: A Crosley refrigerator, 
one of the first to operate without ice, is shown by H. T. Jarvis, 
president of Refrigeration Engineering Company, Los Angeles, 
and founder of the Recold Museum, where the unit is on display. 
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the quality tells...the quality sells 
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Advanced Janitrol engineering—new . automated 
production methods—volume building sales leader- 
ship—all add up to more profits on every sale. This 
new Janitrol pricing plan lets you move in on com- 
petition with top-quality Janitrol products at 
really competitive prices! 


As a Janitrol dealer qualified under this new plan, 
you'll keep your working capital working, instead 
of “freezing” it in inventory. You'll have the 
inventory you need for prompt deliveries, better 
service, year round. 


Makes Janitrol cooling and heating easily available 
to the six out of ten families who haven't the cash 
but have the credit . . . on easy installment terms. 
No down payment. Up to three years to pay 
Finance up to $3500. No risk or recourse to dealer, 
no collection problems. Eliminates red tape and 
delay. Keeps “hot” prospects from cooling off! 


A complete quality line...includ- 
ing the most powerful air-cooled 
“add-on” unit in the industry ! 


A high-impact, sales-producing merchandising pro- 


NEW JANITROL SRA gram created by Janitrol for your needs, your 


market, your profit ambitions! Newspaper ad 


Pp rful A arf SR th d mats, radio and TV musical announcements, 
owertul, quiet performance with outside window and in-store displays, color-illuminated 


temperatures to 125° F.—modern, space- outdoor signs—all yours as a qualified Janitrol 
Saving design—easy to install—moderate dealer. And Janitrol sets up the complete program 
pricing—these are just a few of many reasons to the last detail, saves your time for selling 
you'll make more money with the Janitrol 
SRA “ADD-ON” Cooling Conditioner! 
It’s a natural for the lush modernization 
market. Adapts most any warm air furnace 
for full central cooling. No floor space needed. A complete merchandising program to help you 
Evaporator coil mounts in duct in either snare your share of the new house market. Chock 
upflow or downflow systems. Waterless oper- full of tested promotion ideas that give you a 
ation eliminates plumbing, sewage, water sup- running start on competition—let you offer the 
ble 73 4 Sand6 HP e builder a service that enables him to upgrade his 
ply problems. 2, 5, 4, 3 an On SIZES. houses with quality Janitrol equipment, appeal to 
Exclusive “PRIDE O” YARD” Com- more prospects, sfay competitive! 
pressor unit, styled by a leading designer, is 
specially-engineered for operation with out- 
door air up to 125° F. And.its beautiful, 
Streamlined housing completely outmodes 
them all—eliminates that undesirable “‘dog ; 
house” look! Today, Janitrol recognizes a new era in company- 
No doubt about it! The Golden Ke dealer relations. The days of “playing it by ear” are 
NO Goubt about it: Ihe Golden Key to no more. There’s a need for continuing close 
Profits is yours with this great new Janitrol cooperation between both parties—an “open door” 
SRA and all the other models in Janitrol’s for exchange of ideas. The Janitrol Select Dealer 
‘ » . > . — — _ = > 
or complete line of air-cooled and water-cooled ee os Soe rents, sat a 
e.e ~ . ) “ ¢ ene 5 -sides. Ss >SS >VeiC - 
"Guaranteed by > conditioners. PLUS—2, 3, 4, 5, 6 and 7 in el ge Pcpsagibe “sce” nig ony 


Good Housekeepin : A A : counsel, training schools, prizes, vacations, to 
. a Janitrol’s new 7-point program for sales! mention a few. Right now’s the time to qualify! 


<0; 
45 aoveanist® 


JANITROL HEATING AND AIR CONDITIONING DIVISION get your TO PROFITS 
Surface Combustion Corporation, Columbus 16, Ohio with j ARET ROL 


Please show me how Janitrol's 7-point program for 
SALES can give me the GOLDEN KEY TO PROFITS. 


Ask your JANITROL representative for 
NAME the facts or RUSH THE COUPON TO US! 
COMPANY 1 fomme)-)hle7 Wale), | 


ADDRESS Complete line of gas and oil furnaces, unit 
heaters, conversion burners, water cooled and air 
CITY ZONE oy . : ‘ 

. cooled summer conditioners, combination heating- 


sanz sua Fill in and MAIL TODAY! cooling conditioners. 





Clean outside finish 
Continuous even depth thread 
Deep round chamfer 

Heavy galvanized coating 


Pressure tested 


Wheatland Precision Steel Couplings by 


WHEATLAND STEEL PRODUCTS COMPANY 


BANKERS SECURITIES BUILDING «+ PHILA 





They're going back to school to 
help you sell remodeling... 


Wholesaler School 
Will Train Dealer 
Development Men 


Graduates will take their story to the grass roots 








, eanitie a 


Official texts will include manuals on merchandising, management 


IF WHOLESALERS WHO ATTEND the Dealer 
Development Institute are able to absorb 
all that’s thrown at them, they'll become 


Tic ENGINEERING Contractor-Dealer and 
His Showroom,” a comprehensive guide to 
good store design, display and layout; 





walking encyclopedias on merchandising 
and management subjects of interest to 
plumbing and heating contractors. Among 
the official texts selected for the Institute 
are three Domestic ENGINEERING publica- 
tions (above). They include “The DomeEs- 


“The Book of Remodeling,” DE’s August, 
1956, issue containing a 64-page remodel- 
ing procedure manual; and the “2000 and 
1 Idea Book,” a collection of successful 
sales and management techniques used by 
plumbing and heating contractors. 
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DoMESTIC 


A NEW SALES TRAINING pro- 
gram for the plumbing and heat- 
ing industry was unveiled last 
month by the Central Supply 
Assn. at its 


Chicago. 


spring meeting in 

Chief aim of the new program 
is to train wholesaler personnel 
in management and merchandis- 
ing techniques. These will, in 
turn, be passed along to contrac- 
tors for local level use in the re- 
modeling market. The entire pro- 
will be based on 12-day 


Institutes 


gram 

Dealer 
which will be sponsored period- 
ically by the CSA. The first such 
institute is set for May 20 
through June 1 in Highland 
Park, Ill., and the second is ten- 


Development 


tatively scheduled to begin Sept. 


9 at a place still to be announced. 
aIn commenting on the pro- 
gram, James Peery, CSA secre- 
tary, said: “The first institute is 
oversubscribed, and 
when you consider the size of the 
tuition fee ($200) , it becomes ap- 
parent that participating whole- 
salers are in dead earnest about 


already 
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PLANNING SESSION for the Dealer Devel- 
opment institute included (left to right, 
seated) Clarence Ahrens, St. Louis whole- 
saler; Ralph Cook, Oklahoma City whole- 


saler 


(committee chairman); and James 


Peery, CSA secretary. Standing are Wade 
Magy supervisor of retailer development 
for American-Standa 


rd; C. F. Wilson, of 


retailer training department of Crane 


doing all they can to further de- 
velop the sales potential in re- 
modeling.” 

Peery pointed out that recent 
statistics indicate a _ potential 
market of $15 to $18 billion an- 
nually in residential moderniza- 
tion work. “A high percentage 
of this can be for plumbing, heat- 
ing and cooling,’ Peery said. 
“The members of the CSA want 
to assist 
this 
profits for the entire industry. 
The purpose of the CSA Dealer 


Development Institute is to help 


contractors in turning 


potential into working 


wholesalers develop their cus- 
tomers’ selling skills in tapping 
this market.” 

Specifically, the institute is de- 
signed to: (1) train the whole- 
saler 


representative to use 


proper skills and knowledge in 
developing better retail manag- 
ers and merchandisers and (2) 
train the representative to use 
this knowledge and information 
to train other personnel in his 
firm. 

The institute is somewhat sim- 
the retailer 


ilar in purpose to 


development program offered by 
Radiator & Standard 
Wade 


of retailer 


American 


Sanitary Corp Cloyd, 


supervisor develop- 
ment for American-Standard, 
worked closely CSA in 
How- 


the institute is being organ 


with the 
developing the program 
ever, 
ized and operated by a number: 
manutacturers 
the CSA's 
dealer development committee 
headed by Ralph Cook of Okla- 
homa City. Along with Cloyd, 
C. F. Wilson of Crane Co.’s 
tailer training department 
Howard Mold, 


personnel for 


of cooperating 


under direction of 


and 
manager of sales 
Minneapolis-Hon- 
Regulator Co., handled 
much of the development work 


for the 


eywell 


first institute 

= The first part of the course out- 
lines the specific problems faced 
by contractors in improving their 
operations and stepping up pro- 
motional and sales work with the 
The 


training the 


consumer second part is 


devoted to whole- 


saler and his salesmen in prac- 


taking this 


contractor 


tical techniques of 

story to the 
Following is the day-by-day 

agenda for the course 

(1st What 


lies ahead, what dealer develop 


Orientation day): 


ment means, history of distribu- 


tion in plumbing and heating, 


(Please turn to top of page 160) 





Wholesaler School . 


(Continued from page 159) 

what constitutes a good dealer. 

Business (2nd, 
3rd and 4th days): Principles of 
management, the “complete job” 
concept, problems of supervision, 
profit and overhead, planning for 
a “profit clinic,” the use of busi- 


Management 


ness records, analyzing financial 
statements, and _ collec- 
tions, insurance problems. 
Employee-Labor Relations 
(5th day): 


union relations, human relations, 


credits 


Employee relations, 


a retailer panel on management 
and employee relations. 

Equipment and Facilities (6th 
day): Stores (location, building, 
layout, identification and dis- 
play); trucks (selection and ex- 
pense control); tools and inven- 
tory control. 

Prospecting (7th day): Local 
advertising, planning and media 
(newspaper, TV, 
mail), special promotions, public 


radio, direct 
relations. 

Selling (8th day): Principles, 
time payment selling, journey- 
man selling, a retailer panel on 
advertising and selling. 
(9th, 10th 11th 


Training and 





NEW OFFICERS of the American Institute of Supply Assns., 


. . (continued) 


days): Principles of learning “in- 
dividual development approach”’ 
to sales training, workshops on 
sales training for both inside’ and 
outside selling, the application of 
techniques to field training of 
contractor-dealers. 

Summary (12th day): A res- 
ume by wholesaler, manufactur- 
er and contractor panels, fol- 
lowed by a graduation lunch and 
inspirational talk on selling. 

The institutes are planned so 
that each subject can be thor- 
oughly discussed and reviewed 
by each of the students through 
workshops, classroom participa- 
tion in skits, etc., and wide use 
of visual teaching aids. Comp2- 
tent instructors, both from with- 


Remodeling Promotion Package 


(Continued from page 138) 

ing Month. Many of the elements, 
moreover, can be used effectively 
at any time of the year. 

Included in the program 
truck 
bumper sign, a window decal 
identifying the contractor’s place 


are 


direct mail pieces, a 


of business as modernization 


American Institute of Supply Assns. Elects New Officers 


in the industry and from outside 
sources, will conduct the classes. 

The first of the 12-day insti- 
tutes will be held at the Hotel 
Moraine-On-The-Lake, Highland 
Park, Ill. It is open to CSA mem- 
bers and their sales personnel. 
Other schools will follow accord- 
ing to demand, with the second 
tentatively scheduled for Sept. 9. 

Further information may be 
obtained from James Peery, 
Central Supply Assn., 221 North 
La Salle St., Chicago 1. 

Officers who presided at the 
spring meeting are W. A. Fitz- 
patrick, M. J. Gibbons Supply 
Co., Dayton, O., president; G. J. 
Andrew, W. T. Andrew Co., De- 
troit, first vice president; Paul 
Aronhalt, Topeka Supply & Boil- 
er Co., Topeka, Kan., treasurer; 
and J. H. Peery, secretary. END 


Is Announced 


headquarters and newspaper ads 
which qualify for co-operative 
advertising funds. 

Two of the newspaper adver- 
the offers 
contained in the direct mail fold- 
ers. Three others sell the idea of 


tisements reinforce 


home remodeling by contrasting 


old and new possessions. END 





Tex., 2nd vice president; M. W. Dennison, Boston, presi- 
dent; R. Slakey, Sacramento, Calif., Ist vice president; 
and W. A. Brecht, Philadelphia, honorary president. The 
wholesaler group was formerly known as the American 
Institute of Wholesale Plumbing and Heating Supply Assns. 


Inc., were elected at a recent meeting of the board of 


directors in San Francisco. From left to right are G. T. 
Underwood, Washington, D. C., executive secretary; E. L. 


Pugh, Atlanta, Ga., treasurer; L. Watson, Brownwood, 
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Permanent 
Sparkle Finish 


An exclusive Carlton Finish Luster 
that actually improves with use. Here 
is everlasting beauty that will be a joy 
forever to the homeowner. 


No Peeling 
ro] mm Clg - led diate) 


Stainiess steel is one of the most en- 
during metals ever developed. Has 
twice the tensile strength of ordinary 
steel. First cost is last cost 


The Carlton Sink illustrated (Catalog No, 2132) is 


one 


of more than 50 different sizes and shapes available 


STEEL SINKS 


Right Angled 
Flanges 


This special feature appeared first on 
the Carlton Sink Line, adding rigidity 
to the top flanges. Does not interfere 
with speedy sink frame installation. 








Will Not Rust 
or Stain 


Stain resistant to all known food 
acids. No chance of rusting, of 
course. A damp cloth or your favorite 
cleanser quickly and easily restores 
the lovely sparkle finish. 


No Seams 
or Crevices 


Seamlessly stamped from a solid 
sheet of proper thickness stainless 
steel. Never a seam or crevice to 
catch dirt or bits of food. Rounded 
corners are easy to clean 


Greater Bowl 
Capacity 


Cariton's extra bow! depth and per- 
pendicular wall design provides great- 
er water capacity. A Carlton twin sink 
bow! (32” x 21” size) will hold more 
than 2 additional gallons. 





<aiet Of ‘ Sttunp o> 


advantages! 





oe ~ 

* Guaranteed by ~ 
Good Housekeeping 
* a rs 


” 45 aoveanisto WE 


“We give this seal to no one— 
the product that has it—earns it.” 


Th bright apet nr any bitchon- costs uot « penny: more | 
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New A-Line models range from 14-ton Pickups through 33,000 Ibs. GVW Six-Wheelers. 


NEW ACTION-STYLING! MORE USABLE POWER! 





Here is the crowning achievement of fifty years of quality 
the great new Golden Anniversary 


truck production 
INTERNATIONAL Trucks! 


They’re Action-Styled with fresh, clean functional 


lines that set a new style pace. 


They’re powered by new engines that put out more 
including the most powerful “six 


usable horsepower 





available in its field! They have exclusive new cab 
mountings for quieter, more level ride. New brakes, new 


steering, new frames—and many other new features. 


The result is a new line of trucks that—more than ever 


before—are built to cost least to own! 


See and drive these newest INTERNATIONALS today! 
a International Harvester Company, Chicago. 


Trucks Unlimited... Powered for Modern Traffic...Plus Modern Comfort 


Handsome “Golden Jubilee’? Pickup 
with the longest all-steel body in its 
class. Only Panel with third door. New 
8-passenger Travelall® models. New cab- 
forward models with ideal 89-inch BC 
dimension. Tractors to 48,000 lbs. GCW. 
Wide range of all-wheel-drive trucks. 
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Redesigned engines produce increased 
power without strain from new com- 
bustion chamber and valve position .. . 
more usable power that’s “bred for the 
job”. . . at low rpm to keep operating 
and maintenance costs low. New quick- 
starting 12-volt ignition, 


Biggest windshield —1,181 sq. in.—and 
widest cab in their class! New “Silent- 
Vent” door wings. New, wider front 
and rear springs. Exclusive level-riding 
5-point cab mounting. Bigger brakes 
with more lining area, larger cylinders 
and boosters for quicker, easier stops. 
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Other INTERNATIONALS, to 96,000 lbs. GVW, round out the world’s most complete line. 


NEW Golden Anniversary 
INTERNATIONALS 


Cost least to own! 


Motor Trucks * Crawler Tractors « Construction Equipment 
McCormick® Farm Equipment and Farmal!® Tractors 
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*Fictitious name used to typify over 400 Walworth Distributors 


Here’s why it pays to do business with 
distributors like Mr. Hansen* 


Andy Hansen is typical of Walworth Distributors 
throughout the nation. He has been a distributor 
of Walworth Valves and Fittings for years. Like 
Andy, the Walworth Distributor in your area 


provides these services and savings: 


He reduces your inventory costs. He’s aware 
of the valve and fitting needs peculiar to his area. 
He stocks the products that will best serve your 
needs. Deliveries are always prompt and eco- 
nomical — emergency orders can generally be 


delivered within hours. 
He offers you application and engineering 
assistance. His technical experience can be invalu- 


able in solving your particular problems. He has 


50,000 Walworth products at his disposal. You can 
be sure that the items he recommends are exactly 
right for the job. 


He is a double guarantee. His business depends 
upon providing you with the very finest products 
and unsurpassed service. Every valve and fitting 
is backed by his own reputation and that of 


Walworth —a complete line manufacturer. ° 


There’s a Walworth Distributor near you ready 
to help. Call on him today. 


WALWORTH 


valves... pipe fittings... pipe wrenches 
60 East 42nd Street, New York 17, N.Y. 
Walworth Company of Canada, Ltd., Toronto 
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Here’s the hottest money-making tip of the 
year: TEMCO! 

Look at the field: Last year, thanks to its 
increasing availability, gas became the na- 
tion’s No. 1 fuel for home heating. 


Look at the track: Industry sources predict 41-807 


10 million new gas customers in the next 10 FURNACE 


years ...a15% increase for LP gas in 57... 
: a sada ; SS ——— 
gas appliance sales of 300 million units by 
1974, 
Look at TEMCO: Pacing the field in this GAS SPACE 
HEATER 








giant sweepstakes with one sales increase 
after another. 

Get your money on TEMCO in 1957. It’s 
your best bet for putting real horsepower in 
your sales and profits on gas heating equip- 
ment... Room Heaters, Floor Furnaces, Wall 


Heaters, and Warm-Air Furndces with com- 








bination Air Conditioning. 


a Ee were Cc ©. inc. 3 TEMCO, Inc., Dept. C-137 


Nashville 9, Tenn. 


NASHVILLE 9, TENNESSEE Please send me full information on the TEMCO 


line of gas heating appliances. 


Cos Heating Ne 


Firm Name 


Lecrito fa} : Address 
tor LAC NVGrion City Zone State 
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Local-level publicity can help your 


Big Push on pumps pay Offerseerseees 


Make It the Open Door 
to Bigger Business in 
Water Systems-Related 
Product «+s: ssececeeeeeeeeeeeees 


iy Frank G, Hickey, Jr, 
Vice President and General Sales Manage 


The Tait Manufacturing Co,, Dayton, O 


Pupnicrry 18 ONK of the simplest and most ef 
fective tools of publie relations, And public rela 
tions is the art of making something more widely 
and more favorably known 

Now that the definition is out of the way, may 
we say quickly that there are many things that 
you can do, as a plumbing and heating contrac- 
tor, to publicize yourself, your business, and your 
products—which will make you more money 
during National Water Systems Month in May 
and throughout the rest of the year. 

You don’t have to be a professional. You don't 
need a big budget. You need merely to get 
started. And we will show you how. 


s Before we consider the numerous ways through 
which you can generate publicity to attract more 
customers, let’s take a close look at your business. 

Publicity turns the spotlight on you. Your 
place of business should therefore be in good 
order before you turn the spotlight on. 

Now we_ask you to take just a moment to go 
outside your front door, walk half a block, then 
turn and come back toward your store or shop. 
Now, as you walk slowly forward, imagine your- 
self in the shoes of a prospective customer. 

How are you impressed by what you see? Is 
the approach to your business attractive and un- 
cluttered? Does your name and type of business 


Add depth to your local-level publicity with pump selling aids . 
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appear clearly on the door, on the window, on a 


sign above the door? Are the windows clean and 
well arranged? Are representative products dis 
played? 

The prospect should know at first glance what 
type of business you are in, The entranceway and 
the windows reflect the character of your busi 
ness and indicate, to a great extent, how you con- 
duct your business. In other words, a retail store 
takes on a sort of personality—the personality of 
the person (or persons) who operates it. (See 
the Ken Clark story, page 124.) 

Once having located the store, the prospect 
should want to do business with you because of 
what he sees outside, before he opens the front 
door. 

As soon as the customer steps inside the store, 
you have two things to sell him: yourself and 
your merchandise. 


s Everyone likes to do business with a person 
whose attitude is friendly and helpful. All sur- 
veys of sales at the retail level are filled with such 
comments as: “I deal at Joe’s because he treats 
me right.” 

How you treat a customer—as he enters the 
store, as he makes his purchases, as he calls you 
later for service—is of utmost importance. Listen 
carefully. Be fair. 


Be reasonable. Live up to 


page 221 
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your promises Do these things, and you'll 
make money. 

To the average customer, those who work for 
you are you. Your office assistant is you when 
she speaks rudely over the phone; your truck 
driver is you when he cuts ahead of someone in 
a line of traffic. 

Are all 


major items carefully displayed, so they can be 


Now, let’s get to your merchandise. 


seen, examined and demonstrated from every 
angle? 

Signs, wall charts, banners and the arrange- 
ment of counters and displays will help to direct 
the prospective customer toward the merchandise 


Many 


available from manufacturers without cost, or for 


and sell him merchandising helps are 
Order what you need at regu 


this 


a nominal charge 


lar intervals, (Several articles in issue de 


seribe sales aids available from manufacturers 


Domeatic Engineering and other sources.) 
e Let's assume your place of business is in order 
You are now in a much better position to cash in 
on the publicity that you get 

channels through which you 
can get valuable publicity, A few that you can 
radio and TV, dis 


plays, direct mail and special promotions 


There are many 
Newspapers 


easily use are 


Newspapers are very much interested in two 


things: the names of people and their accom- 
plishments. 

Since you are in business, your name is known 
What you do, there- 
fore, may often have real news value, particularly 
But you will 


to a large number of people 
in a small or medium-sized town 
usually have to call your accomplishment to the 
attention of the paper, because what you do may 
be overlooked 
e Here are possible bases for stories for news 
papers, radio and television 
Enlarging your business 
Moving to new quarters 
Changing your business name 
Introducing new methods of doing business 
Introducing new products 
Adding new employee: 
Honoring employees for long service 


Reaching a milestone such as: 10 or 25 years in 


business, 25 vears at the present location, at 


taining a certain sales volume 
Developing new and better waves of serving the 
public 

Winning some recognition (either as a person 
or as a business) 

Inviting a well-known national personality to 


your store (Please turn to center of page 200 


5 
i 


fT us HEP ¥ 


: Tus nen 


_ REMODEL o REPaI® 
5 YOURMOMS 


A CONTRACTOR, A WHOLESALER AND A MANUFACTURER 
represent the plumbing and heating industry on the 
Philadelphia Operation Home Improvement committee. 
The group is working with the All-industry Modernization 
Committee in the promotion of P-H-C Month. The whole- 
saler, Henry Grossman, Girard Supply Corp. (second from 
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left, seated), is chairman of the Ohi committee. Charles E 
Kauffman (fourth from left, standing) is past president of 
the Pennsylvania Assn. of Plumbing Contractors. W. T 
Reed (third from left, standing) is manager of the Phila 
delphia branch of American-Standard. Other members 
of the Ohi committee represent other community interests 





Letters 





(Continued from page 18) 
whether you could tell us what it is 
and where its name came from. 


Monroe T. BoRMANN 


@ The “Hoover Code” is the popular 
name of a subcommittee report on 
plumbing that was conducted by the 
Building Code Committee and com- 
pleted in 1923. The proper title of 
the code is ‘Recommended Minimum 
Requirements for Plumbing.” It takes 
its popular name _ from’ Herbert 
Hoover, then Secretary of Commerce, 
who organized the committee. Mr. 
Hoover later, of course, became Presi- 
dent of the United States. 

In acknowledging the completed 
work of the committee, Mr. Hoover 


WHERE DOES THE HEAT 
PUMP STAND NOW? 


GALEsBURG, ILL.—Would it be pos- 
sible to get about 20 copies of you 
booklet “Where Does the Heat 
Pump Stand Now?” This sums up 
in splendid the 
series of articles in Domestic ENcI- 
NEERING that I enjoyed very much 


fashion previous 


I have been on your subscription 
list for some 20 years or more and 
could hardly get along without DE. 

We intend to use these booklets 
not only among our own salesmen 
and engineers, but in our develop- 


wrote: “Economical and = sanitary 
plumbing systems are a necessity for 
health in all settled communities and 
are hardly less essential in rural 
households . . . The lack of generally 
recognized principles is responsible, 
to a certain extent, for the contradic- 
tory plumbing regulations in different 
localities. 

“Thanks to the work of 
committee and the 
ards, 


the sub- 
Bureau of Stand- 
the whole situation is altered 
and there is a scientific basis on 
which state and local codes and 
small-dwelling installations may be 
based.” 

Copies of the report may be ob- 
tained from the Superintendent of 
Documents, U. S. Government Print- 
ing Office, Washington 25, D. C. 


ment work with contractors as well. 
A. W. HArTRICK 
May Co. (Wholesalers) 


e Copies of the Heat Pump booklet 
are still available to subscribers 


A SUCCESS ALL THE WAY! 
Des Motnes, Ia.—The 
gional meetings sponsored by 
All-Industry 
promote May 


four re- 
the 
Committee to 
as Plumbing-Heat- 


Iowa 


ing-Cooling Month were a success 
all the way. 

I count it fortunate that I phoned 
you to line up our major speaker 


Another Governor Endorses the Plumbing-Heating- 
Cooling Month Promotion .... Pledges His Support 


“| HEARTILY ENDORSE and promise to support this effort for the betterment of 


our state and the nation,” 
P-H-C Month proclamation 
Assn. of Plumbing Contractors. 
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President Eisenhower 


said Governor Joe Foss (right) as he handed the 
to Glenn Hart, 


secretary of the South Dakota 
has endorsed it, too. 


for us. Your selection of Loren 
Nordgren of Rheem Mfg. Co. was 
He did a terrific 
job as our keynoter at each meet- 
ing. 
one of your editors to cover our 
His 
program was very welcome. Total 
attendance was 492. 

EsTHER Burt 

Executive Secretary 


an excellent one. 
Thank you also for sending 


meeting. appearance on our 


Iowa Assn. of Plumbing 
Contractors 


WORTH WAITING FOR 
Cuicaco—We’'ve just received the 
new letterhead you designed for 
our company, and we're alread; 
talking to our printer about putting 
it into production. As we told you 
when we-requested the new des gn, 
we want to use letterhead to 
the fact the 
complete remodeling job. Boy, does 
fit the bill! It 


was worth waiting for. 


our 


promote that we do 


this letterhead sure 
FRED BERESKIN 
Fullerton Plumbing and Heating 


e We particularly appreciate Mr. 
Bereskin’s saying that the design was 
worth waiting for—because he did 
wait. The response to DE’s Letterhead 
Design Clinic has been so tremendous 
that our art department is swamped 
with requests. We’re filling them with 
all possible speed! 

The letterhead we designed for tho 
Fullerton company appears on pag: 
45 of this issue. 


GetryssurG, S. Dax.—I am 
closing a picture of our governor, 


en- 


Joe Foss, as he presented me with 

a proclamation endorsing May as 

Plumbing-Heating-Cocling Month. 
GLENN Hart 
Executive Secretary 


South Dakota Assn. of 
Plumbing Contractors 


e We are glad to welcome South Da 
kota’s Governor Foss to the growing 
list of national, state and local offi- 
cials who have endorsed Plumbing- 
Heating-Cooling Month. As reported in 
previous issues of DE, this list also 
includes the top man himself, Presi- 
dent Eisenhower. As in the case of 
some other proclamations, the gov- 
ernor’s endorsement was based on a 
sample proclamation sent to state 
and local associations by Domestic 
Engineering. It, in turn, was patterned 
after the proclamation issued by the 
mayor of Bay City, Mich., during DE’s 
penetrating remodeling survey in that 
city in September, 1952. END 
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Make the most of 
modernization sales 


with Revublic Steel Pyoe Sydiered 


Wherever remodeling calls for new or revised piping 
systems, you'll make the most of the job for yourself 
and your customer by installing Republic Continuous 
Weld Steel Pipe. Its easy workability, great mechanical 
strength and extreme durability provide the. ideal 
answer to a wide variety of piping applications— 
including radiant heating, chilled-water cooling, 
air-conditioning condensers, snow melting, lawn 
sprinkling, forced or gravity hot-water heating, and 
many other water supply and drainage uses. 


Republic Steel Pipe brightens your profit picture 
by helping you complete installations quickly and 


easily. Because Republic controls every step of manu- 
facture from raw ore to finished pipe, you can count 
on uniform ductility, wall thickness and diameter 
throughout every length, year-in and year-out. This 
means easy cutting and bending, fast threading— 
rapid assembly into safe, sound, systems that will give 
your customer years of dependable, trouble-free per- 
formance. 


So, to make the most of modernization sales oppor- 
tunities, insist on Republic Continuous Weld Steel 
Pipe. Your local Republic Pipe Distributor can fill 
your order fast, from a single length to a truckload. 


i. CALL YOUR LOCAL REPUBLIC DISTRIBUTOR FOR QUICK DELIVERY OF STEEL PIPE 
REPUBLIC Cteel Pipe 4 








New 
Tiletone 
RED LINE 
Shower 
Cabinet 
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if you can get a better 
shower cabinet for less 
money - order a million! 


You know what you pay for ‘“‘basement or summer cottage-type’’ shower 
cabinets. And you know what you get. 


You won’t pay more for the new TILETONE Red Line, but you get more. 


For example: 


® Walls are zinc treated bonderized steel finished 
with two coats white baked enamel, interchange- 
able panels for left or right hand installation. 


*® Floors—choice of STEEL, bonderized enameled 
steel receptor with enduring galvanized steel rim. 
2” iron pipe, drain installed at factory, or TICON, 
Cast Ticon Stone Receptor (crushed limestone 
chips and gray cement cast in galvanized steel 
rim). 2” iron pipe drain cast as integral part 
of receptor. 


® New Red Line design. 

® Soap dish, ring-glide plastic curtain included. 

® Shower fixtures are chrome plated for life-long 
beauty. 

® Lighter weight- hollow casting and cross beam 
bracing—means lower freight—easier handling. 

ALLSHIPMENTS GUARANTEED TO ARRIVE 

IN PERFECT CONDITION OR WE MAKE 

GOOD. 


PROFIT TODAY WITH TILETONE—A COMPLETE LINE IN ALL PRICE RANGES 
WRITE TODAY FOR SPECS AND PRICE LISTS 


LETONE COMPANY, Inc. 


2325 N. WAYNE AVENUE ° CHICAGO 14, ILLINOIS 























M Y— Low priced. Choice No. 45—Square. Middle price 
ptors, Enameled Steel, Choice of Enameled Steel, Por- 
Enameled Steel, Ticon celain Enameled Steel, Ticon 
Terrazzo. 30” x 30” and Stone or Terrazzo. 30” x 30” or 
”. Glass and Aluminum 32” x 32”. Glass and Aluminum 
tional equipment doors optional equipment 


SHOWER FLOORS-~-Ticon 
Stone or Terrazzo for built-on 
the-job showers. Floor and gal 
vanized-bonderized rim pre 
cast all in one piece. Drain pipe 
cast integrally. Chrome plated 
strainer plete 


No. 55—Square or Corner. Top 
of the line. Terrazzo Receptor 
36” Square or 36” Corner. Glass 
and Aluminum doors optional 
equipment 
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New Products 





(Continued from page 80) 

Plastic-Coated Steel Pipe 
A line of plastic-coated steel 
pipe and tubing has been introduced 
by Republic Steel. The product is 
manufactured by first applying a 
hot elastic adhesive undercoating to 
the steel pipe or tubing. A con- 
trolled thickness of polyethylene 


Oil-Fired Water Heater 
An oil-fired automatic storage 
water heater designed to deliver 


C4 
—— 








120 gph of 160F water has been in- 
troduced by John Wood. The water 
heater features a 30-gal. glass-lined 


tank equipped with a magnesi- 
um rod. An immersion thermo- 
stat connected with a control in 
the flue outlet regulates water 


temperatures and provides a safety 
control to shut the burner off if 
The inlet and outlet 
connections are located on the side 


necessary. 


plastic is then hot extruded over 
the undercoating. The elastic seals 
the plastic to the steel. Finally, the 
plastic is cut back from the ends 
to permit welding or the use of tools 
on threaded joints. Minimum thick- 
ness of the plastic is .025 in. 
Manufacturer: Republic Steel 
Corp., 3100 E, 45th St., Cleveland. 


of the storage tank to permit serv- 
icing and cleaning of the flue with- 
out disconnecting hot water lines. 

Manufacturer: John Wood Co., 
Heater and Tank Div., Consho- 
hocken, Pa. 


Stainless Putty 

Stainless putty designed to pro- 
vide proper adhesion in all appli- 
cations has been introduced by 
Hercules Chemical. A homogeniz- 
ing process during manufacture of 
the putty keeps the oils from sep- 





arating and insures that the product 
does not harden or dry. It is avail- 


Threaded Fittings Are Traction, Pressure Resistant 





A series of threadless pipe fit- 
tings designed to withstand traction 
forces up to 3,600 lbs and hydro- 
static pressures from 450 psi on 
2-in. pipe to 5,000 psi on 42-in. pipe 
has been introduced by Telsco Fit- 
tings. The fittings are factory as- 
sembled and ready for use in join- 
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ing steel, wrought iron or plastic 
pipe. The gripping action of the 
fittings is achieved by a specially 
designed brass clutch ring with in- 
ternal serrations that grip the pipe 
wall. At the same time, a synthetic 
rubber gasket is compressed against 
the pipe wall. The combined action 
forms a permanent seal. Socket 
ends and nuts are reamed slightly 
oversized to accommodate out-of- 
round and off-tolerance pipe ends. 
The fittings are available in coup- 
lings, adapters, 90-deg elbows and 
tees. They are constructed of mal- 
leable iron and are offered in gal- 
vanized or rust resistant finishes. 
Machined-brass stiffeners for join- 
ing plastic pipe and tube are op- 
tional. 

Manufacturer: Telsco Fittings 
Div., 5422 Redfield St., Dallas, Tex. 


able in cans weighing 1, 2, 5 and 
15 lbs. 
Manufacturer: Hercules Chemical 
Co., Inc., 416 Broadway, New York 
ity. 


Sump Pumps 

Two competitive sump pumps 
have been added to the Zoeller Co. 
line. One is an all-brass pump with 
a red brass column, and the other 





6... 


is a cast iron pump with an alumi- 


num column. Both of the 4'3-hp 
units are equipped with a closed- 
top motor, cast impeller base 


and cast strainer. Float-operated 
switches are standard equipment, 
but both models can be equipped 
with weight-operated switches. 

Manufacturer: Zoeller Co., 
Millers Lane, Louisville 16, Ky. 


3280 


Wall-Hung Drinking Fountain 
A wall-hung drinking fountain 

constructed of glass fibre has been 

introduced by Haws Drinking Fau- 





cet. The fountain features a chrome- 
plated lever handle and a sanitary 
fountain head that is raised and 
shielded to prevent direct mouth 
contact. An automatic flow control 
provides a constantly regulated wa- 
ter flow. A locking device prevents 
damage from tampering. The foun- 
tain is available in a choice of five 
colors or white. 

Manufacturer: Haws Drinking 
Faucet Co., Fourth and Page Sts., 
Berkeley 10, Calif. 


(Please turn to top of page 176) 
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LINE UP 
..with he proFit line 
Whddy 


a 


WATER SOFTENERS & FILTERS 


SOFTENERS 


Cluiomulle 


WATER SOFTENER 
+ NO BUTTONS! 
Fa) + NO LEVERS! 

: Ui 4 100% AUTOMATIC! 


APPLIANCE-STYLED 
AUTOMATIC ... priced 


for volume selling! 
TN 


——e 


——— 
( ‘ctlomeaten WITH AUTOMATIC BY-PASS 


AUTOMATIC OF WATER SUPPLY DURING 
WATE R SO FTE N Ee R PERIOD OF REGENERATION 


' 


Bruner Corporation manufactures America’s 
most complete line of Quality water softeners, filters and See for yourself why 
chemical feeders for home and industry. Patented BRUNER Water Softeners 


are the volume leaders 


... the profit leaders 
put the BRUNER LINE years ahead in of the plumbing 


valving system and other exclusive features 


. . ’ 
design, operation and appearance. trade! 


Ask your jobber or 
write for free catalog 


34 } 


WATEE SOFTEMERS & FiLTees 


ALL BRUNER PRODUCTS ARE SOLD EXCLUSIVELY 
DIAL -O-MATIC SOLO VALVE SINGLE LEVER THROUGH THE PLUMBING TRADE 


Budget Model Semi-Automatic Manval-Control MAIN PLANT and OFFICE WESTERN DIVISION PLANT 
Avtomatic 


4763 North 32nd St. 670 Gibbons Street 
Milwaukee 9, Wis. Los Angeles 31, Calif. 


5 





Drivers get set to “hit the road” with the first of the 1000 new Power Giants ordered by Ryder System, Inc. 


Dodge awarded 
1000: truck order 


“We picked these Dodge Power Giants to give 
our truck-lease customers the finest hauling and 
delivery operation at lowest cost’’, James Ryder 
right), president of Ryder System, Inc., tells 
Lee F. Desmond, vice president of Dodge. 








Ryder System, Inc., world's largest exclusive truck-leasing company, 
puts low-cost operation first...picks Dodge for record order 


When your business is leasing trucks, there’s 
only one way to make it pay off. And that’s by 
keeping your operating costs per mile at rock- 
bottom levels. That’s why Jim Ryder, presi- 
dent of Ryder System, Inc., decided on Dodge 
when he needed new trucks. He knew that 
Dodge trucks are built to take extra miles 
without extra costs. 


For instance, new Dodge Power Giant V-8’s are 
the most powerful of the low-priced three. 
And that extra power lets you handle the 
ruggedest hauling jobs with less engine strain. 
Less strain means less wear and, of course, 
fewer repairs. Exclusive Power-Dome design 
delivers premium performance on regular gas, 
too. “I save money both ways’’, says Jim 


Ryder. ““But more important, I know that my 
customers will be thoroughly satisfied with any 
Dodge Power Giant they lease.” 


Why not do as Jim Ryder did . . . check into 
the facts with your Dodge dealer. You'll find 
a Dodge Power Giant will pay off for you, 
whatever your business. 


DODGE 
PowerGiants 


Most Power of the Low-Priced 3 








Domestic ENGINEERING, May 1957 








‘Straight talk about PROFIT 


TWIN CHAMPION 


two-stage packaged convertible 


Take a close look at this big, powerful Rapidayton Twin Champion. 


No other pump manufacturer can offer you 

anything even close to it. Count the multiple selling 

advantages: It has two stages. It’s completely packaged—with 
horizontal and vertical tanks ranging up to 52 gallons. 

It’s convertible, for depths to 150 feet. It is deluxe quality- 
built, through and through. As for performance, it loafs along 
while pumping full capacity at 40 Ibs. pressure. Add the fact that 
the Twin Champion retails in the same range with most single- 
Stage deluxe pumps—and carries a generous trade discount. 

Add these advantages, and you'll see why the Twin Champion 

is the shortest, quickest way to a more profitable pump business. 


Built-in PROFIT 
Selling Features 


It's easy to get the price you ask 

when you can point to these built-in 

PROFIT selling features: two-stage 

design ¢ convertible from shallow 

to deep wells without additional 

pump parts ¢ world’s most efficient, 

self-priming Quad-Volute design ¢ 

vertical tank models meet FHA re- Vertical Tank 
quirements ¢ capacitor motors ¢ FHA* Model 
galvanized ejectors. 


Built-in PROFIT 
Service Features 


Exclusive Quick-Connect flange (pat- 
ent pending) saves up to $10 in time 
and materials « packaged models 
ready to install as they come from 
shipping carton ¢ standard capacitor 
motors (available locally for emer- 
gency service) ¢ parts interchange- 
able with other Champion models— 
and only a mere handful to stock. 


Pumps Full Capacity 
at 40 Ibs. Pressure 


The Rapidayton Twin produces all the 
extra gallons required by truly mod- 
ern suburban and rural living. De- 
signed to cover 74% of the entire 
deep-well jet pump market! Goes 
down to 150 ft. and delivers up to 
1250 g.p.h. Horizontal tank package 
systems in 4%2 and % h.p.; vertical 
tank systems and pump only models 
in ¥%, %, 1, and 1% hp. 


* vrs EMARE 


FARM AND HOME APPLICATIONS 








The Tait Manufacturing Company, Dayton 1, Ohio 


Established 1908 as The Dayton Pump and Manufacturing Co 





New Products 





(Continued from page 172) 

Packaged Toilet Seats 

Century Products has announced 
that its line of toilet seats is now 
being packaged in a new container 
that marks each style by color and 
name. The package is designed to 
simplify storage and insure delivery 
according to the customer’s order. 
The box also features “wedge” con- 
struction to hold the seat in place 


during transit and prevent damags 
to fittings. 

Manufacturer: Century Products, 
Inc., 8219 Almira Ave., Cleveland 2. 


Baseboard Diffuser 
A baseboard diffuser featuring 
34 sq in. of free heating area has 


been announced by Air Control 
Products. The diffuser delivers a 
wide, fan-shaped air pattern that 
can be varied by adjusting the fins. 
The balancing damper can be set 
for the desired cfm delivery. The 
unit can be installed on a sub- 
floor and plastered in or installed 
in a finished floor. It is engineered 
to fit 10 by 24%, 12 by 2% or 14 by 
21%4-in. ducts. The diffuser meas- 
ures 24 in. long, 4 in. high ard pro- 


jects 3 in. at the bese. The face is 


Republic Announces a New Line of Water Heaters 


A new line of table top and con- 
ventional shaped electric water 
heaters has been introduced by Re- 
public. The line features Westing- 
house Corox heating elements and 
Closetemp thermostat, with the 
heating elements accessible through 
a special opening to provide easy 
servicing. Tank construction has a 
pressure test of 300 psi and in- 
cludes a heat trap that keeps water 
hot without circulating. Other fea- 
tures include glass fibre insulation 
and a heavy gauge jacket. Capaci- 
ties of the new line range from 20 
to 52 gal. 

Republic has also announced a 
new line of food waste disposers 
featuring the exclusive “built-in 








silentizer” to assure quiet opera- 
tion. Other features include a 
chrome sink flange and _ splash- 
guard flaps that permit the addition 
of food waste while the disposer is 
operating. It will be described fully 
and illustrated in a forthcoming 
issue. 

Manufacturer: Republic Water 
Heater Div., Odin Stove & Mfg. 
Co., 2231 Randolph St., Huntington 
Park, Calif. 


removable to facilitate servicing. 
Manufacturer: Air Control 
Products, Inc., Coopersville, Mich. 


Sewer Trap Cleaning Kit 
Lightweight tools for removing 
rocks, sand and other obstructions 
from sewer traps, stop boxes and 
pipe (2% in. or larger) are in- 
cluded in a new sewer trap clean- 
ing kit announced by Nelson Prod- 
ucts. The tools are designed to grip 
obstructions in straight or ang'e 
offset pipes. Also included in the 
kit is a probing rod for loosening 








tightly wedged obstructions and a 
pen light that attaches to the unit 
for lighting up the area -to be 
cleaned, The tools are available in 
six lengths from 30 in. to eight ft. 
Manufacturer: Nelson Products, 
Box 1795, Colorado Springs, Colo. 


Central Heating System Line 
A line of five central heating 
systems, including two models that 
have direct-drive blowers, has been 
announced by Chattanooga Royal. 
The blowers have air capacities for 
up to two tons of air conditioning. 


All five models can be fired by 
natural, manufactured or LP gases. 
The systems are available in input 
capacities of 80,000, 100,000, and 
120,000 Btu. Other features include 
24-v controls, slotted port burners, 
shock-absorbent mounting chan- 
nels and a choice of removable or 
permanent filters. 

Manufacturer: Chattanooga Royal 
Co., Chattanooga, Tenn. 

(Please turn to top of page 182) 
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New! SAVES LABOR AND FITTINGS 
@ IN HOT WATER INSTALLATION 


DIVERTER PACKING 
/ 


I ; BRONZE, 
és! VL THREE SIZES: 
/ >= 4 Ya" x Ye" x 1" 
Z¢ d A as ote" 
, Zz TV" x 14" x 1Y2” 


CAST IRON, 
TWO SIZES: 
BALANCING ee ik le 
LEVER 1V¥4" x 1%" x 1Ye” 
, Ye" or 1Yo” 


ee oll 


TAKES THE PLACE 
OF TEN FITTINGS 





Wwit-l BALANCER 





Here’s the greatest laborsaving fitting yet developed . . . the 
Thrush Twin-L Balancer does a better job . . . and ONE compact 
unit replaces TEN valves and fittings needed the old way. 














erecta, nin dite Dele stn Balancing branch mains is simpler and there is less flow restric- 
usual method of joining branch tion. The whole job works better. . . and you save time, material and 
mains. Illustration at right shows a ; 

how futed Galencer islne thom labor. Also ideal as a bypass valve on zoned radiant panel systems. 
with one simple unit. 





Ask your wholesaler about it today or 


mail the coupon for bulletin and prices. 


H. A. THRUSH P co., PERU, INDIANA 


H. A. THRUSH & COMPANY, Dept. A-5, Peru, Indiana 


Please tell us more about Thrush Twin-L Balancer to simplify hot water heating installation 
Send bulletin and prices. Also send Condensed Catalog 


NAME _ 











ADDRESS 
Complete Thrush Flow Control al 
System. Twink Balancer unites 
mains and makes balancing 
quick and easy. 
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IF YOU’RE IN THE MARKET 
FOR A BETTER FURNACE 


READ THIS 


GET A 


atcher 


IT’S GUARANTEED 
FOR 10 YEARS 


AND... YOU CAN ADD SUMMER 
COOLING ANY TIME... WITH THIS 
THATCHER AIR CONDITIONER 


It's completely air-cooled . .. uses no water! 
Designed for easy installation with the heating 
unit. 

You get winter warmth and summer air con- 
ditioning — all from one central system! 





Get your Thatcher heating and cooling units here... 
at year-round comfort headquarters 


lel ieee eee a ee eee ee ee es ee es 


“Since 1850" 
Long-established customer acceptance and satisfaction, plus 


competitive pricing ... and active dealer su 
. g Rvisis 
at h eC r Thatcher your money-making line. sais ‘ene 


You are invited : ; 
pirat ited to qualify for a Thatcher dealership. Write 


FURNACE COMPANY 


Boilers Oil Burners Furnaces 


» GARWOOD, NEW JERSEY 


Air Conditioners 
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TRAPS 


50 SERIES F & T TRAP 


Hoffman Traps provide improved 
design to function more effectively 
and economically in removing con- 
densate from steam lines and 
equipment. 

Hoffman engineers have antici- 
pated steam requirements that de- 
mand less maintenance time and 

J operating costs. Typical of 
Featuring LOW MAINTENANCE COST Hoffman's complete line are the 
Float and Thermostatic Traps are Traps illustrated, each with remov- 
so designed that all working parts able cover, pin and seat for quick 
of the trap are a part of the re- inspection and cleaning. 
movable cover. Once installed 
there is no necessity for the break- | LOW, MEDIUM & 


ing of any pipe connection for 


cleaning and repairing. , HIGH PRESSURE _“ 
. Compact Thermostat Assembly THERMOSTATIC ¥ 


. Durable, accurately machined 
Valve Lever and Seat Assembly 
. Copper Float Ball Assembly 
. Graphite Impregnated Asbestos Gasket 
. Heavy Duty Cast Iron Cover 


600 SERIES INVERTED 
BUCKET TRAP 


1. Cover assembly with 
plug, valve seat, valve 
seat holder. 

. Bucket assembly with 
lever, valve stem, 
bucket pin, lock nut and 
bucket. 

- Body assembly with 
gasket and bottom 
drain plug. 


RENEWABLE THERMOSTATS 
and VALVE SEATS 


HIGHLY EFFICIENT A complete line of Low, Medium and 

AND EASILY ; High Pressure Thermostatic Traps 

ACCESSIBLE for service with radiation, dryers, 

sterilizers, mangles, cookers and sim- 

INTERIOR DESIGN — ilar uses. Renewable thermostats and 

seats are important constructional 

Hoffman Bucket Traps operate intermittently and are ideal fordraining | features contributing to long life, low 

condensate and air te steam lines or equipment where large quan- ; cost service. Medium and High Pres- 

tities of air and condensate must be discharged. They are easily in- sure Traps have stainless steel pins 
spected, cleaned and serviced by merely removing the cover assembly. and renewable seats. 


Write for new Service Parts Catalog on Hoffman Products 
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: [ 
s>AMIGOS | 
HERE’S THE NEWEST 
IN SUMMER 


3 New Remote Air-Conditioning Units! 
Model ACR-205 Economy Hi-Side 2 h.p. 20,500 BTU/hr. capacity 
Model ACR-340 Standard Hi-Side 3 h.p. 34,000 BTU/hr..capacity 
Model ACR-600 Standard Hi-Side 5 h.p. 60,000 BTU/hr. capacity 


4 New Matching Evaporator Units! 

Vertical Flow Coils — for use with counterflow highboy and 
lowboy installations, 

Horizontal Flow Evaporator — for horizontal type furnaces; 
adaptable to highboy or lowboy installations. 

A-Type Evaporator — mounted in plenum, for highboy, low- 
boy and counterflow installations. 

Blower-Evaporator Package —used with matching hi-side 
unit to provide independent air conditioning system. 


NEW HEIL SUMMER 
AIR CONDITIONERS 


tor residentidl and light 
commercldl instdlition 


Senors, here is famous HEIL quality and reliability in a 
brand-new line of summer air conditioners -- designed for 
residential or light commercial installations... with 
cooling capacities from 20,000 to 60,000 BTU/hr. ... plus 
a profit-winning price range to suit virtually every need! 


versztile/ 


For use with or without existing ducts — counter-flow, 
highboy, lowboy or horizontal winter air conditioners! 


CConotHted | / , i : Model SCH-200 


New air-cooled HEIL Summer Air Conditioners 


need no water connections! Low in cost, low in upkeep... 2 New Central Air-Conditioning Units! 
fully assembled, completely self-contained 


.... With quick-disconnect fittings requiring no special tools! a 2 ae 20,050 BTU/hr. capacity 


Model SCH-400 3% h.p. 40,000 BTU/hr, capacity 
e ° / 
gudity buite, 


...to world-known HEIL standards for long-term, trouble-free 
operation ... fully weatherproofed ... completely leak-proof! 


AU AANA 


WRITE TODAY FOR FULL INFORMATION! 


rne HEIL co. 


3086 W. Montana St., Milwaukee, Wisconsin e Hillside, New Jersey 


‘ mo = Model SCH-400 
SALES OFFICES: Union, N.J.; Atlanta, Ga.; Cleveland, Ohio; Chi- a ‘ 
cago, Ill.; Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, ; 

‘ Texas; Los Angeles, Calif.; Seattle, Wash. 
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MAKE 
MORE 
MONEY 
ON YOUR 
NEXT vse ce 
JOB! 4 


& 





SEND FOR THIS SPECIAL REPORT TODAY. GET THE THIS REPORT IS FREE TO CONTRACTORS 


ANSWERS TO THESE AND MANY OTHER QUESTIONS AND WHOLESALERS — MAIL COUPON 
IN EASY-TO-READ, ILLUSTRATED FORM: 5 : 
What is the new, faster way to solder? How does it pre- or getters cali Pay ~ ¥, Sept. SS 
vent waste? Does it give permanent, trouble-free results? ' 


° 19 Gentlemen: Please rush me a copy of your “Special 
Has this new method been proven on the job? Report on the New Way to Solder” and tell me how | 


eee eeccce ei iii) can win valuable prizes in the big ‘Solder Sweepstakes.” 
What You Learn Can Bring You a Valuable 
Prize in the Big ‘‘Solder Sweepstakes" Contest: 
Ist Prize: Emerson big-screen Port-O-Rama (TV- Address -” 
radio-phono combination)...2nd Prize: 14” Personal 
Portable TV...3rd Prize: Clock Radio. Everybody ——— 

wins a prize! To qualify, all you do is fill out and Please check one: 

mail the coupon on this page. (Contractor (7) Journeyman ()Wholesaler (") Wholesaler Salesman 








re 

















ee 


. 
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New Products 





(Continued from page 176) 

Bituminized Fibre Fittings 
A series of bituminized fibre wye 
and tec fittings for use with 4-in. 
bituminized fibre pipe has been 
added to its line by Line Material. 
The fittings feature machined ta- 


constructed with 
surfaces to permit 
Seals be- 
tween pipe and fittings are engi- 
neered to withstand high 


and 
smooth inner 
high-flow 


pers are 


capacities 


static 
pressures. 

Manufacturer: Line Material Co., 
Div. of McGraw-Edison Co., 700 W. 
Michigan St., Milwaukee. 


Sump Pumps 

Two sump pumps, both featuring 
corrosion-resistant nylon impellers 
and stainless steel shafts, have been 
developed by F. E. Myers. One 
pump is constructed of bronze, the 
other of iron. Capacities are 3,000 
gph at a 5-ft discharge head. The 


nylon impeller is light in weight 
and is free-floating to reduce the 
load on motor bearings. The im- 
peller inlet faces upward so that 
no bottom openings are required. 
A conical suction strainer is de- 
signed to permit cleaning without 
removing the piping. Two plastic 
weights operate the heavy-duty, 
snap-action switch by means of a 
corrosion-resistant chain 

Manufacturer: The F. E. Myers 
& Bro. Co., Ashland, O. 


Residential A-C Chillers 

A series of packaged water chil- 
lers designed for use with residen- 
tial and light commercial air condi- 
tioning systems has been announced 
by Heat-X. All models feature an 
inner-fin construction for maximum 
cooling capacity. Models are avail- 
able in 2, 3 and 5-hp sizes. Water 


passages are of -nonferrous 
struction. 
Manufacturer: 


Brewster, N.Y. 


con- 


Heat-X, 


Inc., 


Reznor Unit Heater Features Two-Speed Fan Control 





A suspended gas-fired unit heat- 
er with an automatic two-speed 
fan control has been developed by 
Reznor Mfg. The unit also features 
controls that are located in one 
group inside the cabinet. They can 
be reached for installation and 
servicing by removing the access 
panel on the side of the cabinet. 


182 


The fan control is designed to min- 
imize temperature fluctuations. As 
temperatures in the heat ex- 
changer rise, the fan comes on at 
low speed. If the burners stay on 
long enough to bring the tempera- 
ture of the heat exchanger to the 
second predetermined level, the 
automatic fan speed selector steps 
the fan up to high speed. When 
the burner stops, the fan auto- 
matically slows down to low speed. 
Capacities of various models range 
from 25,000 to 100,000 Btu. The 
fan motor is mounted directly to 
the wire fan guard. The unit has 
a toggle-type fan switch (with a 
pull cord) that allows the fan to 
operate independently for air cir- 
culation only. Other features are 
stainless steel heat exchangers, 
vertical louvers and discharge noz- 
zles. 

Manufacturer: Reznor Mfg. Co., 
Mercer, Pa. 


Waste, Overfiow Bath Drain 
A trip-lever waste and overflow 
bath drain, developed by Gerber 
Plumbing Fixtures, can be adjust- 
ed on the job to fit steel and cast 
iron tubs that measure 14 to 16 in 
high. The drain 


features a tele 


scoping tee that permits tube 
height adjustment to 24% in. with- 
out cutting. The horizontal tube 
length can be varied in the sam 
Adjustment for tub angle is 
made possible by a rubber over- 


Way. 


flow washer that is beveled to per- 
mit it to match the tub angle. The 
washer also overlaps the overflow 
casting to prevent it from slipping 
out of position during installation 

Manufacturer: Gerber Plumbing 
Fixtures Corp., 232 N. Clark St., 
Chicago 1. 


Pipe Puller 

A pipe puller sized for %4 to 2-in. 
pipe has been announced by Reed 
Mfg. The device is used for replac- 
ing old and corroded curb-to-house 
water lines without ditching. An 
access pit is dug at the curb and 


the old line is broken. A coil of 
copper water tube is attached. The 
puller is then used to grip the base- 
ment end of the old line and a 
hydraulic jack, bearing on the 
foundation, pulls the pipe into the 
basement bringing the tubing along. 
The puller is constructed of ductile 
iron with hardened jaws and is de- 
signed to withstand stresses in ex- 
cess of 10,000 lbs. Maximum runs 
of 75 ft can be handled. 

Manufacturer: Reed Mfg. Co., 
P.O. Box 1321, Erie, Pa. 


(Please turn to top of page 188) 
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NEW 


SUBMERSIBLE 
MODEL 


ADDED TO... 











Complete Line of G-E Sump Pump Motors 


Now you can offer your customers sump pumps equipped with 
a completely submersible General Electric motor. Designed to 
give top performance under the most severe operating condi- 
tions, this new motor offers your customers many outstanding 
features. 

CORROSION-RESISTANT WATERTIGHT ENCLOSURE permits 
operation under water. Overbolt construction provides more 
positive sealing, and a more rugged motor frame. 
INDIVIDUAL PRESSURE TESTING of each motor at the factory 
assures constant high quality. 

EASY INSTALLATION is another important benefit. Featuring 
exceptionally strong construction, G-E submersible sump 
pump motors are nevertheless light in weight and easy to han- 
dle. A special handle on top of the motor provides portability. 
PERMANENT LUBRICATION means minimum maintenance. It 
should never be necessary to re-oil a G-E submersible sump 
pump motor. 

OTHER MODELS, shown at right, are available to complete 
General Electric’s line. Ask your néarest G-E Apparatus Sales 
Office or Distributor for complete data on any of these metors, 
or write to Section 702-55, General Electric Company, 
Schenectady 5, New York. 


1 


STANDARD SUMP PUMP MOTORS 
are equipped with permanently 
lubricated precision ball bear 
ings. A finely machined mechan 
ical coupling is pinned to the 
shaft for easy connection to the 
pamp. Each motof is supplied 
with a built-in operating switch 
and an 8-foot cord. 


EXTENDED-HUB MOTORS pro 
vide highly reliable, economi 
cal drives for sump pumps. A 
special cup-like end-shield ex 
tension simplifies mounting to 
either inside or outside diam 
eter of supporting standpipe 
Superior lubrication system 
assures longer motor life 


GENERAL GQ ELECTRIC 
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Progress 








by design 


i 


McDonald “Pop-up” Bath Drain—installed 
on any tub in less than 10 minutes 


This quality bath drain is so simple to install—saves you 
time and trouble on the job. It’s adjustable for 

16 or 14 inch tubs—cast iron or steel. 

Can be installed in either size in less than ten minutes. 
Plug is easily removed for cleaning. You can be sure 

the MCDonald Simplex Trip Lever “pop-up” Bath Drain 
will give your customers the efficient performance they 
expect. It’s carefully machined from fine metals to work 
efficiently for a lifetime. Specify MCDonald for easy 


installation and guaranteed customer satisfaction. 


A. Y. Ms DONAL D Mfg. Co. ating 


1%” size 


Dubuque, Iowa . Brass Goods «+ Pumps 


Oil Equipment « Drains 


4 
* 
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THERE'S A NEW TREND 





IN PLUMBING FIXTURES 





Sor 








THE CRAWFORD 


THE ELEMENTARY 





THE NURSERY 





FOR EVERY AGE, THERE’S A 
u/R SCHOOL BOWL 


Today, you can meet every school re- 
quirement with Universal-Rundle’s 
new correct height school bowls. 
They include the 15” high Crawford, 
the 13” high Elementary and the 10” 
high Nursery. Each features efficient 
siphon-jet action. Available for use 
with either flushometer or wall hung 


tank. Your choice of Arctic White or 
6 U/R decorator colors. 

The complete line of U/R plumb- 
ing fixtures for institutional, commer- 
cial and home use is shown in our 
new catalog. You are invited to write 
for it. Universal-Rundle Corporation, 
489 River Road, New Castle, Pa. 


THE WORLD’S FINEST PLUMBING FIXTURES BY 


Universal QP Rundle 


Plants in Camden, N. J.; Milwaukee, Wisc.; New Castle, Pa.; Redlands, Calif.; Hondo, Texas 
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Universal 
Rundle 


NAPC 


DIAMOND 
JUBILEE 
SHOW 
NEWS 


On display will be a complete 
selection of beautifully designed 
U/R school fixtures . . . lavator- 
ies with a choice of mounting 
methods including china legs to 
mount lavatory rim 24”, 27” or 
31” high. Yes, truly fixtures for 
today’s modern schools, fixtures 
that are not only functionally 
perfect, but are also available in 
U/R decorator colors, including 
Arctic White, to blend with every 


eye appealing color scheme. 


In addition, on display will be the 
new Uni-Dial® Lavatory (One- 
hand water flow and temperature 
control); the Dulavoir (One-piece 
cast iron twin-basin lavatory) 
and the Christina (For versatility 
—can be mounted 3 ways). 


You're invited to stop, look and 
relax in U/ R Booth Area No. 715. 


(Ui 


NATIONAL ASSOCIATION 
OF PLUMBING CONTRACTORS 





It’s easier to sell a Name They Know 


FRIGIDAIRE 











edie a 
a 
i a Pye 
— ie : 
° M Horizontal 
‘s Cooling Coils 
. 2, 3,5 ton 
Vertical Cooling Coils engaiiinen 
2, 3, and 5 ton capacities 


Year-Round 
Conditioners 2 and 3 
ton cooling capacities, 
gas or oil 


Coil-Blower Units 


2, 3, 5 ton capacities A complete line of gas 


and oil furnaces—de- 
signed to “go-together” 
with Frigidaire 

Air Conditioning Units 


The key to your profits is salespower. And Frigidaire has it 
—in products, training and promotion! That’s why it’s easier 
to sell Frigidaire—a name your prospects know and trust! 
pe a sD Prodi are easier to install because they’re complete units 
condensing units —prewired to sealed systems to cut installation 
ne centionaees time, give a better job, fewer callbacks. Manpower! 
has it, too. Their team is experienced and close 

oe to help you sell and service. Want to know more? Then.. 
WRITE—Commercial Sales ee FRIGIDAIRE Division, 

GMC, Dayton 1, Ohio. : 


PLUS THESE BIG SALES AND SERVICE ADVANTAGES | : 
+ Techie ee Programs—factory-backed applica- ¢ Local Merchandising—the works! Sales aids, displays, 
tion and service schools that are the envy of the indus- local advertising, sales promotion, co-op advertising— 
plus an individual dealer advertising service. 
@ National and Local Advertising—biggest campaign in 
Frigidaire history to make prospect preference for 
nce: even greater! 


GO FRIGIDAIRE 
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“Customers are funny 
people—they expect some- 
thing mechanical like a furnace to 
run forever without any trouble. It 
can’t be done, of course, but I’ve found 
the best way to keep ’em happy is to 
use parts that are dependable. That’s 
why I’ve used McQuay-Norris valves 

for years. You know that you can 


always depend on ’em!”’ 





Features... 
. 


Time Tested by leading manufacturers 


AGA and UL listed for use with natural, manufactured and 
liquid petroleum gases 


Soft-seat valve with positive seal 

Fail-safe—spring pressure always closes the valve 
Operates in any position 

Resists corrosion, stands up under extremes of temperature 


Stainless steel working parts, special analysis aluminum die 
casting in valve body, soft seat of special formula Buna N 


DAL 
4Z) , 


Manufacturing Company « St. Louis 10, Mo. 


47 YEARS IN THE MANUFACTURE OF PRECISION PRODUCTS 
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New Products 





(Continued from page 182) 

Submersible Sump Pump 

A submersible electric pump 
suited for sump and_ basement 
pumping has been announced by 
Speed King. The unit has a capacity 
of 3,300 gph at 5-ft head. It meas- 
ures 11 in. high by 11 in. wide and 
features a 142-hp, single-phase mo- 
tor that is hermetically sealed. 
Other features include corrosion- 
resistant construction, a float switch 


and a built-in thermal overload 
protector. 

Manufacturer: Speed King Mfg. 
Co., Div. of the Jaeger Machine Co., 


Columbus 16, O. 


Air Conditioning Control 

A compact control designed to 
automatically operate a maximum 
of four individual components on 





air conditioning systems has been 
introduced by Ranco. The unit fea- 
tures two electrically independent 
single-pole, double-throw switches. 
Both are operated by a single tem- 
perature power element and permit 
up to four switching combinations 
for cut-in and cut-out operation. 
The unit permits such heating and 
cooling components as compressors, 
circulating fans, resistance heaters 
and solenoid reversing values to be 
electrically arranged in combina- 
tions to meet the requirements of 
the system. 
Manufacturer: 
lumbus, O. 


Ranco, Inc., Co- 


Mueller Climatrol Introduces Summer Cooling Unit 





| 54 * Saale . 
ea ess ag Sa 


A blower-coil summer air condi- 
tioning unit that can be adapted 
to year-round operation by adding 
a heating coil has been announced 
by Mueller Climatrol. It is suited 
for suspended installation in resi- 


dential, commercial or industrial 
buildings. The unit is designed to 
operate with remote air or water- 
cooled condensing units. Capacities 
of 2, 3,5 and 7% tons are available, 
depending on the size of the con- 
densing unit. The centrifugal blower 
is engineered for use with exten- 
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sive ductwork systems. Both blower 
and motor feature permanently lu- 
bricated ball bearings. The cooling 
coil is constructed of copper tubing 
with aluminum fins for maximum 
heat dissipation and uniform air 
flow. A _ thermostatic expansion 
valve controls the refrigerant flow. 
The cabinet measures 28 in. wide, 
41 in. long and 22 in. deep. It is 
insulated with. spun. glass that is 
faced with synthetic rubber. 
Manufacturer: Mueller Climatrol, 
2005 W. Oklahoma, Milwaukee. 


Summer A-C Series 

A series of four compact air- 
cooled summer air conditioning 
systems for central installation in 
homes has been announced by 
Whirlpool-Seeger. The installation 
is simplified by especially devel- 
oped tools and prefabricated and 
preinsulated metal ducts and grilles 
which are supplied for adapting the 
unit to individual installation re- 
quirements at the job site. The 
systems are available in two 2 hp 
models, a 3 hp model and a 5 hp 
model. The cooling and condensing 


units are housed in separate units, 
permitting close coupled or remote 
installations. 

Manufacturer: Whirlpool-Seeger 
Corp., N. State St., St. Joseph, 
Mich. 


Packaged Liquid Chillers 

Two series of packaged liquid 
chillers for use in air conditioning 
systems or a variety of industrial 
liquid cooling applications have 
been announced by Acme Indus- 
tries. One series is air-cooled, the 
other water-cooled. Models in 
both series are available in capaci- 
ties from 1%4 to 5 hp. All models 
are compact and feature hermetic 
refrigeration systems. They are 
precharged with refrigerant and 
contain nonferrous circuits. Multi- 
ple-unit installations are possible 


when more than a 5-ton capacity is 
required. 

Manufacturer: Acme Industries, 
Inc., Jackson, Mich. 

(Please turn to top of page 190) 
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— CLEAN UP ON PROFITS 


with these 2 fast selling clean-up units 


> 


_. The Big 30° /ET-TOWER Dishwasher sells 


faster because: 

e 25% Bigger! Washes up to 200 pieces! 

e No Pre-Rinsing! Saves water, too. 

e Fast Loading! Viny! coated racks. 

e Jet®-Tower exclusive power action. Gets dishes sanitary 
clean, germ free. 

e Choice of Models and Colors: Undercounter or work-level 


models. 4 colors. 


The Youngstown Kitchens Food Waste Disposer 
. sells faster because: 

e It’s quieter! Less vibration than ordinary disposers. 

@ Quick to Install! Works with city sewage systems and in most 

septic tank situations. 

e Continuous Feed! 4-Way Grinding action. Self-Cleaning Ac- 

tion with No-Splash resilient top baffle. 

Five Year Parts Guarantee! Plus one year service warranty. 

@ Sealed-in Motor! Trouble-free, permanently lubricated. 

Ask your distributor for full details about Dealer Franchise 

or write Youngstown Kitchens, Warren, Ohio. 


We'll see you at the National Plumbing and Heating Exposi- 
Division of Amentcan-Standard tion, Dallas, Texas, starting June 10th at Booth 730. 
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New Products 





(Continued from page 188) 
Cast Iron Boiler Series 
Peerless Heater has announced 
a series of gas-fired cast iron boil- 
ers for heating large residential 
and commercial buildings. The 


boiler sections are pre-assembled 
in blocks of three, four and five 
sections to facilitate installation. 
The firm now offers 55 sizes of gas- 
fired boilers in capacities from 
70,000 to 5,400,000 Btu/hr input. 
The units are constructed to permit 
the hot gases to contact all the 
metal surfaces for maximum heat 
absorption. Other features include 
removable end doors and horizon- 
tal to vertical draft hoods. The 
burners are cast iron and can be 
removed for inspection. A safety 
pilot prevents the main gas valve 


from opening in case the pilot 
flame is extinguished. 

Manufacturer: Peerless Heater 
Co., Boyertown, Pa. 


Pipe Threading Machine 

A pipe and bolt threading ma- 
chine with a universal die head has 
been announced by Ridge Tool. 
Each head is constructed with two 
sets of dies: one to thread % to 
34-in. pipe and the other to thread 
1, 1%, 1% and 2-in. pipe. The ma- 
chine also features a concealed oil 
system and a lathe-type adjusting 
handle to move the carriage. A roll- 
type cutoff and a five-flute cone 
reamer with -in. to 2-in. capacity 
are also supplied as standard equip- 


ment. Additional accessories in- 
clude Allen wrenches, 3 gal. of 
Ridgoil and an extra cutter wheel. 

Manufacturer: The Ridge Tool 
Co., Elyria, Ohio. 


Truck-Mounted Crane Can Hoist Up to 5000 Lbs 


A truck-mounted crane that can 
be installed in 18 in. of space be- 
hind the cab has been announced 
by Anthony. The power for the 
crane is completely hydraulic in all 
phases of its operation. The unit is 
built into the truck and projects or 
retracts in a horizontal position or 
at any point up to an 85-deg. ele- 
vation. Both horizontal and elevat- 
ing booms are available in swing 
capacities of 280 deg. Load capacity 
in all cases is 5,000 lbs. Control 
levers are located on both sides of 
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the truck to permit operation from 
the ground level. A single lever 
provides forward, reverse, locking 
and speed control. The valve bank, 
which locks automatically when the 
levers are released, features a re- 
lief valve to prevent damage to the 
equipment due to overloading. The 
boom topping capacity is equal to 
the winch load line capacity. Hy- 
draulic outriggers provide addition- 
al stability. 

Manufacturer: Anthony Co., 
Truck Crane Div., Streator, Ill. 


Shell Head Oil Burners 

Two shell head oil burners with 
redesigned combustion heads have 
been announced by Eckhart Mfg. 
The head design is engineered to 
permit use of smaller size nozzles 


than previously. Capacities range 
from 3 to 7 gph. All air adjustment 
controls are located externally to 
permit changes to be made while 
the burners are operating. Other 
features include one-piece housing, 
a delayed oil valve and a high- 
capacity blower wheel. 
Manufacturer: Eckhart Mfg. Co., 
Inc., 931 Lehigh Ave., Union, N. J. 


Gas Water Heaters 

~Two series of glass-lined gas- 
fired water heaters and a new tar- 
get burner designed to increasg@Btu 
inputs on certain models have been 


intreduced by A. O. Smith. One 
series features enclosed controls 
and is available in 20 to 65-gal. ca- 
pacities. Models range in height 
from 46% to 65 in. and are fully in- 
sulated. The target burner is em- 
ployed in this series to provide 
input capacities of 25,000; 36,000; 
50,000; and 60,000 Btu/hr for the 
20, 30, 50 and 65-gal. models, re- 
spectively. The other series has 30 
and 40-gal: models with 30,000 and 
36,000 Btu/hr input capacities. They 
feature a slot-type burner and “S” 
baffled center flue design. 
Manufacturer: A. O. Smith Corp., 
Permaglas Div., Kankakee, III. 
(Please turn to top of page 196) 
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Special Pump Offer 


(For a limited time only) 


Buy 3 famous Clayton Mark jet pumps 
and get this pair of husky coveralls 


Clayton Mark celebrates May Pump Month with this unusual offer! Buy any 
three famous Clayton Mark Jet Pumps from your pump distributor—the pumps 
with the extra profit and extra performance at no extra cost—and get this pair 
of husky, heavy-duty coveralls absolutely free! 

Put yourself in this picture! These coveralls are the kind we know you want. 
They're generously tailored, made from heavy-weight fisher-stripe twill fabric, 
with handy two-way zipper front. And—to make them extra-special—your 
business name will be sewn on the back, and your own first name embroidered 
above the front pocket! You've probably paid $7.95 or more for coveralls of 
this quality. 

Don't pass up the chance to get this free bonus! Both you and your custom- 
ers PROFIT from CLAYTON MARK Jet Pumps. You PROFIT by selling 
top-quality pumps with built-in added performance—at competitive prices. 
Your customers profit by buying pumps made by a company that’s had its 
feet in the water business for 68 years—with an outstanding record of Firsts— 
that knows how to manufacture pumps as trouble-free and long-lasting as 
they can possibly be made. 

; Buy your Clayton Mark Pumps today and get your FREE COVERALLS— 
Make May, the National Pump Month, your bigge st-profit pump month. 
SELL CLAYTON MARK PUMPS! 


MORE DETAILS ON THE REVERSE SIDE 


MAIL THIS CARD TODAY! 
Postage will be paid by Clayton Mark 


Clayton Mark & Company 
1900 Dempster Street, Evanston, tiltinois 


Gentlemen: 


You bet | want to get my FREE pair of coveralls! 
Please send me all the details immediately. 


Firm_ 

My name 

Street or Box No. 
Town____ 

My pump distributor is 


Town____ 


Ca TG NAA des 





with your purchase of three 
Clayton Mark jet pumps! 


New Low-Price 3-WAY JET! 


Here at last is top engineering and Clayton Mark quality in the 
lowest-price jet pump field. The Clayton Mark 3-Way Jet is 
becoming the favorite wherever it's been used, because it does 
so many jobs so well! Converts in minutes from shallow service 
(to 25 ft.) te medium (40 ft.) or deep well service (to 80 ft.), and 
gives high-efficiency performance at any pumping level. 


These rugged 


Famous, Rugged DUAL-JET! 


Your customers will never have to worry about falling water 
levels when the Clayton Mark Dual-Jet water system is on the 
job. If you install it now as a shallow-well system, you can 
easily convert it later to a deep-well system, down to 120 ff. 
At any pumping level, the Clayton Mark Dual-Jet outperforms 


any other comparable pump you've ever used! 


MAIL ‘THE CARD TODAY! Or ask your Clayton Mark Pump Distributor for all the facts \, 


Postage 
Will be Paid 
by 
Addressee 


No 
Postage Stamp 
Necessary 
If Mailed in the 
United States 





BUSINESS REPLY CARD 


First Class Permit No. 1335, Evanston, Illinois 





“We've had our feet in the water business 


SINC 1888” 








CLAYTON MARK & COMPANY 
1900 Dempster Street 


Evanston, lilinois 


aS Ramer 


MARK 


A GREAT name in water 





varianleed (pre, FOR ALL AIR TROUBLES! 
BaG 


AIRTROL SYSTEM 


Get rid of air troubles for good—with a B&G Airtrol System on 
every hot water job! Tested and proved in thousands of installa- 
tions, this patented B&G product offers you a guaranteed answer 
to a problem never before satisfactorily solved! 


“B&G” Airtrol Systems are guaranteed to prevent the accumu- 
lation of air in heating units and prevent noises caused by en- 
trained air in the piping. In case of the failure of any B&G Airtrol 
System (within the U.S.A.) to operate correctly, when installed in 
accordance with our published instructions, we will provide, free 
of charge, the services of a factory-trained engineer who will 
supervise the changes required to produce satisfactory results. 


For complete information send for Bulletin No. HM-456. 





NEW BaG AIRTROL SIDE OUTLET 
BOILER FITTING 


This latest addition to Airtrol 
System equipment is made in 
four sizes to fit a wide range of 
side outlet boilers. 














8&G 


AIRTR 
/ TANK FITTING 


ge bed ,- ro Tame ———— 
| go SA PLo-COMTAR. ainTROL = == a if BaG 

( ~~ ——— | _ TANK FITTING i PRESSURE 
COLD WATER SUPPLY / 


“7 - 1 REDUCING VALVE 
wit BUT 1m CHEE 
44 3 | COLD WATER supPpLY>™ 4 | vave 
PRESSURE _- B&G aIRTROL ‘ 
REDUCING VALVE < 7 COMER FITTING BAG ASME” I | 
NTH BUILT-IN CHECK | 
wm eave «BBG ASME—=pa th RELIEF VALVE 
rR F VALVE c AFTER MAKING UP 7 ~ 
EUE BAG AIRTROL BOILER | UTwERMOMETER 
FITTING, PUSH ADJUST ‘ TAPPING % 
\| ABLE TUBE DOWN AS J c } 
FAR AS POSS'BLE 


7 


RETURN FROM | RAG aAIRTROL 
RETURN FROM RADIATION BOILER FITTING 


COMPRESSION TANK 


| FOR SIDE OUTLET 
- | BOILER 
| TUBE 1S NOT 
| 


ADJUSTABLE 
i 


B&G Airtrol System installed on top outlet boiler. Installation of B&G Airtrol System on side outlet boiler. 


’ 









































tterntionel hendyortee fr tte B ELL & GOSSETT 
°o M o 


hot water heating systems of any size A N Y 
—cottage to skyscraper. Dept. EU-1, Morton Grove, Illinois 


Canadian Licensee: §. A. Armstrong Lid., 
1400 O'Connor Drive, Toronto 16, Ontario, Canada 
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ONLY CAST IRON BASEBOARDS CAN GIVE THE 
OWNER OF THIS ROOM SO MANY BENEFITS 


Count up all the exclusive advantages of Weil-MeLain Caat Lron Baseboarda,,, you'll 
agree there's no other anawer 


Only cast-iron baseboarda can produce the comforta of genuine radiant heating 
draftloans every corner warmed, Only caat iron baseboards can maintain a sustained 
heat flow... because of large water content and the heat-atoring characteriation of cast 
iron, Roome heated with Weil-MeLain Basebourds are virtually uniform in tempera 
ture from floor to ceiling 


Weil-MeLain Cast Lron Basebourds offer modern beauty aa well, Lnconapicuous 
clean-lined in design,..criap,,.conforming to today’s atyling, with matched metal 
extensions which permit complete coverage of the wall 


With cast iron baseboards, modernizing can be matched to the owner's pocketbook; 
one room at a time if desired, without disturbing eystem balance 


Write today for Bulletin C-223, 


Weil-Mclain Baseboard Panels 
are available in two heights to 
meet any heating requirement. 


WEAR AND DENT-PROOF 
Weil-McLain cast iron 
baseboards take any 
amount of hard knocks 
without disfiguring dents 
They're quieter in opera 
tion, too; no annoying 
creaks and groans from 
expansion and contrac- 
tion, 


EASIER TO CLEAN 
Cleaning Weil-MeLatin 
baseboarda takea no 
more effort than running 
A Vacuum cleaner aver 
them. No front plate to 
remove and replace me 
foreat of fina to wipe off 
one by on 


{ \\ 

CLEANER IN OPERATION 
Air movement from a 
cast iron baseboard panel 
is wentle and draftless. It 
doesn't pick up dirt and 
deposit it on walls and 
draperies. Living is a lot 
easier and cleaner. 


WEIL: McLAIN 


WEIL-McLAIN || SNUG RADIANT BASEBOARD PANELS 


WEIL-McLAIN COMPANY . Dept. A-57, Michigan City, Indiana 
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PLUMBING, HEATING CONTRACTORS! 
When you're looking for new construction 
business, you'll see many more active 
prospects if you have the kind of vision 
you get with Dodge Reports. In short . . . 


We help you focus on live prospects 


Looking around at random, chasing rumors or waiting for someone to call are 
costly, wasteful ways of finding business, And so unnecessary — when Dodge Reports can 
show you precisely what construction jobs are coming up and when, Learn the 


facts about this profit-building service, Mail this coupon today 


TO; DODGE REPORTS, DEPT. 83, 119 WEST 40th STREET, NEW YORK 18, N. Y 


Yes! I'd like to pin-point my prospects by knowing in advance who's going to build, 


what, when, where 
I want to know whom to contact and when to submit bids 


I'd like to see some Dodge Reports, and I'd like a copy of your booklet that tells 


how to use this accurate, daily, up-to-the-minute construction news service 


I understand that I can pick just the area and type of construction activity that 
interests me. Also, that I won’t have to wade through mounds of data to find the 


information I need. 
I'm interested in General Building [| House Construction [} Engineering (Heavy Construction) 


in the Following Area: 


Vil rz, 
~ f 
A 
ADDRESS 


Dodge Reports 


For Timed Selling to the Construction Industry 
“ayy Ty 
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New Products 





(Continued from page 190) 

Self-Contained A-C 

A 5-ton, self-contained air con- 
ditioner has been added to the line 
of 3-ton “Stowaway” models in- 
troduced last year by Lennox In- 
dustries. The unit consists of two 
parts—an evaporator 
denser section—to facilitate han- 
dling. They are easily connected 
on the job by means of simple 
couplings to form a single unit. In 
addition to its compact size, the unit 
has been designed for quiet opera- 
tion. This is achieved by a sound- 
proof discharge hood (optional) 
and acoustical insulation in the 
evaporator section. The discharge 


and a con- 


Portable Electric Auger 

A lightweight, portable electric 
auger weighing only 7% lbs has 
been introduced by the Allan J. 


Coleman Co. The unit carries 25 ft 
of ¥%4-in, cable. The open-hook end 
is designed {to remove various for- 
elgn objects tat cause stoppage. 
Manufacturer: Allan J. Coleman 
Co., 120 -W. Illinois St., Chicago 10 


Year-Round A-C Unit 

A central station, cabinet-type air 
conditioning unit for year-round 
use in large, multi-zone buildings 
has been developed by Worthington. 
The unit is offered in five 
ranging from 4,060 to 19,200 cfm. 
A maximum of 56 coil combinations 


sizes 


is possible to permit air condition- 
ing of up to 16 separate zones. The 
units are engineered to permit any 
combination of the following re- 
quirements: cooling only, heating 
only, cooling and ventilating, and 
heating and ventilating. All models 
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hood also permits the unit to be 
installed with the condenser face 
flush with an exterior wall. Only 
one opening in the wall is required. 
The condenser coil has nearly two 
sq ft of net per ton of 
cooling, resulting in high efficiency 
at low consumption. The 
unit, which can be installed in a 
crawl space, basement wall, attic or 
wherever else convenient, may be 
used with an independent duct sys- 
tem or combined with a forced-air 
heating system for year-round air 
conditioning. 

Manufacturer: Lennox Industries, 
Inc., 200 S. 12th Ave., Marshall- 
town, Ia. 


face area 


power 


consist of a fan section, a coil sec- 
tion with heating and cooling coils 
and/or humidifier, a 
damper section and a 
and/or a mixing box. 

Manufacturer: Worthington Corp., 
Harrison, N.J. 


and 
box 


diffuser 
filter 


Hot Water Heating Control 

A line of 
automatic 
signed to 


electrically operated 
heat control valves de- 


provide multiple zone 


control of hot water heating sys- 
tems has been introduced by Econo 
Products. The valves control the 
flow of water from a single circula- 
tor to permit complete zoning of the 
new or existing heating system. All 
models feature a switching mecha- 
nism that operates by a _ grad- 
ual opening and closing cycle. The 
valves may be installed in any po- 
sition or at any angle on the piping. 
They are installed on the supply 
lines for each zone of the system 
and then connected to individual 
thermostats. The thermostats are 
then used to control the heat in a 
given zone, The valves are avail- 


able in %4, 1 and 1%-in. sizes for 
copper tubing or steel pipe. 

Manufacturer: Econo Products 
Co., East Haddam, Conn. 


Summer A-C Unit 

An air-cooled summer air con- 
ditioning unit for remote installa- 
tions in residential and small com- 
mercial buildings has been devel- 
oped by Century Engineering. The 
unit is available in 2 and 342-hp 
(22,000 and 36,000 Btu) sizes. It 
features twin operating compres- 
sors, a condenser and a squirrel 
cage blower and evaporator. The 


unit is self-contained and is con- 
installation. 


an 


ease of 


2 


structed for 


During installation the control 
panel is remounted on the outside 
of the unit without the necessity of 
rewiring. The unit may be installed 
with existing ductwork. 

Manufacturer: Century Engineer- 
ing Corp., Cedar Rapids, Ia. 


Electric Humidifier 

An electric humidifier for new 
or existing warm air heating sys- 
tems has been developed by the 
Keeney Mfg. Co. Named the 
“Climatizer,” the unit features a 
built-in heating element. The unit 
can be set either for 
operation or to operate only when 
the blower comes on. It produces 
a vapor that is instantly introduced 
into the air stream. The homeowner 
selects the degree of humidity de- 


continuous 


sired by setting a dial on the face 
plate. It can be installed, Keeney 
says, by a competent contractor in 
14 minutes. 

Manufacturer: The Keeney Mfg. 
Co., Newington, Conn. 

(Please turn to top of page 200) 
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EASTMAN 


SPEED-FLEX 


* LEAD WASHER CLOSET 
SUPPLIES 

* %” OD AND %” OD LAVATORY 
SUPPLIES 


= 
ex co?” 
° 


Note our new distinctive TS RNS Oe 2" 
and easily identified 

SPEED-FLEX carton. You'll 

always find quality 

inside. 











EASTMAN PRODUCTS CORP. 


Plano, Texas 36,000 square feet of floor 
antl lel space devoted exclusively 


ti } } f to the manufacture of 
, Brass Fittings, 
and Assemblies. 

TTTy 


we ULI TUTE Tree 
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MAIL 
COUPON 
FOR NEW 
CATALOG 


EASTMAN PRODUCTS CORP. 


Plano, Texas 
Please send Catalog to 
FIRM: 
ADDRESS 


CITY 





PLAN FOR 1999 


with MODINE 


convector radiation 


30 types, 8,000 sizes 
..»- to help you plan for 
the years ahead 














A’ building worth heating with convectors warrants the finest equipment 
—equipment that will continue to satisfy comfort and beauty requirements 
for the life of the building. That's why experienced architects, heating en- 
gineers and contractors are making Modine their No. 1 source. They know 
that ruggedly built Modine convectors last for decades, require no attention, 
cost less in the long run. 

You'll find the Modine line unusually broad. There are types for every 
floor, wall, recessed and concealed installation, with standard or heavy-gauge, 
heavy-duty enclosures. 

For complete details contact the Modine representative listed in your 
classified phone book. Or write to Modine Mfg. Co., 1502 DeKoven Ave., 


Racine, Wisconsin. Ask for Catalog 257. 8.1382 


em Ly 


AlRditioners Convectors Cabinet units Gas unit Steam & hot water Duct MANUFACTURING COMPANY 


heaters unit heaters furnaces 
In Canada: Sarco, Ltd., Toronto 
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1m MOdern wake Forest College Buildings 
-+.- you'll find water lines of CHASE’*® COPPER TUBE! 


When famous Wake Forest College moved to assured of years and years of trouble-free 
Winston-Salem, N. C., the whole institution service. For Chase copper tube is corrosion: 
got a “new look”...inside as well as outside. resistant; can never clog with rust. Its inner 
Buildings of modified Georgian architecture walls are much smoother than ordinary pipe. 
now house the finest up-to-the-minute equip- That means fresh, pure water flows freely 
ment, including tons’ of Chase copper tube —and at full pressure—through these leak- 
in the college’s hot and cold water system. tight lines. All good reasons why so many 


Atlas Supply Co. provided the Chase tube. quality-minded builders and architects al- 
And with this installation, Wake Forest is ways specify Chase copper tube! 


Architect 

Larson and Larson, Winston-Salem, N.C 
um i 2 ic 2 

Mr. Louis M. Bouvier, Winston-Salem, N.C 


Mechanical Contractors 

J. T. Bates & Company, Winston-Salem, N. C 

W. H. Sullivan Company, Greensboro, N. C 

Rowe-Goodwin-jones, Durham, N.C 

Sam E. Beck, Inc., Winston-Salem, N. C 

R Plumbing & Heating Co 
inston-Saiem, N.C 





AT Chases 


CHASE COPPER TUBE is ideal for water BRASS & COPPER CO 


lines because it resists corrosion and can 
WATERBURY 20, CONNECTICUT 


never clog with rust. 
SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
The Nation’s Headquarters for Brass, Copper and Stainless Steel 


Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston indianapolis Kansas City, Mo. Los Angeles 
Milwauk M l Newark New Orleans New York (Maspeth,L.1.) Philadelphia Pittsburgh Providence Rochester St.Louis San Francisco Seattle Waterbury 





s 
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New Products 





(Continued from page 196) 
Gas-Fired Boiler Line 
A line of nine gas-fired boilers 
for residential applications has 
been developed by Bryant Mfg. 
The five smaller models (ranging 
in capacities from 67,500 to 157,000 


Btu/hr) are factory assembled, ex- 
cept for the draft hood, transform- 
er and pressure relief valve. These 
units measure 37% in. high and 
164% in. wide. Length varies with 
capacity from 21 to 31 in. The four 
larger models (from 180,000 to 
315,000 Btu/hr input) are not fac- 
tory assembled. All models feature 
a diaphragm valve that uses gas 
pressure to control gas flow and an 
automatic pilot that prevents the 
flow of gas to burners except when 
pressure is adequate. Other fea- 
tures include a glass fibre lined 
steel jacket and cast iron heating 
sections. 

Manufacturer: Bryant Mfg. Co., 
Div. of Carrier Corp., 2020 Mont- 
calm, Indianapolis. 


Year-Round A-C Line 

A line of four year-round air 
conditioning systems for residential 
and commercial applications has 


ee ell 


been announced by Acme Indus- 
tries. The units are available in 200, 
300, 400 and 600 cfm sizes, with 
cooling capacities ranging from % 
to 2 tons. All models can be oper- 


200 


ated with either water or Freon. 
They are designed for either remote 
or direct installation and permit in- 
dividual room temperature control 
for heating or cooling. Floor, re- 
cessed or ceiling mounting styles 
are available. 

Manufacturer: Acme Industries, 
Inc., Jackson, Mich. 


Cabinet Lavatories 

Two cabinet lavatories with 
porcelain steel tops and steel cabi- 
nets with baked enamel finish have 
been announced by Shirley Corp. 
Both models feature swept-back 
styling and a recessed front to pro- 
vide additional knee space. Parts 
that are subject to corrosion are 
fabricated of zinc-coated steel. The 
larger model is a vanity-lavatory 
with a dressing table either to the 


left or right of the bowl. It has one 
drawer, two storage compartments 
and a shelf. The top measures 34 
by 20 in. The smaller model meas- 
ures 20 in. sq. and has no dressing 
table. Both models are available in 
a choice of coral, blue, green, gray 
or white. 

Manufacturer: Shirley Corp., In- 
dianapolis. 


Forced Air Furnace Line 

A line of compact forced air fur- 
naces specifically designed to be 
part of a year-round air condition- 
ing system has been announced by 
Holly-General. The-units can be in- 
stalled as a year-round air condi- 
tioner or for heating only, with 
cooling added later. Models are 
available in 55,000 to 180,000 Btu 
capacities in both upflow and coun- 
terflow styles. Sizes from 70,000 to 
140,000 Btu can handle two or three 
tons of refrigeration. Five-ton cool- 
ing capacity is possible on the 
larger models. When used as a 
year-round unit, a remote hermetic 


refrigeration coil section is added 
to handle the extra volume of air 
through a system of bypasses. 
Changeover from heating to cooling 
is effected by changing the motor 
and blower wheel. The blower 

be =e 
if " 


ne 


scroll is constructed as an integral 
part of the furnace. 

Manufacturer: Holly-General Co., 
Div. of Siegler Corp., 875 S. Arroyo 
Pkwy., Pasadena, Calif. 


Self-Contained A-C 

The Trane Co. has added 10 and 
15-ton capacity units to its line of 
self-contained air conditioners for 
commercial and industrial appli- 
cations. They supplement the 3, 5 
and 742-ton models which formerly 
made up the self-contained line. 
The units are factory-assembled 
and require only minor piping and 
electrical connections for operation. 
Among the features of the new 
units are dual compressors and twin 
refrigerant cycles for more com- 
plete capacity modulation. Quiet 
operation is achieved by mounting 


of the hermetic compressor-motor 
units on vibration isolators. Heat- 
ing coils and discharge chambers 
are optional equipment. The heating 
coil installation is horizontal, per- 
mitting vertical air flow. 

Manufacturer: The Trane 
La Crosse, Wis. 

(Please turn to top of page 206) 
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HERE’S NEW LEVERAGE FOR “THE BIG PUSH” 


Still Another Borg-Warner Ingersoll- 


Plumbing Industry FIRST! 
Y Wifale iG 4.) // 


Provides Important Savings in Above-the-Floor 
Drainage for Remodeling and Slab Construction 


Here, exclusively from Ingersoll-Humphryes, is the tub you have 
been asking for — the tub that provides new economies in installation 
by letting you trap and drain waste above the floor! 

Developed in conjunction with the Research and Development Com- 
mittee of the National Association of Home Builders, and featured 
in the 1957 N.A.H.B. Research Home, this new bathtub is ideal for 
both modernization and slab construction. 

Available now in six beautiful pastel colors including new HOUSE 
& GARDEN Magazine selections and gleaming white. 

Sold by leading Plumbing Wholesalers and Contractors from coast 
to coast. 


COMPANION to the 


11 Ingerso 
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Q4T new homed need. only 





Q4T single lengths... 


of TRANSITE 


Plumbing Vent Pipe! 


o— 


~-™ 
_ 


. — ” ss Md 
pS ge & . 7}. -_ . 
- . ~ . i 


Single lengths entirely eliminate 
expense of joining short lengths 


For the homes shown above, as well as 8 
other tracts (947 homes in all) in this same 
Azusa, California community — 
McDonald Bros., engineering and con- 
struction firm, used Johns-Manville 
Transite Plumbing Vent Pipe. 

And its single-length advantage is 


one of the prime reasons Transite was 
chosen. Available in 5, 6, 7, 8, 9, and 10-ft. 
lengths—Transite permits single lengths 
(with no waste) in most installations. 
And this always means lower material 
costs and all the time-and money-saving 
advantages of fewer steps in construction. 


OTHER TRANSITE ADVANTAGES 


Transite Plumbing Vent Pipe is installed 
quickly with regular plumber’s equip- 
ment. It is simple to connect, using a 
standard calked lead joint, following 
established trade practices. 

It is an asbestos-cement product that 
is highly resistant to rust and other forms 
of corrosion. This, plus its strength and 


Transite Plumbing Vent Pipe 
permits single lengths in t 
most installations! _ 


i 
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durability, assures dependable, long-last- 
ing service. Its permanently neat, white 
appearance will not cause stains or 
otherwise mar the beauty of the house. 

For further information on Transite 
Plumbing Vent Pipe, write for Folder 
TR-107A. Address Johns-Manville, Box 
14, New York 16, N.Y. 


| 


| 


3) Johns-Manville TRANSITE PLUMBING VENT PIPE 
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Typical of the widespread use 
of Mult-A-Frame in tunnel 
istallations is this 300 foot 
support at-University of 
Mississippi Hospital, Jackson 
Miss., which uses Mult-A 
Frame concrete. inserts, pipe 
clamps and pipe roller sup 
ports, exclusive Mult-A 
Frame channel, spring-! 


and embossed fittings 





: a ty 


—4 
a 
— 


See the secret of Mult-A-Frame 
strength: Exclusive serrated edges 
that clamp together to prevent jack- 
knifing. Note too the unique Mult- 
A-Frame spring-T-bolt which holds 
fittings in place with finger pressure. 


ea ‘ 


One of many Mult- 
A-Frame concrete in- 
serts used in the tun- 
nel installations. 


Mult-A-Frame 2-roller support as 
used in tunnel applications. Also 
available without axle and with 3- 
roller support. 


é 
a x 
Rote NULT-/L\\-FRAME 


SWEET'S aimswoetn iT) - "i pereow usa 
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Why tunnel work costs 
less when you 


ult-A-Frame It ! 


YOU SAVE MAN-HOURS: When you Mult-A-Frame there's no weld- 
ing, no drilling. Mult-A-Frame’s complete line of fittings offers you the 
exact material needed to make installations quickly, with a minimum of 
man-hours. Curved channel is available from 15” radius up. 

YOU SAVE MONEY: When you Mult-A-Frame the only tools required 
are a saw and wrench. So there’s no costly skilled labor time involved. 
And with Mult-A-Frame, never any scrap. 

FOR COMPLETE INFORMATION: If you would like to know more 
about how Mult-A-Frame can save you time and money in tunnel work, 
write today for your free copy of the new 1957 Mult-A-Frame catalog 
“Hold Everything” which shows the almost limitless variety of Mult-A- 
Frame applications in the plumbing and heating field. 


MULT-A-FRAME DIVISION + Ainsworth Manufacturing Corp. 
147t East Atwater St., Detroit 7, Mich. 
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Right from the Carton 


Take a good look at the 
plumber in the above picture. He's laying lines of copper 
tube for a radiant heat installation—and he's using the 
tube right from the Wolverine Roll-O-Tube carton. 


Using the carton this way saves you time. Instead of ripping 
it apart, all you have to do is unzip the gummed tape around 
the outer edge—and there's your tube—ready to use. 


Now—fasten or hold the tube at one end and roll the carton 
back. Out comes the tube straight and free from bothersome 
kinks. Where you have to make a number of bends (as in 
the radiant heat job pictured above) just turn or steer the 


CALUMET @ HECLA. INC. 


carton in the desired radius. You'll get bends that look 
almost as though they were machine made. 


Using the tube from the carton has still another advantage. 
If you only require a short length, just cut off what you need. 
Leave the rest in the carton where it will be safe from 
damage and dirt until needed again. In addition to these 
features, you'll also like the way the round carton can be 
rolled—like a hoop—or easily carried by its convenient 
center hole. 


Next time you visit your wholesaler remember these Wolver- 
ine Roll-O-Tube features. Ask for it by name. 





CANADA VULCANIZER AND 
EQUIPMENT COMPANY LIMITED 


PLANTS IN DETROIT, MICHIGAN, AND DECATUR, 


Division of Calumet 4&4 Hecla, inc 


1403 CENTRAL AVENUE, DETROIT 9, MICH. 


CALUMET BIVI8ION WOLVERINE TUBE 
WOLVERINE TUBE DIVISION — 

FOREST INDUSTRIES DIVISION 

GOODMAN LUMBER COMPANY e 
CALUMET & HECLA 

OF CANADA LIMITED 


ALABAMA. SALES OFFICES IN PRINCIPAL CITIES 


EXPORT DEPARTMENT. 13 EAST 40TH STREET. NEW YORK 16. NEW YORK 
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TIME FOR A CHANGE! 


U.S.-CARLIN -crce MQDERN tine 


... puts you first in line for oil burner sales 


in the big, profitable REMODELING MARKET 


You're in tune with the times with U.S.-CARLIN! Here’s a natural for selling replacement oil burners 
to the thousands of home owners and business proprietors “getting by” with worn out, fuel-wasting heat- 
ing equipment. Here’s why... 


combustion; wide-arc electrodes for greater 
volume of spark; rigid heavy-gauge bus 
bars to last a lifetime and many others 


@ Far more heat — far less soot — with the 
fuel saving, clean fring HIGH TEMPER.- 
ATURE COMBUSTION HEAD (Shell 
Head) standard on all ‘‘S’’ models . 
proved most efficient for burning today’s 
higher B.T.U. fuel oils 


© A wide range of models, pedestal and 
flange mounted, for every No. 2 fuel oil in 
stallation. Capacities from 0.50 to 20.00 
@ Faster installation and servicing made G.P.H 
possible by vernier flame adjustment and 


quick access to motor, fan, and combustion @ Quality construction throughout by a 


head-electrode assembly. 


@ Advanced design features such as de- 
layed opening oil valve to insure clean 


firm recognized the world over for sound 
oil burner engineering your customers’ 
assurance of the best in oil heating at low 
est cost 


*FOREIGN DISTRIBUTORS: Burners designed specifically for 110 or 220V-—50 cycle current avail- 
able in models ranging from 0.50 to 15.00 G.P.H. Distributorships open in a few countries 


TWEY OUTSELL 


BECAUSE 
THEY EXCEL 


Get the complete U.S.-Carlin story and get your share of profits in remodeling 
— and new building, too. Contact your wholesaler or write us today. 


THE CARLIN COMPANY +: Wethersfield 


, 


ae | 


“<4 ‘ 
ve 
MODEL > 
400$ qd | = 
ee 


MODEL 


150SF-2 2000S-5 
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New Products 





(Continued from page 200) 

Dual-Duct Air-Mixing Units 
A series of dual-duct air-mixing 
units entirely constructed of alumi- 
num, except for a few special parts, 


has been announced by Buensod- 
Stacey. The air-mixing units are 
designed to control the mixture of 
cold and warm air in a room in 
response to a thermostatic setting. 
The unit has an automatic volume 
control to assure a constant volume 
It weighs 21 lbs and is for 
industrial and 
applications 

Manufacturer: 
Inc., 45 W. 18th 
City ii. 


of alr. 
use in institutional 
Buensod-Stacey, 


St.. New York 


Soil Pipe Fittings 

A line of screwed hub insertable 
fittings for use with standard or 
extra-heavy soil pipe has been an- 
nounced by Jumbo Heater. To 
place one of these fittings in an 
existing stack or line it is neces- 
sary only to cut out a portion of 


the line equal to the length of the 
body of the fitting. The removable 
hub is slipped over the existing 
pipe, the body of the fitting is set 
in place and the hub is then screwed 
onto the body. 

Manufacturer: The Jumbo Heater 
and Mfg. Co., 1555 E. 55th St., 
Cleveland 3. 


Vertical Circulating Pumps 
Weil Pump has announced a line 
of vertical circulating pumps for 
circulating hot or cold water, con- 
denser water, or for booster pump 
services. The pumps have a one- 
shaft mechanical seal and are avail- 
able in 2, 3, 4 and 5-in. discharge 
outlet sizes. Supply and discharge 
piping is located on one side of the 


unit. All operating parts may be 
removed without disturbing piping 
connections. The motor is mounted 
on supports and coupled flexibly to 
the pump. Three rubber vibration 
eliminators reduce noise. 
Manufacturer: Weil Pump Co., 
1530 N. Fremont St., Chicago 22. 


Temco Expands Its Air Conditioning Line 


‘ , hy 


[al 


announced an 
line of air 


N 
Temco has 
panded conditioning 
equipment for use with its forced 
air furnaces or as independent sum- 
mer cooling units. The line 


ex- 


now 


includes a suspended air-cooled air 
handling unit for commercial ap- 
plications and self-contained, multi- 
zone units for residential uses. The 
multi-zone units are available in 2 
and 4-ton capacities and feature 
prefabricated ductwork for installa- 
tions in which the existing heating 
system does not permit year-round 
air conditioning. Air cooled units of 
2, 3 and 5-ton capacities for use 
with Temco forced-air furnaces or 
existing furnace installations are 
available. A separate air-handling 
unit is available for use on furnaces 
that do not have adequate blower 
capacity to handle summer cooling. 

Manufacturer: Temco, Inc., 
Nashville, Tenn. 


Oil-Fired Horizontal Furnace 

An oil-fired horizontal furnace, 
featuring a specially designed 
finned-type heat exchanger made 
of quick-heating steel, has been 





announced by Lennox Industries 
The special steel and fin arrange- 
ment provides rapid heat transfe1 
with resulting high efficiency. Com- 
bustion forced through 
the long, thin fins and turbulators 
force air the return ducts 
against the exchanger fins with a 
“scrubbing” effect to pick up maxi- 
mum heat 


gases are 


from 


An enlarged steel per- 
imeter near the combustion cham- 
be~ helps to dissipate heat and keep 
the combustion chamber 
The chamber is lined with silica felt 
to provide additicnal heat refrac- 
tion. 


coole) 


Manufacturer: Lennox Indus- 
tries, Inc., Marshalltown, Ia. 


Tapering Tool 

A tool for putting a taper on bi- 
tuminous fibre pipe has been an- 
nounced by Talon Tools. Purpose 
of the tool is to permit the contrac- 
tor to use leftover short lengths of 
fibre pipe that would otherwise be 
discarded as waste. It is designed 
to put a taper of 2 deg. on squarely 
cut fibre pipe. The unit 
structed of steel and features a 
chuck barrel that slips inside the 
pipe. By turning the handle of the 


is con- 


tool, a steel cutter blade is moved 
over the end surface of the pipe to 
form a taper. A built-in stop con- 
trols depth of cut. The tool is 
available in two sizes for tapering 
3 and 4-in. fibre pipe. A power 
model for use with a %-in. electric 
drill also is available. 

Manufacturer: Talon Tools, Inc., 
North Arlington, N. J. 


(Please turn to top of page 212) 
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weil pump’s 


es 4 


A PACKAGED UNIT. . . . priced lower 
than many conventional Sump Pumps 


TO OPERATE UNDER WATER 


Hermetically sealed motor with a 
leak-proof rotating shaft seal assures 
dependable performance at all times. 


FOR ECONOMICAL INSTALLATION 


Is easily installed in a metal tile or 
concrete sump 2’ to 8’ deep. 


FOR SMALL SUMPS 


Can be installed thru a 15” opening. 


FOR GAS-TITE INSTALLATIONS 


FOR FLOOD-PROOF OPERATION 


lf current fails moisture cannot 
damage pump or motor. 


MOTOR: 1/3 HP, 1750 RPM, 110 volt CAPACITOR 
OF CONTROLS TYPE with 8 ft. waterproof cable and plug 


IMPELLER: Bronze 
PRESSURE SWITCH SCREEN: Brass 


Fool-proof and trouble-free. BASE: Sturdy cast-iron 
Recommended for most installations. DISCHARGE: 1% 


F ial i an where SHAFT: Stainless steel 
or special installations DIMENSIONS: Height: 11”; Diameter: 1134”; 
clear water is being pumped. 


moat Santce Weight: 50 Ibs 
For Duplex Units. Operates pumps alter- ee PERFORMANCE 
nately or together as conditions demand. Discharge Head (Ft.) 5 10 15 20 22 24 


Capacity,GPH 3600 3350 2400 1830 1160 540 


Engineered for One Million Starts ... without attention 


weil pump co. 


1512 North Fremont Street 
Chicago 22, Illinois 
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MOST PROFITABLE 
eiacuah E 
“REMODEL” | J 
HOT WATER SUPPLY abc 


Capacities of 4, 6, 
8, 10, 12, 16, 20, 
and 25 GPM 


son General tankless water heaters | 


for Steam or 
Hot Water 


heating systems 


Vertical Coil Type 
Capacities of 4 
and 6 GPM 


Y ou can do a better job for all types 
of remodeling prospects with the complete 
line of GENERAL Tankless Water Heaters, 
For example: the family that bought the 
rambling old house, the young couple planning 
expansion, the doctor remodeling his office, the 
gas station that’s modernizing. You can 
provide all these and many more on your prospect 
list with the exact type and size GENERAL 
Heater they require. What’s more, every 
installation will be quick and easy — more 
profitable for you. There’s no complicated 
piping. Just tap into steam or hot water 
service supply. From there on in, the GENERAL 
will give lasting, troublefree performance .. . 
lasting customer satisfaction. And remember that Horizontal Coil Type 
the smallest size tankless is actually less than 1 the Capacities of 4, 6, 8, 
size of a 30 gal. storage tank. Wherever my 610, 12, 15, and 20 GPM 
there’s room for improvement, there’s room for a 
GENERAL. Write for Catalog 21A. 


General Fittings Company, Box 151B, Gf 
East Greenwich, R. 1. 


TANKLESS AND INSTANTANEOUS 
WATER HEATERS AND HEATING SPECIALTIES 
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SUPER-FLO 


FLOOR DRAINS 


prove higher efficiency 
in comparison tests! 


Se ee eae ee 


STANDARD SUPER-FLO 
9” TOP — 4} 7” TOP — 
4” OUTLET 4” OUTLET” 
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Josam SUPER-FLO drains 
with 7” top 


STANDARD DRAINS 
with 9” top 
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give the same or 
greater flow rate, 
and can be used 
instead of 
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100 120 140 
HEAD OF WATER IN INCHES 


@ This is the drain that is so advanced in design... 
so different from ordinary drains . . . that it sets en- 
tirely new standards for drainage. 


JOSAM “SUPER-FLO"’ is the only drain with addi- 
tional slots around the perimeter of the grate which 
permit a greater flow rate (GPM) into this drain than 
in standard type floor drains of the same size or even 
larger. Water flows away faster since it drains at the 
outside edges of Super-Flo drains instead of only 
flowing into the center portion of ordinary drains. 
Thus, a ‘‘SUPER-FLO"’ drain of a smaller top size can 


Send coupon for free literature. 


JOSAM MANUFACTURING COMPANY 


General Offices and Manufacturing Division 
MICHIGAN CITY, INDIANA 


Representatives in All Principal Cities 
West Coast Distributors 
JOSAM PACIFIC COMPANY 


San Francisco, Calif. Toronto, Canada 


Canadian Manufacturers 
JOSAM CANADA LIMITED 


be used to service the same drainage condition as a 
larger type standard drain. There is no need to em- 
ploy drains with large tops when JOSAM ‘“‘SUPER- 
FLO" drains with smaller tops and very often smaller 
outlet sizes can be utilized to do a more efficient job 
at less cost. Other extra features offered in ‘‘SUPER- 
FLO" drains are greater sanitation and wider adapt- 
ability in installation which unquestionably make them 
the very best floor drains on the market today. In 
floor drains, you use the best when you use JOSAM 
‘“SUPER-FLO"’. 


JOSAM MANUFACTURING COMPANY 


Dept. DE-5 © Michigan City, Indiana 


Please send copy of Manual! $-F 
Business 
By 
Address 
City 


Josam products ore sold through plumbing supply wholesalers. 
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The BASEBOARD 
RADIATION with a 


Built-In 
PROFIT... 


This radiation profits both you and your customer! 
Your customer gets three-way comfort from radiant, 
convected, perimeter heat—uniform temperatures 
wall to wall, floor to ceiling, without drafts. 

She gets comfort with space-saving convenience, 
and with cleanliness—unstained walls and drapes. 
She gets modern, decorative beauty—no unsightly 
radiators; and economy—first cost and upkeep. 
What do you get?—You get the prestige that comes 
of installing today's best constructed and finest 
looking baseboard radiation; the good will that comes 
of satisfactory performance; and the big net profit 
that comes of Nesbitt's labor-saving design. 


Slim, sleek enclosure with new 
one-piece end cap; permits recessing 





bh 


Made by John J. Nesbitt, Inc., Philadelphia 36, Pa 


4 


o cutting required 


With four standard lengths and a fill-in 
section, you can fit any wall-to-wall 
without cutting the enclosures. 


Wasy 6-step installation 


Apply 1) back panel to wall; 2) support 
brackets; 3) heating element; 4) louver 
blade; 5) snap front; 6) trim pieces. 


imple piping system 
Corrugated aluminum-fin elements with 


copper tube-ends mated for sweating, 
without couplings, into a series loop. 


TU’s per lin. ft.: 810 


The high capacity element heats 
most rooms with Nesbitt Baseboard 
installed along only one wall. 


nventory savings 


Separately packaged enclosures, 
elements, and accessories means 
less stock and handling, no waste. 


13 pre-punched accessories for 
every situation, including even 
semi-recessing without framing. 


ake-home profits 


Installation and service savings 
make Nesbitt a far’better buy 
than “‘lower"’ price baseboards. 
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What He Lacked Was Readi-Pakt 


A Calypso Ballad on Home and Plant Modernization 


"Teen:oncs:inna: oitidesaton; sounit nile alliinet:inakded. 
With home and plant improvement orders he was sitting pretty 


But his glaring lack of foresight is the subject of this ditty! 


First, our trust-to-luck contractor hadn’t specified the brand 

Of the copper tube required for the jobs he had on hand. 

The tube was slow in coming and the shipments reached him late 
So his patrons tried to cancel when he missed each contract date. 


When our trust-to-luck contractor checked the tube so long delayed, 


Oh, scores of wise contractors make a point, when they contract, 
Of passing their tube problems on to Dr. Readi-Pakt. 

This copper tubing specialist most certainly will speed it; 
He’ll send exactly what you want, exactly when you need it. 


MORAL: For peace of mind and for goodwill, 
In ordering your COPPER TUBE; 


Through CHICAGO, IL OAKLAND, CALIF DENVER, COLO DALLAS, TEXAS ATLANTA, GA 
Wholesalers WOODSIDE, LI. N.Y ' Us) 110. Hegenberger Road 845 Walnu vereign Row 690 Murphy A 


Only 


W Unit Rid 


CLEVELAND, OHIO LOS ANGELES, CALIF HOUSTON, TEXAS 





New Products 





(Continued from page 206) 
Built-In Wall Heater Series 
Chattanooga Royal has _ an- 
nounced a series of built-in vented 
wall heaters for use with natural, 
manufactured or LP The 
heaters are available in single units 


gases. 


to heat one room or in double units 











that fitted back-to-back 
through a wall to heat adjoining 
rooms. All models feature specially 
designed louvers at upper and low- 
er thirds to expedite air circula- 
tion. The combustion chamber is 
constructed of porcelainized steel 


are 


and is welded in a continuous seam 
to insure quiet Other 
features include an insulated cabi- 
net and safety controls. The firm’s 
thermostatically controlled snap-in 
blower is optional. All models are 
finished in baked enamel and are 
constructed without external bolts 
or screws. 

Manufacturer: Chattanooga 
Royal Co., Chattanooga, Tenn. 


operation. 


Air Diffusing Grilles 

A line of linear-type air dif- 
fusing grilles for installation in 
ceilings, walls, floors and window 
sills has been introduced by Titus 
Mfg. Especially suited for contin- 


uous-line use above or below large 
window areas in public buildings, 
the aluminum grilles are easily in- 
stalled through the 
spring clips. The grilles are avail- 
able in 2, 3, 4, 5, 6 and 8-in. widths 


use of snap 


212 


and in lengths of one-piece con- 
struction up to 12 ft. The 12-ft 
lengths can be joined to give con- 
tinuous line appearance. The front 
set of louvers is fixed at 0 or 15 deg. 
deflection. The grilles are 
available with a rear set of indi- 
vidually adjustable 
multi-shutter or opposed 
dampers. Standard 
brushed-satin 


also 


louvers or 
blade 
finish is 
aluminum, but the 
grilles can be anodized in any de- 
sired color at a slight charge. 

Manufacturer: Titus Mfg. Corp., 
Waterloo, Ia. 


Concrete Fastening Tool 

A powder-actuated tool for fas- 
tening wood or sheet metal to con- 
crete has been announced by Ve- 
locity Power Tool. The tool fires a 
blank cartridge that drives a nail 
stud through the wood or sheet 
metal and anchors the object to the 


concrete. Safety devices prevent the 
tool from firing except when de- 
sired. The nail studs are available 
in 144, 1354 and 2%%4 in. lengths. The 
depth of nail stud penetration is 
controlled by setting the power ad- 
justment ring at the end. of the 
barrel. The unit weighs approxi- 
mately six lbs and is offered as a 
complete package with carrying 
case. Three shields consisting of a 
round, flat disc for open work, a 
long narrow shield for corners and 
a shield for use on 2 by 4’s also are 
available. 

Manufacturer: Velocity Power 
Tool Co., 201 N. Braddock Ave., 
Pittsburgh 8. 


Utility Blower Sets 

A line of packaged centrifugal 
utility blower sets featuring a V- 
belt drive arrangement has been 
introduced by American Blower. 
The drive arrangement has an 
over-hung design to permit maxi- 


mum accessibility for inspection 


and maintenance. Twelve sizes are 
available. The smaller models have 
drive motors rated from %4 to 1% 
hp. Motors for larger units range 
from one to 10 hp. The blowers are 


self-contained and feature a non- 
overloading wheel, welded steel 
construction, adjustable discharge 
and an adjustable motor base. The 
pitch of the motor sheaves can be 
regulated so that fan speeds can be 
changed on the job. 

Manufacturer: American Blower 
Div. of American Radiator & Stand- 
ard Sanitary Corp., 8111 Tireman 
Ave., Detroit 32. 


Self-Cleaning Grease 

Interceptor 
A grease 

concentrated 


that 
enzyme crystals to 
“eat up” grease from plumbing sys- 
tems has been introduced by J. A. 
Zurn, The crystals are periodically 
poured through a port in the cover 
of the interceptor. Accumulated 
grease is converted, by biochemical 
reaction, into water-soluble com- 
pounds that flush away into the 
drainage system. The units 
available in a variety of models 


interceptor uses 


are 


ee 


\ 


‘ 


and sizes and are shipped with an 
initial supply of crystals. Conven- 
tional interceptors may be adapted 
for this type of operation by in- 
stallation of the firm’s special re- 
placement cover. 

Manufacturer: J. A. Zurn Mfg. 
Div. of Zurn Industries, Inc., Erie, 
Pa. 


(Please turn to top of page 224) 
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“A MosT HApPy FELLA’ 


is the man who has a 


LANCASTER 
Submersible PUMP 


The Distributor’s Happy ... and why shouldn’t he 
be? He’s handling Lancaster Submersible Pumps, the 
pump that’s captured the lead and increasing his sales 
everyday ...and in popular sizes from 4 HP to 360 HP. 


The Dealer's Happy .. . because he knows that 
after a Lancaster Submersible pump is installed his 
job is finished. No costly service calls and replace- 
ment parts to rob him of his profits. It requires no 
oil—no grease. Has no seals! 


The Owner's Happy ... because he knows he 
can depend on his Lancaster Submersible pump DEALER 
to supply all the water he needs day after day 
after day, without troublesome breakdowns .. . F 
and it’s completely noiseless. Meil the coupon fer 
. complete details on how 
you can get, ABSO- 
and remember LANCASTER PUMPS ARE , ; pr tay ee sey eo 
PRICED TO SELL AND STILL MAKE A PROF- : Ageliences when you 
IT FOR YOU. 3 


sell Lancaster Under- 
water Pumps. 


LANCASTER PUMP AND MANUFACTURING COMPANY, INC. 


BOX J-778 LANCASTER, PA. 
Please rush me the “FREE GIFT” Plan and details for selling Lancaster Under 
water Pumps 


Name 

Company 

Address 

Town 

Name of tavorite Distributor is 


See the Broadway Hit “The Most Happy Fella” 
A Frank Loesser Musical 
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BIGGER PROFIT OPPORTUNITIES WITH 
DUNKIRK 


CAST IRON BOILERS 
and RADIATION 


Did you know you can sell a complete steam or hot water 
heating system right over your counter? It’s easy, and costs 
a lot less than you think. Dunkirk’s complete line of quality 
cast iron boilers and radiation gives super market selections 
at super market prices. There are big profit opportunities 
with the Dunkirk line — any combination of boiler-burner 
unit and radiation is available in a full range of models and 
capacities to meet the heating requirements of any size 


account small, medium and large. 


DUNKIRK FEATURES 


@ Built-in copper coil water heater delivers a full 3 to 5 GPM 
flow of hot water for domestic service. Saves space and extra costs 


of separate burner, fuel supply, piping, fittings and storage tank. 


@ All instruments and controls are standard “trade known"’ 


brands readily available in any locality. 


@ Fire box is designed in accordance with boiler capacity. Ample 
size assures complete, efficient combustion, maximum fuel 
utilization. 





@ Dunkirk Boilers are made of cast iron, the lifetime metal, 





proved best over the years for enduring, trouble-free service. 
Boiler-burner units are designed in accordance with the highest 
specifications available for fully automatic gas, oil and coal 


fired operation. 


HONEYCOMB DESIGN—another Dun- 
kirk exclusive—is the newest develop- 
ment in boiler design. It provides more 
heat absorbing surfaces in minimum 
space for maximum heat transfer. Full 
rated capacities are developed with 
smaller, lighter boilers that save inches 
of valuable space and pounds of costly 
weight. Dunkirk wet base construction 
and heavily insulated jacket permits 
installation in limited spaces, on any 
types of floors. 


Dunkirk RadiaVectors are used where Dunkirk Fin-Tube Baseboard Radic- Dunkirk Slender Tube Radiators are Dunkirk Cast Iron Baseboard Panels 

space limits adequate baseboard run tion is packaged in ready-to-instal! available in free standing and leg- are suitable for new construction or 

for effective heating. Available in sections. Requires minimum ware- less types in 3, 4, 5 and 6 tube the modernization market. May be 

free standing and recessed models. house cubage to carry a complete sizes. Narrow widths and low installed as a series loop, 1 of 2 
stock in quantity for volume sales heights are ideal for under window pipe forced circulation system, or 
and quick delivery installations 2 pipe steam system. 


Dunkirk carries a generous advertising schedule in leading national trade publications. 


Write for details and name of nearest Dunkirk regional manager 


DUNKIRK RADIATOR CORPORATION 


DUNKIRK, N.Y. 


Member of The Institute of Boiler and Radiator Manufacturers 
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USED IN NEW WAKE FOREST COLLEGE BUILDINGS 


Time-honored tradition and the most 
modern materials available combine 
to give the 123 year old Wake Forest 
College a most fitting new home in 
Winston-Salem, N. C. 

That includes over 200 tons of Wheel- 
ing SOFTITE Galvanized Sheets for the 
almost six miles of air conditioning 
and ventilating ducts . . . and 250 tons 
of Wheeling Black and Galvanized 


Continuous Weld Steel Pipe for the 
vital Heating, Air, and Water arteries. 
Remember these two high quality 
products next time you need long-last- 
ing air conditioning ducts and trouble- 
free gas, steam, and water lines. Both 
are available from your local Wheeling 
distributor. Contact the Wheeling dis- 
trict sales office or write to Wheeling 
Steel Corporation, Wheeling, W. Va. 


IT’S WHEELING STEEL 


Mechanical Enginee 
General Contract 


General Contractor 
General Contracto 


echanical Contra 


schanical Contract 


»chanical Contra 
Mechanical Contra 
Mechanical Contra 


Mechanical Contractor 


Wheeling Sheet 
Pipe 





nstruction Co 
George W. Kane 
Frank L. Blum { npany 
J. T. Bates & Company 
W.H. Sullivan Company 
. odkin-jone 


dit ri Ce 
1d Te we 


Bahnson Company 


The 
At nr ( ' 
Atlas Supply Company 
Ww ton-Salem, N.C 


District Sales Offices: Atlanta, Boston, Buffalo, Chicago, Cincinnati, Cleveland, Detroit, Houston, New York, Philadelphia, St. Lovis, San Francisco, Wheeling. 
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TIME TO CHANGE ! 2) 


-+- FROM PRICE TO QUALITY 
AND CUSTOMER SATISFACTION 


Quality and customer satisfaction is profit business in repair, 
remodeling and in future business. 


Mr. Plumber: 


Match your good workmanship with quality Scovill 
materials like these. Insure your profit and assure 
your future business. There is hardly a home over 
five years old that doesn’t require your attention on 
at least one of these items. 


Sr SECTIONAL VIEW 
at 


FLOAT 
VALVE 


Adjustable — Quiet — Fast Fill- 
ing. Now with nylon seat and 
double packed plunger. Builds 
customer good will and cuts 
costly call backs. 


BILT-RITE 
BASKET STRAINER 


A push of the thumb and 
presto a leakproof seal. No 
turning — no_ twisting — no 
fumbling — no locating. Press 
to seal or lift to drain. Posi- 
tive seal. 


WATER MISER 
SHOWER HEAD 


Uses 30% less water. Cuts 
gas and electric bills. Yet 
delivers a man-sized spray. 


Profit, customer satisfaction and future business are assured 


when you use Scovill quality brass goods. 


—-- SCOVILL = 


COMPLETE LINE OF QUALITY TUBULAR GOODS 
AND TANK FITTINGS FOR THE PLUMBING TRADE 


Waterville Division + Plumbing Sales 
WATERVILLE 


CONNECTICUT 
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ORANGEBURG 


Root-Proof Pipe 


makes ideal downspout 
run-off lines, too! 








ii bAnenny ft idl (Bd aa Oe 


CRANGEBURG 


MANY OTHER USES 





@ Sewer Lines From House to Street Main 


@ Sewer Lines From House to Septic Tank 
@ Storm Drains—Including Downspout Run-Offs 


— 
a’ = =8@ Other Underground Non-Pressure 
“Tai 


| ‘I 
me \\ QM = Outside Lines 
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250,000,000 teet in Service! ORANGEBURG 


Plumbers like to use Orangeburg Root-Proof Pipe...the in- 
creasing number of installations year after year prove it. Why? FITTI N G ws 


Because Orangeburg Pipe saves installation costs. Long 8-foot 


lengths are light in weight...lay easily and fast. Taperweld Tee Wye 
Joints seal root-proof with a few hammer taps...no cement, no 
am j si \ os rj . 4 t ’ >< ; 72 « b ¢ ; 
compounds Lines in se rV ice OV er 50 ye ars prov € Orange urg s % Bend 
durability. Made in 2”, 3”, 4”, 5” and 6” sizes. 


Orangeburg also comes Perforated in 4” size for foundation 


drains, septic tank filter fields—all seepage drainage. Soongenang Seciasive 


i Bend Fittings are modern, 
Genuine Orangeburg has the Orangeburg brand-name on lightweight...save you 
pipe and fittings. Write Dept. DE-57. time, troulte and money 


..make an all-Orangeburg high quality pipe- 
ORANGEBURG MANUFACTURING CO., INC. ™ Orangeburg, N. Y., Newark, Calif. line. They feature the famous Taperweld Joint. 
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In plumbing and heating .. . 


Is This the Shape 
of the Future? 


THE HOUSE OF THE FUTURE may 
include an electronic bathroom 
and a push-button system for 
complete control of the indoor 
and 
cooled air in four aromatic scents 


climate, including heated 
—pine, sea air, leaves and flowers. 

In fact, two such components 
conceived by Crane Co. engi- 
neers and designers are now be- 
ing installed in a pioneer project 
in plastic housing sponsored by 
Monsanto Chemical Co. at Dis- 
neyland, Anaheim, Calif. 

Called the “House of the Fu- 
ture,” the project is designed to 
show Americans what the home 
may be like in 1975 and to pro- 
vide a research base for the 
plumbing and heating industry. 


The “Project 75” bathroom is 
the result of a year of research 
by Crane’s engineering depart- 
ment and stylist Henry Dreyfuss. 
It relies on plastics to bring 
beauty and utility to an educated 
guess at the shape of tomorrow. 
the project, 
Crane’s vice president in charge 
of plumbing sales, Carter T. 
Pollock, told DE: “We think the 
innovations in plumbing and 
heating design included in this 
house are good ones. Obviously, 
they will not be ready for the 
market for quite a while, but 
they do give us an important op- 
portunity for research into the 
uses of new materials and tech- 
niques for plumbing and heat- 


In discussing 


ically 


closet and shower fixtures molded 
as part of the wall. Lavatory is elec- 
tronically adjustable to varying 
heights, to make it convenient for 
children as well as adults. At right 
is a full-sized bath with lavatory, 
tub and water closet also molded as 
part of the wall. Water tempera- 
ture, supply and waste are electron- 
controlled by push button. 


and 

Designers of the plastic house 
gave Crane a 5 by 13-foot space 
and asked the firm to use it for 
two bathrooms: one for adults 
and one for use by children. The 
basic concept of the bathroom of 
the future is the fabrication of 
fixtures as integral parts of the 
walls and floor. With joints at a 
minimum and away from water- 
bearing portions of the fixtures, 
the bathroom would stay cleaner 
and neater, the designers believe. 


ing systems installations.” 


# The old problem of the lava- 
tory that is out of reach of small 
children was solved by designing 
an adjustable lavatory that can 
be positioned electronically at 
any height from 24 to 31 inches. 
Controls in both bathrooms are 
virtually all electronic. Waste 
and supply fittings on both lava- 
(Please turn to top of page 220) 
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Digs swimming pool in less than 4 hours 
with Sherman Power Diggers 


Excavating companies who formerly called on heavy 
equipment to dig swimming pools have discovered a 
less expensive method. 

Now they depend on Sherman Power Diggers! 

Why? Because they save time and money by using 
Shermans, even under severe digging conditions. For 
example: hard, sticky Mississippi clay delights in fight- 
ing any effort to dig it. But it couldn’t stop a pair of 
Sherman Power Diggers—one mounted on a Fordson 
Major Diesel Tractor and the other on a Ford. 

At a motel in Hattiesburg, Mississippi it took the 
Shermans less than four hours to excavate almost 200 
cubic yards of this tough soil to form a swimming pool 
20 ft. x 40 ft. x 3 to 8% ft. deep! This was done despite 
four interruptions to talk with digger prospects. 

Whether it’s a pool, sewer line, septic tank, build- 
ing foundation or some other digging job, the Sherman 
Power Diggers can save you money because they dig 
faster and require less maintenance. Ask for a demon- 
stration today, or write for Bulletin No. 1364. 


PRODUCTS, INC. 
ROYAL OAK, MICHIGAN 
POWER DIGGERS” + FRONT END LOADERS + FORK LIFTS 


"Designed, Engineered and Manufactured jointly by Sherman Products, Inc., 
Royal Oak, Michigan. Wain-Roy Corporation, Hubbardston, Mass. 
© 1957 Sherman Products, Inc. 
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A lavatory that will adjust to different heights 
by push button. A climate-control system with the 


aromatic scent of flowers 


or sea air. These are 


included by Crane designers in the plastic house 


(Continued from page 218) 
tories are controlled by push 
buttons. Both wall-hung water 
closets have electrically con- 
trolled flush valves, and the tub 
in the adults’ bathroom features 
a three-way: electronic control 
panel water to 
tub, shower or spray fixtures. 

The bathroom in- 
cludes a shower enclosure and 
water closet molded as integral 
parts of the wall, as are the lava- 
tory, closet and tub in the adult 
bathroom. 

Crane Co.’s other contribution 


to the house of the future is a 


for directing 


children’s 


climate-control center designed 
to give a family complete control 
of the interior climate, including 
temperature and humidity, for 
each room of the house. 
Located in the kitchen, the 8 


CRANE ciimare 


n dD 6 oO. 


by 8-inch control panel also in- 
cludes controls for purifying the 
air; removing pollen, dust and 
germs; refreshing the air by 
eliminating undesirable odors; 
adding the scent of pine, leaves, 
sea air or flowers, and control- 
ling air circulation in the house. 

The climate-control center also 
brings the family a complete out- 
side weather picture including 
temperature, humidity, wind di- 
rection and velocity and the cur- 
rent weather forecast. 

W. A. Burbine, director of 
Crane’s heating and air con- 
ditioning sales division, said that 
the climate-control center proj- 
ects current techniques and 
equipment to the stage they may 
reach in 15 to 20 years. 

Because of the difference in 
actual heating loads for the fam- 


CENTER 


CLIMATE CENTER is equipped to give the family complete information 
on, and control of, the interior climate for each room of the house. 
It will control air purity, remove undesirable odors and add any of 
four scents. Bottom of panel shows complete outside weather picture. 
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ily of the future and the heavy 
loads expected because of visi- 
tors to the Disneyland site, the 
climate-control panel at Disney- 
land is designed as a demonstra- 
tion model, rather than as an 
actual working model to control 
the heating and cooling system. 

Components of the system are 
located in the central core of the 
home’s Sized large 
enough to keep the anticipated 
heavy visitor traffic comfortable, 
the system provides heating and 
cooling, humidity control, air 
purification, filtration, odor con- 
trol and air scenting. The system 
makes use of the unique design 
of the hollow plastic structural 
shells of the house for air distri- 
bution. Cooled or heated air is 
brought up through central core 
ducts, forced outward through 
the hollow ceiling in each room; 
then it’s diffused into the room 
through a series of modernistic 
perforations in the ceiling. 

Cold air is returned through 
a grille in the end wall, flowing 
back to the central core through 
hollow floor sections of the plas- 
tic shell. 

Crane Co. doesn’t expect the 
plumbing-heating contractor to 
place his order for any of these 
innovations yet. But it does be- 
lieve that many of the things 
learned from this project will 
provide the shape of the future 
in plumbing and heating. END 


basement. 


Footnotes to Fame 

A familiar industry name co-stars 
with James Stewart as he 
portrays Charles Lindbergh in the 
new film “Spirit of St. Louis.” 

Three replicas of the plane in 
which the Lone Eagle flew the At- 
lantic feature parts made by the 
Lunkenheimer Co., Cincinnati 
valve manufacturer. It contributed 
the same parts to the original mon- 
oplane in the historic 1927 flight. 

Lunkenheimer built—for original 
and replicas—the ground key cocks 
(which are particularly stressed in 
the movie), a fuel strainer and a 
primer. END 


actor 
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Water Supply Conference 
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(continued from pages 132-137) 





leads th. wang te 
ol MOvEEN Living 


OFFICIAL POSTER for Water Systems Month 
was shown at the recent Water Supply Con- 
ference in Minneapolis by John Hosford, 
executive secretary of the National Assn. of 
Domestic and Farm Pump Manufacturers. 





Manufacturers Are 
Getting Behind Your 
Big Push on Pumps 


You can make every month 
with the wide variety of water system 
promotion aids now available... 


special’ 








CONTRACTORS AND WHOLESALERS this month are 
being backed by one of the most intensive sales 
promotion campaigns for water systems ever un- 
dertaken by this segment of the industry. To sup- 
port the National Water Systems Month promo- 
tion in May—and to help make every month “wa- 
ter systems month”’—manufacturers are offering 
a wide variety of advertising and promotion aids. 

Leading the way, the National Assn. of Domes- 
tic and Farm Pump Manufacturers is making a 
promotion package available to dealers through 
Included in the package 
is the poster illustrated above. 


water systems suppliers. 


#A promotion kit covering its pumps and water 
systems is being made available to dealers by 
Barnes Manufacturing Co., Mansfield, O. The kit 
is designed to supply all requirements for adver- 
tising, merchandising, displaying and demonstrat- 
ing water systems. It includes ad mats, 
spots, demonstration units, 
direct mail helps. 
service policies, 


radio 
signs, novelties and 
It also presents the company’s 
finance plan, customer relation 
program and sales training and promotion aids. 
Barnes also is issuing a new catalog-type bro- 
chure designed to help its dealers “sell-up” their 
customers on higher quality water systems. Vari- 
ous units within each classification of water sys- 
tem, graduating in quality and price, are shown. 
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A special section in the new eight-page catalog 
of advertising and promotions aid published by 
The Tait Manufacturing Co., Dayton, O., 


the contractor how to go about getting local-level 


shows 


publicity for himself and his business. The cata- 
log also lists consumer literature; local advertis- 
ing for newspapers, radio, television and director- 
ies; point-of-sale aids; indoor and outdoor signs, 
In addition, the 


catalog tells how and when to use these 


and numerous specialty items 
items 
most effectively. 

The Deming Co., Salem, O., 
ers and wholesalers a new slide-rule for determin- 


is offering its deal- 
ing pump horsepower requirements. The rule 
correlates pumping head, 
With the 


minute set under 


capacity, horsepower 


and efficiency. capacity in gallons per 
the total head in feet, it reads 
horsepower over efficiency. The slide is removable 
and is marked with inches on one edge and 
centimeters on the other. 

On the back of the rule is a conversion table 
of water pressure in pounds and head in feet. The 
reverse of the slide contains a table of compara- 
tive equivalents of liquid weights and measures 
An instruction sheet explains the various uses of 
the rule. 

Goulds Pumps Inc., Seneca Falls, N.Y.., 
ing its dealers a new floor display for pumps, a 


is offer- 


(Please turn to top of page 298) 
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Packaging that’s easy to stock and use. 


Dependable quality that starts with highest grade 
copper from Phelps Dodge’s own open-pit mines and is 
carefully controlled during fabrication. 


Color-coding of tube in straight lengths for quick 
identification in the stockroom and on the job. 


Mill depots strategically located to service distributors 
without delays, 


Tube properties that are unsurpassed, including precise 
uniformity of wall thickness, 


Kor the name of vour nearest Phelps Dodge distributor, write Dept, Bd, Phelps Dodge 
Products Corporation, 300 Park Avenue, New York 22, N.Y, 


PHELPS DODGE COPPEH PRODUCTS 


CORPORATION 


SALES OFFICES: Atlonto, Birminghom, Ale., Boston, Buffalo, Chorlotte, Chicago, Cine! 


Greensboro, N. ¢ Houston, Jacksonville, Kansas City, Mo 


nnatl, Cleveland, Dallas, Detroit, Fort Wayne 
Los Angeles, Memphis, Milwaukee, Minneapolis, New Orleans, New 


York, Philadelphia, Pittsburgh, Portland, Ore., Richmond, Rochester, N. Y., San Francisco, SY. Louis, Seattle Washington, D. « 
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New Products 





(Continued from page 212) 

Food Waste Disposer 

A food waste disposer mounted 
in a thick rubber ring to reduce 
noise and vibration has been de- 
veloped by National Rubber Ma- 
chinery. Other include 
packaged construction of the 
grinding elements and the motor 


features 


Manufacturer: Plumbing Equip- 
ment Div., National Rubber Ma- 
chinery Co., 47 W. Exchange St., 
Akron, O. 


Centrifugal Water Chillers 

A line of centrifugal water chil- 
lers for use with big building air 
conditioning systems and industrial 
processes has b2en introduced by 
Airtemp. The line is available in 
the following horsepower capaci- 
ties: 150, 200, 250, 300, 400 and 500. 
The units feature completely auto- 
matic control, sealed two-stage cen- 
trifugal compressor, push-button 
starting and stopping with capacity 
automatically adjusted to load 
variations and compact design. The 
unit’s operating range is from 100 
percent to as low as 10 percent of 
rated capacity. 

Manufacturer: Airtemp Division, 
Chrysler Corp., 1600 Webster St., 
Dayton, O. 


Versatile Sink Faucet 

A swing-spout sink faucet with 
an adjustable head that permits the 
stream of water to be directed at 
different angles has been introduced 
by Chase Brass & Copper. The 
spout moves in the customary side- 
to-side fashion. The unit is engi- 
neered to shut off automatically if 
the head is turned in a direction 
that would cause the water to spill 
over the edge of the sink. The head 
can also be reversed to convert the 
unit into a drinking fountain. In 


224 


this application, the flow of water 
is automatically reduced to avoid 
squirting the user. One model is 
equipped with a special aerator to 
provide an aerated stream of water 
when the head is directed down- 
ward. When used as a drinking 
fountain, the aerator automatically 
becomes inoperative. 

Manufacturer: Chase Brass & 
Copper Co., Waterbury Mfg. Co. 
Div., 236 Grand St., Waterbury, 
Conn. 


Hermetic Condensing Units 

A line of hermetic condensing 
units for use in institutional and 
commercial buildings has been in- 
troduced by York Corp. Models are 
available in capacities ranging from 
le to 7% hp. The units can be 
cooled by air, water or a combina- 
tion of the two or by Freon 12 or 
Freon 22. A total of 370 models are 
available. All feature a compressor 
sealed in steel, lubrication by cen- 
trifugal force, an aluminum-alloy 
piston equipped with a high tensile 
strength compression ring and a 
heavy-duty motor with high start- 
ing torque. All water-cooled models 


feature copper counterflow tubing 
in which the refrigerant in the 
outer tube flows counter to the 
water in the inner tube. Water- 
cooled models from 12 through 7 
hp are available with cleanable 
condensers. Air-cooled units are 
offered in sizes from 43 to 3 hp. 
Combination air-water-cooled 
units are available in 4% to 3-hp 
sizes. 

Manufacturer: York Corp., Sub- 
sidiary of Borg-Warner Corp., 
York, Pa. 


Air Vent and Cork Float 

An air vent and treated cork float 
for use in draining waterlogged 
compression tanks without intro- 
ducing air into the line has been 
developed by Bell & Gossett. The 
vent and float are mounted in a 
specially designed drain plug. For 
operation, the vent is opened, allow- 
ing air to enter the compression 
tank while water is being siphoned 
off through the boiler drain. The 
cork float drops when the proper 
level is reached, signaling through 
the plug that the vent should be 
closed. The firm’s compression 
tanks now are being equipped with 
this device. 

Manufacturer: Bell 
Co., Morton Grove, IIl. 


& Gossett 


Lennox System Will Heat, Ventilate Classrooms 


A classroom heating and venti- 
lating system that combines resi- 
dential-type heating equipment 
with a specially designed ventilating 
system to produce continuous air 
circulation at the desired tempera- 
ture has been introduced by Lennox 
Industries. The system is engi- 
neered to hold temperatures to 
within 1F of the thermostat setting. 
The system can be installed and 
operated independently in modules 
of two and four classrooms. Basic 
equipment consists of an oil or gas 
fired furnace for each module plus 


an air processing unit and a book- 
shelf (see illustration) or wall duct 
for each classroom. During opera- 
tion, recirculated air passes over 
the heat exchanger during the heat- 
ing cycle and bypasses the ex- 
changer during the non-heating 
cycle. In either case outside air is 
mixed with the recirculated air 
when the building is occupied. Dis- 
charge outlets along the side of the 
room distribute the air. 
Manufacturer: Lennox Indus- 
tries, Inc., 200 S. 12th Ave., Mar- 
shalltown, Ia. END 
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that Changed 
the Course of 


an Industry 


CREATES A RECEPTIVI 


TOWARD Your 


N editorial concept changed the course of 
an industry? Yes, it did, and it’s changing it 
even now. This year, remodeling becomes the 


bigger half of the market 


The concept was and is in two parts: First, that 
remodeling is a relatively untapped reservoir of 
sales which are more profitable to everybody than 
new construction. Second, that remodeling business 
can actually be created by better selling and ad- 
vertising. 


Ihe concept has been expressed dramatically 
in the famous Bay City story, which defined the 
market; in the Book of Remodeling, which showed 
how to sell it, and in the BIG PUSH issue, which 
rallies the industry to its big opportunity. 


It will be expressed dramatically throughout this 
year in Domestic Engineering’s BIG PUSH Re- 


PRODUCTS! 





modeling Sales Contest, serving as incentive for 


contractor-dealers in every state. It will be expressed 
in numerous sales aids flowing from Domest 


I nygineecring to its reads rs 


Domestic Engineering’s influence upon readers is 
three-dimensional. Idea ales aids and products 
flow from the printed page into the showrooms and 
sales kits of contractor-dealers doing remodeling, 


and into their sales presentations 


Editorial achievement is always the right basis for 
media selection, as the following pages show. At 
this time of the BIG PUSH, Domestic Engineer 
ing’s editorial excitement move readers to sell 


and therefore to buy 


Do you want your products in their sales kits? 
[hen start your Domest Engineering advertising 


’ 
now. 
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[e Goards for 
0 dito rial 
Achie we ment 


of accomplishment unequaled or un- 
approached by any other business magazine in the 
plumbing and heating industry. 


A record 








Each year the highest honors in business paper 
publishing go to those publications with the most out- 
standing records of editorial accomplishment. 

15 times in 15 years these high honors have come to 
Domestic Engineering in recognition of its many meri- 
torious editorial programs. In each case these awards 
have been bestowed upon this magazine for its con- 
structive contributions to the welfare of its industry 


and the contractor-dealers who constitute its reader- 
ship. 

Only editorial content of the very highest caliber 
could be so rewarded on so many occasions. Only 
editorial content of this kind can serve readers so well 
and so faithfully. That’s why they have the utmost 
confidence in Domestic Engineering and why they 
have confidence in the products featured in its adver- 
tising pages. 











DITORIAL content governs all. It de- 


termines who opens the book, how often 


they open it, and how long they keep it open. 


In a hundred subtle ways, editorial also con- 
ditions readers’ attitude towards what they 


read in your advertising message. 


Quality Editorial Attracts Qua- 

lity Audience. The U.S. Census of 
Business has reported that 33.8% of the 
plumbing and heating contractors handle 
82.8% of the annual industry volume. A 
leading heating equipment manufacturer re- 
cently found that his 2,000 top dealers give 
him 70% of his total volume while the re- 
maining 30% comes from more than 11,000 
smaller dealers. A sales executive of one of 
America’s largest appliance manufacturers 
has declared that 10% of his dealers account 
for 50% of his dishwasher sales. 
It costs no more to concentrate your adver- 
tising on the big buyers who concentrate 
their readership and loyalty on Domestic 
Engineering. Because of the high editorial 
[.Q., the high level of purpose, and the high 
quality of presentation, the more successful, 
more ambitious, and more capable types of 
readers are attracted to Domestic Engineer- 
ing. So, your selling should be concentrated 


where buying is concentrated. 


Longer Readership Means More 

Exposure for Your Message. Only 
the editorial can determine whether a publi- 
cation wins several happy hours or a reluctant 
10 minutes of the reader’s time. Yet reading 
time spent with a publication directly con- 
trols the visibility of your ad, hence the buy- 


ing power of your advertising dollar. That 


extra visibility is yours when you concentrate 
in Domestic Engineering, where unequalled 
editorial quality gets long and deep reader 


attention. 


Quality Breeds Confidente. The 

helpfulness, the accuracy, and the re- 
sponsibility of Domestic Engineering’s high 
quality editorial content has won the implicit 
confidence of its audience. Thus the reader 
approaches your advertising with an attitude 
of confidence, with an open and receptive 
mind. The big bonus of believability built 
into this publication is another reason why 
it will pay you to concentrate your program 


in Domestic Engineering. 


Editorial Prestige Is Transfera- 

ble to Advertising. Being the run- 
away leader in editorial service, Domestic 
Engineering is naturally the prestige publica- 
tion in its field. If prestige for your company 
and products is one of your advertising ob 
jectives, then concentration in Domest 
Engineering is again indicated. There the 
prestige of the medium aids the telling of 


your own prestige story. 


Reader Avidity Means Action. 

Domestic Engineering’s virile editorial 
does more than just report the news of the 
industry. It helps make that news. The 
Bay City Story which so painstakingly meas- 
ured and so dramatically presented the re- 
modeling market, is one of the biggest, most 
talked-about, most-quoted news stories ever 


developed for the plumbing and heating in- 





dustry. And this news was created by the 


publication that reported it. Advertising 


authorities agree there is always a special 
quality of interest and excitement in news. 
So, put your advertising message in the pub- 
lication which has the extra impact associ- 


ated with news. 


Readers Know Advertising Val- 


ue, Too! 


Contractors, wholesalers, 


manufacturers’ agents, and other industry 


personnel place more classified advertising 
all unsolicited—in Domestic Engineering 
than in seven other plumbing and heating 
publications combined. Domestic Engineer- 
ing’s lead in classified over any other publi- 
cation in the field is more than 500%— clear 
evidence that readers act upon their own 


readership experience when they want the 


WHY BE CONTENT with mere circulation when you 
can have so much more for the same money? 

Quality editorial attracts quality audience; larger ex- 
posure for your advertising message; the confidence of 
readers in the medium and your advertising; editorial 
and advertising prestige; reader excitement. 

WHY NOT TAKE ADVANTAGE of the plus values 
Domestic Engineering’s award-winning editorial ex- 
cellence makes available to you—plus values in greater 
readership, confidence and prestige among the quality 


greatest attention for their own messages. 

Doesn’t this greater concentration of reader 
advertising suggest bigger value for you 
when you follow the readers’ example and 
concentrate your advertising in Domestic 


Engineering? 


Paid Circulation. Quality editorial 
service makes possible an uncompro- 
of ABC 


standards by Domestic Engineering 


circulation 
. Only in 


this publication can you get fully paid cover- 


mising maintenance 


age among the top contractor-dealers. Every 


person getting the magazine expresses his 
desire for it with money on the line, an ex- 
pression as unequivocal as the snap of a five- 


dollar bill 


subscription. 


the cost, incidentally, of a year’s 


contractor-dealers who know how to apply Domestic 
Engineering’s ideas for greater business for themselves 
and more sales for you? 

NOW IS THE TIME to plan larger utilization of this 
publication’s larger ability to serve you in reaching 
your sales objectives. 

NOW 1S THE TIME to consult your advertising agen- 
cy about concentrating your sales effort where con- 
centrated buying power concentrates its readership— 
in Domestic Engineering! 





plambing 
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Advertising Agency 
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What this means 
to YOU... 


The combining of these two well established companies signifies greater things 
to come for our industry. Combined research facilities and enlarged staffs of 
skilled development engineers provide the means for continued advancements 
in new and improved products. 

Our prime obligation is to serve the best interests of our rapidly growing 
industry — to assist in every way possible the realization of its full potential. 
Dunham-Bush, with the acquisition of Brunner, is better equipped than ever to 
fulfill that obligation. You can expect improved service and delivery on 

all our products . . . the assistance of our expanded engineering staff 

in solving your application problems. 

We intend to prove to you that you benefit most when you entrust 

your air conditioning, refrigeration and heating orders 

to one source — one responsibility. 


Thanks to our Dunham-Bush and Brunner customers 


for their continued cooperation. Le 


PRESIDENT 7 


Dunham-Bush, Inc. 
WEST HARTFORD 10 e CONNECTICUT e U. S. A DUNHAM BUSH 


MICHIGAN CITY, INDIANA * MARSHALLTOWN, IOWA * RIVERSIDE, CALIFORNIA * 
SUBSIDIARIES 


 heat-x ] MEAT-X, INC. ounwam- tse] DUNHAM-BUSH (CANADA), LTD. (£7 WER THE BRUNNER Co. purwam-ausy DUNHAM-BUSH, LTD. 
BREWSTER, N.Y. . 
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Water Supply Conference...(continued from pages 132-137) 


A contractor gives..... 


THE TERM “down on the farm” 
no longer connotes toting water 
from a distant well to the farm 
home or heating water over a 
stove for the 
bath. 

According to Gelder V. Lewis, 
Kansas City, Mo., a past presi- 
dent of National Assn. of 
Plumbing Contractors, the farm- 
er today is just as alert as the 
city-dweller to the need for an 


Saturday night 


the 


adequate and safe water supply. 
Lewis, who appeared as a fea- 
tured speaker at the Water Sup- 
ply Conference in Minneapolis 
last month, pointed out in his 
talk that the farmer, too, wants 
to own modern water-using ap- 
pliances. 

With the rapid increase in de- 
mand for water-using appliances 
on the farm, however, it is 
essential that the plumbing 
and heating contractor see that 


GELDER V. LEWIS, a past president of the National Assn. 
of Plumbing Contractors and a Kansas City, Mo., con- 


tractor, 


addressed 


the conference on rural plumbing. 


A Refresher Course 


in Rural Plumbing 


adequate safeguards are main- 
tained in their installation. In 
this 


easy task, since the farmer 


many cases will be no 
has 
traditionally relied upon his own 
ingenuity in handling jobs 
around the farm. He installs and 
repairs his own fences, his cattle 
stanchions and, in many cases, 
serves as his own mechanic on 
complicated farm machinery. 
As a 


self-sufficient mechanically and 


result, he has become 
may attempt some plumbing jobs 
that are beyond his experience 
and ability to handle, because, 
although they seem _ simple 
enough, he may not understand 
the principles of water hydrau- 
lics and sanitation. 

The qualified contractor, 
therefore, educate the 
farmer on the need for expert 
installation and maintenance. 


“Actually, with the exception 


must 


of a variation in size and specific 
applications, there is no real dif- 
ference between installing a good 
plumbing system on a farm or in 
an urban building,” Lewis said 
“The same essentials hold true. 
There must be a safe and ade- 
quate water supply and proper 
sanitary facilities.” 

To achieve these goals, Lewis 
the 
are 


said, important considera- 


tions proper sizing of 
pumps, an adequate well located 
a safe distance from a septic tank 
disposal field and proper sewage 
disposal with water purification 
facilities, when recommended. 

Lewis went on to outline the 
danger of back-siphonage in im- 
properly designed systems. Any 
time the water pressure within a 
piping system drops below the 
necessary static head pressure 
to deliver water to the highest 


point of the piping system, 
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A manufacturer presents... 


A Refresher Course in 
Water Conditioning 


WHAT, SPECIFICALLY, causes hard water? What types 
of equipment are available for water conditioning? And, 
how does a contractor-dealer go about recommending the 
right unit for a particular installation? 

The answers to these essential questions were presented 
at the Water Supply Conference in Minneapolis last 
month in a talk by Dr. R. M. Thomas, manager of dealer 
sales for the Water Conditioning Division of Rheem Man- 
ufacturing Co. and president of the Water Conditioning 
Foundation 

In addressing the conterence, Dr Thomas explained 
that hard water is caused chiefly by calcium and magne- 
sium salts which, he said, are present in practically all 
you have reached a danger point well water. He defined hard water as being essentially 


When this condition exists and ‘water in which it is difficult to obtain good suds with 


an outlet is open at a low point soap.” The opposite is true, he said, in soft water 
of the water piping system, a “The difficulties encountered with the use of soaps in 
vacuum is created within the hard water can be attributed to a reaction by the soap 


system. Lewis emphasized that which combines with the calcium and magnesium,” Thom- 


It is then possible to siphon as noted. “This reaction,” he said, “produces an insoluble, 


pearly gray soap curd that sticks to fabrics, hair and skin 
and forms film on porcelain, glassware and dishes 
“When the hard water is heated, the lime salts (calcium 


water in the reverse direction of 
the water supply system and also 
siphon water from any container 
which might have a submerged 


and magnesium) tend to precipitate and thus form scale 
water supply inlet.” in water heaters, boilers and radiators, water pipes and 
This potentially dangerous cooking utensils Also, many 
condition exists on an untold foods cooked in hard water be- 
number of farms as a result cf come tough instead of tender 
the farmer’s attempting to do and fail to retain their color,” 
much of his own work, he said he pointed out 
“Most plumbing fixtures today Iron in water probably is the 
have an air gap or siphon break- second major offender, Thomas 
ers to prevent back-siphonage,” continued. It stains fixtures and 
Lewis pointed out. “The stand- laundered clothing, ruins the fla- 
ards set forth by good plumbing vor of tea and coffee and makes 


codes have established this air the water generally unpalatable 


gap at a minimum of two inches 
between the inlet of the water # Another cause of trouble de- 
supply and the flood point of a scribed by Thomas is carbon di 
plumbing fixture. oxide. When dissolved in water 
Any plumbing fixture or it generally produces an acid re- 
water-connected appliance not action, and thus promotes and 
having an air gap should have a accelerates corrosion of the 
vacuum breaker installed on its plumbing and water heater 
water supply. This is a necessary DR. R. M. THOMAS, manager of These .elements of hardnes 
dealer sales for Rheem Mfg. Co.'s . ‘ 
Water Conditioning Division and iron and acidity, may exist alone 
taminated water from entering president of the Water Condition- or together, the speaker said. He 
> water , ing Foundation, was on hand at 
the water supply. 9g suggested, therefore, that be 
the Water Supply Conference to 
dieauden Catieun wiltioen te cused fore treatment is instituted, ar 


water conditioning problems 


precaution for preventing con- 


After reviewing the funda- 


(Please turn to top of next page) 


(Please turn to center of next page 
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A Refresher Course in Rural Plumbing 


(Continued from page 231) 
mentals of the sanitary waste and 
vent system, Lewis went on to 
explain the essentials of instal- 
ling a sewage disposal system. 

“The septic tank can be either 
the 
type, but it should be a minimum 
of 500 gallons for a family of two 


one, two or three-section 


or three persons and on up to 
1,200 or 1,500 gallons for larger 
families,” Lewis advised. 

“Most county or state health 
departments have minimum re- 
quirements for septic tanks and 
these should be followed. In case 
there is any doubt as to its size,” 
he cautioned, “always use the 
larger septic tank. If a food waste 
disposer is used in connection 
with the septic tank, again in- 
crease the septic tank size at 
least once, and in some cases, to 
the second larger size.” 

In the 
codes in many rural areas, Lewis 
emphasized, the plumbing con- 


absence of adequate 


tractor has an important role in 


maintaining high sanitary stand- 
ards. This is especially impor- 


tant, he said, with the increasing 
demand for rural plumbing. 

The importance of this point is 
underscored by a recent survey 
which showed that every time a 
new water system of adequate 
size is sold to a farm dweller, an 
additional $750 sale, on the aver- 
age, of plumbing products for the 
farm home follows. 

The water pump is behind it 
all, Lewis concluded, and the 
plumbing and heating contractor 
is in the best position to assume 
the safe and adequate perform- 
water-using ap- 
END 


ance of all 
pliances connected to it. 


Water Conditioning 
(Continued from page 231) 
analysis should be made of a wa- 

ter sample. 

Thomas recommended, as the 
next step, that the dealer fit the 
unit to the family water condi- 
tioning needs by determining 
roughly the amount of hardness 
that must be removed in a period 
of from one to three weeks. 

“By assuming a figure of 50 





NEWLY ELECTED OFFICERS of the Water Conditioning Foundation are shown at 
the group’s recent annua? meeting in Chicago. From left are Kenneth Sims, 
president of the Universal Water Softener Co., Geneva, Ill., a director; Corwith 
Hamill, president of the Elgin Softener Corp., Elgin, Ill., a director; J. D. Roper, 
president of Roper Mfg. Co., El Monte, Calif., vice president; William Clack, 
president of Clack Water Treatment Service Co., Madison, Wis., a director; and 
Dr. R. M. Thomas, manager of dealer sales for the Water Conditioning Div. of 
Rheem Mfg. Co., Chicago, president. John Hosford of Chicago (not shown) is 
executive vice president and treasurer of the industry trade association. 
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gallons per day per person, the 
daily hardness removal is the 
product of the number of people 
multiplied by 50 times the grain 
hardness per gallon,” he said. 
“Thus, a family of four with a 
water supply of 20 grains per 
gallon hardness would require 
4 by 50 by 20 or 4,000 grains 
On a 15-day 
recharging or regenerating cycle, 
a water softener with a capacity 
of 60,000 grains would be recom- 
mended.” 

Once the contractor-dealer has 
determined the family’s needs, 
what type of equipment is avail- 
able for the actual installation? 
Thomas pointed out that water 
conditioning equipment may gen- 
erally be divided into two types: 
the manually regenerated units 
and the automatic units. The lat- 
ter, he said, usually are electri- 
cally timed using solenoid valves 
as the linkage mechanism. 

“In these models,” he 
“the trend is toward smaller units 
and more frequent regeneration. 
This has two advantages: it re- 
duces the zeolite and tank costs 
to offset the increased cost of 
control devices; and, since the 


removal per day. 


said, 


softener will be washed out more 
often, it will operate more effi- 


’ ciently.” 


Thomas added that iron within 
the limits of one to five parts per 
million often is wholly removed 
by a water softener alone. In 
greater quantity, he said, a sepa- 
rate tank containing an iron pre- 
cipitating mineral sometimes may 
be required. 

“In a home costing from $15,- 
000 to $20,000, we can assume the 
combined cost of the well, pump, 
house piping, fixtures, water 
heaters, dishwashers and auto- 
matic laundries would run close 
to $3,500. Of that amount, about 
$2,500 of equipment would be 
benefited and safeguarded by the 
use of conditioned water. This 
represents a very modest insur- 
ance premium indeed for the 
dealer’s customers,” Thomas con- 
cluded. END 
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These 


illustrations show our 


NEW Nos. 50 and 51 Float Valves. 
They come equipped with Non-Cor- 
rosion Nylon Seat and Nylon 
Plunger. A semi-elevated valve— 
can be equipped with long shank 
as well as Douglas shank. The No. 
51 is equipped with Adjusting Top 
Screw so flow of water can be re- 


duced and silenced. 


Packed in individual box with rod and refill 


No. 51 Float Valve with Non- 
Corrosion Nylon Seat and 
Nylon Plunger. A_ semi-ele- 
vated valve—can be ~~ 
with long shank as well as 
Douglas shank. Flow of water 
can be reduced and silenced 


No. 50 Float Valve with Non- 
Corrosion Nylon Seat and 
Nylon Plunger. A_ semi-ele- 
vated valve—can be equipped 
with long shank as well as 
Douglas shank. Furnished with 


by Adjusting Top Screw. Fur- roe ae Co 


nished with rod and refill. 


The Tradition 


of Craftsmanship 
in QUALITY FITTINGS ..3%°.. 


Individual security INSURES FREEDOM and LIBERTY. Social Security leads 
to Regimentation and LOSS OF LIBERTY. 


It’s a privilege to live in a Republic. Only God can help the people who live in 
Democracies. 


Emblem of 


THE INDIANA BRASS CO., Inc. 


FRANKFORT INDIANA 
“MANUFACTURERS OF PLUMBERS BRASS GOODS” 
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ON REMODELING JOBS-The EXTRA PROFIT Is In... 


MERSAMATIC 
3-WAY VERSATILITY 


A COMPLETE LINE... Smopets, 20 sizes 


® Bronze and Copper Construction 
® Popular, Standard, Heavy Duty 


® Submersible, Explosion Proof, 
Water Operated 
ra) . . = = 
Automatic, Electric 1 PERMANENT- PORTABLE- 3 NON-AUTOMATIC 
® Dependable Motors and Switches AUTOMATIC AUTOMATIC to maintain 


for normal sump Self-contained unit dry work areas 


iP Top Capacity, Range of Sizes installations for auromatic 


Operations 
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The Best Insurance 
You Can Sell ! 


6... low cost, positive protection from water damage — nothing beats a Penberthy 
— not even an insurance policy. That’s why it’s a simple matter to convince 
remodelers to buy the best in sump pumps. First costs are secondary when you 
consider the cost of a Penberthy in relation to the investment it protects — 
so well for so long. Why risk your reputation on less than the best? Be certain of 


satisfaction by depending on the dependable Penberthy line. 


PENBERTHY MANUFACTURING COMPANY 


Division of Buffalo-Eclipse Corporation 


1242 Holden Avenue * Detroit 2, Michigan 


NEW CATALOG lists specifications, 


capacities and other details. 


Y \ Be sure you have several 
\ W rite today 


‘bat. 





HYDRAULIC CELLAR DRAINER PEN-PRIDE MODEL M EXPLOSION PROOF 


provides double popular quality-made high capacity and totally 


automatic protection in 1 size only in 5 sizes Enclosed Models 
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NEW:...PENN 
SUPERCHARGER 


increases water “draw” capacity 
from existing tanks as much as 


Typical piping arrangement of 
the Penn Type 194 Supercharger 


Prevents “water logging”... loss of air charge... 
or excessive withdrawal beyond pump capacity 


New...brand new...the Penn type 194 Super- logging and prevents loss of air charge in case of 
charger gives you positive air charging on centrif- power or pump failure or withdrawal beyond 
ugal, shallow and deep well jets, and submersible pump capacity. And, Supercharger has many more 
types of water system pumps. It charges air at a advantages... 
high rate directly to the tank without passing - 
through the pump. It does not affect pump prim- @ ee Learn all about it 
ing or create cavitation within the pump. oe Write for Bulletin No. 3136 

This larger volume of compressed air provides 
greater “draw” capacity with less frequent pump | 
operation. Actually, when properly applied to an » FREE! 
existing tank, Supercharger doubles the capacity. IT _——_— 

- eal 


The Penn Supercharger positively prevents water 


MAY IS NATIONAL PEN n (0 nTe 0 LS INC SELL RUNNING 
WATER SYSTEMS MONTH 9 e Goshen, Indiana WATER FIRST! 
EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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Another KOR-IT Case Example 


The job, installing an awning over a 20 ft. by 40 ft. swimming pool, 
called for 2” pipes deep into concrete and extremely close to the 
pool’s narrow wall. Diameter of holes had to be exactly 2”, without 
variation all the way through. Other methods would have broken 
the concrete holes and pool wall, meaning an estimated 50 to 60 
hours drilling. The owner’s man, using a star drill, had spent 8 
hours trying to drill only two of the holes. KOR-IT “cored” the 2” 
holes—12 of them—in less than an hour; and each core came out 
in a solid piece. 
Every contractor needs this remarkable de- 
vice for quickly cutting clean, round holes 
through concrete, marble, rock —almost any 
hard surface. KOR-IT and KOR-IT, Jr. are 
both mobile, compact, inexpensive. KOR-IT, 
JR. is completely portable. Can be carried up 
stairways, into seemingly inaccessible places. 
Write today for complete illustrated informa- 
tion about KOR-IT precision drills and KOR- 


IT diamond bits. Use convenient coupon. 





CUSTOM DRILLING WITH KOR-IT 
There is a great need for custom drilling. 
With KOR-IT equipment you'll find it 
profitable to service this need. 











J. F. HAMLIN CO., INC., 746 Ellis St., San Francisco 9 


Cutting 6" dia. holes 
through concrete 
Core removed in one 
piece. 
Close-up of coring 
bit. Faced with dia- 
monds, seated in 
high-test steel 

KOR-IT cuts round holes 1” to 8” dia. and 10” deep, 

plus 9” extensions as required. Two horsepower G.E. 

motor, 110-220 volts; or 314 h.p. gasoline engine. 

Machine counterbalanced to exert correct pressure. 

Operates any position, vertical or horizontal. Com- 

pact, portable. Total weight 165 Ibs. 


KOR-IT, Jr. cuts round holes ;';” to 2” dia. and 8” deep, plus 
8” extensions as required. Half horsepower G.E. motor, 
110-220 volts. Hand operated; works in places not accessible 
to other equipment. Compact, portable. Total weight 36 lbs. 


| J. F. HAMLIN CO., INC. 


746 Ellis Street, San Francisco 9, California 


Gentlemen: 
Send me information about KOR-IT drilling equipment 


CUTS CLEAN, ROUND ae ~~ 
HOLES THROUGH HARD conerasey 
SURFACES AT HIGH SPEED srw 


CRPY..... 
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What Do the Ladies Wa heir 


New and Remodeled Ho 


s? 


Bathroom, kitchen, heating will come under sc at Housing Congress 


THE BUILDING INDUSTRY is turn- 
ing to the American housewife 
for advice on creating houses for 
more successful family living. It 
will invite homemakers from all 
sections of the country and vari- 
ous economic levels to Washing- 
ton, D. C., this coming November 
to participate in the second Wom- 
en’s Housing Congress. 

The and _ heating 
industry is prominently repre- 


plumbing 


sented on the organizing commit- 
Franklin 
Greene, executive director of the 
Better Heating-Cooling Council, 
New York City, is chairman. 
Other industry members of the 
five-man committee include Carl 
Pihl of the Copper and Brass Re- 
search Assn., New York City, 


tee of the Congress. 


and Jerome Hendrickson, execu- 
tive the National 
Assn. of Plumbing Contractors, 
Washington, D. C. 

This distaff 


serve aS a 


secretary of 


conference will 


transition from the 
Women’s Housing Con- 
gress staged by the Federal 
Housing Agency last year, which 
concerned itself primarily with 
space and design of the home. 
The 
tends to clarify the relationship 
between good house construction 


initial 


forthcoming Congress in- 


and family welfare and security. 
It will consider the components, 
materials and workmanship 
which give the house sound eco- 
nomic value and family well- 
being. The woman’s viewpoint 
on plumbing and heating and its 


relationship to these points will 
be fully explored. 

Support has been pledged by 
architects and other building pro- 
Additional trade and 
manufacturing 


fessionals. 
associations are 
being invited to join in sponsor- 
ship of the Congress, which is 
headquartered at 1632 K Street, 
N. W., Washington 6, D. C. 
“The industry-sponsored Con- 
gress is based on the concept that 
while industry builds the house, 
women make the home,” Greene 
said. “The Congress is primarily 
designed for research into the 
homemakers’ thinking, needs and 
preferences. Out of the pool of 
their experience we believe there 
will be found substantial benefits 


(Please turn to center of page 244) 
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oul BOILERS 


keep your profit in your pocket! 


The first thing you want is a trouble-free, quality product. It in- 


creases your profits and means future business. Burnham’s rep- 


utation for quality is your answer. You can count on these 
lifetime cast-iron boilers to heat dependably and keep fuel bills 


down. The results are satisfied customers and full profits for you. 


Install Burnham...and be sure! 


BURNHAM 
PACEMAKER 


PACEMAKER® cast-iron 
oil-fired boiler sets the 
pace in quality. Vertical 
flue travel and twin com- 
bustion chamber design 
make it an outstanding fuel 
saver. Built-in copper tank- 
less heater supplies hot 
faucet water all year 
‘round. Handsome blue 
and gray two-tone ex- 
tended or flush jacket. Ca- 
pacities from 490 to 1270 
sq. ft. water and from 270 
to 710 sq. ft. steam, IBR net ratings. 


BURNHAM PACE-PAK 


PACE-PAK® ...shipped completely assem- 
bled and ready to connect to the piping system 
... gives big savings in installation time. Wir- 
ing, controls and equipment of this cast-iron 
oil-fired boiler are engineered, assembled and 
tested by Burnham. Built-in all copper tank- 
less heaters for hot faucet water are available. 
Vertical flue travel. Shipped in sturdy skid- 
bottom crate. Attractive two-tone extended 
jacket, Made in capacities of 565 and 810 sq. 
ft. water, IBR net ratings, 


BURNHAM BOILERS WEAR LIKE IRON 
... BECAUSE THEY'RE MADE OF IRON 


ae cmmayy Burnham Corporation, . 


BOILER DIVISION 
IRVINGTON, NEW YORK 
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BURNHAM 
HOLIDAY 





HOLIDAY cast-iron gas-fired boiler 
gives your customers the most ad- 
vanced design and performance fea- 
tures. Plenty of hot faucet water from 
built-in Trufin copper tankless 
heaters is a Burnham “first” in the 
field, Vertical flue travel past hun- 
dreds of heat-grabbing “pins” gives 
high fuel efficiency. HOLIDAY’s 
handsome blue and gray two-tone ex- 
tended jacket gives it beauty to match 
its performance, too. A wide range of 
capacities are available... from 300 
to 1100 sq. ft. water and from 160 to 
610 sq. ft. steam, IBR net ratings. 


PACE-PAK 
in sturdy crate 
ready for delivery 





Burnham Corporation 
Irvington, New York 


Please send me, without obligation, full data and 
ratings on 


PACEMAKER PACE-PAK HOLIDAY 


Nome 


Address... 





Now’s the time 
to move with 


It’s the fastest 
selling line of all! 


The water heaters themselves are the 
hig reason. Take the complete Rheemglas 
series. Inside each there’s a glass lining 
that stands up better and resists the 
chemical action of hot water. It’s made 
from famous Rheem Frit! 


ON 4 


YOU CAN RELY 


Home Products Division of Rheem Mfg. Co. 


240 


And just look at that bright new Rheem- 
glas Holiday with its changeable color 
panels. Rheemglas-lined inside. Beauti- 
fully designed outside to fit in anywhere 

kitchen, utility or recreation room. It’s 
square on all four sides—made to be seen! 

Then there’s the cream of the Rheem 
line —Coppermatics with pure copper in- 
ner tanks. And, too, Rheem offers a spe- 
cial series of galvanized models. 


THE BIG NAME 


IN COMFORT 


They’re all built to last longer. Color- 
styled to look good anywhere.Priced right 
Advertised nationally and locally. Any 
wonder Rheem water heaters move faster? 

Why not call your Rheem distributo1 
for all the details? He'll give you com 
plete product facts and figures, new 
about the big 1957 promotion program 
the profit picture (it’s big, too!), and how 
you can become a Rheem dealer. 


PRODUCTS FOR THet HOME 


central air-conditioning systems, warm-air furnaces, 
wet-heat boilers, plumbing fixtures, water softeners 


/ Seattle « South Gate, Calif. * Houston * Chicago * Sparrows Pt., Md. 
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MADE WITH BRONZE OR NICKEL ALLOY WEDGE 


The bronze wedge provides lasting economy for most 
applications. The nickel alloy wedge provides extra resist- 
ance where rapid wear and corrosion are factors. 


JENKINS BRONZE GATES WITH MONEL SEAT RINGS 
200 psi 300 psi 
Fig. 270-U, Bronze Wedge Fig. 280-U, Bronze Wedge 
Fig. 270-UN, Nickel Alloy Wedge Fig. 280-UN, Nickel Alloy Wedge 
Fig. 270-UL, Bronze Wedge, 350 psi 
U.L. approved for L.P.G. Services Fig. 280-UX, Bronze Wedge 


JENKINS BRONZE GATES INCLUDE DIFFERENT PATTERNS 


125 * 150 * 200 * 300 * 350 psi SOLID WEDGE * SPLIT WEDGE 
SCREWED * FLANGED * SOLDER END * SOCKET END QUICK OPENING 


Call your local Jenkins Valve Distributor for complete information. 


Easy replacement 
of the wedge only — 
right on the line — 
restores 

full efficiency 


THE MONEL SEAT RINGS are expanded into the 
body to assure a positive, leak-proof joint. Exhaus- 
tive tests in typical monel-seated gate valve services 
show that this permanent all-around support of the 
rings is essential to guard against deforming, loosen- 
ing, or shifting. 


THE RENEWABLE WEDGE (bronze or nickel alloy) 
has excellent wear resistance, but has a lower degree 
of hardness than the heat-treated Monel rings, which 
have optimum resistance to erosion and corrosion 
as well as abrasion. Thus, wear of the wedge leaves 
the rings relatively unaffected. When necessary to 
renew the wedge, you simply remove the valve 
bonnet, slip the old wedge off the stem, and slip 
on a new one. 


GET PRACTICAL, LOW-COST RENEWABILITY in the 
valves you choose for the tough, punishing services 
that require Monel-seated gates. Compare . . . there 
is nothing simpler, faster, or more economical than 
Jenkins replaceable wedge design — and you also 
get the plus of Jenkins extra value in every other 
feature, Jenkins Bros., 100 Park Ave., New York 
17, New York. 


JENKINS 


LOOK FOR THE JENKINS DIAMOND 


VALVES3@ 


Qin Sct 


Domestic ENGINEERING, May 1957 





"Top Quality, Top Strainer 


By 





Only Zoeller Offers 


ASS COLUMNS 





MODEL ‘you can see! 


” a 

‘ a deel Cie . 

Au é Pe as Bo 08 
BRONZE eek : 





ee 


and cal 


ae 


CHECK THESE FEATURES 
AND COMPARE 


Thermal overload protection 
for motor 


Ball thrust bearings 


Exclusive RED as 
columns. Corrosive resistant. 
Life-time lasting 


Replaceable bronze pump 
bearing 


Top strainer originated by 
Zoeller for easy cleaning 


SUBMERSIBLE BUY THESE PREMIUM 
06—BRONZE QUALITY SUMP PUMPS 
04—CAST IRON THROUGH YOUR WHOLESALER MODEL 21 


GASOLINE POWERED FOR UTILITY 
OR SUMP USE, LEGS DETACHABLE 


3280 MILLERS LANE 
LO 


UISVILLE 16, KENTUCKY 
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Behind the Scenes: These industry leaders are 
helping to organize the Housing Congress... 


Frank Greene 
Better Heating- 
Cooling Council 


(Continued from page 238) 
for the homebuyer and a mer- 
in- 


stimulant for 


creased house sales. 


chandising 


“The discussions at the Con- 
gress will touch emotional and 
moral values of successful home 
life, the human side of housing. 
It is well known that the strength 
and character in American life 
stem from the family and that 
the first need of the family is an 
adequate home. But it is not so 


Carl Pihl 
Copper and Brass 
Research Assn. 


Jerry Hendrickson 
National Assn. of 
Plumbing Contractors 


being and stability of the family 
are powerfully influenced for 
better or for worse by the physi- 
cal condition of the house itself.” 

Thus, the committee indicated 
that a major objective is to take 
some searching looks into this 
fundamental, but little known, 
relationship. Among other as- 
pects, the Congress will seek to 
uncover the “hidden function” of 
good construction, building 
equipment, materials and serv- 


family life. It also will investi- 
gate the apparent connection be- 
tween poor home construction 
and divorce, juvenile delin- 
quency, mental illness and other 
critical social problems. 

The organizing committee 
noted that plans for the Women’s 
Congress are being launched dur- 
ing the current slump in the 
housing industry and at a time 
when there is unprecedented 
competition for the home dollar. 

“The housewives, themselves,” 
a committee statement reads, 
“will discuss why the home—as 
the fortress of the family—must 
be the prime item in a sensible 
family budget, and how the basic 
components of good building con- 
tribute to a stable budget and 
long-term security. 

“Despite the decline in housing 
starts there is a trend to the bet- 
ter house (multiple bathrooms, 
central cooling, higher-quality 
heating). The industry, therefore, 
should take organized action to 
increase this tendency toward 
structural quality in all new 
houses. Armed with the relevant 
facts, we should take vigorous 
steps to stimulate the housing 


commonly realized that the well- 


ices, and trace their effects on 


economy.” END 





Letters You Don't Have to Write—But Should 


THE MODERN BUSINESSMAN has to write hundreds 
of letters of all types—sales letters, letters of ac- 
knowledgment, answers to requests from custom- 
ers and suppliers. He has to write credit letters 
and letters to cranks. Yes, he has to write a lot of 
letters. 

All of these letters should be sales letters, either 
directly or indirectly. Every letter should do two 
big jobs. First, it should accomplish the purpose 
for which it was written. For example, if a letter 
is a collection one, it should be phrased so that it 
will make the collection. And second, it should 
“sell the house.” This job in many cases may be 
more important in the long run than the first and 
more specific job is. It may not be wise, for in- 
stance, to antagonize someone who usually is a 
good customer by writing him a nasty collection 
letter because he owes you $7.60. If you do, you 
may make the collection, but you also may lose 
his business to your competitor. 

There’s a kind of letter that produces sales and 


builds good will but is not a necessary letter. It’s 
the one that expresses the simple, common courte- 
sy of congratulations, hello or thank you. 

Such a letter is different from a regular business 
letter in several ways. First of all, it may be sent 
to people whom you don’t ordinarily have occasion 
to contact by mail for any other reason. Many of 
the people to whom you send courtesy letters may 
not even be.customers. Some may be former 
employees whom you have never regarded as po- 
tential customers. All, however, are people who 
can help you build sales and good will. 

Courtesy letters are different from ordinary 
business letters because they are intended to make 
people feel good. Usually the people receiving 
them do not expect to get them. In short, a cour- 
tesy letter is a pleasant surprise to its recipient. 
Since such letters are surprises—and pleasant 
ones—their recipients are likely to read them. 

Don’t forget. On any given occasion, one of the 

(Please turn to top of page 303) 
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Check THESE FEATURES 


Finger tip control for instant start- 
ing, stopping or reversing. 


Easy-to-handle 15’ sectional cables 
are enclosed by guide hose to 
eliminate whipping. 


Quick-change, self-locking coup- 
lings for tools and cables. 


“Ready to use” on 3” to 6” lines. 
Quickly adaptable to lines from 
1%” to 10”. 


Power head tilts and locks at any 
angle; drops between legs for 
easy wheeling. 


FAST. 


sectional 


Handles up to 200’ of 
700 r.p.m, 
through all traps and bends. 


cable at 


A Kollmann K-100 is literally a “gold mine” for 


It does its basic 
job to perfection quickly, dependably and profitably. 


any master plumber or contractor. 


Further, it builds customer good will and creates sales 
opportunities for OTHER services or equipment. 


Water heaters, furnaces and all kinds of moderniza- 
tion jobs have been sold because a smart operator 
“used his eyes’”” when he was in a home basement to 
clear a cellar drain. And, the ease and speed with 
which a Kollmann clears that drain lets you make a 


sound profit at a price which seems reasonable to your 








DETACHABLE WHEEL DOLLY 
provides easy, wheel-barrow 
transport. Can be left on 


while machine operates. 





customer. Nor are these opportunities limited to home 
or apartment service. A good many industrial plants 
are willing to talk about turning over their plumbing 
maintenance or new construction to a shop which 
has shown its ability to give good service and cut 
“down” time caused by plugged or sluggish drains 
or supply lines. 


An ideal team mate for the K-100, the K-50 spins 25’ of 


14” cable right through the basin plug to clear lines as small 


as 3%". 


Slip off the Sink Waste Adapter, attach the Guide 
Hose and you’re ready to work as much as 100’ of %” 


sec- 


tional cable for lines up to 3”. Electrically operated forward- 


stop-reverse. 


Especially convenient because the tripod 


supports the machine, leaving your hands free for operation. 


The advantages of Kollmann equipment fully justify replac- 





ing any other you may be using. See the complete Kollmann 


line at your jobber or write for literature. 
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Continued 
from 


page 126 





He Found the Answers to 
Big Time Competition... 


EVERY CUSTOM INSTALLATION HANDLED BY CLARK'S COMPLETE JOB CREWS (LEFT) IS PERSONALLY FOLLOWED UP BY CLARK. 


(Continued from page 126) 
and more valuable to me.” 

Red joined the Clark staff 23 
years ago as a truck driver. He 
became a helper, then a journey- 
man, finally foreman of the whole 
Clark 
extremely lucky to have a man 
like Red. 

“One of the really big head- 


crew. considers himself 


aches in this business—as in any, 
I suppose—is finding a man who 
responsibility. I 


will accept 


needed somebody to whom I 
could turn over the direction of 
the remodeling department, then 
virtually forget about it. Red is 


such a man.” 


When looking for the right 
man, don't give up easily 


Clark wasn’t as fortunate in 
finding someone to head up his 
appliance department when he 
started it in 1948. He tried out 
several people before Cliff An- 
who’s 


derson, in charge now, 


came along to fit the bill. 

“My advice to anyone looking 
for a responsible person,” says 
Clark, “is to give up 
easily. A good man is hard to 


not too 
find, but you'll find him if you’re 
And 
positively indispensable. So you 
shouldn’t 


determined enough. he’s 


settle for somebody 
who’s less than real good.” 

Red’s taking over the respon- 
sibility of running the remodel- 
ing department frees Clark for 
the job of conducting the public 
relations of his business, which 
he considers to be of incalculable 
importance. 

“I speak before business and 
professional groups, appear on 
programs, par- 
ticipate in home shows—do ev- 


radio interview 
erything I can to keep myself in 
the public eye. I figure that the 
more people there are who know 
my name because of some such 
activity the more likely are they 
read ads when 


to stop to my 


they see the Clark name on them 
in the newspaper. 

“T couldn’t do any of these 
things if I didn’t have Red and 
Cliff to mind the store for me.” 


When the lady stops to lis- 
ten, you do the talking 

Clark recently appeared on a 
radio program as part of the lo- 
cal promotion for P-H-C Month. 
popular chatty-type 
woman’s morning program and 


It was a 
gave him an opportunity to 
discuss the ease with which to- 
day’s homemaker can modernize 
her bathroom, kitchen or heat- 
ing and of the popularity of 
colored fixtures and appliances. 

While it’s undoubtedly true 
that his personal publicity brings 
additional readership to Clark’s 
ads, they are excellent in them- 
selves as attention stoppers. 

(See, for example, the ad re- 
produced on page 127.) 

This ad is one of a series sched- 
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BEFORE AND AFTER EXHIBIT AT HOME SHOW DRAMATIZED CLARK'S ABILITY TO TRANSFORM THE MOST OUTDATED BATHROOM. 


PERSONAL TOUCH: Clark feels that 
his personal service, which chain 
stores find almost impossible to match, 
is important in winning 
who come back and make 


customers 
referrals 


ENGINEERING, May 1957 


uled to 
weeks in the Des Moines Regis- 
ter-Tribune, 


run for 13 consecutive 


terminating: this 
month. It was planned with ex- 
treme care by Clark, in collab- 
the 
executive and layout 


oration with retail account 
artist ol 
the newspaper. 

“We work on the ads together 
I figure that they know more 
than I do about how to arrange 
the elements of an ad to gain the 
greatest readership. On the oth- 
er hand, I know more about what 
appeals to a_ potential buyer 
when it comes to plumbing than 
they do. So I’m in on the plan- 
ning too. 

“I’ve worked with these boys 
Together, 
out some pretty potent ads, if I 
I think at least 50 per- 


cent of my business is pulled in 


before. we've turned 


do say it. 
by newspaper ads.” 


Like his 


newspaper ads, Clark’s next big 


current series of 


advertising campaign will be di- 


rected toward the bathroom re- 
It will consist 
There 
will be three mailings of about 
5,000 each 


up the “before” 


modeling market 


of a direct-mail campaign 


The first will play 
and “after” angle 
the ad and 
discussed on page 127. The sec- 
the idea of 
eliminating the rush hour in the 
And the third also will 
the 
venience offered by a second or 
half bath 

“T also radio,” 
said Clark. “It takes a back seat 
f 


to my newspaper advertising, but 


used in illustrated 


ond will stress 


bathroom 


be concentrated on con- 


advertise on 


it does an important job for me.” 

When using radio ads, select 

your audience carefully 
Clark’s 


that his radio advertising money 


been careful to see 
is spent for time during which 
his potential customers are like 
ly to be listening. “A musical 


(Please turn to top of page 248) 








PLUMBINGWARE 


All 3 Sizes 


66 W. Carroll Ave., Pu MBINGWARE Write for 


Chicago catalog sheet 


PLUMBINCWARE PROTECTS THE HEALTH OF THE NATION 


248 


(Continued from bottom of page 247) 
show that plays largely to teenagers doesn’t do 
nearly as good a job as one directed to the house- 
wife going about her work or the homeowner 
driving home from work.” 

Clark sponsors a quarter-hour program between 
5 and 6 p.m. that alternates with three other 
quarter-hour sponsors, so that in a month’s time 
he covers the entire hour, thereby reaching the 
majority of listeners during that period. 

While Clark is extremely satisfied with the way 
his newspaper and radio ads pull, he thinks per- 
haps his best advertisers are his satisfied cus- 
tomers. 

“Many’s the time,” he said, “that I’ve had a 
new customer tell me—You should thank Mrs. 
So-and-So for telling me about you.” 

Clark makes sure that every one of his cus- 
tomers is not only adequately satisfied but enthu- 
siastically so. 

He does this by the excellence of his service 
and by giving his customers quality work that 
they can be enthusiastic about. He specializes in 
custom designing, giving each customer the feel- 
ing that her installation has been especially cre- 
ated to suit her special taste and needs. 

This claim is backed up with pictures, in 
color, of past jobs—all different. Clark also 
takes potential customers to see the finished in- 
stallations in the homes of already satisfied cli- 
ents. The personal quality of his service, which 
is difficult if not impossible for the chain stores 
to match, is an important factor in winning satis- 
fied customers—who come back and make refer- 
rals. Clark visits each customer himself and dis- 
cusses her special interests, tastes and needs. 

“I also try to give quick, efficient service,” 
Clark points out. “And don’t think our customers 
don’t appreciate it. We schedule our jobs in such 
a way that something begun on a Monday is com- 
pleted by the end of the week, so the customer 
can enjoy the new beauty and comfort over the 
week-end. 

“We make sure, of course, that our journey- 
men are neat in appearance, courteous and clean 
up when they’ve completed a job.” 

Something else Clark does without fail is call 
on the customer a week or so after a job has been 
completed, to make sure that everything is satis- 
factory. He does this himself, rather than leave 
it up to one of his men, so that his customer will 
know that he personally wants to offer completely 
satisfactory service. 

“T want my customers to be glad they chose 
me for their contractor. Besides giving them 
efficient service and quality work, I also want 
to offer personal attention and service. 

“T’ve found over the years that this means a 
lot to my customers. And what means a lot to 
my customers means a lot to my business.” END 
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It’s a fact! More contractors cut down on 
roughing-in time with Central Foundry 
“Spun” Pipe than with any other machine- 
made cast iron soil pipe! 

These contractors know that Central 
Foundry —the first company to come out with 
a centrifugal-cast (“spun”) soil pipe—always 
makes easy-to-work-with, quality pipe. 

No other “spun” pipe is cast like Central’s 
—in exclusive, permanent all-metal molds. 
And naturally, the company who has made 
more “spun” pipe and satisfied more plumbers, 
has the know-how to make better soil pipe. 
That’s exactly what Central Foundry does... 
and here’s exactly why its “spun” pipe will 
help you rough-in faster — 


1 ABSOLUTELY STRAIGHT 


The only “spun” pipe cast in 
rigid, permanent all-metal 
molds for length-after-length 
uniformity! 


New, information- 
packed booklet 


answers all your questions on 

“spun” pipe and machine-made 

fittings. Send for your copy 
today! 
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Roughing-in 
goes faster with 


CENTRAL FOUNDRY 
“SPUN” PIPE! 


PERFECT FIT OF 

HUBS AND SPIGOTS 
Accurately round, inside and 
out, for speedy line up and 
caulking! 


3 PRACTICALLY 
NO BREAKAGE 


Strong one-piece, seamless 
construction. Stands up under 
on-the-job handling! 


and permanent all-metal molds also mean... 
No leaks — never any sand holes. 
Free flow of waste — almost gun-barrel finish inside; 
no obstructions. 
Reinforced hub and barrel — distinctive, smooth 
unbroken contour. 


Quick identification — name “CFCO” cast right on 
the barrel. 


all at the price you'd pay for ordinary soil pipe! 


——___—_—___— —— 
FIRST IN CAST IRON SOIL PIPE AND FITTINGS 


THE 


CENTRAL FOUNDRY 


COMPANY 


Centrifugal Cast Soil Pipe 
Machine-Made Fittings 
Bituminized Fibre Pipe 

Main Office: Foot of Pacific Street, Newark 5, N. J. 
Plant: Holt, Ala. 











ard, Air Conditioning Div., 40 W. 
40th St.. New York City 18. 


e Trade literature reviews : ; 
Diffuser selection manual. An 80- 


page selection manual presents data 
for selecting air diffusers for air 
conditioning, heating and ventilat- 


| ing systems. Contains tables and 
i photos to aid in correct selection of 
diffusers and accessories for all-air, 


igh-velocity and conventional air 

conditioning systems for commer- 

cial and institutional use. Illustrates 

1ound, square and straight line 

diffusers and includes air distribu- 

tion characteristics, static pressure 
factors and typical installations. 

Available from: Anemostat Corp. 

oueeas stase Comments | Fon.” 

an ork City 16. 

AURORA Heat pump brochure. A 12-page 

illustrated brochure describes a 

<= compound compression air source 

re f- Li ner heat pump for commercial and in- 


dustrial use. Contains system dia- 
CENTRIFUGAL JET P UMPS grams, cost analysis charts and 
performance charts comparing heat 
V3; HP output and power consumption be- 
tween conventional single stage 
and heat pump systems and the firm’s 
multistage system. Shows compo- 
V2 HP nents 

Available from: York Corp., Sub- 
sidiary of Borg-Warner Corp., 

York, Pa. 











Packaged air conditioner bro- functions of units and contains 
chure. A colorful, eight-page bro- cutaway drawings showing typical 
chure features air cooled packaged installations. Notes unit construc- 
air conditioners for residential and tion and lists specifications. 
small commercial use. Explains Available from: American-Stand- 








CONVERTIBLE 
Shaliow to Deep Well ‘ ‘. 
—No added parts Plumbing brass fixtures catalog. 
a A colorful, 44-page catalog features 
CAN BE CONVERTED the firm’s line of plumbing brass 


TO MULTI-STAGE . _ . . 
Consult Factory fixtures. Shows and lists fixture 


USED AS HORIZONTAL This member of the distinguished line of AURORA Star parts. Describes construction and 


OR VERTICAL UNIT Liners has an unparalled combination of valuable features illustrates installations and applica- 
* (a few are mentioned at left). Here's packaging, engineer 
SELF-PRIMING ing brilliance and economical performance YOU SHOULD , . 
2 quarts to prime KNOW ABOUT Available from: Stephen A. 
the sins of Young Corp., 110 S. Adams St., 
HOW TO INSTALL IN VERTICAL OFFSET POSITION Flora. Ind 


tions 


“ 
INTERCHANGEABLE 
PARTS with all othe 

Star-L ~ : 
or-Liners Circulating pump bulletin. A 
EASILY INSTALLED four-page, two-color engineering 
All connections access 
ible for galvanised or bulletin describes a_ circulating 
plastic pipe pump for hot water heating and 


a“ 
PACKAGE UNITS chilled water cooling systems. A 
both) HP and large, cutaway diagram indicates 


. construction features. Inchides a 

NEMA STANDARD ‘al 
threaded atainiess t\ pical spec ification form and gives 
steel shaft large “é 


frame motor Note how unlt ts 


* 
ete ts AVAILABLE adaptor te Available from: Bell & Gossett 


abrasion resistance 1, PUMP UNIT ONLY ; ” , Co,, 8200 N, Austin Ave, Morton 
* ) seManhce meets ‘ 
INI MOUNT ) ) 
VERSATILE Re AN OUTS the mort exacting re Grove, Il 
Can be used horiso . . GQuirements of both 
tally or vertically on 3, UNIT WITH & GALLON netalier and user 
the casing or off OPERATING TANK WRITE FOR Copper-lined water heater data 


BULLETIN: 133-SL file. Designed for use as a file folder, 


AU RORA PUMP DIVISION i provides necessary information 


for specifying and selecting copper- 
THE NEW YORK AIR BRAKE COMPANY lined storage water heaters for in- 
10 LOUCKS STREET e AURORA © ILLINOIS dustrial and commercial use, Con 
EXPORT DEPARTMENT Aurora, Illinois Cable Address ‘‘NYABINT"’ tains diagram of construction de 
tails and recommended minimum 


sives, dimensions and a capacity 


mounted vertically on chart 
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specifications. Has an eight-page 
section of dimensions, heating ca- 
pacities and engineering data, and 
gives installation suggestions and 
piping arrangements. Notes adver- 
tised case histories of typical in- 
stallations. 

Available from: The Patterson- 
Kelley Co., 2 Warren St., East 
Stroudsburg, Pa. 


Centrifugal fan cooling tower 
bulletin. A four-page bulletin fea- 
tures two types of centrifugal fan 
cooling towers. Describes tower 
construction, including the wetted 
deck surface, water distribution, 
fans, motor, housing and drive. 
Tables show sump capacities, oper- 
ating and dimensional data and 
space requirements with weights 
per section. In two colors. 

Available from: Halstead & 
Mitchell, 704 Bessemer Bldg., Pitts- 
burgh 22. 


Air filter bulletin. A four-page, 
three-color bulletin describes air 
handling units that incorporate 
automatic air filtration. Explains 
“filtering by the roll” principle for 
heating and ventilating units, in- 
dustrial heaters, auditorium unit 
ventilators and air conditioning 
units. Discusses construction, ad- 
vantages and operation. Includes 
line drawings and specifications 
and lists accessories 

Available from: American Aji 
Filter Co., 215 Central Ave., Louis- 
ville 8, Ky 


Horizontal unit heater catalog 
Gives performance data, wiring and 
piping diagrams, construction fea- 
tures and specifications on the 


' 
Cateoe NO. 2557 


| HEATERS 


ey weal] 





YOUNG RADIATOR COMPARY 





firm’s line of horizontal unit heaters 
Tells proper mounting heights and 
includes diagrams on all phases of 
construction and installation, Lists 
accessories 

Available from: Young Radiator 
Co,, 709 S. Marquette St., Racine, 
Wis 


(Please turn to top of page 252) 


Domestic ENGINEERING, May 1957 


THERE'S A 


IN SEATS... 


Sperzel makes 


the DIFFERENCE 


NO. 100, SPERZEL SEAT AND COVER 


| jeer IT’S A SPERZEL you're only 
selling or installing Aalf a seat. 


That's right, Sperzel features make a 


difference . . . a big difference 
SPERZEL COLORS are fast, can't fade 
Even Sperzel white stays white. No 
yellowing, no discoloration ever. The 
color goes through the seat, from top 
to bottom 


SPERZEL FINISH is solid plastic, Fire- 
proof, acid resistant. Torturous daily 
use can’t scratch, chip or crack a Sperzel 
seat, Sperzel seats never warp 


SPERZEL HINGE js sell-sustaining the 
only one like it on the market, Never 
slams, exclusive Sperzel hinge holds 
seat and cover in position at any degree 
of its arc, Self-tightening, sell-aligning 


Isn't this the kind of seat you want to 
sell. to install’? Better find out about 
the exclusive features that makes Sperzel 
the eve seat available. Write today, or 
contact your Sperzel wholesaler, for 
the new Sperze!l Catalog 700 


For Finest Plastic Seats... 





EXCLUSIVE SPERZEL 
SELF-SUSTAINING HINGE 





ee 
Sperzel plastic hinge 
cover seals out acid, 
dirt and moisture 
Prevents corrosion! 


Self-sustaining hinge 
holds seat at any de 
gree of ar Stainless 
steel hinge bolts as 
sure perfect, lifelong 


hinge funct 


Plastic seal prevents 
corrosion, Spring 
loaded bolt main 
tains constant ten 
sion adjusts self 
daily. Prevents loose 
wobbly seat. Can't 


come loo 





ELLA LDSE 


cOoOMPAN Y 
Minneapolis, Minnesota 








NEW PRICES NEW SIZES 
NEW JACKETS -NEW FEATURES 


Fitzgibbons 


NEW 7700 SERIES 
BOILER-BURNER UNIT 


Write today 
for full information 


The new 7700 Series is a worthy successor to the famous 
770 Series in oil fired, forced hot water heating systems. 


NEW PRICES. Economies resulting from improved de- 
sign and new manufacturing methods enable Fitzgibbons 
to offer a completely superior product at a competitive 
price. 

NEW SIZES, now totaling FOUR in number, provide 
greater sales opportunity in a broader range of small 
building projects. 

NEW LOOK with an attractive green and gray square 
jacket which may be easily and quickly converted to a 
fully enclosed model through the simple application of 
a jacket extension, 

NEW FEATURES include low voltage thermostat; greater 
range in tankless domestic hot water coil capacities; 
improved packaging and easier handling. 


Fi tzgibbons 


Boiler Company, Inc 


101 PARK AVENUE, NEW YORK 17, N. Y. 
DEPT. 50 


Good Reading 


(Continued from page 251) 
Thermostatic temperature regu- 
lator bulletin. A 12-page bulletin 
describes the firm’s line of thermo- 
static temperature regulators. Dis- 
cusses proper valve selection and 
application. Cutaways show con- 
struction and illustrate operation 
Gives engineering and_ technical 
data, diagrams and roughing-in di- 
mensions. Lists thermostatic bulbs 
for all regulator applications and 
contains directions for ordering. In 
two colors. 
Available from: Lawler Auto- 
matic Controls, 453 N. MacQuesten 
Pkwy., Mount Vernon, N. Y. 


Central air conditioner specifi- 
cation sheets. A set of four, two- 
color specification sheets describes 





the firm’s line of air-cooled central 
air conditioners for residential and 
commercial use. In addition to 
giving unit specifications, the sheets 
discuss features, installation and 
performance. Include roughing-in 
sketches. 

Available from: Whirlpool-Seeger 
Corp., N. State St., St. Joseph, Mich 


Piping fabrication brochure. A 
16-page brochure shows the process 
of piping fabrication from the prep- 
aration of bids to delivery of the 
finished job. Illustrates equipment, 
materials and methods, including 
pipe bending, welding, X-ray ma- 
chines, heat-treating furnaces and 
pipe and fitting inventories. 

Available from: Flori Pipe Co., 
601 E. Red Bud, St. Louis 15. 


Heating, ventilating and air con- 
ditioning guide. The 35th edition 
of the “Heating Ventilating and 
Air Conditioning Guide 1957” con- 
tains 51 chapters grouped into 
seven sections. Includes funda- 
mentals, human reactions, heating 
and cooling loads, combustion and 
consumption of fuels, systems and 
equipment, special systems and in- 
struments and codes. Gives a 24- 
page subject index and a 24 by 32- 
in. psychrometric chart. 

Available from: American So- 
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ciety of Heating and Air-Condi- 
tioning Engineers, 62 Worth St 


Now York Gy 1 Here's Everything You Want 


Installation supplies catalog 


. 

Eight-page, two-color catalog de- FAST TH R FADI N 
scribe’s firm’s line of installation in | = 

supplies for plumbing, heating, air 

conditioning and sprinkler systems. - . 
Includes illustrations and descrip- Portable Pipe Machine 
tions of steel inserts, split-ring 

hangers, I-beam clamps and retain- = 

ing rings, underground hanger 


“a EXC 

+ XCLUSIVE “AUTO-GRIP 

clamps, adjustable swivel hangers POWERFUL ‘i CHUCK > QUICK- CHANGE 
X 


FH: INDIVIDUAL 
re DIE HEADS 


and emergency sprinkler cabinets GEARED- 
Discusses applications and con- HEAD MOTOR 
tains tables giving measurements 
and other specifications. 
Available from: Huppower Div., 
Hupp Corp., 7450 Melville Ave., See = rea ¥ ae 
Detroit 17 2, 4 3 E , 
F REAMER 
Plastic coated steel pipe and 4. 4 ~ oo a 
tubing folder. A four-page, two- : ib _ 2) a AX 


color folder describes plastic coat- 





ed steel pipe and tubing. Teils 
what corrosion is and how it can 
be avoided and discusses the com- 
bination of plastic and steel in re- 
lation to this problem. Notes con- 
struction and lists advantages. 
Available from: Republic Steel 
Corp., 3100 E. 45th St., Cleveland 


Wood kitchen handbook. A 32- 
page, two-color consumer hand- 
book illustrates and describes wood SELF-CENTERING 
kitchens. Covers kitchen planning, CUT-OFF DEVICE § ¥ DIRECT READING 


styling, installation and mainte- ™ THREAD LENGTH 


nance and tells how to shop for a RANGE: %" TO 2” PIPE GAUGE 


EXTRA RANGE: % TO % 


RECIRCULATING 
Te WOOD ieee” RANGE WITH DRIVE SHAFT: 2%" TO 12 


Oil PUMP 


= Threads 1” Pipe 10 Times Faster 
Y ceoe Than by Hand! 


wood kitchen. Discusses styles No hand-threading tools needed when 
available and indicates features. you use this complete pipe threading ma- Builders of 
Available from: National Insti- chine. It’s built to take years of toughest the World’s Most 
tute of Wood Kitchen Cabinets, 75 use, too. Priced far lower than you'd 
E. Wacker Drive, Chicago 1 expect, with convenient time-payment Complete Line of 
terms available. Threading 
See the No. 552 Pipe Master—the 
finest of all Oster portables—at your 


Submersible pump booklet. An 
eight-page booklet tells how a sub- 
mersible pump works. Presents 
pump features and describes opera- 


Equipment 


nearby Oster Selective Distributor. Or 
¢ d r ' . d h For other Models 
write for descriptive literature and the 

tion under various conditions. - P 


Available from: The Tait Mfc name of the distributor nearest you. 
Co., 500 Webster St., Dayton 1, O sata 
(Please turn to top of page 254) THE OSTER MANUFACTURING CO., 1306 East 289th St., Wickliffe (Cleveland), Ohio 


write for General Catalog 
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“My prospects prefer the new Reznor PAC 


because it’s designed for modern living” 


“Modern homes require modern heating equipment. Modern in operation, 
and modern in appearance, too. That’s why my residential heating 
prospects go for the Reznor PAC in a big way. The PAC is styled to fit 
in modern homes. It’s the most compact horizontal furnace on the 
market. And it’s by far the most attractive. The PAC is the only 
completely enclosed horizontal furnace. No exposed controls ... no 
dangling wires . . . no protruding burner. That's why it’s ideal for 
suspended installation in utility room, recreation room and other living 
areas. Hung up out of the way it’s as inconspicuous as a section of 
cabinet. If there ever was a furnace designed for modern living, it’s the 
new Reznor PAC. My prospects love it.” 


“But the PAC has more than styling advantages over other horizontal 
furnaces. It’s tops in heating efficiency and operating economy, too. 
And it has real advantages when it comes to solving tough installation 
problems. Because air flow can be in either direction, the access door 
to the controls can always be located on the most convenient side. And 
because the return air duct can be brought in at the top, bottom, end or 
side the PAC will fit in a lot of corners where no other furnace would go.” 


PEI IR 4 
— a 
WP 


you go, the PAC is preferred 
for modern homes because 
it’s designed for modern 
living. So don't fight it. Let 
your customers in on the 
horizontal furnace they're 
sure to prefer. Call your 
nearby Reznor distributor 
now for the complete story. 
You'll find him listed under 
“Heaters-Unit” in the yellow 
pages of your telephone 
directory. 


It's the same story wherever i 
i 
: 


REZNOR 


THE WORLD'S LARGEST-SELLING 


GAS "“" HEATERS 


REZNOR MANUFACTURING COMPANY 
76 Union Street, Mercer, Pa. 


Good Reading 


(Continued from page 253) 


Gas unit heater booklet. A 20- 
page, pocket-sized booklet provides 
a basic outline to the proper appli- 
cation of gas unit heaters. Describes 
advantages and tells when and 
where units are to be used. Sug- 
gests heater and thermostat loca- 
tion and discusses venting. In two 
colors, it includes charts on heat 
loss calculation and computing gas 
line requirements. Tells how to se- 
lect proper equipment and gives 
diagrams. 

Available from: Reznor Mfg. Co., 
604 James St., Mercer, Pa. 


Packaged liquid chillers catalog 
A 16-page catalog describes a series 
of nine packaged liquid chillers 
Provides engineering data, capa- 
cities, pressure-drop data, conden- 
ser water requirements and a unit 
selection table. Discusses compo- 
nents and controls and tells how 
units can be converted to heat 
pumps 

Available from: Acme Industries, 


600 N. Mechanic St., Jackson, Mich 


A-C water treatment bulletin. A 
two-page bulletin explains operat- 
ing troubles occurring in air con- 
ditioning systems due to water im- 
purities. Subjects covered include 
corrosion and_ scale _ prevention, 
problems in chilled water circulat- 
ing systems, refrigerating plants 
and control of chemical treatment 

Available from: Water Service 
Laboratories, Inc., 423 W. 126th St., 
New York City. 


Plastic pipe clamp catalog page. 
A two-color catalog page gives gen- 
eral specifications and descriptive 
data on stainless steel clamps for 
plastic pipe. Photo shows clamp 
with features indicated. Discusses 
brass clamps for sprinkler systems. 
Is perforated for insertion in note- 
book or catalog. 

Available from: Wittek Mfg. Co., 
4305-37 W. 24th Place, Chicago 23. 


Pump catalog. A_ three-color 
catalog covers the firm’s line of 
submersible and multi-depth water 
system pumps. Shows components 
in labeled cutaway views and ex- 
plains construction. Gives perfor- 
mance data charts and contains 
line drawings of system setups. 
Notes over-all dimensions. 

Available from: Continental 
Pump Co., 1027 S. Vendeventer 
Ave., St. Louis 10. 


’ 
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Combination gas-oil burner bul- 
letin. A six-page, foldout bulletin 
and a companion four-page sup- 
plement describe combination gas- 
oil burners for industrial and com- 
mercial use. Explain design and op- 
eration and list input capacities, 
output ratings and construction de- 
tails required for the installation of 
four sizes of packaged burners. 
Photos and line drawings show op- 
erating components and _ typical 
installations. Includes dimensions 
and specifications. 

Available from: The Mettler Co., 
Div. of Eclipse Fuel Engineering 
Co., 4366 Worth St., Los Angeles 63. 


Toilet compartment planning cat- 
alog. A colorful 16-page catalog 
describes and illustrates applica- 
tion and planning of toilet compart- 
ment installations. Notes features 
in hardware and finishes and shows 
typical installations in schools, 
clubs and institutions. Gives plan- 
ning diagrams and dimensional and 
constructional data. Includes pic- 
tures of compartments for children, 
screens, shower dressing stalls and 
hospital cubicles. Provides swatches 


} 


in actual color of eight finishes 
available. 

Available from: Fiat Metal Mfg 
Co., 9301 W. Belmont Ave., Frank- 
lin Park, Ill. 


Air Moving & Conditioning Assn. 
booklet. A 12-page, illustrated 
booklet describes the activities and 
purposes of the Air Moving & Con- 
ditioning Assn. Tells why the 59- 
company trade association was 
formed and how it functions. 
Covers the origin and organiza- 
tional structure and lists member 
companies, standing committees, 
officers and directors. 

Available from: Air Moving & 
Conditioning Assn., 2159 Guardian 
Bldg., Detroit 26. 


(Please turn to top of page 256) 
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Let 


CADWELL 


give the 
SERVICE 


When you install a Cadwell relief 
valve, you know you can depend on it 
for trouble-free protection. 


Cadwell 


valves not only eliminate 


costly service calls, they keep your 
customers satisfied and safe. 


And Cadwell’s quality and complete 


CADWELL NO. 
N-105 TL 


Self-closing temper 
ature and pressure 
relief. With or with 
out test lever. 400 
000 BTU capacity 
AG.A, Listed 


) 
| 


CADWELL NO. 75 


Adjustable 25 to 175 Ib. pres- 
sure relief, with or without 
fusible plug for tempcrature 
relief 


ESTABL HED 1894 


THE BEATON & 


Floor and Ceiling 
Plates. All types and 
sizes to give a ncat 
and finished appear 
ance to all 


MANUFACTURING CO. 


BRITAIN CONN 


line makes it easier to stock and sell, 
too. Write today for catalog or con- 
sult Domestic Engineering Catalog 
Directory. 


CADWELL NO. 25 


Self-closing temperature and 
pressure relief. Easy inspec 
tion and cleaning without 
upsetting temperature and 
pressure setting With orf 
without test device and ex 
tension bulb. 850,000 BTU 
capacity. ACA, listed 


Perfection 


piping 
jobs 





“Our Yellow Pages advertising 
keeps us plenty busy!” 


says A. J. MOHRHUSEN and JOHN KELLY 
KELLY-MOHRHUSEN CO., INC., Milwaukee, Wisc. 


“With 24 trucks on the streets, we 
depend on our telephones to keep us 


busy 52 


weeks a year. The Yellow 
Pages help us do just that!” say Mr. 
Mohrhusen and Mr, Kelly. And with 
their advertising in the Milwaukee 
Yellow Pages, they plan to stay busy, 


too. 


It’s no wonder so many successful 
plumbing and heating contractors rely 
on the Yellow Pages to help build 
their business! What better place to 
advertise than the Yellow Pages... 
where 9 out of 10 people look when 
they need a product or service. 

Find out how the Yellow Pages can 
help you reach new customers and 
remind old ones. Call the Yellow 
Pages man at your telephone business 
office today! 


256 


LER 208 or yRES 
CRANE NST ANOARO x 
AMER ET SINKS oe EATERS 
CABINEATIC wart 
au ‘auc! 
CRICACO, UNRCCESSONES 
moat geraie ? 


yf 


Core You Prompt 


County Wide seme TED 





KELLY-MOHRHUSEN has this %4-page ad un- 
der Plumbers, smaller display ads under 
Boiler Repairing and Gas Burners, and is 
listed under 42 different headings. 


Good Reading 


(Continued from page 255) 

Heating and cooling controls 
catalogs. Two 1957 catalogs present 
the firm’s line of heating and air 
conditioning controls and cooling 
and air conditioning controls. Fea- 
tured are a new thermostat, stack 
controls and a combination gas ap- 
pliance pressure regulator and 
automatic pilot. Both catalogs ex- 
plain construction and list features. 

Available from: Penn Controls, 
Goshen, Ind. 


Pump data folder. A four-page, 
two-color folder illustrates nine 
models in the firm’s line of pumps 
Features a selector chart to aid 
in choosing the proper unit for a 
particular job. Describes features 
and notes capacities. 

Available from: Barnes Mfg. Co., 
651 N. Main St., Mansfield, O. END 


Sales Aids 


Kitchen TV Commercial Booklet 

A booklet explaining the main 
objectives of a good TV commer- 
cial on steel kitchens has been 
announced for distributors and 





x ee | 
—| Toueh | 


~ YOUR Live Ty 


REPUBUC STEEL 
KITCHENS 
COMMERCIALS 











dealers by Republic Steel. De- 
signed to add the “Hollywood 
touch,” it offers tips on selection 
of models and demonstrators and 
tells how to prepare the kitchen 
for a telecast. Camera angles and 
lens choices are outlined. 

Issued by: Republic Steel Corp., 
Berger Div., 1038 Belden Ave., 
N.E., Canton 5, O. 


Gas Vent Safety System Seal 

A decal called the “Safety Sys- 
tem” seal, designed to identify gas 
vent installations made in accord- 
ance with its Safety System Gas 
Vent Tables is being offered to 
dealers by William Wallace. The 
seal provides a visual reminder 
that the venting system was in- 
stalled according to scientific, field- 
proven principles. . 

Issued by: William Wallace Co., 
Metalbestos Div., Belmont, Calif. 
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Air Conditioning Booklet 

A 16-page consumer booklet en- 
titled “Everybody Talks About the 
Weather—Now Look What You 
Can Do About It” has been issued 
by the room air conditioner section 
of the Air Conditioning and Re- 
frigeration Institute. The booklet 
discusses room air conditioners and 
is written in question-and-answer 
form. 

Issued by: Air Conditioning and 
Refrigeration Institute, 1346 Con- 
necticut Ave., N. W., Washington 6, 
BD. C. 


Home Laundry Promotion Kit 

A home laundry promotion 
package has been made available 
by Hotpoint to distributors for use 
by their dealers. The kit contains 
a series of ad mats, and monthly 
worksheet calendars and large- 
sized calendars designed to help 
dealers tie in with factory adver- 
tising and promotion. Included on 
the calendars are sales hints and 
reminders and space for notes. 

Issued by: Hotpoint Co., 5600 W 
Taylor St., Chicago 44. 


Air Conditioner Displays 

Four point-of-sale displays dem- 
onstrating four 1957 lines of air 
conditioners are being made avail- 
able to dealers by Amana. A six- 
ft cartoon house contains two room 
units. A steel stand accommodates 
two units with wings of copy on 
each side listing features. An elec- 
tric display with three buttons to 








light up different locations pictures 
a modern house, showing how a 
central system can be _ installed 
anywhere. A _ large-sized ther- 
mometer to be placed on any room 
unit registers a constant “com- 
fortably cool” 72 degrees. Also 
offered are sales promotion kits 
containing full line folders, en- 
velope stuffers, specification sheets 
and other sales aids. 

Issued by: Amana Refrigeration, 
Inc., Amana, Ia. 

(Please turn to top of page 258) 
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Util-TY fittings 


Save time and money 
in remodeling... 


fo 


Util 


hub 


unl 


ave Way for Bigger Jobs 


TY with removable 
for remodeling jobs 


TY with threaded top 


These two-way drain fittings eliminate the need for 
a second vent stack when installing garbage dispos- 
ers, double sinks, or dish washers for remodeling. 
Such savings, made possible only with “K” Util-TY 
fittings, often break down resistance to larger jobs 
or installation of additional equipment. 


In new building, these handy fittings streamline pip- 
ing. The unused inlet can be plugged temporarily, 
making future additions to the system easy. 


/ $200 IN PIPE FITTINGS! 


In co-operation with the “Big Push” contest on remod- 
eling, The Kuhns Brothers Co. is contributing $200 
worth of assorted pipe fittings to the growing list of 
prizes. Kuhns supplies a complete line of fittings—cast 


iron, malleable and ductile iron— over 3,000 shapes and 
sizes available through better wholesalers. Write for 
our catalog. 


THE KUHNS BROTHERS CO. 
1800 McCALL STREET, DAYTON, OHIO 


1887 © 70 Years of Continvous Progress @ 1957 





Se 
this 
automatic 


water 


with no worry 
about service 
problems 


A Stover SO-SOFT-AMATIC is 
easy to install, has fewer 

and simpler controls for trouble- 
free operation 

The Stover SO-SOFT-AMATIC is available 


in two models . . . electrical and mechanical 
Both regenerate automatically . . . both have 
fewer and simpler controls which eliminate 
the usual water softener service problems. 
Both have brine tanks lined with a highly 
corrosion-resistant, protective coating. In 
operation the SO-SOFT-AMATIC is as auto- 
matic and as trouble-free as a good water 
heater. Build satisfied customer relations with 
the SO-SOFT-AMATIC 


The SO-SOFT-AMATIC electric model re- 
generates itself completely automatically. 
Three components consisting of timer, sole- 
noid, and control valve initiate and complete 
regeneration and return softener to service. 
Control mechanism is extremely simple, only 
one moving part. 


The SO-SOFT-AMATIC clock model, with 
the pressure differential valve, is regenerated 
by a simple twist of the dial, and the unit is 
automatically returned to service. That's all. 
Regeneration whenever the user wishes. . . 
automatically. Write today for prices and 
complete information. 


THVER 


WATER SOFT AS AN 


\ SO - SOFT- AMATIC 


APRIL SHOWER 








STOVER 


WATER SOFTENER 
COMPANY 


Pioneer and pocemcker since 1924 


ST. CHARLES, ILLINOIS 








Sales Aids 


(Continued from page 257) 


Display Equipment Catalog 

A catalog presenting display 
equipment and methods of product 
array has been made available to 
dealers by Myers. The catalog out- 
lines animated, colored and lighted 
displays and explains their con- 
struction. Featured is a soft water 
display and a table designed to 
show all parts and features of the 
firm’s line of submersible pumps. 
It also provides information on 
electric signs and literature racks. 

Issued by: The F. E. Myers & 
Bro. Co., 953 S. Orange St., Ash- 
land, O. 


Appliance Promotion Kits 

Monthly appliance promotion 
kits designed to offer a new activity 
to distributors and dealers on a 
regularly scheduled basis have 
been announced by Whirlpool- 
Seeger. The promotions are to be 
geared to the time of the year and 
the appropriate individual market. 
Included in the kits are newspaper 
ad mat proofs, radio scripts, ban- 
ners for interior and window dis- 
play and price tags. 

Issued by: Whirlpool-Seeger 
Corp., N. State St., St. Joseph, 
Mich. 


Year ‘Round Comfort Booklet 

A colorful, 16-page consumer 
booklet describing and illustrating 
radiant hot water heating and 
chilled water cooling is available 
from Weil-McLain. The booklet 


defines radiant. hot water heating 


Hot Water Rediant Ueating and 
Loot. Mate Chilled Water Caoling 





- —— { 
in layman terms and points out the 
features and functions of both the 
heating and cooling phases of the 
system. 
Issued by: Weil-McLain Co., 
Michigan City, Ind. 
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Bathroom Cabinet Mailers 

A series of two-color envelope 
stuffers featuring bathroom cabi- 
nets and fixtures has been an- 
nounced by Grote. The folders 
picture many cabinet models and 
also list specifications. Surface- 
mounted accessories are noted. 

Issued by: The Grote Mfg. Co., 
Grote Square, Bellevue, Ky 


Hot Water Heating Booklet 
Crane is offering dealers a 16- 
page, cartoon-illustrated consume: 
booklet explaining hot water heat- 
ing and its benefits. It describes 
three types of baseboard radiation 
and discusses boilers, noting pos- 
sible snow melting and air condi- 


tioning hookups. In two colors, it 

contains a list of 13 sales points. 
Issued by: Crane Co., 836 S 

Michigan Ave., Chicago 5. END 


Plain Talk about Water 

Among the many squeezes put on 
the American people, few are more 
crucial in many areas than is the 
growing shortage of water. Fair- 
banks, Morse & Co., however, is 
reminding citizens in these areas 
that they can solve their dilemma 
by authorizing larger municipal 
water systems. 

In a full page ad in the Saturday 
Evening Post, Fairbanks, Morse 
pictures a property owner receiv- 
ing an order of “no sprinkling until 
further notice.” The copy explains 
how America’s tremendous and still 
growing use of water in industry, 
agriculture and private homes is 
outstripping local water facilities. 

“What can you do about it?” the 
ad asks—then answers: “Work ac- 
tively with your local water au- 
thorities on planning now for 
adequate water facilities. Support 
bond issues for water works ex- 
pansion or modernization. Your 
help is needed—now!” END 
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THE LAST WORD IN 


RUGGED! ®) 
POWERFUL! 


PORTABLE 
PIPE 
MACHINES! 


LIGHT—ONLY 170 LBS! 


The ALL NEW BEAVER 


Speed 0= Matic 


PORTABLE PIPE AND BOLT MACHINE 


50% more speed and power 
from faster, all new motor! Mo- 
tor and switch fully protected. 


New “CLEAR-VU,” self-cen- 
tering wheel and roller cut-off; 
die heads with high-speed steel 
dies; and reamer, all pivot 
mounted! Ideal for “make-up.” 


Quick-acting Power Grip 
Wrenchless Chuck—forward or 
reverse! 


cae mca 


Threads %" to 2” pipe (up to 
12” with drive shaft) 4%” to 2” 
bolts. 


Instant and accurate easy-setting 
spool-type pipe support elimi- 
nates double chucking. 
Lubricated for life! 

Oiling tube directs oil right to 


threading dies! Shuts off auto- 
matically. 


Lathe-type thread length 
indicator. 





CAN'T TELL 
IT ALL HERE! 


Write for latest 


facts on all . > 
Beaver Machines! 








Pipe TaDLs 


273-500 DANA AVE 
WARREN, OHIO 


HAVE A CUTTING 
OR THREADING 
PROBLEM? 

Let Our Engineering 
INC. - Research Department 

help you solve it, 














Trade Association Says You Can Make 


$3,000 a Year Extra in Humidifiers 


ConTRACTOR-DEALERS who carry and promote 
the sale of humidifiers derive both immediate and 
far-reaching benefits from doing so, reports the 
Humidifier Assn. 

Immediate benefits, says the association, consist 
of a tidy addition to the contractor’s sales volume. 
According to figures released by the association, 
average annual profits of about $3,000 are realized 
by dealers from such sales. 

And, as in the case of many other smaller trade 
items, the association goes on to say, one of the 
most profitable aspects of the humidifier sale lies 
in the fact that it opens the homeowner’s door to 
the salesman or journeyman. Once he has gained 
entrance, the contractor’s employee has an op- 
portunity to ask questions about or perhaps look 
over the entire heating system. Even if the con- 

SELL MORE PROSPECTS BECAUSE tact doesn’t immediately result in more business 
’ for the contractor, he still can keep a record of 
the attention the heating system needs and follow 

ONE CARRIER UNIT HEATER up the contact with a later call. 

Humidifiers are available for installation with 

every type of heating system, according to the 
HEATS ANY OF THESE AREAS! association. Both old and new homes are pros- 
P pects. And, through the efforts of the associa- 
tion, which is conducting an active publicity cam- 
paign, the public is becoming increasingly aware 
of the advantages of having a humidifier installed 
in the home; so demand for the humidifier is on 
the increase. 
As is true of most sales promotions, the most 


(Please turn to top of page 262) 





MEL 
MILLAR 


The exclusive Carrier “Clover Leaf” Unit Heater is 
versatile. Its air distribution pattern can be adjusted 
to heat I-shape, T-shape, L-shape or square buildings. 

It serves more needs. That gives you a real product 
advantage to sell. You sell more, to more prospects. 


It’s easy to show a prospect just how one “Clover 
Leaf” does the work of two or more conventional unit 
heaters. You prove important savings to him. You 
make a low bid that’s still profitable... and you do 
that often. So you come out way ahead. 


Let Carrier show you how to cash in on this ex- 
clusive unit. Call the wholesaler listed in your Classi- 
fied Telephone Directory under “Heaters— Unit.” Or 
drop a line to Carrier Corporation, Department UH, 
Syracuse, New York. 








industrial heating - air conditioning - refrigeration | “Somebody called about a leak in the basement.” 
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* Whisper Quiet * Fills the tank Faster and Quieter 
* Saves water by preventing waste 


Adjustable metering screw in overflow discharge 
outlet controls amount of water that flows into 
toilet during tank refill. Saves quart 

of water on every flush. 


Fieat arm in lowest position. Hole A is open during refill 
until tank is nearly full — then float arm assumes position 
shown by dotted lines, causing neoprene ring to press 
against hole A and close it. 


Float arm in 
top position. 
Neoprene ring 

closes hole A. —.; ~~ 





When hole A is closed, 
water pressure forces 
neoprene diaphragm to - 
assume dotted line : - 
position, shutting off | 
the flow of water to \ 
the tank. / / Adjustable screw Flexible tube 
—_ valve permits con- furnished, 
Acoustic filter trol of overflowto to carry 
dampens the conserve water, watertotank 
sound of water ordinarily wasted. overflow. 


flowing from 
line pressure +—— Water enters tank through 
into tank "ers this opening without 
, r ~ singing or hiss- 

ing noises. 

















a 








This is the hottest plumbing item 
today... and as more and more 
people learn of its quiet hydraulic 
action, its ability to operate year 
after year without attention of 
any kind - it’s going to get hotter! 
Study the “inside” story as shown 
in the drawings at the right. Note 
the simplicity ... advanced engi- 
neering has eliminated trouble- 
some washers and seats, links dnd 
pins that wear and give trouble. 
Accelerated tests have proven the 
advantages and long life of the 
Hushflo design. It fills the tank 
quietly and quickly without sing- 
ing or sizzling noises. HUSHFLO 
sells on sight! 
STANDARD Ask your local jobber or write us direct for full 
MODEL No. 10 





























Model No. 11: Anti-Siphon or vacuum breaker 
model. Available for areas where required by codes 


ROMAR MANUFACTURING CORP. 


2364 BROADWAY e BUFFALO 12, N.Y. 





State 
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ask the 











NORMAN 


Gathhking 


Bathking’s gleaming metal doors close inside a 
raised splashplate and keep water where it belongs 

. inside the shower cabinet. No wet floors, no 
soggy bath mats, no mildewed shower curtains. It 
all adds up to happier shower cabinet owners, 
happier customers for you. Write today for litera- 


ture and name of Bathking jobber nearest you. 


W. F. NORMAN 
Sheet Metal Mfg. Co. 


Dept. DE Nevada, Missouri 


(Continued from center of page 260) 
compelling sales technique is personalizing the 
sales talk. Many homeowners will agree without 
question that maintaining the proper humidity 
in the home probably is important. But they may 
not consider it important enough to warrant an 
investment in the item without a strong case 
being presented for it. It’s up to the salesman 
to make the potential customer see that it is im- 
portant enough—by appealing to his personal 
problem or need. 

The health factor, for example, can offer a 
powerful argument. The contractor-dealer or his 
salesman should tell the customer that a humidi- 
fier will help to keep his entire family in better 
health by maintaining the proper and necessary 
moisture in the air. 

Contractors who have been successful in pro- 
moting humidifier sales draw upon their experi- 
ences to make the following suggestions: 

(1) Don’t let the promotional sales material 
available from manufacturers gather dust in the 
back room. Don’t file it away in a wastebasket 
Do use it. Among such materials available from 
manufacturers are colorful direct-mail giveaways 
and eye-catching showroom display pieces. 

(2) Work with architects, builders and others 
in related fields who can be encouraged to be- 
come interested in including humidifiers in the 
plans they draw up for the homes of their clients. 
Remind them that an item such as a humidifier 
can be added to the new home going up at rela- 
tively little cost, yet enhance the value of the 
home in today’s competitive market. 

(3) Co-ordinate your system of getting and fol- 
lowing up leads. Successful contractor-dealers 
find that if they follow up their newspaper ad- 
vertising or direct-mail promotions with personal 
contacts within 24 hours, many sales result. 

(4) Take advantage of a service call in the 
home to sell the advantages of the humidifier. 
Many contractors have their journeymen carry 
humidifiers with them when they make their 
calls. They find that the journeyman has an 
excellent opportunity to tell the customer about 
the major benefits, at low cost, that the humidifier 
offers. 


s Contractor-dealers interested in promoting hu- 
midifier sales can get sales helps from the Humidi- 
fier Assn. Newspaper mats in two sizes (four- 
inch, one-column and three-inch, two-column 
sizes, respectively) are available to dealers with- 
out cost. The mats may be used to advertise any 
brand of the product. Also available to dealers 
is a set of instructions on how to make a mailing 
to a list of prospects. Available at nominal cost 
is direct-mail literature. 

The address of the Humidifier Assn. is 2300 
Payne Avenue, Cleveland 14. END 
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Vilas, K-2835-C, of enameled iron 























Piedmont, K-1850-C, of vitreous china 20 x 18 


KOHLER BUILT-IN LAVATORIES 


Widest variety of types and sizes 








Tahoe, K-2841-C, of enameled iron, 20 x 18”, 24 x 18 


The Kohler line of first quality built-in lava- 
tories offers maximum opportunities to meet 
the growing demand for installations on cabi- 
nets with counter-tops of tile, plastic, or other 
materials. 

The Kohler Tahoe was the first built-in lava- 
tory of enameled iron. The new Vilas is the 
first, of enameled iron, with extended front. 
Kohler Co. is the only manufacturer to pro- 





Arrowhead, K-1892-F, of vitreous china, 20 x 18”, 24 x 18” 
vide the two types in both enameled iron and 
vitreous china. 

Extended front design in the Vilas and Pied- 
mont permits installation of these roomy lava- 
tories with the space economy of 16-inch coun- 
ters. All models have front overflows, ample 
basins, and integral soap dishes at both sides 

The Tahoe and Arrowhead are available in 
two sizes. All four are made in white and six 
colors. Fittings are all-brass, chromium-plated. 


Kohler Co., Kohler, Wisconsin «+ Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES + HEATING EQUIPMENT + ELECTRIC PLANTS 
AIR-COOLED ENGINES + PRECISION CONTROLS 
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Fact 1 


Once in a while 
a better product is 
made, and made so 
well, that it becomes 
id eX-m-it-belet- Sue eh ae seb lose! 
all similar products 
are judged. 


The preference that you and millions of other 
users have shown for the rtmatp Pipe Wrench 
puts on us the responsibility of keeping it 
always up to the top quality you expect of it. 


fhe Ridge Tool Company, Elyria, Ohio, U.S. A. 





News eee continued from bottom of page 60 


table sessions each morning. A total of six full round- 
table discussions can be attended by each dealer. 
The 80 topics will cover all phases of the heating 
oil, oil heating equipment and cooling equipment 
fields. Each discussion will be led by a contractor- 
dealer who has a reputation for outstanding success 
in special phases of his operation. There will be three 
complete schedules each morning, lasting one hour 
and five minutes each. The topics to be discussed will 
cover problems of specific interest to various seg- 
ments of dealer personnel ranging from the recep- 
tionist and telephone operator through sales, service, 
credit, bookkeeping, accounting, traffic, delivery and 
personnel, up to general manager and president. 


Ruud Mfg. Co., Kalamazoo, Mich., predicts record 
sales opportunities in 1957 for laundry-rated auto- 
matic gas water heaters. A. B. Cameron, president, 
told distributors and district managers at its annual 
sales meeting that these opportunities stem from the 
constantly increasing use of automatic clothes wash- 
ers in the home. He pointed out that during 1956, 
three times as many automatic.and semi-automatic 
washers were sold as compared with the non-auto- 
matic. According to an American Home Laundry 
Manufacturers Assn. report, sales totaled 3,300,200 
units, an 8 percent increase over 1955. However, 
Cameron pointed out, even though all gas water 
heater manufacturers shipped a record 2,837,000 units 
in 1956, this was still 463,000 less than sales of auto- 
matic and semi-automatic washers. 


Mueller Climatrol, Div. of Worthington Corp., Mil- 
waukee, Wis., recently conducted a meeting at the 
Walt Whitman Hotel in Camden, N.J., to celebrate 
its 100th anniversary. Dealers at the meeting were 
shown many new items in the firm’s line. 


Ellicott Machine Corp., Baltimore, recently acquired 
McConway & Torley Corp., Pittsburgh, and its sub- 
sidiary, the Baltimore Foundry & Machine Corp., 
Baltimore. Both will be operated as subsidiaries of 
Ellicott. The firm states that this move marks another 
step in its long-range plan for expansion and diver- 
sification of products. 


Bell & Gossett Co., Morton Grove, IIl., has elected 
Harold A. Lockhart to the board of directors at its 
annual shareholders’ meeting. Lockhart is a vice 
president and chief engineer, having held the latter 
position for the past 25 years. His election raises 
the number of board of director members to seven. 


Plumbing Contractors Assn. of Chicago will ob- 
serve its 75th birthday anniversary this year. Found- 
ed in 1882, the association will celebrate the occasion 
on September 21 at a banquet in the Palmer House’s 
Grand Ballroom. Clyde F. Neer, immediate past 
president and a director, has been named general 
chairman of the diamond jubilee committee. 


Domestic ENGINEERING, May 1957 





Jolmson Service Co., Milwaukee, reported a net 
income after taxes of $3,569,622 for 1956 from sales 
of $38,289,551. President Joseph A. Cutler, in ad- 
dressing the annual stockholders meeting in Mil- 
waukee, predicted that within 10 years virtually all 
commercial and industrial buildings will have auto- 
matically controlled heating and air conditioning 
systems. Cutler pointed out that besides the comfort 
aspect of air conditioning there is also a growing need 
for protective temperature and humidity control to 
safeguard products and processing operations. 


Orr & Sembower, Reading, Pa., has set up a travel- 
ing service school to supplement its annual service 
school program. Theodore Schladitz, former manager 
of the service department, has been appointed to head 
both operations. During the year he will visit repre- 
sentatives on a regular schedule to bring the latest 
information and instructions from the firm’s engi- 
neering and service departments. The annual school 
consists of two weeks of sessions held each summer 
at the Reading plant. 


Worthington Corp., Air Conditioning & Refrigera- 
tion Div., Harrison, N. J., has established a new in- 
ternal sales organization to handle its expanding air 
conditioning and refrigeratiqgn business through fran- 
chised outlets. Seven district offices headquartered 
in Cleveland, New York, Philadelphia, Los Angeles, 
Atlanta, Houston and Chicago are set up for this 
purpose and will operate completely separate from 
the firm’s present district sales office network. 

The Cleveland Heater Co., Cleveland, has an- 
nounced a contest to obtain a name and sales slogan 
for its external flue construction. The company feels 
a more colorful name will aid in merchandising and 
is offering three product prizes, valued at $175, $75 
and $50 respectively. The contest is open to all of 
its dealers, distributors and utility sales personnel 
and their immediate families. 

(Please turn to top of page 269) 








“They say it’s part of the foreign aid program” 
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Extra Fast... 


«»:@asy...pipe reaming 
with this self-feeding 


rl Beale 


Spiral... turns into the work 
smoothly, no chatter. Famous 
Ritaip heat-treated cutting edges 
mean clean reaming, extra long 
service. Quick enlarging of conduit box 
outlets—and holes in sheet metal. 
More for your money—buy the 


2-S at your Supply House. 


See us Booth 713 
National Plumbing Expo 
Dallas, June 10-13 


hand reaming .«-« 


ritatb& 
LonGrip 


5 long straight flutes 
ream clean, easy to control. 


Work-Saver Pipe Tool 


The Ridge Tool Company « Elyria, Ohio - U.S.A. 
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BERMICO 


For house-to-sewer and 
house-to-septic tank 
connections. 


- 


= 


> AS ADVERTISED TO 


= * 

ss 
7% 
fe ee, 


“> 


12 MILLION READERS 
IN 


“& SHOW-HOUSE2* 


Bermico advertising in Saturday 
Evening Post and Better Homes & 
Gardens pre-sells your customers 
—helps build Bermico into a real 
profit-maker for you! 


wee ty 


THE FAST-HANDLING, MONEY-MAKING 
PIPE FOR BETTER PROFITS! 


e It lays easily and fast e Comes in convenient 8-foot lengths — 
e Requires no cement or and in all diameters from 2” to 6 
compounds : ae 
J e Has the only complete line of fittings 
made of the same material 
e Will not rust or shatter as the pipe 


e Gives water-tight joints 


Bermico Sewer Pipe and Bermiseptic® Perforated Pipe for septic tank 
disposal beds are made from tough cellulose fibre, impregnated with pitch. 
They’re root-proof, corrosion-proof, unaffected by boiling water or tempera- 
ture changes, strong, light weight, and exceed Federal specification SS-P-356. 

SEND FOR FREE SALES AIDS: Sewer Pipe Catalog. Septic Tank 


Installation Booklets. Dealer Tacker Signs. Envelope Enclosures 
With Your Imprint. Address Dept. BA-5, our Boston Office. 








sag) BROWN [ij COMPANY 


T 


| | a 
] Berlin, New Hampshire 
eee ; P 


General Salis Office: 150 Causeway St., Boston 14, Mass. 
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Water in his cellar can mean 





You can pocket a neat profit if you have on hand even 
a minimum stock of Fairbanks-Morse cellar 
drainers when heavy rains, excessive seepage or 
backed-up sewers threaten cellar damage. 

But why wait until rising waters start a run on 
your cellar drainer stock? Sell and install cellar 
drainers now—while there is time to install them. A 
pump in a sump is far more profitable than orders 
for pumps you haven’t time to install when emer- 
gencies arise. 








We'll help you sell them High quality at competitive prices! 


; F-M offers you submersible and pedestal type cellar 
Fairbanks-Morse offers you a simple but effective drainers for home, commercial and industrial instal- 
cellar drainer selling plan. For complete details, mail lation, of finest quality. Mail coupon for catalog 
the coupon. section. 


May is National Water Systems Month. 
Fairbanks, Morse & Co., Dept 5, Chicago 5, Ill 


oe 2 4 ” 
Sell Running Water First. Gentlemen: Please mail us 1 your cellar drainer catalog section, 
2 your dealer’s selling plan. 


Firm name 


FAIRBANKS-MORSE at 


@ name worth remembering when you want the BEST 
Address 





WATER SYSTEMS + GENERATING SETS - MOWERS + MAGNETOS 
PUMPS - MOTORS - SCALES - DIESEL LOCOMOTIVES AND ENGINES 
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TIME TO INSTALL A GF REFILL* 
IN EVERY FILTER YOU SERVICE! 


*Make Sure it’s a Genuine Woo! 
Felt GENERAL FILTERS CARTRIDGE 





@ WHILE YOU ARE CLEANING AND ADJUSTING oil burner parts and controls for 
next heating season, make the job complete: change the filter cartridge. The increased 
heating efficiency and fuel savings your customers will enjoy will more than pay 


for a GF refill! 


You provide lasting burner protection — and cleaner-burning fuel oi! — with a WOOL 

FELT General Replacement Cartridge because it traps BOTH moisture and dirt particles 1 MORE 
including all lint. And there are NO sticky fibres to clog nozzles! Get the GF habit. . . 3 FILTERING 
earn up to $1 for five minutes of your time! AREA 


HERE’S A SERVICE TIP: FITS MOST PATENTED 


MAKES LINT REMOVAL 


Pre-season service calls are the logical time to clean out soot-packed flues. Take along ANY FILTER WORKS 
a can of CLEAN RIGHT Soot Remover. It works in 2-5 minutes! To complete the job, 


suggest a GENERAL HUMIDIFIER for real heating comfort and protection of walls, BETTER WITH A 
floors and furnishings. GF REFILL 





THE BETHLEHEM 


eee iDYNATHERM 


is the Unit Y O U Should Sell 


ALL THESE ADVANTAGES! to Replace Old Heating Equipment! ! ! 


DYNATHERM offers fl 


fied Everything Millions & 
G@n APPROVED RATINGS oe 
— 


for finned-tube and base- Want in a Heating 
board radiation. Plant! 


1-YEAR GUARANTEE 


by Sarco and Sarcotherm. 


COOPERATION —careful 
selection of radiation by ex- DYNATHERM 


perienced Sarco and Sarco- CAN MAKE 1957 YOUR MOST 


ee ee PROFITABLE HEATING YEAR! 
COMPLETE LINE — get According tc leading authorities on most home owners will replace their 


from one source... SARCO home heating—1957 will be the present heating equipment if they 
- year to sell new heating equipment have proof that you can give them 
nae aerators bessbeard to replace millions of heating sys- more for their money in fuel econ- 
radiation, heating special- tems now antiquated . .. or that omy, comfort ond conantence than 
i are no longer efficient or that never they have ever known before 
on Po Se were efficient . . and that are The Bethlehem DYNATHERM is that 
regulators, Sarcotherm wea- costing the home owners real money! proof . . . Fuel savings of more 
Eve A itere % mon—one reason 
- rol Every home owner is interested in than 40% are common 
ee on aving money on his fuel bills and why it pays for itself in 5 years! 
systems. 





Why not get started now selling this outstanding Package Unit and get 
Write for Bulletins. your share of this profitable “Replacement’’ business! Wire or write imme- 
diately for full information! 


SARCO COMPANY, INC. BETHLEHEM FOUNDRY & MACHINE CO. 


Empire State Building, New York 1, N. Y. BETHLEHEM, PENNSYLVANIA 
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News « « «continued from center of page 265 


York-Shipley, Inc., York, Pa., has announced plans 
to acquire companies both within and outside the 
heating industry as part of its expansion program. 
S. H. Shipley, president, says that the firm desires to 
incorporate several residential oil and gas equipment 
or component manufacturers in areas where it is not 
well represented, particularly in the middle west 
Addition of an air conditioning manufacturing com- 
pany is also included in the plans. The object of such 
acquisitions, it was stated, is to provide a diversifica- 
tion of products. E. L. Shaffer, assistant to the presi- 
dent, has been placed in charge of the project. 


Hardesty-Favero & Co., Seattle, has been estab- 
lished as a manufacturers representative with offices 
at 1731 First Ave., South. Ralph O. Hardesty, presi- 
dent of the new firm and manufacturers representa- 
tive in Seattle for many years, has been joined by 
John D. Favero to form the new company. The firm 
represents major lines of heating equipment and 
supplies in the warm air and radiation fields and will 
cover Washington, Oregon, Utah, Idaho and British 
Columbia 


National Assn. of Plumbing Contractors, Washing- 
ton, D. C., is offering special premiums for advance 
registrants at the 75th NAPC convention to be held 
in Dallas, Tex., June 10-13. Ladies will receive a 
leather billfold and men a pocket secretary, including 
a telephone index and pen. Both gifts will be em- 
bossed with a gold seal commemorating the event. 
Advance registrations cannot be accepted after May 
21, it was noted. Also planned by the association is a 
postconvention trip to Mexico. Conventioners will 
leave Dallas on the 14th and return to the United 
States on the 23rd. The itinerary will cover Mexico 
City, Xochimilco, Cuernavaca, Taxco and Acapulco. 
A shorter trip, concluding on June 20 without the 
visit to Acapulco, is offered. 


Kewanee Boiler Div., American-Standard, Kewa- 
nee, Il., has announced that operations in its Leba- 
non, Pa., plant are being discontinued on May 29, 
1957. Boilers previously made in Lebanon will now 
be produced in Kewanee. The plant has been leased 
from the Navy since 1950. 


Lennox Industries, Marshalltown, Ia., reports the 
completion of its “living laboratory” school built and 
equipped to conduct clinical research in classroom 
heating and ventilating. The two-classroom contem- 
porary structure will house students from the Des 
Moines, Ia., consolidated school district. (For a 
fuller and more detailed account, see DE for Dec., 
56, page 145.) 


John Wood Co., Conshohocken, Pa., has purchased 
a 16-acre tract of undeveloped land in Florham Park, 
N. J., for future expansion of its engineering and re- 
search division. The firm reports that the site will 


be available for other corporate purposes as needed 


but no date for construction has yet been set. 
(Please turn to top of page 270) 
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Threads 4" to 6” pipe in 
seconds—right on the job 
... the Lawco, ur. 


PORTABLE PIPE THREADER 


Here’s the amazing portable power tool that threads pipe in a 
vise, on a wall, in a ditch . . . practically any place you can take 
a power cord! 

Light in weight (20 Ibs.), the Lawco, Jr. eliminates the need 
for hauling heavy, bulky threading machinery to every job. 
All you do is position the Lawco, Jr. on the pipe, pull a trigger, 
and the cutting dies go to work for you. Laweo, Jr. is safe, and 
is easy to operate. 

You can handle pipe from 44” up to 6”. The Lawco, Jr. is 
adapted for use with Ridgid OR dies for pipe up to |” and 
with Ridgid 65-RC dies for 1” to 2” pipe. A square shank 
adapter drives standard cutting dies of larger sizes. 

And pipe threading isn’t all it can do. Below are other appli- 
cations this versatile tool can handle for you, faster, better. 
Write for details. 


~2eee 6 0 092 


Driving nuts and bolts. Portable winch... Threads pipe in walls, Augering—vertical 
easily hoists 500 ibs. small spaces or horizontal 


VELOCITY POWER TOOL COMPANY 


201 North Braddock Avenue, Pittsburgh 8, Pa. 





STEP UP YOUR SALES 


atically! 


PEDAL sm oo 
VALVES: “OO 
and Service Fittings 


Your customers are looking for newer 
and better ways of improving home and 
commercial building conveniences. You 
can be sure of satisfying everyone. . . 
with the newest, up-to-the-minute line of 
T & S water service specialties. It's easy 
to step up profits with self-selling, auto- 
matic Foot Pedal ‘‘Stream-Mates’’. . . the 
versatiJe Faucet Specialties . . . and the 
famous ‘‘Lifetime’’ Shampoo Sprays. 
Watch business stream your way. 


See our “Foot Pedal and Fittings” Catalog 
in Domestic Engineering Catalog Directory. 


8-520 
GOOSENECK NOZZLE 


with dummy base 


News « « « continued from bottom of page 269 


Chase Brass & Copper Co., Waterbury, Conn., sub- 
sidiary of Kennecott Copper Corp., has installed 
what is believed to be the world’s longest tube draw- 
bench in the brass and copper industry in its Cleve- 
land mill. The machine is 400 ft long and will draw 
five tubes at a time to a maximum length of 210 ft, 
operating at speeds varying between 110 and 330 ft 
per minute, depending on the size of the tubes being 
drawn. Powered by a 500 hp motor, a dual draw 
chain with an ultimate tensile strength of 100,000 


psi imparts the 150,000 Ib load. 


Illinois Tool Works, Chicago, has sold its power 
saw blade division to the E. H. Wachs Co., Chicago. 
The Wachs company states it will produce the blades 
from its new division under the trade name “Guillo- 
tine Power Blades” but will also continue to use the 
trade-marks “Pro-Set” “DuWeld” established 
by Illinois Tool. 


and 


In-Sink-Erator Mfg. Co., Racine, Wis., reports that 
a three-year survey of more than 250 authorized fac- 
tory agencies showed no motor burnouts on its line 
of food waste disposers due to water seal failure. 
This excellent showing, it was stated, is due to a new 
water seal design used by the firm on all current 
models. 


Sterling Faucet Co., Va., 
formed a new executive and management organiza- 


Morgantown, W. has 
tion as a prelude to the firm’s anticipated increased 
production. Two committees—executive finance and 
will supervise over-all direction of the 
company and its affiliates, it was announced. J. W. 
Ruby will continue as president and treasurer, as- 
sisted by six vice presidents in as many fields. These 
include James H. Benson, assistant to the president; 
John R. Hardesty, comptroller-secretary; Robert S. 
Cagey, manufacturing and development; A. D. Sum- 


operations 


B-260 Single Sink Faucet (left) with Double Joint Swing Nozzle} 
B-205 Single Pantry Faucet (center) with Swinging Nozzle 
B-300 Double Pantry Faucet (right) with Gooseneck Spout 


mers, operations; Paul L. Styles, Sr., industrial and 
public relations; and James E. Coombs. 


Kenco Pump, Div. of the American Crucible Prod- 
ucts Co., Lorain, O., has moved into a new plant in 
Lorain at 1502 W. 13th St. The recently completed 
facilities provide approximately 12,000 sq ft of floor 
space and will be headquarters for design, adminis- 
tration, manufacturing, engineering, service, ware- 
housing, shipping and sales. 


“ Lifetione 
SHAMPOO SPRAY 


With the accent on fully equipped 
bathroom vanities, new or remodeled, 
feature the ‘Lifetime’ as a most 
wanted item in every household. 
Beautifully designed permanent fix- 
ture (B-1000, illustrated), or faucet 
snap-on type (B-1005). Big extra 
profit builders! 


Rheem Mfg. Co., Chicago, recently held a luncheon 
and tour for 40 members of the Industrial Education 
Club of Lincoln-Way Community High School, New 
Lennox, Ill. Featured speaker at the luncheon, John 
K. Dorsey, first vice president of the Plumbing Con- 
tractors Assn. of Chicago, told the students of his 
experiences in starting in the plumbing business as 
an apprentice. He explained briefly the curriculum 
through which a young man goes in becoming a 
plumbing apprentice and the need for learning the 
mechanics and the rationale of plumbing codes. 


See your local dealer, or write direct 
for specific bulletins or complete 
“PLUMBING SPECIALTIES” catalog 


T&S BRASS AND BRONZE WORKS, INC. 


32 Urban Avenue, Westbury, L.1., New York + EDgewood 4-5104 


Most “Flexible” Line of Water Feed Equipment! Pre-Rinse + Giass Fillers 
Stations ¢ Faucets ¢ Pedal Valves & Service Fittings * Spray Hoses * Accessories (Please turn to top of page 273) 
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“CLEAN LIVING’ GIVES A CHEVY ENGINE 


LONGER LIFE! 


«-. more evidence that Chevrolet 
Task-Force trucks are engineered better 
and built better for bigger savings! 


This drawing shows, roughly, one of the ways in 
which Chevrolet truck engines minimize a major 
cause of wear—dirt! Now consider this additional 
evidence that Chevy heavy-duty V8’s and 6’s “‘live 
clean” and bring you fleet, dependable power that 
costs less to use! 


Extra filters give extra-clean fuel—Only clean fuel reaches 
the engine—that’s one reason you can depend on a 
Chevrolet truck! All fuel is filtered twice (once in the fuel 
tank and again in the carburetor) to keep dirt and water 
from hampering efficient operation. Chevrolet truck 
V8’s provide a third filter, at the carburetor, for triple 
protection! 

Oil stays clean longer, too—Chevrolet truck V8’s and 261- 
cu.-in. 6’s come equipped with modern high-capacity 
oil filters (V8 filters are of the Full-Flow type). These 
engines keep clean oil flowing to moving parts; parts 
wear less and last longer because of it! 

Even the air is cleaner—Dust and foreign matter in the 





1. Fresh air enters air 
cleaner and is filtered 


POSITIVE CLOSED-TYPE 
ENGINE 
VENTILATION @ kK 





2. Air flows into 
4 crankcase 


through oil filler 
° » -,0 
vr 1) | ) 
4. Corrosive d 
fumes and 
vapors are 


burned in J 
cylinders x 


before they 
can harm 


engine ._ yo "4 


efficiency ! 


3. Air stream carries vapors and corrosive 
fumes up through tappet deck 











air an engine “‘breathes”’ can reduce engine life by years. 
Chevrolet minimizes this wear-producing factor by 
providing big oil-bath air cleaners as standard equip- 
ment on all truck engines. 

These are sound under-the-hood reasons why a 
Chevrolet truck will stay on your job and save on your 
job. There are others, too, including short-stroke V8 
design (shortest stroke of any truck V8’s!) and 6-cyl- 
inder engine design that puts out more power than any 
other in the field. You'll learn about them all when you 
visit your Chevrolet dealer. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


Biggest sellers .. . because they’re biggest savers! 


CHEVROLET TASK: FORCE 57 TRUCKS 
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NEEDS THIS 


— Jerod 


Everybody 


HARDENED 

TOOL STEEL 

JAWS ARE 
REPLACEABLE 


ANY SHAPE 
Round @ SquareM |;p EAL FOR 
Hex @ Odd @ works where an ordinary 





The Reed Chain Wrench does everything a conventional 
pipe wrench will do, and a great deal more. It gets into 
tight corners, close to baseboards or between parallel 
pipe lines, and holds round, square or irregylar shapes 
... firmly, without “play” or crushing. 


Its fast, ratchet-like action lets you tighten and “back 
off" without taking the wrench from the pipe. 


CLOSE 


NEW 


CHAIN WRENCH 


Ratchet action 

works either 

way from 
either side 


QUARTERS 


pipe wrench won’t/ 

All sizes of the Reed wrench have ample chain length 
for fully tightening pipe up to the diameters handled by 
ordinary wrenches of equal lengths. Additional chain in 
the 14” model, however, gives the wrench a full working 
capacity up to 2” pipe and a holding capacity up to 4 inches. 
This is a major convenience in lining up soil pipe stacks, 
straightening studs, setting posts or turning any irregular 
shape within the leverage range of the 14” handle. 


PATENT PENDING 


Available at your Jobber in 10”, 14”, 18”, 24”, 36”, and 48” sizes. 








FoR PDE Tih Te 


e 1 MN | | ) 
zt , 


HEATII 


ma 


Designed for baseboard radiation 
and finned tube installations 


ease of installation; eliminate vibration 
compensate for expansion and contraction; 
reduce noise 

correct misalignment; insure against broken 
pipe lines 

for complete information write for Bulletin 
HPA-2 


JOHNSON METAL HOSE, Inc. 


12 SPERRY STREET 
WATERBURY, CONN. 








— 


GAS FIRED 


UNIT HEATERS 


ARE BEING INSTALLED 
THIS YEAR THAN 
EVER BEFORE 


WHY 


... CHANGE FOR THE 
BETTER-IS THE 
ORDER OF THE DAY 
Peerless is NEW to 


give more for the money, to fit the 
times 


it’s changed 


to fit the needs for today 
and tomorrow 


A Unit for every purpose New lower 


prices New neutral gray-green color 
New cabinet styling More com 
pact Economical to operate 
Easier installed . . . Quieter operation 

Greater heat distribution 
engineered principles Virtually no 
maintenance Fan or blower in every 


Rugged and dependable 


Proved 


size 
Write for literature 

on tomorrow's 
unit heaters today 





PEERLESS MANUFACTURING CORP. LOUISVILLE 10, KY. 
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Waste King Corp., Los Angeles, has announced 
plans for a program to increase national distribution 
of its products. A step in this direction came with 
the appointment of Hixson and Jorgensen, Inc., as its 
advertising agency. The firm states it will give deal- 
ers and distributors maximum advertising and mer- 
chandising support as this program to diversify and 
increase distribution gains impetus. This action is 
taken in recognition of the market’s potential. 


Sloan Valve Co., Chicago, reports that eight of its 
representatives have completed a three-day refresher 
course at the home office and factory. This is the 
fourth in a series designed to bring all its representa- 
tives to Chicago to review products, sales and policies. 


The Trane Co., La Crosse, Wis., has opened a sales 
office in Akron, O. John P. Rodgers, a sales engineer 
for eight years with the Clarksburg, W. Va., office, 
will be in charge. Also established by the firm are 
regional warehouse distributing centers in New York 
City; Chattanooga, Tenn.; Kansas City; Dallas; and 
Cleveland. The depots will serve as centers for the 
distribution of packaged air conditioners. 


American Blower, Div. of American-Standard, De- 
troit, was host to nearly 200 guests for the March 
meeting of the Detroit chapter of the American So- 
ciety of Heating and Air Conditioning Engineers. 
Following an address by P. B. Gordon, national presi- 
dent of ASHAE, the guests were conducted on a tour 
of research, manufacturing and testing facilities in the 
firm’s main plant in Dearborn, Mich. 


National Rubber Machinery Co., Plumbing Equip- 
ment Div., Akron, O., has formed a commercial food 
waste disposer department to market its line of dis- 
posers for restaurant and institutional use. 

(Please turn to top of page 274) 
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“That car motor of mine always was a 
great little oil burner.” 
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for TOP QUALITY 


at amazingly low cost 
specify... 


| 


‘these features... 


Among the highest in the Industry in heat- 
ing capacity. 

One piece back-and-top design lends 
itself to either flush or recessed application 
(or both). Standard accessories available 
for every kind of requirement. 


Flexibility for any installation . . . equally 
suitable for modernization or initial instal- 
lation. Installation is simple, takes less time, 
saves you money. 


Quality—for a lifetime of service. From 
the non-ferrous heating element to the 
heavy gauge furniture steel enclosure, 
SUNTEMP BASEBOARD RADIATION is 
quality. Supplied with a Bonderized Baked 
White Enamel finish coat which can even 
be used as a primer. 


Economy in installation and maintenance. 
Its simplicity as well as efficient manufac- 
turing makes SUNTEMP BASEBOARD RADI- 
ATION the most economical to install. 
Provides a curtain of uniform heat. Easy 
to get at... easy to maintain. 


Reg. U. S. Pat. Off. 
MEMBER get the whole story. Write 


ROMAL industrice 


\\\\\\\\\h210-26 5. FRONT ST., CAMDEN 4, N.J. 


tL LLL 


To be fully informed . 

















QUALITY is our business 
without any compromise 


Gu aa ° 


GIVES YOU ALL THREE— 
Quih-Joint All Steel 
Compression 


Pipe 
“Couplings 
Patent 322,685, 46( 
@ UL approved for hazardous fluids 
@ Guaranteed for 2000 P.S.I. 
@ Allows 7° angular deflection 
@ No threading of pipe required 


@ Available in Black or Galvanized 
@ %” through 2” IPS 


Wall Sleeve 


Approved 
__ by leading 
gas 


ft | utilities 


Supports gas line preventing foundation set 
tlement 

Eliminates breaks in service line at wallpoint 
Prevents seepage and moisture 

Reduces time and costs in installation 
Available in 14%”, 1%” and 2” IPS with 12”, 
14” and 16” Body lengths—Black Finish only 


Jot-Stream A new Concept 


in Metal Fittings for plastic pipe 


——@ 


S) 


Patent applied for 


‘+ 


insures maximum water passage and mini 
mum friction loss 
Complete resistance to corrosive water and 
soil conditions by adding special plastic coat 
ing for maximum protection 
Produced in steel or copper in all sizes and 
shapes 
Effortless fit-up and clamping 
Bursting pressure far exceeds that of plastic 
pipe 
Write-wire-phone for catalogues of all Guardian 
product lines including Flexible Couplings and 
Valves for water and oil installation purposes. 


Guardian  Wuuitits, Inc. 


An Affiliate of 
Guardian Products Corp. 
1215 E. Second Street 
Michigan City, Ind. 


News 





(Continued from page 273) 


The Institute of Boiler and 
Radiator Manufacturers, New York 
City, has announced the publica- 
tion of the third edition of “Testing 
and Rating Code for Baseboard 
Radiation.” This edition replaces 
the earlier editions entirely, al- 
though essential requirements for 
testing IBR baseboard ratings have 
been retained. 

The new code also includes an 
innovation in a provision for check 
testing at the new IBR laboratory 
in Urbana, Ill. One section of the 
code provides for check testing of 
ratings already in effect. 

Robert E. Ferry, IBR general 
manager, pointed out that original 
tests are conducted under the code 
by the manufacturer in his labora- 
tory or a laboratory of his choice. 
Test data, accompanied by photo- 
graphs and detailed drawings, are 
then reviewed together with the re- 
sults of check testing at the IBR 
laboratory. A baseboard rating 
committee studies all test findings 
and approves ratings if warranted. 

Ferry also reported that con- 
struction of the new test lab in 
Urbana has been completed. Pur- 
pose of the lab, he noted, is not to 
conduct original tests for manufac- 
turers, but to offer supplementary 
and check test information on base- 
board radiation which is to carry 


IBR ratings. 


A. Y. McDonald Mfg. Co., Du- 
buque, Ia., has launched a train- 
ing program designed to instruct 
wholesaler service personnel in 
the installation, application and 
service of pumps and water 
systems. 

The program consists of four 
days of intensive instruction by a 
faculty of water systems specialists. 
Special emphasis will be given to 
basic pump principles, pump selec- 
tion, proper installation, pump 
service and service department 
management. In addition, the com- 
pany will familiarize each enrollee 
with the company’s products by 
having him assemble and dis-as- 
semble each model currently in 
production. 

To supplement the training pro- 
gram, each man will be furnished 


|. ) 
time's 


a, 
wasting 


The clocks keep ticking 
away. We need your dol- 
lars to make each minute 
count in the fight against 
cancer. 
With $70, we can buy an 
eyepiece micrometer... 
$48 buys a laboratory 
flowmeter...$15 buys an 
instrument sterilizer... 
3.75,a hematocrit reader. 
Only you can decide how 
much you can afford to 
send. But send it today, 
to help us keep moving 
ahead in the struggle to 
save lives. 
Send a generous check to 
“Cancer” c/o your local 
Post Office. 
AMERICAN CANCER SOCIETY 
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sSuper-Turbine Pumps 
Quickly Regain 
Their Prime 


Super-Turbines do not air bind. They 
quickly regain their prime even if low 
capacity or gaseous walls let air into 
the line. Burks Super-Turbines pump 
water, air, or a mixture of both to full, 
usable water system pressures. They’re 
fully automatic 


Easier Installations Save Your Time 


Burks Super-Turbines don’t need graded 
lines nor extra-deep ditches. These 
powerful pumps pull good capacity 
through dips and humps in the line — 
even extremé overhead loops caused by 
deep basement floors 


More Sales From Less Inventory 


Use the same Super-Turbine models for 
either shallow or deep well jobs — with- 
out mechanical change in the pump. 
(In shallow well systems they deliver 
good capacity from suction lifts as 
great as 28 feet!) 


Exclusive Impeller 
Is Selling Advantage 


Because each blade in the 

single impeller accelerates 

in a “multiple-stage” action, 
Super-Turbines give instant 

full pressure response. They deliver 
good capacity throughout the entire 
rated pressure range. This means 

long years of service 

because a Burks never 

works under strain. 


See your wholesale distributor 
or write for further information. 


gun 
ig 
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: 3 DECATUR PUMP COMPANY ; 


4 33-E ELK STREET DECATUR, ILLINOIS ® 
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brochures containing instruction 


bulletins, service manuals, 


parts data and 


repair 
simplified write- 
up of all the topics discussed along 
with specific application layouts 
The classes will be held at the 
firm’s headquarters in Dubuque, 


the company announced 


The Pendleton Tool Industries, 


Inc., Los Angeles, has named 
Louis Greenfield assistant general 
sales manager as one of several 
major executive appointments to 
keynote a new and accelerated 
marketing program. In his new 
post, Greenfield will assist Marvin 
S. Bandoli, vice president in charge 
of marketing, in administering the 
expanded sales program for the 
company and its affiliates. 

Three new executive appoint- 
ments for the company’s Proto Tool 
Co. division also were announced 


Henry J. Zellweger 


moted to 


has been pro- 
sales 
promotion manager for Proto Tool. 
Previously, Zellweger had served 


advertising and 


as merchandising manager, sales 
training manager and sales promo- 
tion manager. 

Other new appointments are 
Richard E. Reich as product sales 
manager and Nelson Bartoo as di- 
rector of contract sales for Proto 
Tool. Frank E. Hutton has been 
promoted to director of research 
Pendleton 
Tool, the company announced. 


and development for 


The John Wood Co., Hez ag and 
Tank Div., Conshohocken, | 


launched an extensive new sales 


i., has 


promotion campaign planned to un- 
fold with a effort 
contractor- 
wholesalers. “Push- 
Button Selling for a Push-Button 
Era” is the theme of the campaign 


minimum of 
on the part of its 
dealers and 


which will feature advertising, sales 
promotion and merchandising aids, 
reports W. Glenn Oslin, vice pres- 
ident and general sales manager. 

“We feel our know 


better than anyone what sales 


customers 
help 
they need from us for merchandis- 
ing our water heaters and heating 
“Therefore, 
our campaign has been mapped ac- 
cording to the findings of a recent 
survey of our customers on what 


equipment,” Oslin said. 


sales help would best free them for 
active selling and, at the same time, 


(Please turn to top of page 276) 


for all pumping parts... 


Mineral deposits don’t collect to 
clog water passages and reduce capa- 
city. You're not faced with call-backs 
to explain a pump that doesn’t furnish 
top capacity. Heavy cast bronze sur- 
rounds all pumping activity . . the 
all-bronze educer (a all bronze 
impeller (b the only moving part) 

and the fully enclosed all-bronze 


diffuser (« 


Versatile And Easy To Install 

Burks HV-Pumps are installed horizon- 
tally or vertically either directly 
over the well or offset, 
chanical change. Use them for shallow 
or deep we lls and conversion 18 easy if 
Small and compact, these 
pumps fit into close quarters and adapt 
to almost any location, 


without me- 


needed 


Competitively Priced 

Centrifugal Design, But... 
HV-Pumps are fast priming . . . won't 
air bind and handle air so well 
they even prime shallow well suction 
. lines. Their new mechanical seal re- 
quires no adjustment. Motors have built- 
in overload protection and automatic 
reset 


This Exclusive Feature 
Helps You Sell 

Straight channels in the HV- 
Pump impeller throw water 
in greater volume and force 
to the cam-like outer rim 
There, “Kam-Action” controls the tur- 
bulence and directs the water flow. This 
improved centrifugal action gives 
good capacity at higher 
pressures and eliminates 
any need for multiple 
imp¢ llers on ordinary 
water systems. 


See your wholesale distributor 
or write for further information. 


e DECATUR PUMP COMPANY ° 


° 33-F ELK STREET DECATUR, ILLINOIS > 
SSSSSSSSSSSSSSSSSSSSSESESSES 
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i 
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give them strong and continuing 
promotional backing.” 

According to Oslin, an important 
feature of the program is a key 
distributor plan, in which the fac- 
tory will create local selling pro- 
grams custom-made to fit cooperat- 
ing wholesalers’ local conditions. 
Specially trained factory promo- 
tional crews will analyze key areas, 
set up advertising and sales pro- 
grams and work with the whole- 
saler to assure retail coordination 
in his area, he said. 

Kits describing the Push-Button 
campaign are being mailed to 
plumbing and heating contractors’. 
recommended by wholesalers. Additional kits out- 
fining other phases of the prcmoticn will be mailed 
regularly throughout the year, Oslin explained. Fea- 
tured in the sales kit, he said, is a service sticker 
plan pre-tested by the company in the Midwest, win- 
dow and floor displays, material for tying in with 
the “Mrs. America” contest, letterheads, sales letters 
and newspaper mats. (See photo, page 138.) 


Oslin 


International Harvester Co., Chicago, has an- 
nounced a series of personnel changes in its motor 
truck division. Ralph M. Buzard, former manager of 
sales, has been appointed general manager. Louis W. 
Pierson, former assistant manager of sales, was pro- 
moted to manager of sales, succeeding Buzard. W. E. 
Callahan, formerly sales manager of the eastern re- 
gion, has been named assistant sales manager. 


LEE Cast Brage Fittings A, O. Smith Corp., Permaglas Div., Kankakee, IIl., 


has outlined an intensive schedule of trade and con- 


You get the finest in Bease—Copper—Broase—Fit- sumer advertising to introduce its 1957 line of water 
tings, Castings, Stop and Wastes, and Valves — heaters. L. V. Martikonis, advertising and sales pro- 


bolt gr — age — ae is motion manager, reports that among the factors 
or quality. Nothing else wi o to bear ed! a a , slitey 
the name of LEE, cast on each piece! featured in the advertising are the durability of 
And careful inspection guarantees you LEEk-proof Permaglas and the special progress by which the 
long-life. (Every fitting is production-line-tested — glass and steel are permanently fused. Radio spots, 
Then given the special LEE UN DER WATER billboard ads and television film strips on the heaters 
TEST with 100 pounds of air pressure!) , yah 
are available to distributors and dealers. 
For quicker service, reserve fac- 
tor Sam ae ” = — 
Chicago, Boston, Los ngeles, : “Ovi > 
Philadelphia, and’ Anniston. Write \¢ Ruud Mfg. Co., Kalamazoo, Mich., prov ided one of 
ey See See oe the instructors for the two-week training course on 
technical and practical phases of water heating spon- 
sored by the Pacific Coast Gas Assn. through the 
Washington Natural Gas Co., Seattie. The course 
was designed to serve as a vital phase for a follow- 
up commercial gas water heater sales program this 
spring and summer. Classes covered location require- 
ments for water heating, types of systems and water 
heaters, sizing, demand, fuel usage, gas combustion, 
venting, controls, relief valves and other important 
for phases. A display of water heaters and dishwashing 
*hi y ‘ 7, examination and ex- 
pede P. O. BOX 231 machines was used aes ote e a a, 
Ale ANNISTON, ALABAMA perimentation. More than persons attended four 
sessions, each lasting two and a half days. 
— (Please turn to top of page 279) 
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A-7 cast iron boiler 
for use with all fuels 


Heavy-duty cast iron sections — 
factory-tested at 21/2 times normal 
operating pressure 


New upward and outward design 

of waterways plus high water level assures 
maximum internal circulation 

866 Mbh to 2454 Mbh gross |=B=R output 


Eight practical sizes — 
5 to 12 cast iron sections 


@ Compact design permits easy handling 


Rear sections tapped for external-type 
water heater 


Exclusive, new, steel pedestal base 
eliminates costly floor pitting, special 
fire brick base construction 


» 
6! 
ie 


be 


can’t be wrong about 


American-Standard 


Modern hatchery heated by new, compact A-7 
cast iron boiler by American-Standard 


The new, modern Ketay Hatchery — with a production of 
250,000 chicks each week — is heated by the new, modern A-7 
Oil Boiler by American-Standard. This compact cast iron 
boiler, which occupies only 24 sq. ft. of boiler room floor space, 
heats an area of 12,500 sq. ft. and delivers an output of 
1,202,000 Btu per hour with a firing rate of 14.65 gph 


The Ketay Hatchery also features other quality American- 
Standard heating products — the office areas are heated by 
compact, attractive Temtrim Finned Tube Radiation while 
lavatories have modern cast iron Sunrad Radiators. 





| PLUMBING, HEATING, COOLING MONTH 





4 Sunrad Radiator — cast iron 
construction—compact re 
cessed or free-standing models 
— provides high heat output 
Two convenient depths and 
heights — 5” and 7%” deep, 
20” and 23” high 


Temtrim Finned Tube Radia- 
tion—Assures maximum econ 
omy-—installed exposed or 
choice of three smart covers 
(sloping top enclosure shown) 


hevoorsnevecc.teaa, | AMERICAN-Standard 


resentative for more information. 
AMERICAN STANDARD, PLUMBING & HEATING 


Div., 40 W. 40th St, New York 18, N. Y. PLUMBING AND HEATING DIVISION 
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REMODELING CALLS Fi 
“PRACTICAL” MATERIAL 
SELECTION... 











sata Wr coy: 


AND NATIONAL PIPE 
IS BY FAR 
YOUR BEST BUY! 


. 








ODERNIZING existing facilities? Then you'll want the pipe 

that gives the most service for every dollar you invest 
in it—and that’s NATIONAL Steel Pipe. Whether you are en- 
larging or renovating present hot water or steam heating 
systems, fire control and plumbing lines, or radiant heating 
systems, NATIONAL Steel Pipe will provide the kind of depend 
able, trouble-free service you are proud to pass on to your 
customers. 

Furthermore, NATIONAL Pipe makes your job easier. It coils 
and bends well, threads and cuts easily, and makes sound 
joints—just a few of the advantages that make NATIONAL Pipe 
the predominant choice of architects, engineers, and plumbing 
and heating contractors across the country, and make it the 
largest selling pipe in the world. 

This year, be sure to get the most for your pipe dollar by 
using “NATIONAL" for every installation. Write for further 
information to National Tube Division 
United States Steel Corporation, 525 
William Penn Place, Pittsburgh 30, Pa 


NATIONAL TUBE DIVISION 
UNITED STATES STEEL CORPORATION, PITTSBURGH, PA 


COLUMBIA GENEVA STEEL DIVISION, SAN FRANCISCO 
PACIFIC COAST DISTRIBUTOR 


UNITED STATES STEEL EXPORT COMPANY. NEW YORK 


G NATIONAL PIPE 
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News e« « « continued from bottom of page 276 


American-Standard, Air Conditioning Div., New 
York City, recently graduated 24 men from two 
classes at its school in Elyria, O. The first class was 
on heating and cooling and the second on cooling only. 
Classes involved heat gain and loss, duct layout, re- 
pair and service, product and installation, insulation 
practices, equipment sizing and air conditioning fun- 
damentals. 


Robertshaw-Fulton Controls, Greensburg, Pa., re- 
ports sales for 1956 reached a new high for the 
seventh consecutive year. Income before taxes 
amounted to $8,921,170, an increase of 15 percent over 
$7,770,427 reported in 1955. John A. Robertshaw, 
president, told shareholders in the annual report that 
expansion of facilities, increase of foreign manufac- 
turing operations and the introduction of new prod- 
ucts are major factors in the firm’s advancement. 


Nibco, Inc., Elkhart, Ind., reports that manufac- 
turers representative, Harry Shreiner & Co., Colum- 
bus, O., has moved into a new warehouse at 3966 
Indianola Ave. in Columbus. The new facility pro- 
vides 12,000 sq ft of floor space as compared with 
4,000 sq ft in the old quarters. The firm covers 
western Pennsylvania, West Virginia, Ohio and Ken- 
tucky with sales offices in Pittsburgh, Cleveland and 
Cincinnati. 


Airtemp Div., Chrysler Corp., Dayton, O., was host 
recently to 28 heating and cooling men representing 
the greater Los Angeles area. Visiting for two days, 
the group was the largest West Coast distributor- 
dealer contingent ever to make the trip. Included 
in the program was an inspection tour of the engi- 
neering laboratory and production facilities and a 
dinner at the Dayton Biltmore Hotel. 

(Please turn to top of page 280) 











Remodel with the 
trouble-free venting valves 
that will last for years 


Life expectancy and efficiency, as well as 
initial cost, should be considered when 
choosing the venting valves for your re 
modeling projects. The initial cost of Vent 
Rites will be repaid many times, for these 
scientifically designed vents will last for 
years, giving trouble-free venting and eco 
nomical heating. 


Vent-Rite Venting Valves are the only 
vents that can be cleaned and serviced 
They guarantee automatic, noiseless vent 
ing, and quick, even heat distribution 
Choose Vent-Rites for remodeling, and all 
your requirements, and be sure of satis 
faction. 


Available in a wide variety 
of types, sizes, outlets and 
venting capacities ... va 

uum or non-vacuum, for 
radiators, convectors and 
unit heaters. Order from your 
wholesaler. 


No. 1 for non-vacuum 


No. 2 for vacu 


Special Cum-Apart Feature 


If accumulation of dirt from the heating 
system should prevent a Vent-Rite from 
working properly, the trouble can quick 
ly be remedied, The special Cum-Apart 
design permits you to easily take the 
vent apart, clean, reassemble, and re 
store to perfect working condition, Worn 

mor damaged parts can be replaced at 
the factory and the vent made as good 
as new, New Cum-Apart Tools, sigea 5 
M, L, facilitate taking valves apart, Sis« 
S (Cfite 1, 2, $1, 62 valves) is available 
free to heating contractor 











~p 


- WASHROOMS ~ 


Pedal Operated 
Chicago Faucets 


Here's an idea that is opening up a brand new 
market, in public washrooms everywhere. It is 
gaining in popularity all the time. 

Chicago Pedal Faucets are the only true sani- 
tary faucets for public use. They offer the ulti- 
mate in convenience also. One foot controls 
both water flow and temperature, leaving both 
hands free. And they still permit all the econo- 
mies of water and fuel that come with self-clos- 

ing valves. 

Both wall mounted 
and floor mounted 
models available. Pedals 
swing up out of the way 
when cleaning floors. 
The operating units pro- 
vide all the trouble-free 
service for which 
Chicago Faucets are so 
justly famed. 


THE CHICAGO FAUCET CO. 
Chicago 39, Ill. 


Chicago Faucet Products 
ore distributed through 
the plumbing trade ex- 
clusively. 


News es « continued from bottom of page 279 


Bryant, Div. of Carrier Corp., Indianapolis, Ind., 
reports its two traveling air conditioning specialists, 
Charles Eskew and Joseph Mekel, have logged in 
approximately 12,000 miles, the equivalent of a trip 
half way around the world, in the course of dealer 
instruction. Between January 29 and April 26 the 
two men, Mekel in the East and Eskew in the Mid- 
west and West, have conducted two-day dealer ses- 
sions which included instruction on cooling load com- 
putation, duct sizing and c.f.m., air conditioning appli- 
cations, installations and service problems. These 
visits, supplemented by factory training schools, tech- 
nical aids and regional meetings, are part of a program 
which in 1956 resulted in a 50 percent sales increase 
of central system equipment over an industry in- 
crease of 30.3 percent. 


Holly Mfg. Co., Div. of the Siegler Corp., Pasadena, 
Calif., has announced the combination of its adminis- 
trative and sales activities with that-of the General 
Water Heater Corp. of Burbank, a subsidiary of the 
Siegler Corp., into a new division. The division will 
be known as the Holly-General Co. with headquarters 
at the present Holly location. This company is being 
formed, it was reported, to provide a more complete 
line. Individual trade names, “Holly” for heating and 
air conditioning and “General” for water heating, will 
be maintained, as well as marketing policies. Both the 
Holly Mfg. Co. and the General Water Heater Corp. 


will continue manufacturing at their present locations 


Reading Tube Corp., New York City, maintained 
sales and earnings in 1956 at levels close to the peaks 
established in 1955. Bernard F. Stolinsky, chairman, 
and Martin Mack, president, in the annual report to 
stockholders, stated that sales of the firm amounted 
to $22,401,163 last year as compared to $22,740,597 the 
year before. Net profit after all charges and taxes 
was $975,907 as compared to 1955’s $1,008,873. The 
company’s profit margin on a tonnage basis, it was 
noted, increased despite higher copper prices and 
lower tonnage sales. It was further announced that 
a new plant that will include scrap processing facili- 
ties is scheduled for completion this summer. 


Robertshaw-Fulton Controls Co., Greensburg, Pa., 
has announced plans for construction of a $250,000 
western research center in Anaheim, Calif. The new 
facility will be located on a five-acre site and have 
15,000 sq ft of floor space. It will carry on basic and 
applied research in the fields of automatic controls 
for air conditioning, home heating, domestic and 
commercial water heating, cooking, food preservation 
and home laundering appliances. 





Who's News in the P-H Industry? 
See Names in the News, page 284 
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SWING REMODELING 
SALES YOUR WAY 
WITH RICHMOND'S 


CARNIVAL OF COLOR 


_ RICHMOND 


THE FASTEST GROWING NAME 
IN PLUMBING FIXTURES 


You can make more sales...make new 

customers by pointing out the many ; a z 
exceptional possibilities for Plumbing- : | Jeicrmono’s New vELLow) 
Heating-Cooling modernization made | | 


practical by Richmond. 


To you and your customers Richmond 
Plumbing Fixtures mean an almost limitless 
selection of models and sizes, each 
available in Richmond’s seven non-fading 
colors, including the New Yellow plus 
exclusive “‘Whiter-White.” 

Richmond, too, means lifetime homeowner 
satisfaction based on sound modern 
styling, superb finish and dependable 
performance. 

Richmond’s “Carnival of Color’ will be 
right at the main entrance of the 

Dallas NAPC show in June...and 
“Carnival of Color” merchandising aids are 
available to you. Consult your 

wholesaler or write us. 


? 


@ RICHMOND PLUMBING FIXTURES wi : 


Richmond Creates the Finest Bathroom and al 
Kitchen Plumbing Fixtures, Heating*Cooling Equipment 


Other Rheem Products: WATER HEATERS + WATER SOFTENERS + WEDGEWOOD GAS RANGES AND CLOTHES DRYFP) + STEEL CONTAINERS 
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- IS the phenomenal book 
of pre-tested, pre-proved business-build- 
ing ideas that is welcomed by every 
plumbing and heating contractor-dealer 
who has an eye to success. 


Take the word of other leaders in your 
industry ... “2000 and 1 Prize-Winning 
Ideas” is for you. These men, including 
manufacturers, wholesalers, trade asso- 
ciation executives and many contractor- 
dealers like yourself, have voiced their 
enthusiastic approval of this great mer- 
chandising book. They all agree that here 
is the perfect answer to the long-felt need 
for a source book of sound sales promo- 
tion ideas that the contractor-dealer can 
put to use in building a profitable busi- 
ness. 


THE INDUSTRY’S LEADERS ALL AGREE... 


This big Idea Book 
is for YOU! 


*2000 and 1 Prize-Winning Ideas” 
- an inspiring, practical guide 
to the successful merchandising 
methods of 181 award-winning 
contractor-dealers. 








Collectively these ideas represent the 
combined experience of 181 award win- 
ners in Domestic Engineering’s All-In- 
dustry Merchandising Contest. Many of 
its chapters are devoted to the methods 
used by these merchandisers to sell fif- 
teen types of products. Eight hundred 
illustrations show the facilities, displays, 
trucks, advertising, radio scripts, home 
show booths, show rooms, display win- 
dows, etc., employed by these contractor- 
dealers. Forty-four chapters are devoted 
to practices and policies they use in mer- 
chandising, busimess management, serv- 
ice work and remodeling. 

The many sound ideas packed into this 
book are working wonders for hundreds 
of other contractor-dealers . . . and they 
can do the same for you. 


Use the coupon below to order your copy of 


*2000 and 1 Prize-Win 
The price, postpaid, is 


Ideas”’. 
5.00. 





RETURN COUPON TODAY! 





te cover cost of the book is enclosed. 


Eecreeceeeeeeeees=s 
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DOMESTIC ENGINEERING (BOQK DEPT.) 
1801 PRAIRIE AVENUE, CHICAGO 16, ILL. 


Send me my copy of the book “2,000 and 1 Prize-Winning Ideas.” 
I may return the book within ten days and full purchase price will be refunded. My remittance of $5.00 


DT CRs ccc cccceeudregsneesececesanesce 
Ne gos a civ bare vncee te beniiscioeass 


sSeSe eee eee ee eee eet oe oh eee SS Be See SSS SOE SESE Seeeeeeeseacaaeeeacad 


It is anderstood that, if not satisfied, 


. tions. 


Pre-Tested 
Ideas on... 


MERCHANDISING 
MARKETING 
MANAGEMENT 
AND SERVICE! 


Practical ideas you 
can put to profitable 


every day use in 
your own business. 


The big book of big 
ideas, “2000 and 1 
Prize-Winning 
Ideas,” consists of 
200 pages and con- 
tains 800 illustra- 
The following 
are typical subjects 
covered: 
Institutional 

Advertising 


Human Interest 
Advertising 


Anniversaries 
Grand Openings 
Radio Advertising 
Television 


Phone Book 
Advertising 


Cooking Schools 
Seasonal Appeals 
Signs 

Signs on Job 
Symbols 

Slogans 

Labels 
Gimmicks 
Calling Cards 
Photo Cards 


Literature and 
Blowups 


Show Displays 

Contests 

School Activities 

Sports 

Public Relations 
Stunts 


National Programs 
Civic Activities 
Welcome Wagon 
Brochures 

Annual Service 
Customer Incentives 
Employee Incentives 
Prospecting 

Job Proposals 
National Recognition 
Publicity 

Contest 

Trucks 


Procedures 
Remodeling 


Service 
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~~ Fe 
PROSPECTS 


FOR BATHROOM 
REMODELING JOBS 

~~ TF 

IN Tae Nit \ voll] im Zell 
— 


Look for the name SHERWOOD 
on the top of every ball cock 














and SHERWOOD Ball Cocks Get You In! 


No matter where you look in your 
community you will find many pros- 


at right. You can’t offer your cus 
tomers a better product. Famous 


pects for bathroom remodeling. You 
will also find, in a high percentage 
of cases, that the desire for remod- 
eling stems from the need for ball 
cock replacement. Here’s where 
SHERWOOD Ball Cocks play a vital 
role. SHERWOODS get you in and 
serve as.an ideal stepping stone to 
complete remodeling jobs 


Typical of the installations creating 
satisfaction in thousands of homes 
is the SHERWOOD No. 86-A shown 


for its smooth, quiet operation, the 
86-A positively safeguards against 
back syphonage, prevents water 
wastage, and functions on any city 
water pressure 


Now, as the industry’s push for 
modernization business goes into 
high gear, use SHERWOOD as your 
entering wedge to the more profit 
able phase of your business. Order 
them from your wholesaler 





( 





— 
54 a7 
EXPERIENCE 

BEHIND EVERY 


SHERWOOD 
BALL COCK 








Manufactured Only By 


SHERWOOD BRASS WORKS 


6331 E. JEFFERSON DETROIT 7, MICHIGAN 
Established 1903 


QUALITY. 


DETROIT |} 
x 
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Why pass up even a 
part of the profit 
the COMPLETE 


WHOLE job gives you 
nianneasgs these 





gis Crant Wilson 





PIPE COVERING 
.. All types for all services, 
all temperatures, hot and cold. 


ASBESTOS INSULATING 
CEMENTS 
to 1300°F. 


ay 


ASBESTOS AIR-CELL 8 





bons 


SHEETS AND BLOCKS 
2, 3 and 4 ply and up for 
temperatures to 350°F. 


ASBESTOS TAPE 


foot packages, packed in cartons 
easy to stock and use, no waste. 








JET-LINE COMBUSTION 
CHAMBERS 
.. (6/10 gal. to 12 gal.) A 
complete, easily installed 
ee package” maximum 
it ah te ™, efficiency and the 
-_ perfect chamber 
hy for conversion or 
replacement work. 

tant Wafilson 


Asbestos 
So 







ASBESTOS PAPER 
..A full range of thicknesses and 


re 2 5. weights, from 8 to 64 pounds per 100 
Me a” square feet 18", 24” and 36” wide. 5 lb., 
‘“ © 10 Ib., 25 Ib., 50 Ib. and 100 Ib. rolls. 

cs 
Bc ueasscsevsensnsenssnssnccoseesorsesssesees, 


(Brant Wilson ine: 


ASBESTOS and INSULATING MATERIALS 






141 WEST JACKSON BLVD.+ CHICAGO 4, ILLINOIS 


284 








.. Five types for temperatures 





..2 and 3 inch widths, 500 to 1500 











Names in the News 


(For additional “Names in the News,” see page 58) 


American Kitchens Div., Avco Mfg. Corp., Con- 
nersville, Ind.—Forrest J. Hiday named director of 
manufacturing. Paul K. Riedman transferred from 
Memphis to Chattanooga, Tenn., as district sales 
manager. He is succeeded by L. O. Braun. Appointed 
sales manager of the Kansas City, Kans., district is 
Victor J. Waite. 


American-Standard, Air Conditioning Div., New 
York City—Appointed district representatives are 
Frank Hickey in Boston and Ted Bujewski in Detroit. 


Barnes Mfg. Co., Mansfield, O.—James E. Crum 


appointed central district sales supervisor. 


Beauti-Dor, Inc., Chicago—Harold Grossman 
elected president and Robert Silvers elected executive 
vice president. 


Boston Machine Works Co., Lynn, Mass.—Cecil W. 
Roberts appointed representative for North and 
South Carolina and Virginia. 


Buensod-Stacey, Inc., New York City—H. L. Mc- 
Murry & Co., with offices in Jacksonville, Miami, 
Tampa, Daytona Beach and Orlando, appointed 
Florida representative. 


A. M. Byers Co., Pittsburgh—Stevens Supply Corp., 
Radford, Va., named distributor in the Radford area. 


Century Products, Inc., Cleveland—Charles T. 
Wheat Co., Memphis, Tenn., appointed sales repre- 
sentative for Puritan toilet seats in Tennessee, Ala- 
bama, Louisiana, Mississippi and Arkansas. 


Cleaver-Brooks Co., Milwaukee—The Norbert W. 
Enslen Co., Dayton, O., appointed representative 


Cutler Metal Products Co., Plumbing Products 
Div., Camden, N. J.—Appointed representatives are 
Tim J. McCauley & Co., Detroit, in the lower penin- 
sula of Michigan and Toledo, O., and Milton L. Shi- 
vey, Hampton, Va., in Virginia. 


Dunham-Bush Co., West Hartford, Conn.—Ap- 
pointed sales engineers are Jerry Wilcox in the Salt 
Lake City area; Jerry Howarth in northern Cali- 
fornia and western Nevada; Maxwell C. Finke in 
Chicago; Clifford Masek in Milwaukee; and Jack 
Bower in Los Angeles. George A. Mansinger named 
district manager in charge of heating sales in the 
Chicago area. 


Frigidaire Div., General Motors Corp., Dayton, O.— 
William J. Dinsmore promoted to manager of range 
and water heater sales in Dayton. Paul W. Guthrie 
named manager of the Denver branch, succeeding 
W. H. Baldwin, now manager in Portland, Ore. 
Wendell H. Smith appointed supervisor of the build- 
ing industry sales department. And Ralph R. Weigel 
placed in charge of contract sales succeeded Smith. 


(Please turn to top of page 286) 
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| no call-backs 





the 





H-9300 Regulator 


here is a regulator you can install and 
forget. The H-9300 Regulator is simple 
in design and construction to provide 
long operating life. Scientific pro- 
portioning of spring, diaphragm 

-a- and seat area give maximum sensitivi- 
ty over a wide range of inlet pressures. 
Three different spring combinations may 
be used to give steady outlet pressures over 
a range from 5 to 125 p.s.i. For com- 
mercial installations, you can use two 

or more H-9300 Regulators in any 

size combination to provide more 

than adequate flow capacity 


"” 


for pipes over 24" in size. 





Check with your wholesaler before you make 
your next regulator installation. He can give you 
complete information on the H-9300 Regulator, 

or write direct for Catalog W96-A 


Factories at: Decatur, Chattanooga, 
Los Angeles; In Canada: Mueller, 
Limited , Sarnia, Ontario 
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Sizes '4 through 2'4 
Max. inlet pressure -250 psi 
For water, air or 

oil installation 
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White-Glass or 


Zinc-in-ized 
Lining 


WATER HOTTERS 


ailomale walter healers cbecliic or gas 


go right! go White! 


The ‘smart money” is switching to WHITE— 
the water heater line that has everything! 
Dealers know the terrific advantage of being 
able to offer either gas OR electric models, 
round OR table top styles, White-Glass OR 
Zinc-in-ized lining, 5-year OR 10-year Protec- 
tion Plan, in a full range of large OR small sizes. 

You'll find other advantages, too, in handling 
WHITE water heaters—proud product of a con- 
cern that has specialized for more than 27 
years. Generous mark-ups. Powerful promo- 
tions. Prompt shipments. An ‘“‘on-its-tées”’ 
service department. And, topping it all, friendly 
folk to deal with! 


Phone, wire or write your WHITE distributor 
—or Middleville—TODAY. 





Names « « « continued from bottom of page 284 


General Controls Co., Glendale, Calif—Stan Os- 
borne appointed field representative for the Los An- 
geles branch. 


General Electric Co., Bloomfield, N. J—L. H. Dray- 
ton named manager of advertising and sales promo- 
tion of the Weathertron Department 


Hajoca Corp., Philadelphia—John T. Brown, Jr.. 
vice president and treasurer, retired after fifty years 
service in the plumbing and heating industry 
Stephen F. Kratzinger appointed treasurer: Marshall 
E. Vogel, secretary; Howard W. Ortlip, assistant 
secretary; and C, A. Malarkey, advertising manage1 
In Baltimore, E. J. Tolson named manager. In Vir- 
ginia P. B. Mayo, Jr., transferred from Danville to 
Roanoke and L. H. Durham named manager at Dan- 
ville 


Harcraft Brass Div., Harvey Machine Co., Tor- 
rance, Calif—Harry Jaye & Co., Long Island City, 
N. Y., appointed representative in metropolitan New 
York, Westchester and Rockland counties in New 
York State and northern New Jersey, including Tren- 
ton. 


Heil Co., Milwaukee—The Excelsior Steel Furnace 
Co., Chicago, appointed Chicago area distributor 


In-Sink-Erator Mfg. Co., Racine, Wis.—Appointed 
district sales managers are William Gilman in south 
Texas, Louisiana and Mississippi; Otto Seeglitz in 
San Diego and the Imperial Valley, Calif.; and James 
McCormick for north Texas and Oklahoma. Paul 
Hull appointed to the sales staff of the Los Angeles 


area 


Iron Fireman Mfg. Co., Cleveland—Named vic« 
presidents are R. K. Handley, Orval D. Berry, and 
in the firm’s Canadian subsidiary, William H. Ban- 
nister, also general manager. W. Oliver Spencer, Jr., 
appointed industrial sales representative in North 
and South Carolina, Virginia and West Virginia; and 
Hyter C. Hall, Jr., district sales manager in the Phila- 
delphia, Washington, D. C., and Baltimore area 


Johns-Manville Corp., New York City—Jack W 
Davis, appointed regional sales manager for the pipe 
division in the Rocky Mountain region 


Johnson Service Co., Milwaukee—John S. O’Gor- 
man, Jr., retired as Detroit branch manager, but 
will continue to serve on the board of directors. He 
is succeeded as manager by James L. Best. 


The Josam Mig. Co., Michigan City, Ind.—Arthur T 
Mesereau elected a vice president. Named district 
sales managers are Joseph A. Maloney in New York 
City and northern New Jersey; Neil R. Trout, south- 
eastern district; E. A. Lester, central district; and 
Maurice Wolin, northeastern district. Appointed dis- 
trict representatives are Louis Borin in the New York 
City area and M. M. Frankel in northern New Jersey 
James Keane named personnel director 
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Malleable Iron Fittings Co., Branford, Conn. 
Gustaf R. Young named director of manufacturing 
operations, and Ogden W. Sutro appointed director 
of sales and marketing 


McQuay, Inc., Minneapolis, Minn.—Kenneth R. 
Lundberg, general manager of the Grenada, Miss., 
plant, placed in charge of sales, succeeding H. Blake 
Thomas who has resigned. 


Mueller Brass Co., Port Huron, Mich.—Appointed 
sales representatives are John A. Berka in Newark, 
N. J.; John R. Montrose in San Francisco; and John 
M. Powell in Cincinnati 


The National Supply Co., Pittsburgh—Robert J. 
Casterton appointed district manager of the New 
York office of the Spang-Chalfant Div., succeeding 
Eugene F. Conroy who retired. Conroy will continue 
to serve in an advisory capacity 





The Powers Regulator Co., Skokie, Ill—Jack B. 
Porter named manager of the newly opened Rich- 
mond, Va., branch office. Semi-Automatic 


Price-Pfister Brass Mfg. Co., Los Angeles—Ap- 


pointed sales representatives are Crowley and Loehr White-Glass or 


Dallas, in the state of Texas, and Joe Albanese, Val- - 7. 
ley Stream, N. Y., in New York City and Long Island Zinc-in-ized 
Purolator Products, Inc., Rahway, N. J.—Named nelly Retamnatie Lining 


representatives are Product and Sales Development 
Associates, Chicago, in Ohio and eight Illinois coun- 
ties; W. I. Negle Co., Pittsburgh, in West Virginia, 
two counties in Maryland and five counties in Penn- 
sylvania; and The Halberg Co., Brooklyn, N. Y., 
in five New York counties 


Republic Steel Corp., Berger Div., Canton, O. WAT eR 5 re ] FT ss NER y 


Robbins-Gamwell Corp., Pittsfield, Mass., appointed 


(Please turn to top of page 289) felly aulomale and 4 hme ; ale 


go right! go White! 


Farsighted dealers who want more and better 
business NOW and in the years ahead are 
climbing aboard the WHITE Water Softener 
“band wagon,” 

For here's a product that's NEW—with a big, 
wide open TODAY-market—built by one of the 
best concerns in the industry, specialists in 
domestic water supply since 1930. 

With the WHITE Water Softener line you have 
the advantage of either automatic OR semi- 
automatic models, round OR table top styles, 
White-Glass OR Zinc-in-ized lining, 5-year OR 
10-year Protection Plan, large OR small capac- 
ity. And every one a good profit-maker for you! 

Phone, wire or write your WHITE distributor 
—or Middleville—TODAY, 





“What would you say the pressure is, McCue?” 
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mirro-glo presents 


the Crown 


a new sliding door cabinet 
with overhead light that is 


competitively priced 


REAL QUALITY AT A PROMOTIONAL PRICE! 


Model No. FL-711 25x21” Overall size 
23”x16%4” approx. Mirrored area, all polished 
plate glass. Stainless Steel Frame. One piece 
steel box construction. USE COUPON BELOW 
FOR COMPLETE DETAILS! 


Pe EE EO AAAS ASAAASAASEAAEAAAE SY YS CK AKA KKK EEE 


Luxu ry that sells! 


ARISTOCRAT 
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d screw holes, 
ingle shutter control, smart appearance, 
: sidewall or baseboard installation. 
Ser for yourselt why Standard’s 551 is the best 





Easy 
to install 





STANDARD STAMPING & PERFORATING COMPANY 
3135 WEST 49TH PLACE, CHICAGO 32, ILLINOIS 


Gentlemen: Please send me literature on the Standard No. 55] 
Perimeter Wall Register 


A medicine cabinet 

that’s new in design, new appeal, and 

priced to sell! Decorative, dramatic—four times the illumination of other cabinets 
Stage light control lights top, sides, or full perimeter! 3744" x 28” high. Perfect for 


E homes, apartments, hotels, clubs! Write for free literature now! 
NAM 


eX KX XXX KD 


COMPANY 
MIRRO-GLO CABINET COMPANY DE-5 
3131 West 49th Place, Chicago 32, lilinois 

Name 


ADDRESS — — _one 
CITY. - tt ONE__._._ STATE... 


Standard: 





eee eeeeeeeeeeeeeee 


Company. Title. 
Address. 

City. State. 
Your Jobber 





eee eee eee eee eee eee eeeeeeeee 
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Names . . « continued from center of page 287 

kitchen distributor in Bennington County, Vt., and 
Berkshire County, Mass. 
to head Robbins- 


partment. 


Raymond Mansir named 


Gamwell’s new steel kitchen de- 


Robertshaw-Fulton Controls Co., Greensburg, Pa. 
-Ralph J. Davidson appointed sales representative 
for the heating controls division in the Pacific South- 
west area. His office will be at the 


Controls Diy., Long Beach, Calif. 


firm’s Grayson 


Scaife Co., Pittsburgh—Foster J. Marlowe named 
production superintendent; Robert S. Neilson, chief 
tool engineer; and E. Stuart Cain, chief mechanical 
and electrical maintenance engineer. 


Servel, Inc., Evansville, Ind.—William W. Wallace, 
general manager of the 
ted a vice president. 


international division, elec- 


Shaw-Perkins Mfg. Co., Pittsburgh—J. W. Miller, 
Jr., appointed district sales representative in the cen- 


tral New York area. 


Temco, Inc., Nashville, Tenn.—H. A. McRae & Co., 
Troy, N. Y., named distributor in the Hudson Valley 
territory of New York. 


Tuthill Pump Co., Chicago—M. J. McCaughey ap- 
pointed regional sales manager for Wisconsin, north- 
Minnesota and eastern 


ern Illinois, southern Iowa, 


Missouri. 


Walworth Co., New York City—John C. Wallace 
named vice president of engineering. 


Westinghouse Electric Corp., East Springfield, Mass. 


-Richard S. Sheetz named manager 
(Please turn to top of page 290) 
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Z PLUMBING €& HEATING Nee 
CONVENTION = 7 





























’ 
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“| just love being conventional.” 


of the water 


Econo ZONE-A-T/ ROL, 


.@easy.....inexpensive.. 


yh 


{ 


COMFORT 


Provides Automatic Multiple 


ZONE CONTROL 


with only one Circulate 


OPERATES ON LOW VOLTAGE WIRE 
ELIMINATES THE NEED FOR 


EXTRA CIRCULATORS 


By controlling the flow of water from a 
single circulator, ZONE-A-TROL valves make 
it possible. to install zone controlled gomfort 
on any hot water heating system with only 
one circulator and one relay. By eliminat- 
ing the extra cost of separate circulators, 
and flow ZONE-A-TROL 
makes zone-controlled heating installations 
easy and inexpensive to install 


relays, valves, 








FLOW CONTROL VALVES 
EXPENSIVE WIRING JOBS 


Compece CONTROL 4% ZONE-A- 1°21, 


The installation of a ZONE-A-TROL system of Comfort Control provides each room or 
zone with its own thermostatically controlled heating system providing independent 
control of temperature in every zone at any time 


ZONE-A-TROL valves may be 
any position or angle on the supply piping 
wired to a 
controlling thermostat located in the cor- 


installed in 


for each zone and are then 


responding zone. Using low voltage wiring, 
no BX cable is required and wiring time is 
cut to a minimum.ZONE-A-TROL volves are 
available in 44", 1 ond I's sizes for 
copper tubing or! steel pipe 


WITH ZONE-A-TROL EVEN THE MOST COMPETITIVE HOT WATER 
HEATING SYSTEMS CAN NOW BE EQUIPPED FOR ZONE CONTROL 


SEND TODAY FOR FURTHER INFORMATION ON 


SELLING COMFORT 


COMFORT 
CONTROL » 


CONTROL BY ZONE-A-TROL 





U. S. PLUMBING’S NEW LAVATORY will send 


your sales soaring during the coming months. Your 
customers will love the beauty of this new lavatory, for 
it enhances the appearance of any bathroom, old or 
new. The unique design and styling makes it ideal as 
a replacement for old bathroom fixtures. The lavatory 
has a wide rim and back ledge, concealed overflow, 
a deep bowl to minimize splashing, and two integral 


soap receptacles 


MADE OF THE FINEST stain and acid proof vitreous 


china, U. S. Plumbing’s large 20” x 18” lavatory is 
available in Tyrine Coral, Monastral Blue, Viridian 
Green, Maltese Gray, and gleaming White. 


DON’T MISS OUT on this big opportunity. This new 


lavatory and many other U. S$ Plumbing products can 
increase your profits in coming months 


These and many other items can be ordered in 
CONSOLIDATED SHIPMENTS, cutting down 
freight charges and giving you a bigger profit mar- 
gin. Also you'll have the advantages of faster stock 
turnover . . . you can order smaller quantities more 
frequently and still have the latest products on hand 
at all times. FILL OUT AND SEND IN THE 
COUPON BELOW FOR COMPLETE DETAILS. 


@ UNITED STATES 


PA2em™ PLUMBING FIXTURE CORPORATION 
Pm 307 N. FRONT ST., COLUMBUS, OHIO 


Please send me the U. S. Plumbing 
Fixture Catalog 


Name 





Address 





City Zone State 
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Names . « . continued from center of page 289 


cooler and dehumidifier department. 


White-Rodgers Co., St. Louis—Gerry Powell ap- 
pointed assistant sales manager. 


Wolverine Tube, Div. of Calumet & Hecla, Detroit 
—James C. Cameron named manager of: market re- 
search. Albert R. Kaspark appointed manager of 
technical sales. Appointed technical sales represen- 
tatives are Del E. Wessels in the Oklahoma and north 
Texas area and Howard J. Luetzow in the Chicago 


area. 


Worthington Corp., Harrison, N. J—Named dis- 
tribution district managers of the new air condi- 
tioning and refrigeration sales offices are R. O. Gund- 
lach, Chicago; H. A. Caldwell, Atlanta, Ga; J. A. 
Klaiber, Cleveland; H. Fleit, New York City; and 
J. S. Cavanaugh, Philadelphia. 


York Corp., York, Pa.—J. Wesley Floreth named 
Midwest district manager with headquarters in St 
Louis. 


Youngstown Kitchens, Div. of American-Standard, 
Warren, O.—Appointed regional managers are Har- 
old H. Flowers, Dallas, Tex.; Paul Miller, Phila- 
delphia; A. L. Reeves, Los Angeles; J. M. Linforth, 
Jr., Chicago; and Arthur S. Race, Denver. Named 
distributor for Arizona is Appliance Distributors, 
Phoenix. Firm partners G. A. Larriva and Rene 
Larriva will direct operations in Tucson and Phoenix 
respectively. END 


The Open Door to Bigger Business 


(Continued from center of page 167) 
—Making an unusual sale. 


—Setting up an unusual display. 

When it comes to unusual angles, the possibili- 
ties are almost endless. There is considerable 
interest in anything that can be described as the 
newest, oldest, largest, smallest, longest, shortest, 
most beautiful, most durable, first of its kind. 

After you once begin looking for news angles, 
you'll see them everywhere. The problem, then, 
is how to handle them. 

The two best possibilities are (1) to send or 
hand them to the city editor of your newspaper 
or (2) give them to the advertising representative 
who calls on you. 

If you approach either of these people in person, 
you can, of course, tell him the story by word of 
mouth. It is better, however, to set the facts down 
on paper. If it’s in writing, there is less chance 
that the story will be forgotten, or if used, that 
mistakes will occur. 

It is not absolutely necessary to write a com- 
plete story. Just tell, in outline form, who was in- 
volved and what he did, where, when and how. 

Be sure the name is spelled correctly, and 
identify the person either by his home street ad- 
dress, by his business or by his trade or profes- 

(Please turn to top of page 293) 
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FURNAS PRESSURE SWITCHES GIVE 
YOU CORRECT CAPACITY for the JOB 


Now you can match the pump with the right 
pressure switch. Furnas Electric, standard for 
the industry, has combined long experience 
with sound design and engineering principles 
to offer you pressure switches for every do- 
mestic requirement up to 5 hp, 250 pounds 
pressure. All are U.L. listed, pressure adjust- 
able and available in a wide selection of en- 
closure styles. 


Write for Catalog 5516— 1077 McKee 
. Street, Batavia, Illinois. 
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protect 
your 
reputation.. 
increase 
your 

sales 


“ONLY 


AV VE VIAN) Ep 


PNEUMATIC TANKS 


HAVE THESE 
EXCLUSIVE ADVANTAGES! 


HEAD SEAM 
BACK-UP 
WELDED 
UNDER 
PRESSURE 


EXTRA STRENGTH FOR OVERLOADS 


BOTTOM 
SEAM 
BACK-UP 
WELDED 
 &s£ UNDER 
= : PRESSURE 
CAN'T TWIST AND LEAK—PROVIDES UNIFORM THREADING 
rf 
. RIGID, 
“SURE- 
WELDED” 
SHELL 
SPUDS 








SEE YOUR WHOLESALER! 


We have built a reputation as specialists in the field of pneumatic 
tanks for distribution and sales through jobbers. Only with this 
sole interest of manufacture and only through this means of 
distribution do we feel you can obtain the best merchandise at 
the best prices when you want it! See your jobber for information. 


etal Coating Corporation 
1215 W. 37th Street, Chicago 9 





“Sir” Patrick 


rey PEERLESS 


<= 
‘ae 
) 


Peerless Pottery’s 


Ylow 
OLOR LINE 


Now available in 6 rich 


colors to match Alliance, 


a 
( 
| 


introduces a 





Crane & Southern Porcelain- 


* PINK 
BLUE 
GREEN 
GREY 
TAN 
YELLOW 


No. 5200 Combination 


Close-coupled reverse trap combination in quality vitreous china for life 
long cleanliness. Has the exclusive Peerless 4-bolt tank connection and 
extra large trapway 

Will retain its original beauty for a lifetime! 





Sell 
Quality 
Colored 
Ware at 
Sensible 

Prices and 
Make a 
Profit, 

too! 


No. 30 Lavatory 


Graceful 17” x 19” ledge-back design, pure 
vitreous china. Concealed front overflow, anti- | 
splash rim. Rims recessed for adjustable towel | 
bar attachment. Takes regulation fittings; 4” | 
centers. 











Write, wire or phone for further information! 
| 


Quality Vitreous China Since 1902 


Install Fairbanks-Morse Westco peripheral 
pumps for peak efficiency. 

These pumps deliver approximately the same 
capacity when discharging against high pressure 
or low pressure—and all at 1750 rpm.! Multi- 
vaned impeller gives multi-stage performance 
from a single-stage pump. Ideal as integral parts 
of machines, units or systems—for circulating hot 
water, ice water or brine—or for clear water, 
sump, solvents or chemical fluids, feeding filters 
or boilers, or for booster service. Capacities to 
200 gpm., heads to 600 feet. 

See your F-M Pump Dealer or write Fair- 
banks, Morse & Co., Dept. DE-5, 600 South 
Michigan Ave., Chicago 5, Illinois. 


@ nome worth remembering when you want the BEST 


@ Farnpanxks-MorsE 





PUMPS + SCALES + DIESEL LOCOMOTIVES AND ENGINES + ELECTRICAL MACHINERY 
* RAIL CARS + HOME WATER SERVICE EQUIPMENT + MOWERS + MAGNETOS 
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(Continued from bottom of page 290) 
sion if he works for someone else. When giving 
information about yourself, always include the 
name and address of your business. This might 
not always be used, but when it is, it will enhance 
the value of the publicity. 





Do not neglect to give the time and place if they 
are important to the story. 


If the editor does not find room for all your 


stories, do not become discouraged or critical. 
Most editors cannot possibly use all the real news 
that is available to them. Moreover, a story that 
is squeezed out of the news on one day might 
have made the grade on another occasion, when 
more space was available. 

Editors these days like photos. When there’s 
a story that merits a photo, the newspaper may 
send a photographer. If this is not possible, it 
might be worth your while to hire one. 


Ado> sno, 105 4SY 
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The same general type of story mentioned 
above will usually be of interest to a radio sta- 
tion, particularly in a small or medium-sized town. 
Television possibilities are more limited. 


1SV) 4° YVINGNL SAdAL TIV 


Radio and television often present good oppor- 
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tunities for personal appearances. For example, 
from your experience with water systems you 
may know that many people in your area are 
concerned about shifting water tables. What is 
causing this? What is the remedy from the stand- 
point of installing the proper water system? This 
problem well might form the basis for a public 
service radio show in which you would be inter- 
viewed by a member of the radio staff. 


s Another subject of general interest might be 
how to select the proper water system. An inter- 
view also could be based on the health angle—of 
having an adequate supply of pure, fresh water. 
And a discussion of the danger of damage from 
spring rains and flash floods could set the stage 
for cellar drainer sales. 
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To develop an interview of this type, phone the 
program director of your nearest station and dis- 
cuss the possibilities with him. 
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We've already discussed the importance of hav- 
ing good displays of all major product lines in 
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your own place of business. There may also be 





possibilities for a fine display in the lobby of your 





bank, in a window or lobby of the local public 
utility or in the window of a building that is 
temporarily unoccupied. 
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Such displays can be of two types: In the case 


§ 
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of water systems they could show representative 
samples of the entire line. If space is at a premi- 
um, the display could show several pieces of 
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seasonal merchandise, such as cellar drainers 
during the rainy season. 

Another idea that would perhaps work best in 
your own window is to show actual photos of 
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(Please turn to top of page 297) 
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now that you 
have it... 
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5 Ways to Use Plumbing, Heating, Cooling Catalogs 


More information on the buying and 
speoifying of plumbing, heating and 
cooling equipment through catalogs is 
available. Our representative will be 
happy to provide you with it. 

Call (CALUMET 5-4680) or write (1801 
PRAIRIE AVENUE, CHICAGO 16) 
so that we can help YOU with your 
CATALOG. 


1. You can certainly mail it to your cus- 
tomers and prospects, but do you know who 
all of them are? Is your list up-to-date? 
Will they keep your catalog? Will they be 
able to find it WHEN they want to buy or 
specify? 


2. You can have your salesmen pass it 
out, but salesmen are certainly high priced 
“paperboys.”” Your salesmen can certainly 
use your catalog to good advantage, but 
you want to use your salesmen to good ad- 
vantage too. Isn’t this way a waste of a 
lot of expensive selling time? 


3. Pass it out at conventions and exposi- 
tions. Some of these people at conven- 
tions HAVE to be customers and prospects 
—and some of them WILL still have your 
catalog when they leave. But, what about 
the hundreds of copies you see lying in 
the aisles and wastebaskets? 


4. Mail it only on request. You're pretty 
well assured that you have an interested 
party when you mail it this way. But, this 
certainly isn’t going out after the busi- 
ness. And, what about all the people who 
don’t know your products, or name and 
address — but DO know those of your 
competitors? 


5. PUT IT IN DOMESTIC ENGINEER- 
ING CATALOG DIRECTORY. Your cata- 
log then goes to wholesalers, specifying 
engineers, and large contractors : 
YOUR customers and prospects. You can 
be sure they'll find and use your catalog 
because DOMESTIC ENGINEERING Cat- 
alog Directory is the only single catalog 
source on the entire industry. They use 
DEC D every day — and have done so 
for 35 YEARS. 


DOMESTIC ENGINEERING CATALOG DIRECTORY 
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1801 PRAIRIE AVE., CHICAGO 16, ILLINOIS 





DON’T BE TRAPPED 
TAKE IT /f BY THE 


PRICE 
eae BAIT 


ia 4-44. (4 % | BOYS 








THE NEW ROYAL 
by Spartan 
Today, more than ever—no other pop- 
ular priced shower offers so many 
| high priced features. Galvanized | 
| bonderized, heavy-gauge steel walls+ | NEW 
| Completely rust resistant + Long-life, FEATURES, 
| lustrous, two-coat white baked en- EXTRA 
amel * Heavily chrome-plated, solid j ! 
| brass mixing valves, adjustable ; ge QUALITY 
shower head, soap dish Interchange- a yet, still 
able side panels « Pique embossed PRICED 
| virgin vinyl plastic curtain « Choice i LOWER 
of receptors: Porcelain enamel, Baked 5 Mo ? 
enamel steel, terrazzo or “Red Gem” 
pre-cast stone. 











Also Available in Aluminum — the CROWN. 


THE ONLY FAUCET AERATOR | THERE IS ONLY ONE 
with ONE INTERNAL PART! © iow pricep LUXURY SHOWER 


GOODRIE U.S. PAT. 2,761,662 AND PATS. PEND. 


This difference is the reason why America’s top faucet 
manufacturers insist on Bubble-Stream! Its exclusive, s c _ 
patented construction eliminates complaints. No jumble ee 

2 i : ; Warehouse Service 
of complicated parts and screens— nothing to stop the 
softest, smoothest water flow you've ever seen! Remember 

te ; 7 A New York, N.Y. 

this: When you sell a Bubble-Stream equipped faucet, Chicago, ill. 
you've got “built-in” assurance of a satisfied customer in Los Angeles, Concord, N. C. 
every installation! ; 4 Cal. Cleveland, 0. 


Kansas City, Mo. 
Houston, Tex. 


CASH IN ON THE BIG HOME mae | illustrated Catalog on Request 
MODERNIZATION TREND! t. 
There's a Bubble-Stream 


aerator for every faucet, 





The REGENCY The IMPERIAL 

tt $ by Spartan by Spartan 

self-selling ‘“Bubble-Pak” display : , The Uitimate ' The ying 
: ‘orner Leaves 

cards, or individually boxed, 6 or 12 ee Showers to be Desired 

per carton. 


AERATORS eat: | SPARTAN 
eg SHOWER STALL CO., INC. 
WRIGHTWay Order from your wholesaler today! Affiliate: Spartan Convector Co., Inc. 


ENGINEERING CO. Chicago 26, Minels ini 52-55 74th ST.. MASPETH 78, N. Y. 
Mfrs. o' 


old or new. Available in colorful 
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(Continued from bottom of page 293) 
pump installations. Large-sized glossy prints 
should be used. These might be framed or pasted 
on a background to show them to better ad- 
vantage. 


Direct mail might be considered sales promo- | 


tion rather than publicity. But brief, friendly, 


personal notes are capable of creating tremendous | 


good will. There are countless opportunities to 
write a line or two to thank a customer for a pur- 
chase, ask if he is satisfied or needs service, tell 
him of a special deal or the arrival of new and 
seasonal products. (See the article on sales let- 
ters, page 244.) 

In fact, an up-to-date file of customers can be 
circularized to your profit numerous times during 
the year. 

A good letterhead is a fine piece of publicity in 


itself. Does yours need improvement? Does it | 
tell the complete story of who you are, what kind | 


of business you have, where you are located and 
what your phone number is? Remember, it will 
do an even better job for you if you mention that 
you handle certain well-known brands. (See Let- 
terhead Design Clinic, page 45.) 


# It is often a good idea to run a drawing or a 
photo of some product on your envelope. “Pic- 
ture” envelopes used by many big mailers often 
bring in from 15 to 35 percent more inquiries. 

Any promotion that gets a large number of 
people inside your store for the first time is a good 
publicity effort. A number of our dealers have 
been unusually successful with a “Pump Day.” 

A West Virginia contractor recently built an 
attractive display inside his store of the complete 
Rapidayton (our trade name) line. Then, with 
the lure of a water system as a door prize and the 
aid of newspaper, radio and direct-mail pub- 
licity, he brought hundreds of potential buyers 
into the store where they watched the various 
units demonstrated. Fifteen water systems were 
sold on *' ‘ and a prospect list was obtained 
i wil bear fruit for that contractor for many 
months to come. 


# In addition to creating your own special pro- 
motions, tie in with promotions inaugurated by 
manufacturers and by the entire industry (such 
as National Water Systems Month). 


Yes, it’s true that well-planned publicity efforts | 


will boost your sales. Keep alert for possibilities 
and use every channel available to you, including 
newspapers, radio and TV, displays, direct mail, 
special promotions and any other medium that 
has proved to be particularly effective in your 
area. 

And, whenever possible, use a paid advertising 
program along with the publicity. Each supports 
the other, developing a strong selling team. END 


297 





are your profits in hot water? 


then investigate BRADFORD 


No fancy promotions, no free soap offers, 
no trips to Timbucktu. Just quality 
products designed for service, dependability, 
economy and beauty. 
Your profit picture is crystal clear 
when you sell Bradford, the most 
complete line of gas and electric 
water heaters— glass-lined 
or galvanized; round 
or table top. 


AND THIS BIG +... 
the new Bradford gas 
and electric clothes 





dryer— America's only 
dryer sold exclusively 
through the plumbing 
trade. 





“Pdennsvivania Rance Borer co. 


24TH & ELLSWORTH STREETS . PHILADELPHIA 46, PA. 


Since 1881 America’s Foremost Water Heater Manufacturer 





Manufacturers Are Getting Behind 
Your Big Push on Pumps 


it’s been " (Continued from bottom of page 221) 
road sign, an electric clock and an illuminated 
e NE electric sign. The firm is publicizing the pump 
ke pt qu t et display in its national consumer advertising, sug- 
i gesting that the consumer talk to the dealer who 
has the pump display on his floor. 

The road signs consist of two 4 by 5-foot metal 
sheets. They are being offered in three colors 
with the dealer’s name imprinted. The electric 
clock is illuminated for window display. It has a 
1434-inch diameter blue and yellow face. The elec- 
tric sign stands on a counter with its easel or can 
be hung by a chain against the wall or in the 
window. The sign is of plastic construction and 
measures nearly a foot high and two feet long. 

Decatur Pump Co., Decatur, Ill., is making 
available to its dealers a complete package of sales 
aids featuring ten different spot commercials for 
radio and television. Four of the one-minute an- 
nouncements are designed for appealing to the 
farm market, five are for the suburban market 
and one is for both markets. The package in- 
cludes window decals, newspaper ad mats, show- 
room posters, catalogs and specification books. 

Johnson Water System Co., Mansfield, O., is 
offering a demonstration stand for use by its deal- 
ers in the showroom. The company also is making 
available pump cutaways, decals, ad mats, elec- 
tros, customer literature and catalogs. 

A “1957 Waterama’”’ folder is being offered by 
Clayton Mark & Co., Evanston, Il]. The consumer 
folder illustrates and describes the company’s 
complete line of water well supplies and water 
systems. Included among the other sales aids 

but it’s ne secret (Please turn to top of page 301) 


DUCK-BILL BALLCOCK 


Silent operation and the best possible 








protection against leakage and corro- 





sion are premium operation features 
of the Duck-Bill ballcock. It's designed 
and manufactured for trouble free 
installations. 





@ Nylon seat 
@® Split leather washer 
@® Automatic snap shut-off 


@ One piece standpipe and shank 


WRITE FOR DETAILS 


, => a t 
D BE é 


A oD i 


ROCKFORD, ILLINO!I 





“Fire when ready, Gridley!” 
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finest in 
lavatory 
legs 

and towel bars 


the name to 


can make you | remember is... 


doubly sure! 
en CromeX 


ditionally 














on 
Guoranteed um 


manufacturers 
of quality 
bathroom 


accessories 
to add a touch 
of elegance 


to today’s 

Only HY-GEAR all-stainless clamps give you 

this double assurance of complete corrosion a modern home 
resistance that underground plastic pipe in- , 
stallations require. Like the plastic pipe it 
connects, HY-GEAR is designed for years and 
years of performance . . . proved on millions 
of underground installations. Write for handy 
application chart. 


My Gone 


MOST WI sale-al 
DELY USED at 


PLASTIC PIPE pret 
CLAMP 
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write today for catalog 
REED-CROMEX CORPORATION 
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(Sold through the wholesaler) 
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Remodeling Market Booms! 


Best Answer to Your 


DRAFT 
PROBLEMS 


ED 


| SHUR-FLO | 








ee inducer to| DRAFT CONTROL PRODUCTS 


correct for lack 
ft. H ft 

ohanterel érot Automatic Draft Controls 
When it comes time to recommend, specify, buy or install 
draft control equipment for small space heaters or your big- 
gest commercial installation, look first to Walker, world’s 
largest factory devoted exclusively to the manufacture of 
automatic draft controls. Over 25,000,000 now sold for coal, 
oil, and gas prove Walker Controls are the best you can buy 
for quality, dependability, and fuel-saving performance. 


r 7 cw Walker Royal 


Type 348 e toe 6B Purple Model 
WALKER. A Complete Line of Draft Control Products 


Walker Draft Controls, available in 3” to 48” sizes, help 
keep chimneys dry, stop pulsation and smoking, eliminate 
soot and odors; give trouble-free performance even under 
most adverse conditions. Walker Controls are made with 
perfect balance. Knife-edge bearings are incorporated into 
the inner side of sturdy frame. Underwriter Approved. 





BBG DOUBLE SWING CONTROL ¥ 
Walker's BBG Double Swing Control regu- 
lates updraft, dissipates downdraft in gas- 
fired equipment. Unique relief bar arrange- 
ment for flawless performance. Stainless steel 
knife-edge bearings. Corrosion resistant. 
Long, heavy gauge collar holds the draft 
control safely out of the flue gas stream. 


VENTURI-TOP CHIMNEY TOP 


For heating (gas, oil, or coal) and ventilat- 
ing. Directional vane keeps throat facing 
wind. Sloping-throat prevents back drafts, 
intensifies air flow over chimney opening for 
maximum draft effectiveness. Unit rotates on 


? friction-free, hardened-steel ball bearing. 


|WALKER. 30 Years of Draft Control Experience! 


Eastern Exposition of Oil Heat and Cooling 
Hotel Statler, Boston, Mass., June 4, 5, 6, and 7. 


MAIL COUPON FOR COMPLETE DETAILS TODAY! 


WALKER MFG. & SALES CORP. 1780 Penn Street, St. Joseph, Mo. 
Please rush me information on the Walker items checked. 

] Automatic Draft Regulators for small installations 

(€ Industrial draft regulators for schools, buildings, plants 

(C0 Walker SHUR-FLO Draft Inducer 

ea Purple Draft Controls for Home Heating 

() Venturi Top Chimney Cap 


See our Booth 


on 
ee 


_STATE — 


Capture. your share with the. . 


REMOTE 
WATERLESS 
AIR COOLED 
AIR 
CONDITIONER 





and HEATWAVE 
GAS FIRED FURNACE 


Here is the combination that will help 
you cash in on the re-modeling market. 
Heatwave furnaces ranging in size from 
80,000 to 200,000 B.T.U. input. Designed 
to meet every residential application, with 
ample air handling capacity for the 
matching two, three and five ton air con- 
ditioners. 

The new, quiet, remote waterless cooling 
unit that is easy to install with the new 
or exisiting warm air furnace. It can also 
be featured as an easy to add on later" 
item. This appeals to the home owner and 
is priced to bring year-round comfort into 
every home. 


\oecthwwest 


MANUFACTURING CO 


Subsidiary of The F E. Myers & Bro. Co 


BOX 151 ® AURORA, MO. 


TODAY — wire, 

phone, or use 

the coupon for 
full details! 


Nome ee el 
Title a 


Compony ——————_ 


Address —-——_— 


Zone 
I ———— 
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(Continued from center of page 298) 
being offered by the firm is a booklet entitled 
“Are You Sure?” which describes products de- 
signed to prevent unsanitary water systems and 
shows the various amounts of iron in 
throughout the country. 

To further stimulate sales, 


water 


Clayton Mark is 
offering a free pair of coveralls personalized with 
the dealer’s name and address for the first three 
jet pumps purchased during the May Water Sys- 
tems Month promotion. 

Duro Co., Dayton, O., is issuing a wide variety 
of advertising and sales promotion helps for deal- 
ers. Among these materials are newspaper ad 
mats, posters, streamers, indoor clock 
signs, wall plaques, operating demonstrator water 
systems mounted on stands, metal road signs and 
window and truck decals. 

Flint & Walling Mfg. Co., Kendallville, Ind., has 
prepared a package of selling aids including a 
prospect inquiry form for water systems, spec.al 
plans for newspaper advertising and telephone 
directory trade name listings, radio spot an- 
nouncements, pump literature, premiums and elec- 
tros. The package also includes 
mats and catalogs. 

A new counter display featuring its air volume 
control is being offered by Sta-Rite Products, 
Inc., Delavan, Wis. The control is fitted into the 
display card which is especially designed to pro- 
The card measures 11 by 
14 inches and is silk-screened in four colors 

The F. E. Myers & Bro. Co., Ashland, O., has 
worked out a dealer tie-in plan with the May pro- 
motion that employs special sales aids, literature 
and promotional ideas. As part of the plan, deal- 
ers will be helped with personal advertising and 


electric 


newspaper ad 


mote replacement sales. 


promotional programs and plans for action on the 
local level. 

The company also is providing its dealers with 
sales aids to help them take advantage of the year- 
round market for water systems. The material 
includes helps for conducting direct mail cam- 
paigns, displays at home shows, state and local 
fairs, and for giving talks before local clubs and 
farm bureaus. END 
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“My wens ‘He's down in the tunemnant 
looking for more corks.” 
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PLUMBERS TORCHES 
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Soldering 
Melting Out Joints 
Preheating 
Thawing 
Sweating Joints 


































@ Proven dependability @ Rugged design 


@ Craftsmanship quality 





@ Advanced engineering @ Safety and economy 


@ Approvals <fu> 
| hat (olfe fol 


Since 1933—The Brand Name in Portable Heating Equipment 


Wh” the COMPLETE line 


Torches, Furnaces, Cylinders 
Salamanders, Infra-Red Heaters, Accessories 


















Sold through better wholesalers everywhere 


INSTO-GAS CORPORATION 
994 East Woodbridge Ave. Detroit 7, Michigan 

















and Sun SO 


PRODUCED BY CENTR 


Every inch uni- 
form in thickness. 
“Homogenized” in 
texture—fine, even 
grain. No thick or 
thin spots! No 
lumps or sand 
holes! Extra strong 
yet easy to work 
with, 


Easy to cut with 
pipe cutter or cold 
chisel — always a 
clean, even, true 
cut without fins, 
burrs, or splits. 
‘Form-FITTING!’ 
Contractors save in 
money, time and 
labor by working 
with this perfectly 
made, machine- 
made product! 


Available with sin- 
gle or double hub, 
in service weight 
or extra heavy 
weight, in stand- 
ard lengths, in dia- 
meters through 
5”. Meets all ap- 
plicable Federal & 
Commercial speci- 
fications. Send for 
Folder D-.5 








PIPE 


AL FORCE 


Smooth & straight 
— inside and out- 
side! Absolutely 
seamless! Easier to 
handle and caulk, 
more dependable 
and long-lived 
than ever! 


Every length in- 
dividually tested 
with air pressure 
UNDER WATER. 
Also individually 
checked for accur- 
ate weight — you 
get all the stamina 
you pay for! Also 
tested for hardness, 
uniform wall thick- 
ness, metal compo- 
sition, etc. Tested 
and checked be- 
yond specification 
requirements! 


Insist on APCO 
Sand Spun SOIL 
PIPE! You're sure 
when you see the 
ORANGE mark of 
identification and 
the distinctive 
shaped hub. Also 
specify APCO MA- 
CHINE MADE 
FITTINGS and 
“STRINGER FIT- 
TINGS.” 


Ask for APCO Sand Spun — The Cast Iron Soil Pipe 


With the 


Mark of Identification 


ALABAMA PIPE COMPANY 


Sales Offices in Principal Cities 


GENERAL OFFICES — een peti 





Stainless Steel (5 
Sin 


Because kitchen 
sink is seed and used 
365 days a/year — and 
women knéw it — you 
can't oveysell the idea 


'of instalJing the sink 


| that not Only looks best 
| but is Dest all the way 
| through. 





rt Valueat No Extra Cost 
a Vg ~ 


Polar sinks are 
dded rigidity— 
r Ware feature. 
ed, too. 


All four sides of 
turned down for a 
an exclusive Pola 
Heavily undercoat 





New equipme 
9'ves Polar 
uster finish 


nt. rece 
Sinks a un 
Second 


ntly installed, 


rn 
reap oY 7 Sigh 


You can see, feel and 
show the’ superiority of 
deep-drawn Polar sinks 
. .. made with 3, 4, or § 
holes for faucets and 
with or without plugs 
for extra faucet holes. 
Write for illustrated 
specification bulletin. 


‘Polar Ware Company - 


*4900 1AKE SHORE ROAD, SHEBOYGAN, WIS 
Merchandise Mart Chicago 54, Room 1455 


*415 Lexington Ave 
New York 17, N. Y 


*123 S. Santa Fe Ave 
Los Angeles 12, Calif 
Offices in Other Principal Cities *De 


ignates office and warchous: 
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Letters You Don't Have to 
Write —But Should 


(Continued from bottom of page 244) 
most important people in the world to Mr. Jones 
probably is Mr. Jones. If, by sending him a con- 
gratulatory note you help confirm the fact of his 
. importance, Mr. Jones will remember you a lot 
longer than you might at first expect. 

The courtesy letter is in the same class as the 
extra service you offer customers even though 
you don’t have to offer it. 

How do you write the courtesy letter? First 
of all, you use common sense. Add to it and your 
knowledge of human nature the following princi- 
ples: (1) Be sincere. Really mean what you say. 
(2) Keep the letter simple. Don’t get fancy either 
with the physical appearance of the letter or the 
tone of the writing. (3) Make it personal. Don’t 
use form letters, mimeographed notes or stamped 
signatures. (4) Use friendly language. Flowery, 
flattering phrases sound insincere. Use the same 
friendly words you use in everyday speech. (5) 
Don’t oversell. Remember, a little sales talk goes 
a long way and what you’re writing is a courtesy 
letter. If you oversell, you'll lose much of what 
you want to achieve by writing the letter in the 
first place. (6) Mail the letter promptly. Few 
things are so insulting as to get a letter of congrat- 
ulations on a promotion eight months after it was 
announced. Mail your letter within a reasonable 
time after the event or don’t mail it at all. 

Now consider the first type of courtesy letter, 
the letter of congratulations. Something is always 
happening to one of your customers, potential 
customers, employees or suppliers for which con- 
gratulations are in order. It may be a marriage, 
a new promotion, making top score in a golf tour- 
nament, a graduation, election to a civic or church 
office or the arrival of a baby. 

Here’s an example of a congratulatory letter: 


Dear Mr. Doe: 

Congratulations on your recent election 
to the presidency of the Smith School 
Board. I know you'll dé an excellent job. 

We at the Roe Plumbing Co. always 
have encouraged participation in com- 
munity affairs, and we'll be happy to 
serve the Smith School in any way we 
can. 
help. 

Best of success to you in your new and 
important job. 

Cordially yours, 

The Roe Plumbing Co. 
(signed) 

Jack Roe, President 


Phone us whenever we can be of 


Such a letter can achieve the following objec- 
(1) It makes the man elected to the school 


tives: 
(Please turn to top of page 304) 


UISSELLIINE puts FASTER 
Sales and Service 
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. with “Pre-packed” Toilet Bolt and Screw Sets 

























* No more tedious count- 
ing out of pieces. 








Tough, transparent poly- 
ethylene bag gives visi- 
bility plus protection. 

* Available in a wide range 


of assortments. 








Write for free catalog sheet oe Every item guaranteed 
Russellline “Full Meas- 


ure” Quality. 





and price list. 

















.and this point-of-sale MERCHANDISING Idea 

















This easy-to-make dis- 
play is both a time- 
saving convenience and 
a sales-stimulator. A 

iece of perforated 

ardboard and some 
standard hooks are all 
you need. Mount board 
near your counter and 
hang Russellline “Pre- 
packed” Bolt and Screw 
sets and other spe- 
cialties on it. 
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Hot water for 
1,000 cabanas 


heated at less-than-expected cost by 


JO-BLAST 


POWER GAS BURNER 





At beautiful Malibu Beach Club, Lido Beach, Long Island, 
N. Y., the hot water demand of these cabanas creates an excep- 
tionally heavy load. 1000 showers and the kitchen facilities 
of two restaurants are amply and economically supplied by a 
450 horsepower Scotch Marine boiler, automatically gas-fired 
by a 20,000,000 BTU-Lo-BLAST Burner. Manutactured gas is 
furnished by the Long Island 
Lighting Company, which re- 
ports that operating cost is less 
than estimated at the time of in- 
stallation! 

Lo-BLAST Power Burners 
use an extremely quiet, low- 
speed blower to provide per- 
fectly controlled primary and 
secondary air...operation is 
always independent of natural 
draft. These burners eliminate 
the need for high chimneys— 
inshot design reduces mainte- —_— 
nance cost. All units are com- 
pletely assembled and tested on Capacities 75,000 — 20,000,000 
gas before shipment. BTU ‘hr. input. 


Lo-BLAST Burners average 10% less in operating cost! 


MID-CONTINENT 


METAL PRODUCTS CO. 
1960 N. Clybourn Ave., Chicago 14, Ill. 


(Continued from bottom of page 303) 


board aware of the significance of his new post. 
(2) It will tell him that the contractor is genuinely 
interested in his achievements. (3) It will remind 
him that the contractor’s firm is willing to cooper- 
ate with him in any way it can. (4) It will build 
good will, and perhaps sales, too, for the contrac- 
tor’s firm. 

The next type of courtesy letter is the one that 
’ It can be addressed 
to a new credit customer, for example. 


Dear Mr. Homer: 

We’re happy to welcome you to the 
group of more than 400 people who have 
charge accounts with the Acme Plumbing 
& Heating Co. We want you to know we 


says “hello” or “welcome.’ 


certainly appreciate your business. 

Acme wouldn't be the going concern it 
is today if it were not for its loyal custom- 
ers, and don't think we don’t know it. 

The water heater you purchased from 
us is one of our finest products. Remem- 
ber that it’s guaranteed, as are all of the 
products we sell. 

The next time you’re downtown, stop 
in to see us. We've got a fine selection of 
kitchen and bathroom fixtures and the 
newest in comfort heating products. Just 
come in and browse around. 

Many thanks again for your business. 

Cordially yours, 

Acme Plumbing & Heating Co. 
(signed) 

Fred Reynolds, Manager 


Such a welcoming letter can contain more sales 
talk than the congratulatory one does, since it’s 
not quite so personal. Letters of welcome to new- 
comers to the community, asking them to stop 
in, should not, of course, oversell. 

Congratulatory and welcome letters are pleas- 
ant surprises to their recipients. But the most 
heart-warming letter to receive that you don't 
have to write is the thank you one—the one show- 
ing appreciation for business, for efficiency on the 
part of an employee, for good service on the part 
of a supplier, for publicity from your local news- 
paper, for someone’s sending you a new customer 

The thank you letter need not be elaborate. It 
need only be sincere. 

Suppose you’ve found the work of your sup- 
plier to be exceptionally good. You want to ex- 
press your thanks not only to make him feel good 
but also as a means of insuring that the good 
service will continue. Here’s a letter you might 
write: 

Dear Mr. Weber: 
Your firm has given us excellent serv- 
ice during the past year, and we’ve cer- 


(Please turn to top of page 307) 
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REMEMBER THESE 5 REASONS 
WHY YOU SHOULD ALWAYS SPECIFY 


SLANT-FIN 


BASEBOARD 





|. Track Hanger Stops Noise 


Exclusive “track hanger’’ supports heating element 
and slides on track, permitting free, 
thermal expansion. No metal-to-metal contact of 
element with either front or back panel does 
away with friction noise 


SR. 27. Finger-tip Damper Control 


nNoseLeSS 


No chains! No knobs! Damper operates 
on a pivot at the touch of a finger... 
in any position closed, quarter 
closed, half closed or fully open. Damper 
may be added at any time by snapping it 
into place 


3. Higher Heat Output 


Slant-Fin’s improved fin designs in- 
crease heating surface, resulting in 
higher I-B-R approved ratings. This 
greater heat Capacity means less ma- 
terial is required . . . less installed 
Both material and labor costs are 
reduced substantially. 


aasatadas ad 
Bone 
Fin process. Tubing is forced through 


undersize holes in the fins. No weakening of tube by expansion 
or by fins cutting into walls. In addition, loosening and buckling 
of fins are prevented by wide and interlocking flanges 


9. ‘Contractor Designed”’ 


Snap-on components (no ni 
tools ) . four packaged lengths of 
heating elements and enclosures 
on-the-job cutting, no waste) m: 
possible faster, easier and lower cost 
installations. Profits are greater. Cust: 
mer satisfaction is assured 


4. Tighter and Stronger Fins 


The 


and fin results from an exclusive Slant- 


strongest mechanical union of tube 





screws, 


S). 


} / 
) 


Specif 


ss 


t-Fin 

ce m plete line of 

"ite ee" ae. , ) 

product’ — both residential and commercial 
; . . 

Slant-Fin exclu Catalog N 
? , 

all details your copy 


SLANT-FIN RADIATOR 
87-49) 130th Street, Richmond Hill 18, New York 
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KAA 


ORROSIVE 
ws GASES 


SED 
LIGHTWEIGHT 


CELLOPHANE 3 
CUTTINGS 





THE 

-WORLD’‘S — nd 
MOST EFFICIENT POWER EXHAUSTER 
..- for industry... for institutions ... for residences 


*& NO MOTORS, FANS OR BEARINGS IN EXHAUST LINE 
* NEEDS NO STACKS *& ACID RESISTING VITREOUS ENAMEL FINISH 


FOR INDUSTRY, Quickdraft excels in venting 
paint booths ... abrasives ... corrosive gases... 
noxious fumes... high temperatures and moisture. 
Its blower operates in clean or outside air. It elimi- 
nates down-time for cleaning and replacing fan 
blades. It improves industrial venting and reduces 
maintenance costs! 

FOR INSTITUTIONAL AND COMMERCIAL 
BUILDINGS, Quickdraft efficiently vents heating 
plants, water heaters and incinerators at roof level. 
It saves the cost of building unsightly tall stacks. 
FOR RESIDENCES, Quickdraft makes low, cold 
and erratic chimneys function. On and off with the 
fire, Quickdraft maintains constant draft required 
for efficient and economical combustion of all fuels. 
It eliminates pulsating or chattering, puffing, smok- 
ing and sooting. 

SEND FOR QUICKDRAFT ENGINEERING 
DATA ON YOUR VENTING OR HEATING 
APPLICATIONS... TODAY. 


Quickdraft 


COMPAN Y 


P.O. Box 87-G * Canton 1, Ohio 


Quickdraft Company 
P. O. Box 87-G Canton 1, Ohio 


Please send Quickdraft engineering dota for 


Capacities of 56 
standard and 
heavy duty 
models (6 to 30 
inches diameter) 
..» 8,400 CFH to 
1,005,960 CFH 

- «+ greater 
capacities on 
specia! order. 


() Industrial Exhausting 
ommercio!l Heating Plant 
|] Residentio! Heating Plont 


Firm 





Individual Title 





Street —_ 





City — 
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the speedy, accurate 


—, economical way to 
@® BETTER 


LAVATORY & 
TANK SUPPLIES 


Arbest Flexible supplies are man- 
ufactured of the highest quality 
material triple chrome plated on 
a nickel base guaranteed not to 
crack or peel. Fittings are full 
weight—full thread—no lost time 
or material failure on the job. Both 
ARBEST lavatory and Tank Sup- 
plies are attractively packaged 
complete—no lost parts on the job. 

So why not treat your- 

self to better flexible 

supplies. Only the best 

are marked ARBEST. 


ALL STOPS AND 
FITTINGS ARE 
FULL WEIGHT 
BRASS TRIPLE 
CHROME PLATED 


COMPRESSION COMPRESSION 
ae STRAIGHT STOP ANGLE STOP 


ARBEST — LEADER IN THE FIELD 


Arbest Flexible supplies are fabricated by the orig- 
inators and oldest independent manufacturers of 
flexible supplies in the United States. Ex- 
perience counts because, new and time sav- 

ing ideas for you in flexible supplies are 

our business. 


See vour wholesaler now. 


WRITE FOR FULL DETAILS TODAY! 


MRBES| MANUFACTURING COMPANY 


| 2047-49 AMBER STREET . PHILADELPHIA 34, PA. 


FORMERLY THE G&H MANUFACTURING COMPANY 


* Fabricated from Armco Zincgrip * Steel. 
% Dual protected with Epon Plastic lining. 
* Bronze welded seams. 


*% Designed specifically for water system 
service. 


Brady Water Tanks Are Better Tanks 


Contact your supplier or pump manufacturer, 
or write direct for complete information. 


Brady 


AIR CONTROLS, Inc. 
18th & Ebright Streets, Muncie, Indiana 


*Registered Armco Steel Corp 
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(Continued from bottom of page 304) 
tainly enjoyed doing business with you 
and your representatives. Many thanks. 
Your salesman, Ted Thompson, has 

handled our account excellently. On 
many occasions he has gone out of his 
way to do us a special favor. We appreci- 
ate it. And we’re looking forward to do- 
ing business with you in the coming year. 

Cordially yours 

The Robins Heating Co 

(signed) 

F. C. Robins, President 
letters 
and that writing them 
would just consume your valuable time. But re- 
member. No letter that helps to build good will 
and perhaps business is really unnecessary. END 


You may think that these “unnecessary” 
really are unnecessary 


What Americans Owe— 
vs. What They Own 


“TOO MANY ECONOMISTS seem to be concentrat- 
ing almost exclusively on what Americans owe— 
and ignoring what they own. 
ically sound position? No!” 

Both the terse question and its equally terse 
answer stemmed from Julius Klein, presi- 
dent of the Gas Appliance Manufacturers 
Assn. Klein expressed his emphatic view at) 
the directors’ meeting that opened GAMA’s 22nd | 
annual convention. (The convention was held at| 
The Greenbrier, White Sulphur Springs, W. Va. 
last month.) 

“It’s true,” Klein admitted, “that consumer debt 
is now around $34 billion. But it’s also true that | 
consumer durable goods now in use are worth— 
even allowing for depreciation—some $190 billion. 
Why does this fact receive so little recognition?” 

There is no good answer to this question, Klein 
said. The fact is, the saving aspect of durable | 
consumer goods in home improvement projects | 
should be emphasized more than it is. 

“Some authorities,’ said Klein, “refuse to| 
recognize the tremendous accumulation of home| 
appliances and other durables as a form of sav-| 
ings because the money involved is not immedi-| 
ately available for investment elsewhere. This 
view is unrealistic when applied to products of| 
gas appliance manufacturers or other products| 
in the home improvement field that have a rela-| 
tively long and useful life. 

“Actually, the savings accumulated in the form | 
of efficient, modern homes and in the improved | 
equipment of remodeled homes is so large as to 
warrant a great deal more attention than they 
get. In addition, the improvements permit more 
effective use of land and national resources. And 
they guarantee, far into the future, the release 


Is this an econom- 





of human energies for many constructive pur- 


poses,” Klein concluded END 
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TRIANGLE 


MANUFACTURING CO. 
2981 EAST LAFAYETTE DETROIT 7 








MICHIGAN 














for 
today’s market... 


The New ALL-BRASS “90-B” 


YOU CAN’T MATCH SUCH QUALITY 
AT ITS NEW LOW PRICE 


Here are features in a 
full-size, full-capacity 38” 
pump you can sell 

with confidence at a profit 
Ss 

LATEST GE SUMP PUMP 
MOTOR 


New 1/3 hp motor with solid, drip- 
proof top for dependable opera- 
tion, smooth power. Colectric silver 
contact switch actuated by neoprene 
weights. 






















































































SOLID BRASS TUBE, 
PUMP CASING 

AND IMPELLER 

Stainless steel sleeved shaft runs 


in water-lubricated high-lead alloy 
bronze for long life. i 
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STAINLESS STEEL 


WZ AND BRONZE BEARING 


SURFACES 


Quality construction for longer wear 
and resistance to corrosion. 












































BACKED BY 32-YEAR 
RECORD FOR QUALITY 


carries with it all that the name 

















The new all-brass “90-B” 
“Triangle” has meant in sump pump efficiency and dependability 
since 1925. At its low price, it is today’s best buy on the market. 
it is fully guaranteed for one year against defects in materials or 
workmanship. Triangle pumps are sold through wholesalers only. 
Write or mail coupon today for details of the “90-B” and 28 other 
Triangle sump pumps, laundry-vtility pump and turbine water pump. 




































| TRIANGLE MANUFACTURING CO. 
] 2981 East Lafayette, Detroit 7, Mich. 
‘ What's the low price of the new all-brass “90-B"? 
| Please send catalog of complete Triangle line 
| 

\ LE ~ | Name_ mnhebemigee ‘i 
\ wwe ate . 

| Address ee — — 

\ 

\! City lone a — 

ae | Name of Your 

| Wholesaler — . — 











...unexcelled uniformity! 


® Somerville’s pneumatic ma- 
chine cast process now gives 
top-quality DYNAMOLD soil 
pipe unexcelled uniformity. A 
; ; : os The pneumatic 

complete line of pipe, fittings process used by 

Somerville insures 


moximum uniform. 
meet all requirements. More ity of dimensions 


than 12,000 items. Gnd wall Mehnese. 


K {} 
Member Cast Iron Soil Pipe institute 


DYNAMOL 


*Trade-Mark 


SOMERVILLE IRON WORKS 


Vashullle, frucsoce 


SOUL PIPE e@ FITTINGS © SPECIALTIES 
Plant and Sales Office: Chattanooga, Tenn. 


and specialties is available to 


Standard Duty 
Deep & Shallow 
Well 


' 


Yoley-\- ime 


FOR A COMPLETE LINE OF H.P.RATED 


WATER PUMP 


SWITCHES 
| PIPE CUTTERS 


a a | “ARMSTRONG BROS.” Three Wheel and Standard 

: =~ wheel and roller Pipe Cutters are quality cutters 
2 Home Water Pumps throughout . . . built to give years of good service. 
D 


pep & Shallo lls 
sep & Shallow We “ARMSTRONG BROS.” drop forged Pipe Cutters are 


<e rs 
/ - we , 


built for lifetime service with 1-piece drop forged 
steel heat treated body and a replaceable hardened 
steel nut to take up the wear and thrust of handle 
screw. Used either as 1-wheel (with 2 rollers) or 3- 
Wrlte for BULLETIN 550 wheel (for close quarters). 
Square D Company, 4041 North Richards Street “ | 
Milwavkee 12, Wi i “ARMSTRONG BROS.” Knife Biade Cutter 
Write for Wheels are machined from special alloy tool 


SELL RUNNING WATER 1st! Chhatek steel properly heat treated. They cut rapidly 


ond easily, hold their keen edge. 


SQUARE J) COMPANY ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’ 
5228 W. ARMSTRONG AVENUE « CHICAGO 30, ILL. 
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DomMESsTIC 


2 MINUTES 


WITH BERGIE! 





By Hal Bergdahl, manager of dealer sales, Crane Co., 


Bergie Takes the ‘Scare-Prophets” to Task 


BRETHREN, roll out the crystal 
ball—it’s time we took a new 
look into the future before this 
foolishness goes too far. Things 
I've been hearing have put me 
in the mood. 

The scare-prophets are becom- 
ing more vociferous, louder and 
noisier. They’ve been pretty well 
bottled up for a long time, but 
now have the idea that their day 
has come—ugh. 

And what happens when these 
scaremongers start their nasty 
work? Well, a lot of people start 
for the caves. Or worse yet, they 
snap a lock on their pocketbooks. 
These easily frightened people 
seem to use this kind of reason- 
ing: “No sir, they won’t catch me 
this time; I’m going to hole up 
and make my position secure.” 


# Foolish boys! They don’t seem 
to realize that if our economy 
were to collapse we'd all go down 
—no exceptions. Instead of in- 
creasing good business develop- 
ment effort when there is the 
slightest sign of a turndown, 
some people join the weak and 
faint-hearted and think only in 
terms of retrenchment. 

You know how things go. 
There’s a lot of loose talk about 
business being on the downgrade, 
and the first thing you know we 
start believing the doom mon- 
gers. Yes, I know business has 
been good for quite a spell, and I 
suppose some sort of “correction” 
will take place someday 
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maybe soon. But that doesn’t 
mean we're in for a tailspin. 

“Oh crystal ball, tell me, is 
there really a decline in business 
coming and, if so, how far will it 
go and how long will it last?” 

Crystal ball: “For some few, 
things might get sort of tough. 
You know there are a number of 
business people who figured the 
millennium was upon us. How 
many think this way? Well, I 
don’t know, but there are quite 
a few. It’s this group I’m worried 
about mostly. Some of them are 
going to wake up some morning 
and find that the rigors of a busi- 
ness existence are tougher than 
they had thought. 

“T feel sorry for some of the 
younger men and women in my 
industry. They really haven't 
had a period of ‘hard sell,’ with 
the result that they haven't 
learned the real facts of life. 
But these are in the minority, 
and even they can change their 
ways and save themselves from 
disaster.” 


s Boy, this crystal ball really is 
a sound thinker, eh? 

As I see it, there’s gremlins 
playing around with people’s 
minds all right. These pesty little 
creatures are busy spreading 
doubt and fear. They know that 
if they do a good job of creating 
a doubt and fear complex it will 
ultimately grow into paralysis 
and stagnation. A stinky mess. 

Our crystal ball has 


these 


words of wisdom for all of us: 
“Many will 


come through any type of cor- 


business people 
rection or sliding off of business 
with flying colors. That’s because 
they keep before them the neces- 
sity of being helpful and coopera- 
tive with and 
also keeping alive a burning de- 
sire to serve. This type will come 
through without a scratch!” 


their fellowmen 


e Oh crystal ball, we love you. 
Sure, keeping a business active 
is hard work. But it’s profitable, 
and besides, the comfort in im- 
proved living that we bring to 
people is in itself a reward. 

“But, crystal ball, some people 
say it’s wise to curtail and play 
your cards close in times when 
it looks like the business curve 
has turned down.” 

Crystal ball: “Can’t agree with 
that. 


ploying good business practices 


I see certain people em- 


every day. They never lose sight 
of their target. They move for- 
ward like the irresistible move- 
ment of a glacier.” 

You me: “If we under- 
stand you correctly, crystal ball, 


and 


what you’re saying is that this 
whole question of business oper- 
ating levels is a matter of ‘atti- 
tude’ and having some faith.” 
Crystal ball: “Well, in a way, 
yes. Mankind’s existence on this 
earth has persisted for a long 
time, 


and, somehow or 


other, 
each succeeding generation seems 
to improve its lot over the pre- 
ceding one. Don’t let our gener- 


ation break this chain.’ END 





Marsh Valves 


. «+ Signpost of 
dependability all along the 
NEW YORK THRUWAY 


Over 5000 Marsh Fig. 1139 and 1239 re-enforced, packless, 
graduated valves are delivering maximum dependable 
service for 63 separate hot water systems on the 427 miles 
of modern super-highway from New York to Buffalo. Marsh 
Valves were chosen for this job because of their depend- 
ability, competitive price and profit-protecting freedom 
from call-backs. 


Every single one of the Marsh Valves used on this state- 
spanning highway was alloy cast, precision machined and 
100% pressure tested under the same rigid product control 
standards that characterize all Marsh of Dunkirk products. 
With anything less than superior Marsh quality, 63 separate 
potential call back headaches might eat away profits. How- 
ever, the competitively low-priced Marsh Valves, will 
protect this profit for years to come. 


Always be sure to specify and order dependable, quality 
valves by Marsh of Dunkirk for remodeling installations 
as well as new building contracts. 


Write for full details on the complete Marsh Line 


Marsh Valve company 


OF DUNKIRK, NEW YORK, U.S.A. 
Manufacturers of Quality Valves Since 1910 


Fig 


Williamsville Toll Interchange 


1139 


mboness 


SERVICE AREAS — 
Architect: Eggers and Higgins 
Consulting Engineers 
Jaros, Baum & Bolles 
Heating Contractors 
Joseph Davis, Inc 
Mechanical Installations, Inc 
Harry Hoyle Contracting Co 


bEEELE 


TOLL INTERCHANGES — 
Mechanical Engineers 
Syska & Hennessy, Inc 





Heating Contractor 
Mechanical Installations, Inc 


SEEssmcs 
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This water closet does not 


abtiathas your peace eyimestbere 


a : >| , : * 
The famous OES: time-tested Non-Overflow One-Piece’ water closet 
with the whispering flush...produced in 32 decorator colors and spark- 
° : _ . 
ling black and white. Ask your ( ,ase wholesaler or write: 


CASE MANUFACTURING CORPORATION 


33 MAIN STREET, BUFFALO 3, NEW YORK 


DoMEsTIC ENGINEERING, May 1957 





How to make money on remodeling 


as well as new 


construction 


1 FIVE LINES OF BASEBOARD RADIATION 4 HOUSEHOLD AND COMMERCIAL PROFITS 


You can handle every job...hot water or steam...under RITTLING RADIATION helps you get the business 
low picture windows...long or short runs...residential or where the business is. Wall Radiation, Cabinet Convectors, 
commercial. Unit Heaters, give you a complete sales package. 


2 COST SAVING INSTALLATION REPRESENTATIVES AND WAREHOUSE STOCKS 


Snap-on design saves installation time and cost on custom RITTLING RADIATION is as near as your telephone. 
jobs. And RITTLING exclusive PREFAB Baseboard is Representatives from coast to coast and warehouse stocks 
completely assembled and ready to install quick and easy at local centers for quick delivery. 

as 1, 2, 3. Easily hooked up to existing lines with pipe- 


to-copper adapters. Write for the Rittling story and name 


3 PRICES THAT SELL of your local representative. 
RITTLING BASEBOARD is produced in volume and 


sells at volume prices...new low prices on RITTLING THE RITTLING CORPORATION 
PREFAB just announced...get the business in direct com- 
petition with cheap hot air systems. BUFFALO, N. Y. 


Cut-away view of Rittling 485 
Baseboard, one of five complete 
lines including %", 1", 1%", 2” 
finned tube elements for every 
type of system. 

Write for catalogs. 


WAREHOUSES: BUFFALO, ALBANY, PHILADELPHIA, CHICAGO 
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He's on the dance floor every morning at 0) seven! 


The floor beneath this skilled worker’s feet is a 
unique feature of General Electric’s new Tyler, 
Texas plant where whole-house air conditioning 
equipment is built. Made like a dance floor of tough 
hickory planks laid edge-up instead of flat, it’s peri- 
odically varnished to a gleam and vacuumed twice 
daily. Dust from a surface like this just can’t be 
scuffed up to mar precision-machined components. 

And it’s here that compressors—heart of General 
Electric central system air conditioning—are assem- 
bled and hermetically sealed. The room itself is tem- 
perature-humidity controlled, workers wear lintless 
smocks and goatskin gloves to safeguard each step. 
Extraordinary steps these—but the result is a com- 
pressor of unsurpassed workmanship that contributes 
greatly to the overall excellence of General Electric 
air conditioning equipment. 
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Quality control is the keynote at all General Electric 
plants. To dealers, it means General Electric Home 
Heating & Cooling Systems are quality products that 
can be installed with complete assurance of customer 
satisfaction. 


Free! Promotional Sales Aids For Dealers! Cooling 
Program Sales Power Pack #1. Loaded with pow- 
erful sales material—hard-working ad mats, radio 
and TV spots, and a direct mail campaign that 
seeks out your best prospects. Write your local 
distributor or General Electric Home Heating and 
Cooling Department, Tyler, Texas. 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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WALTER REICHLE, Saginaw, Mich., wholesaler, sponsored the rally. 





“COME TO OUR MEETING and 
take home some ideas to help 
you boost your’ remodeling 
Wal- 
ter A. Reichle, president of the 
Reichle Supply Co., Saginaw, 
Mich., was asking his contractor- 
customers to attend an April Ral- 
ly for May his company spon- 
sored on April 17. And more 
than and their 
journeymen took him up on it. 

Here was an April rally staged 
by an individual wholesaler and 
carried off with the same enthu- 


sales,” the invitation read. 


250 contractors 








4m Vi. 


TOU y eRESENT® 


THE APRIL RA 


PROBLEMS) : 


Lan 


those 
sponsored by local-level all-in- 
dustry 


siasm and excitement as 
committees 
beginning on page 94.) 
Reichle set up a rally program 
that presented every side of the 
remodeling picture. Wade Cloyd, 
supervisor of 


(see story 


retailer develop- 
American-Standard, 
came out from New York City to 
be the keynote speaker. Others 
on the program included a Bay 
City, Mich., contractor, a banker 
and a representative from the 
local Chamber of Commerce. 


ment for 


4, aN 
WODAO 


He’s a past president 


¢3 i 


of the Central Supply Assn 





Wholesaler Stages a Rally, Drums 
Up Support for Remodeling Drive 


Contractors — 250 strong—turn out for sequel to the Bay City Story 


Cloyd sparked his talk with re- 
modeling pointers that contrac- 
tors could begin applying right 
away. He told how journeymen 
can be trained as remodeling 
salesmen, discussed time pay- 
ments and explained the impor- 
tance of the package deal. 

Cloyd also stressed the need 
for contractors to continually 
improve the management side of 
their businesses, of making each 
operation efficient and estimating 
correctly to realize a fair profit. 


“How I’ve Profited from Re- 
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DomeEstTIt 


THE NATIONAL PICTURE on remodel- 
ing was told by Wade Cloyd, retailer 
development supervisor, American- 
Standard. “To sell remodeling jobs,” 
Cloyd told the audience of 250, “sell 
the package job and time payments.” 


modeling” was the story told by 
Noel Goddeyne from nearby Bay 


City. He the con- 
tractors featured in DE’s Bay 
City story in 1952. Goddeyne 
described how his operation grew 


was one of 


from a small shop in a barn 
to his present full-steam-ahead 
business in a modern and attrac- 
tive showroom. 

Goddeyne, referring to DE’s 
1952 Bay City survey and the in- 
formation it gave him, said, 
“They found, for just one ex- 
ample, that 14 percent of the 
homes in Bay City had no bath- 
rooms or sanitary facilities at all.” 
At that time, he told the rally, 
he was doing 25 percent of his 
business in modernization work. 
“Now,” he said, “75 percent of 
my business is in remodeling.” 
Goddeyne pointed out that DE’s 
survey revealed a “great target 
for us to shoot at. Let’s get our 
shoulders to the wheel and make 
I can 
you that it pays off.” 


the most of it. prove to 


In discussing financing, John 
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THE LOCAL PICTURE was told by Noel Goddeyne, a contractor from nearby 
Bay City. In 1952, when DE’s Bay City survey was under way, DE recognized 
Goddeyne as a progressive contractor. ‘The DE survey pinpointed a great 
remodeling target to shoot at,” Goddeyne said. “Today,” he told the audi- 
ence, “75 percent of my work is in modernization—compared to 25 percent 
in 1952. So | can prove—from my own experience—that remodeling pays.’ 


A. Barr, assistant manager of 
the Detroit office of Allied Build- 
ing Credits, Inc., started with a 
key fact: 
first what it can pay for last.” 


In concluding the rally, Reichle 
explained the 

the 
from 
END 


and distributed 


sales aids available from 


“The public will buy all-industry committee, 


DE and other sources 


ae 


FOR MAY’ 1957 _ 
IZATION MONTH | 


DE WAS THERE: A DE reporter (left 
ing aids available from DE. Here he’s displaying DE’s Better 
Living poster along with selling aids from the all-industry commit 
tee with the help of Walter Reichle, Wade Cloyd and Noel Goddeyne 


was on hand to show the remodel 
Your 











A. 0. Smith Permaglas—No Metal Exposed To Corrosion 

















LASTS 55% LONGER THAN THE 
is , AVERAGE OF ALL BRANDS. TESTED 
BRAND C—Badly Eroded—METAL EXPOSED 
ege 
certified laboratory tests prove 
© 

that Permaglas glass-lined water heaters 
An independent research laboratory made accelerated life tests of 
Permaglas, and of six other nationally advertised water heaters. Through veces SY a better way 
You see the certified results here . .. they speak for themselves. 

Better Glass...plus C.F.FP.* A 0. 

Permaglas gives you superior Permaglas gives you the most CORPORATION 
glass lining with the added ‘“‘plus”’ powerful advertising and promotion PERMAGLAS DIVISION, KANKAKEE, ILLINOIS 
of *Controlled Fusion Process. Only campaign available. Why not sell bieeatehithiaien Cnadind*t Wemnale 
Permagias...a quality product of the best. Call your Permaglas Saitakie te ase John Inglis Co., Ltd. s 
A. O. Smith... gives you C. F. P distributor today. , 
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In the field of fine plumbing, 


ELIER does SO muUCRHA to help you 


ER 
sell your service iV and pre-sell 


D> gw 
your prospects ENG through the most 
a_i 


talked-about national Ja] '& Eee 
it= = 5 





ads in the trade... 





=n . ariiadaaeatoats —— 
hard-hitting TV Kop spot commercials 


. 4 E 
...cOlorful consumer literature yi | and 


| 


bigger profits! That’s why... 


> 
the smart move is to 
P. S. Eljer offers fixtures of vitreous china, enameled formed steel and 
enameled iron . .. quality brass goods . . . and steel kitchens... all from 


a single source. Get the full Eljer story . . . contact your wholesaler or 
write Eljer Division of The Murray Corporation of America, Three Gateway DIVISION OF THE 
Center, Pittsburgh 22, Pennsylvania. 


CORPORATION OF AMERICA 


IE ELUER- the only name you need to know in plumbing fixtures 


Domestic ENGINEERING, May 1957 





BROCHURE (left) is an effective sales tool in non- 
residential remodeling. It contains photos showing 
Scott’s ability to handle any job, such as shown below. 


How Big-Job 
Remodeling Is 
Sold +++ (continued) a e; 





(Continued from page 130) advertising is institutional in na- news broadcasts. The company 
typical installations, has proved ture. “Our merchandise and_ sponsored H. V. Kaltenborn for 
to be an excellent way of mer- services are not the kind people two years, for example. 
chandising non-residential mod- buy every day,” Otis Miller Another merchandising meth- 
ernization. points out. “We just want people od for 

Scott’s radio advertising, bud- to remember us when they do 
geted at an average of $20,000 a buy.” 


non-residential modern- 
ization that proves effective is 


the activity of the firm’s execu- 
year, also does an effective sell- So instead of spot announce- 


tives in social, civic and fraternal 
ing job for the firm. Again, the ments, the Scott Co. prefers 


organizations. The ‘“merchan- 
dising” here, of course, is defi- 
nitely of the low-pressure vari- 
ety and might better be classified 





as “conversation.” But it is a 
fruitful source of leads and pro- 
vides an excellent opportunity 
for subtle selling. 

Usually, leads are obtained 
from general contractors, realty 
management firms and architects 


and engineers. Other sources in- 





clude government agencies and 

such trade media as the Daily 

Pacific Builder and Architect's 

Reports, another regional daily. 

Another useful avenue in de- 

BILLBOARD ADVERTISING is used by Scott to keep Bay Area residents ever 
mindful of his services. While the theme here is keyed to the homeowner, 


Scott finds this method of advertising useful in keeping his name before : syits 
big building owners and operators—potential buyers of remodeling—as well. tenance program for big building 


veloping non-residential remod- 
eling volume is Scott Co.’s main- 
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MOBILE SALESMEN: Radio-equipped trucks, 103 
of them, travel all over the Bay Area, keeping 
the firm name before the public. Scott keeps in 
mind that the owner of the home being: serviced 
may also become a buyer of big-job remodeling. 


THE THREE E’s: Institutional advertising is 
effective in selling big-job remodeling, Scott 
says. This ad, appearing in the Wall Street 
Journal and local papers, featured the three 
-E’s—experience, engineering and equipment. 


customers on a contract basis, 
Miller indicated. 

Word-of-mouth advertising is 
also an important factor in non- 
residential selling. “By giving 
more service than the next fel- 


low, we get ourselves talked 4 SCOTT % LARGEST MECHANICAL 
ow, Pe oO Ss S a ec , 

about,” says Scott. Consequent- 5 . CONTRACTOR IN THE WE 
ly, the firm carefully guards its a ia BRINGS YOU 

good reputation to encourage : : noni ie _ , 
this valuable advertising. & 1 =TOPS IN NEWS COMMENTARY 


4 Or 
s What about the problems en- . J “5:15 105230 pm ON ey 


re 


countered in non-residential re- 

modeling? Scott says they differ 

from residential only in one im- 

portant respect: The homeowner 

usually has only a vague idea 

of what he wants to do and how 

it should be done, while the 1-19 pany nay yore 
plant engineer has very definite 

opinions. 


Before a job can proceed very RADIO ADVERTISING, budgeted at $20,000 a year by Scott, 
far, the contractor must have a features institutional copy. Scott favors newscasts, says they 
thorough understanding of the attract the type of prospect who is interested in remodeling, 

' both residential and big job. For two years the compony 
scope of the work. If the prob- sponsored Richard Harkness and H. V. Kaltenborn. 
lems involved are too complex 


(Please turn to center of next page) 
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Behind the scenes 
in non-residential 
remodeling... 


... continued 


ABOVE: Out of the past come tips for a present 
day remodeling job. Building plans dating back 
more than half a century are checked by estimator 
Al Johnson as an aid in laying out a remodeling 


(Continued from page 319) 
for quick solution by Scott’s es- 
timator-salesmen, the company’s 
five-man engineering staff steps 
in. A factor also to be weighed 
is that of the industrial 
take place during 
week-end shutdowns and, there- 


much 
work must 
fore, is undertaken at a faster 
pace with a deadline in mind. 
In remodeling there are fre- 
quently problems, 
whereas in new construction the 


unexpected 


job to be done is usually more 
clearly defined. So Scott esti- 
mators figure a 10 percent mar- 
gin on modernization jobs, after 
overhead, to cover contingencies. 

But 


problems notwithstand- 


job for a 50-year-old downtown building. 


LEFT: Careful 
Scott Co. remodeling job. Here Otis Miller 


supervision is exercised over each 


right), 


service manager, checks the work of an estimator- 
salesman, Jack Wisnom. 


ing, the Scott Co. is going ahead 
full steam in every type of non- 
residential remodeling. 


He Hires 400 to 500 Men 

The Scott array of men, mate- 
rials and machines is impressive. 
Scott feels that good mechanics, 
with continuity of experience, 
are a prime element for success 
in remodeling work. Out of his 
total labor force of four to five 
hundred, an average of 45 are 
full-time 
men. 


remodeling journey- 

Responsibility for the remod- 
eling division is centered in Otis 
Miller. A crew of 


salesmen make 


estimator- 


their needs 


known to either of two dispatch- 
ers, who are in turn responsible 
for the 45 journeymen. The dis- 
patchers do the actual schedul- 
ing of jobs. 

A fleet of 103 radio-equipped 
shops-on-wheels is at the 
posal of the remodeling and re- 
pair operation. 


dis- 


Because they’re 
all over town all the time, the 
trucks are traveling billboards. 

In summary, Scott lists these 
requisites to a successful non- 
residential remodeling opera- 
tion: 

(1) Know your potential 
market. Make it your business, 
as a matter of course, to know 

(Please turn to top of 


page 325) 
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See the profit-making ideas on the following pages fe 
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D° YOU realize that your best-selling lines are 
probably the very ones that are advertised 
in The Saturday Evening Post? There’s a good 
reason why that’s true. The Post every week 
pre-sells over 5,200,000 families of above-aver- 
age income and presents to them the quality 
features of these famous brands. 

For extra profits for you: Take regular ad- 
vantage of this pre-selling by letting your cus- 
tomers know that you sell these famous prod- 
ucts. This tie-in at the point of sale pays off. 

Shown are some tested ideas for you to put 
into use in your store. It’s smart to increase 
your profits by capitalizing on the familiarity 
and confidence enjoyed by Post-advertised 
products. Turn next page for list. 


























In window displays. Put the selling power 
of the Post in your windows. This type of 
display is a “natural” for home-improve- 
ment projects. Head the display with atten- 
tion-getting banners and spot Post covers as 
stoppers in a prominent space. 





Make your windows work for you. You 
can put a lot of solid sell into your windows 
easily. Use ad reprints or tear sheets of cur- 
rent advertisements from the Post to spot- 
light the brand-name products and services 
that you feature. (In many cases, your sup- 
pliers’ salesmen have reprints and easeled- 
back display cards available.) 
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In point-of-sale displays, A mass 
display of heating and cooling equip- 
ment can become a heating and 
cooling center. This type of display 
area can be sparked up considerably 
with Post covers, ad reprints and 
sales material available from your 
suppliers’ salesmen. These materials 
are designed to help you sell. Use 




















And why not try a home-improvement 
planning center? Stock with project plan 
books, manufacturers’ selling aids, ad tear 
sheets dealing with home improvement and 
plenty of paper and pencils. Use the area 
to give estimates and free planning advice 
A free service such as this pays off in profits 
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them for your own profit 


Take advantage of Post pre-selling by us- 
ing Post display material and ad reprints 
where you display brand-name products 
Illustrated are display pieces stapled back 
to back and suspended as a mobile along 
witha reprint of this manufacturer's Post ad. 






































Phe Saturday Evening 


POST 


uilds brand names like these in the 


plumbing, 


and accessories 


Admiral Air Conditioning 

Allegheny Ludium Stainless Steel 
Kitchen Equipment 

Amana Air Conditioning 

American Blower Air Conditioning 

American Kitchens Complete 
Kitchens 

American-Standard Baseboard 
Heating 

American-Standard Bathroom 
Fixtures 

American-Standard Boilers 

American-Standard Water Heaters 

Armco Stainless Steel Kitchen 
Equipment 

Armstrong Furnace 

Bermico Bituminized Fibre Pipe 

Carrier Air Conditioning 

Cast Iron Pipe 


Chase Copper Tube 

E-Z Kleen Air Filters 

Emerson Air Conditioning 

Fairbanks-Morse Water Heaters 

Fairbanks-Morse Water Softeners 

Fedders Air Conditioning 

Ferro Porcelain Enamel Sinks 
and Cabinets 

Frigidaire Air Conditioning 

General Electric Air Conditioning 

G-M Delco Heat 

Ingersoll (Borg-Warner) 
Heating-Cooling Systems 

Ingersoll (Borg-Warner) Sinks 

Ingersoll-Humphryes (Borg- 
Warner) Bathroom Fixtures 

Iron Fireman Selectemp Heating 

Johns-Manville Transite Pipe 

Kohler Bathroom Fixtures 


heating, air conditioning 


field 


Kohler Sinks 
Lennox Heating and 
Air Conditioning 
Lindsay Water Softeners 
O'Malley Faucet Repair Set 
Philco Air Conditioning 
Republic Stainless Steel 
Kitchen Equipment 
Reznor Gas Unit Heaters 
Rheem Water Heaters 
Sexauer Plumbing Repair Parts 
Victor Ventilating Fans 
Vornado Air Conditioning 
Water Master Toilet Tank Ball 
Westinghouse Air Conditioning 
Wheeling Air Conditioning Ducts 
Williams Heating & 
Air Conditioning 
York Air Conditioning 





IMPROVE P YOUR HomMmM=E 


to better your lroing 








ith quality produas we frotere 
advertised om 














Your all-industry committee has done a magnificent job for yOu 
with the Plumbing, Heating, Cooling Month program. For extra 
Profits, support these worthwhile objectives every month 





In your own newspaper advertising call 
attention regularly to the variety of Post- 


advertised products you carry. (A sample 


Post ad mat is illustrated above). This 
will help to identify your store as a head- 
quarters for top-quality equipment. 

If you would like to put these Post ideas 
into practice, check the brands you carry 
on the list above and write to: Channing 
Way, Manager, Building Products Divi- 
sion, The Saturday Evening Post, Inde- 
pendence Square, Philadelphia 5, Pa. 
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(Continued from bottom of page 320) 
the age and condition of the big buildings in your 
business territory. 

(2) Advertise your firm as a non-residential 
remodeling expert in media read by businessmen 
—media such as the Wall Street Journal or local 
business papers. 

(3) Stress the factors your firm is particularly 
strong in and which will serve as sales clinchers 
with big businessmen considering remodeling— 
as in our case we play up the “three E’s’—ex- 
perience, engineering and equipment. 

(4) Participate in social, civic, fraternal and 
other associations in which you will meet business 
people and have the opportunity for low-pressure, 
“conversation style” advertising and promotion. 

(5) Establish contacts that will supply you 
with leads—contacts such as with realty manage- 
ment firms, architects and engineers. 

(6) Keep your name constantly before the 
public, so that it will be familiar to potential re- 
modeling customers when they’re ready to mod- 
ernize. We use sponsorship of a news broadcast, a 
flock of billboards and our well-identified trucks. 

(7) Don’t hide your light under a bushel. Ad- 
vertise your past successful jobs. We use a special, 
carefully prepared brochure that not only ex- 
plains and illustrates the size of our company and 
its services but also carries photographs of typical 
installations for which we are responsible. 

“There are many other factors that I could 
stress, I suppose,” Scott says in conclusion. “But 
I think these are the main things that a contractor 
interested in big-job non-residential remodeling 
must keep constantly in mind.” 

Scott’s residential remodeling operation is a 
story in itself and will be the subject of another 
article in a forthcoming issue of DE. END 























‘Now here’s a shower novelty for children who 
don't like to take a bath.” 


The TOILET FLOAT with... 
highest quality & buoyancy 


The float is a very small part of the over-all cost 
... but its failure jeopardizes the operation of a 
costly piece of equipment 


For this reason, manufacturers of quality products 
use Ayling & Reichert floats 


If you require quality and 
dependability . . . insist 
on Ayling & Reichert 
floats 


For Quality with Economy ... It's the 
4" x 5” Type “A” Float. 


SPECIAL FLOATS 


The Ayling & Reichert Co. has 
been manufacturing top quality 
floats exclusively for over 49 
years. We manufacture a wide 
variety of types and sizes of brass 
and copper floats for liquid level 
control. They cover such applica 
tions as carburetors, humidifiers, 
sump pumps, etc. These can be 
made to customers’ specifications 
or we can design to meet your re 
quirements 


Send us your inquiries. 


"Trade mark registered 


THE AYLING & REICHERT CO. 
3047 N. ERIE ST., TOLEDO 11, OHIO 








In the shower... 
when you use Symmons 
SAFETY MIX ... it is 
“just right.’’ Those who 
know always specify and 
install Symmons 
SAFETY MIX for positive protection 
against the constant danger of 
scalds or chills in the shower. 


See SWEET’S ARCHITECTURAL FILE, 
DOMESTIC ENGINEERING CATALOG 
or write us direct for further information 


~ ENGINEERING COMPANY 
445 C STREET, BOSTON 10, MASSACHUSETTS 
































ARDEE 


Cpat. no. 2,440,741) 


FRAMES 











stainless steel & aluminum for 


sinks + lavatories + built-in ranges 


Highest manufactur- ARDEE Frames fit all 
ing controls from coil plumbing ware such as — 
or billet to finished American Standard — 
frame—assure easier, Briggs —Crane —Eljer — 
faster, better installa- Richmond — Universal 
tions. Rundle and others. 


W rite for free catalog and prices 


Ce oe 2 oe ee ee ee 


Dept. ED-5, 295 Fifth Ave., New York 16, N.Y. 
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Warm Air Industry Sets Program | VMIBC's 
for Summer Convention, June 5-7 
Faucets Have 


A VALUABLE PACKAGE of information on how to 
meet today’s operating problems is being offered 
to contractor-dealers at the summer convention 
of the warm air heating and air conditioning in- 
dustry in San Francisco, June 5-7. Convention 
headquarters will be the Fairmont Hotel. 

The meeting will be held under the joint spon- 
sorship of four groups: the National Warm Air 
Heating and Air Conditioning Assn., the Warm 
Air Heating Institute of Northern California, the Valves 
Institute of Heating and Air Conditioning Indus- | 
tries (Southern California) and the Portland 
(Ore.) Warm Air Heating and Air Conditioning 
Assn. 

The convention program has been designed to 
cover subjects of primary interest to contractor- 
dealers. In the field of business operations there 
will be a discussion on “Cost! Do You Know 
Yours?” by M. E. Sale, credit manager of Slakey 
Bros., Inc., (wholesaler) Sacramento, Calif. A 
panel discussion between builders and contractors 
will be held on the subject “Mutual Problems of 
the Builders and the Heating and Air Condition- 
ing Contractors.” A description of “Certified 
Heating” will be offered by Nat N. Leas, Fresno, 


Calif., contractor and vice president of the Sheet 
Metal and Air Conditioning Contractors Assn. 
A full afternoon’s panel discussion on “Air | 
Conditioning—Sales, Engineering, Installation {A 
and Service” will deal with the wide scope of eee All moving parts of 





Eliminates... 


... dripping faucets ! 
. «leaking stem packing ! 
. «+ hard operating stems ! 


(Please turn to top of page 329) the MBC Flomaster Valve are contained in a 
single, shielded cartridge. This cartridge does not 
turn causing wear on bibb washers, seats and packing. 





...A precisely molded Neoprene ''O"' Ring, which is 
practically wear-proof, prevents fluids from reaching 
moving parts. 


... After tests equivalent to 50 years’ service, against 
water pressure of 1,000 p.s.i., Flomaster Valves 
showed but negligible wear. No wear was detectible 
on the "O" Ring. Bibb washers last 5-times longer 
than on conventional stem faucets. 


Flomaster Valves are now 
available for all types of 
M-B-C Faucets. Long lasting 
.. . Trouble Free! 











Michigan Brass Co. 


Grand Haven, Mich. 


* Full information Scace 1996 
through your jobber 





Boosey water level deck drain eliminates gutters, ladders, steps! 


By draining through skimmer trenches* (A) 
a pool can be filled almost to deck level. 
Thus, overflow gutters are eliminated, pre- 
venting any waste wash-back. 

Water level is controlled by weir plates set 
in the pool side face of skimmer trenches. 
They can be adjusted 2% inches to accommo- 
date a crowded pool. Overflow and splash 
drain into trench (B) that surrounds the pool. 
Skimmer trenches also empty into trench (B). 

All trenches are covered by a slip-resistant 
grille. 

The pool is safer, too, because ladders and 
steps, frequently the cause of accidents, are 
eliminated. Swimmers and non-swimmers just 
roll onto the deck at any point. 

Operating costs are less because water con- 
stantly circulates from the trenches into the 
purifying system. 

Boosey water level deck drains can be de- 
signed to fit any construction budget. Write 
for a free catalog today. 


*Skimmer trenches are easily waterproofed 
because there are no obstructions. 


THE NORMAN BOOSEY MFG., CO. 


General Sales Office 
5289 AVERY AVENUE, DETROIT 8, MICHIGAN 


BOOSEY 





Boosey deck-level drainage system was recently installed in YMCA, Racine, Wisc. 











She had confudente m Y0n..., 


Protect your reputation with 


va" EAL sink frames 


Season 
zk 


Lowest Flori-Onanerv 
Upkeep \ \ LIGHEST 

° MOST POWERFUL 
Write For SEWER MACHINE 
FREE on the Market 
*On-the-job” 


. wa \ Lomond) © 
Demonstration . ry =e Rest your reputation 
or. ROO 5 4 


nIGLO — th ms confidently in VanSeal 
i : ae ™ Stainless Steel Frames 
Te for sink and range .. . guarantee them 


— x 
ll « unconditionally against leakage. De- 
a) __ % Pp signed to install easily and seal per- 
Sy a 3 ; manently, VanSeal frames are made 
with craftsmanlike care. Install and 
forget—your reputation is safe. For 
catalog write to Dept. D-57. 





@ Safe One-Man Operation @ Reverses Right or Left @ Instant 
Automatic Chuck and Clutch @ 3 Speeds---125, 250 and 
500 RPM @ Cables 4 Times Stronger Than Any Other 


FLEXIBLE PLUMBERTOOLS, INC. “nce Industries. Inc. 


FRANK DONOVAN COMPANY, 9 S. CLINTON ST., CHICAGO 6, ILLINOIS 2108 JACKSON AVENUE - EVANSTON. ILL. 
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MAKE INSTALLATIONS MORE PROFITABLE 
WITH BASEBOARD RADIATION 
(Continued from center of 327) 


problems identified with the contractor’s role in By GENERAL | ———~ 
} air conditioning. ae bps 
And on the sales and sales promotion side of re? a —“ —_ oo 
the picture, there will be such subjects as “The | 











a. Unexploited Market” by C. W. Nessell of Minne- 
apolis-Honeywell, Minneapolis; “Consumer Atti- 
tudes Toward Air Conditioning,” by Herbert T. NEW HIGH-STYLE 
Gilkey, technical secretary of NWAHACA; and 
“The Terre Haute (Ind.) Story—What Proper DESIGN 
Advertising Did for an Average-Sized Warm Air * 
Heating Contractor,” by Frank J. Nunlist, Jr., 
executive vice president of the Mueller Climatrol NEW LOW PRICE 


Division of Worthington Corp., Milwaukee. In ad- 
dition, there will be a “how-to” panel discussion 
on promotion and merchandising methods for NEW ECONOMICAL 
contractor-dealers on such subjects as “How and EFFICIENCY 

When to Advertise,’ “Dealer Merchandising REPCO THRIFT-MASTER MODEL R.O 





1000 








Budgets” and “Use of Merchandising Aids.” BASEBOARD INSTALLED IN A MODER 
£ HOME 













West Coast contractor association activities, 
regional as well as local, will be described by 
representatives of these associations. 

Frank L. Meyer, president of the Meyer Fur- 
nace Co., Peoria, IIl., and president of the national 
association, will present the business picture in 

’ his convention opening address, “Outline of the oe 
Problems Facing the Industry.” A COMPOSITE OF REPCO BASEBOARD PANELS SHOWING (A) END CAP (B) IN- 

The wholesalers’ place in the warm air heat- SIDE CORNER (C) OUTSIDE CORNER (D) SPLICE PLATE. 
ing industry will be discussed at the convention 
by Glenn A. Ashburn, president of the National 
Heating and Air Conditioning Wholesalers Assn. 

The convention program will be under the gen- 
eral chairmanship of James F. Deane, vice presi- 
dent in charge of sales for Tuck-Aire Furnace Co., 





The Repco Thrift-Master R.O. 1000 Baseboard is en 
tirely new, redesigned from end to end to provide more 
efficient heating with better, more streamlined appearance 
Note how smooth and modern are the lines — how one con 
tinuous opening permits an uninterrupted flow of heat into 
the room. There are no unnecessary grills here! And, only 
one style to stock for either free standing or recessed 
installation. 


































San Francisco. END The New Repco Model R.O. 1000 is IBR code rated to 
give you accurate heating copacities — makes it easy to in 
CUT-AWAY sure your — WA YR gp pera pg 
. ° PHOTOGRAPH OFA ratings ore the result of coretully supervise ests made in 
News apers Goin All-Out in Su ort strict accordance with IBR procedure. In order to give you addi- 
P Pp g PP an ane oe tional selling points, the Repco R.O. 1000 is furnished in 
° . 4 x enamel finish coats of four modern, decorator colors 

of Plumbing-Heating-Cooling Month BONDED TO COPPER Sierra Tan, Cashmere Blue, Melody Green and White 
_ 2 i > a TUBING. Construction of the Repco Thrift-Master R.O. 1000 con 
MANY NEWSPAPERS from coast to coast are co- sists of a back and a front plote in 8 ft. lengths, and may 
; ; tts > ; H a be installed free standing or recessed. The front plate is 
operating in giving an extensive promotional easily removed, even when the panel is recessed, so that 
build-up to May as Plumbing-Heating-Cooling Let Repco the heating element con be cleaned. All back plate fittings 
4 . ore designed with offset edges so they overlap and insure a 
Month, it was announced last month by Kenneth Thrift-Master snug, accurate fit, thus avoiding unsightly cracks between 

Clark, Des Moines, Ia., contractor and chairman oe a aaa . -— 

. p P > w you the wa se Repco Baseboard Radiation in new homes or when 
of the coordinating committee for Plumbing-Heat- ow Y modemieing older heating sycteme. Welte today ter tell 


ing-Cooling Month. haa — 


Newspaper cooperation with the committee is GENERAL REPUBLIC HEATING PRODUCTS CO. 
on a broader scale this year than in 1956, Clark Le en ee ee 
said. Not only have more newspapers expressed 
an intention to publish tie-in supplements but in- 
dications are that the special sections will be larger 
in terms of sales-building publicity for the plumb- 
ing, heating and air conditioning industries. 

Contacts with the nation’s daily newspapers are 
being handled by the Plumbing and Heating In- 

¢ dustries Bureau. The Bureau is supplying news- 
papers with releases, feature stories, mats, before 
and after photographs and short filler items. Ad- pear — hte a ay 


— ‘ , Tube Boilers Boilers Air Conditioners Assembled Units 
vertising copy and mats of the official Plumbing- TERRITORIES AVAILABLE FOR MANUFACTURER'S REPRESENTATIVES AND DISTRIBUTORS. 


(Please turn to top of page 331) __eneneraa 
GEMERAL REPUBLIC 
FR i “ c ;- cu Heating Equipment 


Master High in Efficiency . . . Low in Cos 
Ei wn“ 


dimensional details, ratings and prices 



















also manufactures a complete line of oil 
and gas fired home heating equipment. 













EXCLUSIVE 


All Copper (INSULATED) Tankless Water Heaters 


It's a smart new feature. Makes maintenance simple, easy and economical. Fiber 
glass insulation. Installed either vertical or horizontal. Does not have to be 
completely removed in hard water areas. Removable copper coil unit permits 
re-use of shell or coils. Air vent PREVENTS heater from becoming air bound 
Pre-tested to withstand 150 Ibs. ACTUAL working pressure. All joints, coil tubing, 
copper shell, seams and bronze flange are SIL-FOS brazed to Bronze Fittings to 


insure permanent air-tight water-tight unions. Life-time GUARANTEE on all 
KAM workmanship. 


StE ompectog 
ital 


CAD CAST IRON TANKLESS HEATER 


The KAM Finned Tubing, Cast Iron External 


Shell, Tankless Heater has large water capac- 


Bias, 2 


Above: Two precision-set lock nuts on cover hold copper veil 


. in place. Easily accessible for removing entire coil from 

ity. All copper and brass waterways. Compact tank. {2 nuts and bolts secure %” cover to extra heavy 
: : es hell. Made water tight by s ily treated 

construction. Tubing rigidly supported. Re- oe ee ag villi, sli ose altars 


extra heavy gauge gasket. 
movable coil. All joints SIL-FOS brazed. Made 


in sizes from 1 to 60 families 


Write for full catalog 


KAM WATER HEATER MFG. CO., INC. 
237-249 ALABAMA AVE.. BROOKLYN 7, N. Y. 





SLL 


() 


Protect Your Profits and Customers 


woh te ELGIN SOFTENER 


| a COMPETITIVELY PRICED 
WOOL OfUOE =I FOR YOUR Profitable 
Replacement JOBS! 
NOQONONNOKOONNNDNNNDNNQ0ND te ; The BELMONT Closet Combina 


tion, shown here, is a fitting, high 

Every EtcIn carries our 100% three-year guarantee on all quality example of all SENTRY 
parts, in addition to a 10-year pro-rata warranty! Behind it is SANITARY Vitreous China Prod- 
a company you can depend on—in business since 1908—and ucts, specifically endorsed for all 
a line of water conditioning equipment that is as efficient and bathroom remodeling and mod- 
trouble-free as specialized engineering and the finest parts, ernization jobs. Make a point of 
workmanship and servicing organization can writing for information concern- 
make it. Recommending ELGIN Water Softeners ing all SENTRY streamline mod- 
assures customer satisfaction; eliminates costly ern Closet and Lavatory Fixtures, 
call-backs and servicing responsibility. beautifully designed for sales 


: . # appeal. 
Check These ELGIN Features pp 


Exclusive Double-Check Design increases softening F ptt mes Now Available 

capacity, prevents Zeolite loss. direaes chine F a 

Best Basic Engineering—downflow softening, upflow closet. combination of life-long qual- in Gleaming WHITE 
backwashing assure greater efficiency. eg ees and choice of 
Trouble-Free Operation eliminates servicing headaches. for dependable service. Agent  In- 

Low operating cost. quiries invited. / 
Automatic Bypass provides uninterrupted supply of DECORATOR COLORS! 


water during regenerating. 


Complete Line for every need and budget— manual, 
semi-automatic and automatic. 


() 


xy KAR 
YOO000 


J 


H0006 




















| 





Manufacturers of Fine Vitreous China 


for Over Fifty Years 
eeecceeceee Your Elgin distributor will work with you. 


ELGIN sortreNerR CORP \ SENTRY SANITARY CORPORATION 
241 North Grove Avenue Elgin, Illinois Mannington, W. Virginia 











Domestic ENGINEERING, May 1957 





Vour Dependable Source 
i aniaeeen for Floats and Tank Balls 


available to newspapers by the Bureau. 
Evidence of the elaborate plans some papers are 
making is provided by the Hllinois Siete Secaall eee for ETE TT Vears 
Register, Springfield. This paper will devote all 
of its building and real estate section on May 5, 19 <a e i  « a ‘& i T 
and 26 to the promotion of Plumbing-Heating- 
Cooling Month. The section customarily runs four - L 0 A T 4 
or five pages. COPPER, SOLDERLESS 


At the ume this issue of Domestic ENGINEERING Guaranteed leak-proof. The exclusive seam and spud construction provides strength 


was going to press, the Bureau had received re-| FRAIL CLHLLL LULL CU CC Cm ea 

ta ff ‘ +) ‘  F <? ¢ a? . Every Reichert Float is thoroughly inspected and tested. You can install ‘em and forget 
quam tor additional editor ial material from 46 ‘em. That's why they're so widely used. Sizes and shapes for every need, including 
papers, with the expectation that the list will be | FRRVIRWIIRMIpautc Cac OC ertr iG 


swelled considerably in the weeks ahead. END he 26 Pe i 


THE “TOLEDO” THE “FEDERAL” | THE 5” ROUND 


How Big Should the Water System Be? An extra heavy full 4 Rigid and strong. Packed A general purpose 


or 5’ oval for narrowest 100 or 12 to the box. float with the weight 
tanks. Made to withstand to open and the buoy- 
‘ severest service. Packed ancy to close any 
low the 25-foot level. Let’s hope that your cus- 100 or 12 to the box. valve. Packed 75 or 


’ . to th 
tomer’s well-drilling contractor was smart enough nS to Ge tee 


(Continued from center of page 137) 


to make the diameter four inches or more. 
Third, we must find out what electric power is 
available to run the water system 


eee 
round, non-corru- 
gated floats; and 
a ee 
soldered seoms in all 
sizes 


= 
-* 


Fourth, we should find out, as mentioned earli- 
er in this article, how much water is needed 
for the house and for good farm operation. 

And last, we need to know if the water is to be 


pushed up hill or through long service lines. H U M I D | Fl a 4 F L ©) ATS 


If we can collect this information, any one of us 


TN) 
\ ao 


The metallic floats that are not affected by water 
can make a suitable and practical recommenda- conditions as are floats made of other materials. 
tion as to the proper pump od : a : ee 

The first bit of information required is the| 24" x 1% 

pumping level of the well. If it’s under 25 feet Humidifier, pressure, open tank and sump pump 
(no matter how deep the well itself), we can floats produced to specifications. 

recommend a shallow well pump. The process of 

pumping with a shallow well pump is exactly the | SU M b p UM p t Re) ATS 
same as what happens when you drink through | 


| 


Any standard size Reichert float can be converted for 
| sump pump operations. They possess the same high 
TABLE quality, rigidity and strength, and the seam is locked 

Yard Fixtures Gallons in the same mennte. ney can be furnighed wei 
. tubing to fit any rod size and can be weighted with 

Per Minute sand to operate any type of switch. If none of the 





standard size Reichert floats con be adapted to fit 


14’ hose with nozzle. .... 3.3 
34’ hose with nozzle .. “J fran 
Lawn sprinkler ... abba emai - 


your particular application, we will gladly alter or 
a 


a straw. A vacuum is created and the air pressure Ss P l i 7 Ss EJ \T 


on the water outside the straw forces the liquid LONG SERVICE, LIVE RUBBER 
upward. The practical total suction lift of the 


shallow well pump is about 25 feet at sea level. TA N K BA L LS 
At 8,000 feet, the pump will lift water only about | RRIRRIUICUN USEROUR 
18 feet because of the reduction in air pressure. seat in @ different position every time. EXCLUSIVE WIT 
. : : 7 4 REICHERT. Fit all standard tanks. 
If the depth to water within the well is over 25 
feet, we should recommend a deep well pump. Pot. 
46 p 
Your customer may say his well is 150 feet, but ending 
that information alone is not enough. What we 


need to know is at what level the water stays . THE RITE SEAT 


when water is being pumped. Some wells have a A. now, pntliive-dlacing, Sve eihteer tank 
slow recovery rate, and the water level may drop unter ball that fits all standord tenks 


(Please turn to top of page 332) 


Send for catalogs and prices 


THE REICHERT FLOAT & MFG. CO. 
2230 Smead Avenue ° Toledo 6, Ohio 


"Trademark Registered 








(Continued from bottom of page 331) 
rapidly if the demand is consistently great. If 
your customer knows the well will produce 600 
gallons per hour at a pumping level of 50 feet, we 
should recommend a deep well pump to supply 
that capacity, but with a setting of 60 or 70 feet 
as a margin of safety. 

The chances are the customer won’t know what 
his well capacity is. If it’s an old well, and there is 
no well log or record available, a capacity test 
should be made. If it’s been drilled recently, the 
well-drilling contractor is likely to have accurate 
data on the well capacity. 

In a shallow well under 25 feet in depth, where 
pumping efficiency depends upon suction, a 
length of pipe as small as 34 inches in diameter 
but preferably 1% inches can be used as a suc- 
tion line without difficulty. 


You know how easy it is to we away the 
time making repeated trips to your truck for 
tools or digging through the clutter of a 
warehouse-sized tool box for a wrench 
The Bunny Tool Tray was designed to make 
you a full-time plumber. Lightweight and 
rugged, the Bunny Tool Tray is small enough 
to take anywhere, shallow enough so that 
your tools aren't buried, yet big enough to 
carry all the essentials. 


tugged 

lightweight =» But on deep wells, in order to add effective 
Convenient size pumping lift, the well casing is usually 4 inches 
cadmium -ploted in diameter or larger. Older wells may have a 
2-inch diameter well casing, but this leaves very 
little work room and, of course, limits the flow 
capacity of available water considerably. A 4-inch 
or larger well diameter should be specified when 
drilling a new well in areas where deep wells are 
customary. 


handy compartment 


See your jobber 
or write to... 


? BUNNY PRODUCTS 


235 N. FAIR OAKS - PASADENA, CALIF. It will come as a surprise to very few of you 
that when you have a pump delivering 500 to 600 
gallons per hour, you have to have some place to 
keep all that water; so a pressure tank is an im- 
portant part of the system. This tank supplies 


water under pressure when the pump is not in 


Plumbers Use “SU LFLO”” 


CUTTING OILS 


*“SULFLO—IS THE TRADE-MARK 
OF SULFLO INC. 


(Please turn to top of page 335) 


because they 
“EASE the PULL” 
cutting and thread- 


ing pipe! seinen. 
AND ALWAYS! This preserves the high test 


WORD IN tempered quality of the cutting 

FIRST QUALITY! tool itself, thereby helping to 

cut more pipe and thread. This 

speeds up the job. Adds to prof- 

LAST WORD IN it. Contributes to better work- 
PERFORMANCE! manship. 











A SULFLO NO. 1 


For Hand Threading, Tap- 
ping and Brush On Jobs. 


SULFLO NO. 2 


For Machine Use — Lighter 
in density than No. 1. Has 
same properties as No. 1. 





SULFLO Machine-Kut 


For Pipe Threading Machines and for the machining of high alloy 
steels. Machine-Kut is a sulphurized fluid type cutting oil, trans- 
parent on work. 


Sulflo Products Are Sold By Selective Distributors 


(If you don’t know who your local SULFLO Distributor is, write us— 
we'll be glad to send you literature and put you in touch with him.) 


SULFLO, INC. ELIZABETH 4,N. J. 


























ok Ra 


a 





“1 don’t care how much an hour it is. 
You'll wait!” 
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ucatinc ay EMBASSY 


EQUIPMENT ‘ _ © CONVECTORS 


e BOILERS 


WRITE FOR FREE CATALOGS 


DEPT. D.E. 
N 


EMBASSY STEEL PRODUCTS, Inc. 


890 STANLEY AVE. © BROOKLYN 8, N. Y. 








AND THE & 07 AND THE 
HANDS ym Sy HANDS 
PN Wil with 


: “rao S are T-EpGE 

2a Sa ee ed REMOVED |W > 
=x ES WwW CUTS INSTALLATION COST 6 O42 O00. Pf 50 Ot CH 
INSTEAD OF THE HANDS 


PERFORATED HANGER IRON 


GRAPHITE SAVES TIME (Prevents Hand Cutting Slow Downs) AT NO EXTRA COST! 
PASTE 10 FT. LENGTHS BUNDLED (250 FT 10 FT. LENGTHS COILED or BULK 


PER BUNDLE. or as desired) (any th aval lable as desired 
5/0 Ya x 24 Gauge t tem co ‘ 

The Tight Sealing, 0000 
00 


Easy Breaking a 
Industrial Pipe 2 


3 x 14 Gauge This item 10-ft. lenaths on 
Joint Compound SAFE-T-EDGE always supplied on the above sizes 

4 1% x 13 Gauge his item 10-ft. lengths or 

7 0 5 1% x 12 Gauge This item 10-ft. lengtt 
Nos. 4 ard 5 standard edge only 
Order From Your NEW 50-ft. and 100-ft. COILS IN SELF DISPENSING BOXES 
| n No. 5/0—% x 24 Gauge up to No. 00 x 18 nclusive, black 

Industrial Supply House and galvanized 


SEND FOR YOUR NET PRICE LIST TODAY! 


> y~. WESTERN WIRE PRODUCTS CO. 


INCORPORATED 


415-35 Ss c . c 
Plant: Missouri City, Texas «+= Mailing Address: P.O. Box 2117, Houston, Texas | 1415-35 18th ST., ST. LOUIS 4, MO 














BEAL JOINTS SECURELY 
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es 
“MODERNIZATION” 


Remodeling jobs are always 
more PROFITABLE and trou- 
ble free when our Complete 





Line of Drains, Traps, Inter- 


ceptors, and Fittings are used. 


Be sure to always request 
“WILMINGTON BRAND” 


Products. 


7c WILMINGTON CASTING Co. 


WILMINGTON, OHIO 





f 





GRAY IRON 
“CASTINGS 





IN CANADA 
EMCO LIMITED 


* 16 Branches across Canada 


ONLY 
ONE 
MOVING 
PART 


SERIES 


Model 901 
Mode! 


for Regular Bowls 
113 for Elongated Bowls 


MID-STATES 


SOLID HARD RUBBER SEATS 


.. . built to stand the abuse of 
Industrial, Institutional & Commercial Use! 


@ Lustrous ebony finish. Nothing to crack, 
peel, split, stain or wear out 


STEP 


1230 RACE 


Flat bottom, perfectly fitting seat, solid hard 
rubber throughout. All-over high gloss fin- 
ish 


Satin-smooth contours and edges simplify 
cleaning and assure sanitation 


Rubber covered no-check hinges have solid 
brass posts—finish matches seat 


Product of more than 25 years experience | 


in the manufacture of hard rubber seats 


Worthy companion to EVERNU—finest seat madef 
Write for literature. 


Mid-States Rubber Products, Inc. 


STREET PRINCETON, INDIANA 





IN 

THE 

RIGHT 
DIRECTION 


Delta_raucets 


1 O84 Rt UnD 
<< — or 
Guaranteed by > 
Good Housekeeping 


” 
wor 4s avveanisto TS 


Deka raucer 


12825 FORD ROAD DEARBORN, MICH. 
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(Continued from center of page 332) 

service. The water is pumped into this tank under 
pressure which in turn compresses the air in the 
tank and supplies an expandable air cushion to 
push the water along supply lines whenever an 
outlet is opened. There is a pressure switch that 
governs the minimum and maximum pressures 
within the tank, usually set to cut off at 40 pounds 
top pressure and operate again when pressure 
falls to a 20-pound minimum. There is an air 
volume control on the tank to supply additional 
air from outside, because air is soluble in water. 

Sizing the storage or pressure tank should be 
considered carefully, too. Because only 20 to 25 
percent of the tank capacity is available per pump- 
ing cycle, it is advisable to select a tank that has 
sufficient capacity to provide an adequate reserve. 
The amount of water that flows from the tank as 
the pressure drops from 40 pounds to the mini- 


mum of 20 pounds is only about 20 percent of the’ 


tank eapacity. Obviously, if there will be heavy 
peak demands made on the system, a fairly large 
tank capacity is necessary. 


» In order to simplify a lot of these pump selec- 
tion problems for young pump salesmen, it might 
be advisable for every farmer to have his well 
drilled on the top of the nearest hill and let grav- 
ity take care of the pressure problems. But, un- 
fortunately, there always will be some spoilsport 
who doesn’t have a hill nearby; so we had better 
face up to the fact that if the well is some distance 
from the pump, and/or the pump is some distance 
from the storage tank, or all three are some dis- 
tance from the house and the barn, there has to 


(Please turn to top of page 336) 


G fui WAY 











“My husband put it in. Said something about 
the shortest distance between two points.’ 


PIPE CLAMPS 


FLEXIBLE 
\ PLASTIC 
a PIPE. jam 


strongest 
most corrosion 
resistant worm 


drive clamp 


made... 


it’s 
designed for 
plastic 
pipe! Two 
types of 
worm drive 
plastic pipe clamps 





ALL STAINLESS—band, scréw, and housing 
made of same series of stainless steel to elimi- 
nate galvanic action within clamp itself and 
provide maximum resistance to corrosion. 


GOLD SEAL — stainless steel band and hous- 
ing, double plated, steel screw, for installa- 





tions where maximum corrosion resistance is 
not required and price is a factor. 


Both Murray clamps develop an absolute 
seal around the pipe that is more than four 
times stronger than bursting pressure of 


the pipe. 











pressure around 


entire pipe. CORPORATION construction — 

adds strength — 
11 W. PENNSYLVANIA AVENUES FR repeal 
TOWSON 4, MARYLAND 


Engineered to 
exert uniform URRA 
Welded 





facts you should know 


about 


LAO 
FLUX 


(REGULAR) 


For All Soft Solders - 


SLEANIN 


i} NON-ACID—Safe for work and workers, 
©) SELF-CLEANING—Fluxes thru rust, oil, ete. 


Yes, for surer, safer, foster work LA-CO FLUX offers an unbeatable 
combination, Itt powerful fluxing action needs no seraping or wire 
brushing—provides a perfect union of solder and metal. Yet it con- 
tains no acid—will not pit, corrode of stain metals or solder or 
harm workers. Try it just once and you'll be enthusiastic, 


LA-CO speciolized fluxes avoilable for all needs. Let our research 
department help on any fluxing problem, without cost or obligation. 


Your supplier has LA-CO FLUX; or write for sample. 


4 LAKE CHEMICAL CO. 


: 3080 W. Carroll Ave., Chicago 12, Ill. 





BOOST YOUR PROFITS, CUT 
HEATING INSTALLATION COSTS 


GET THE 


HEATING F&F 
PACKAGE! 


PATCO oil fired units are com- 
pletely wired and assembled 
ready for immediate installa- 


tion at prices competitive with 
warm air! You can make more 
installations, bigger profits 
with each installation. All 
PATCO units are ASME approved. 
For your convenience, too, 
PATCO hot water baseboard and 
accessories are packaged in 
one carton. Copper tube, 
aluminum fin with complete solder bond 
element in another carton. 
Get more details on the profitable PATCO HEAT- 
ING PACKAGE. Write, wire or call 


PATCO 231 N. BREAD STREET 
PHILADELPHIA 6, PA. 


fh F G 8 si re] e W Alnut 5-2416 


(Continued from center of page 335) 
be provision for additional pressure to get the 
water where it’s supposed to be. 

You should remember, also, that there is pres 
sure loss due to friction when the water has to 
travel some distance, In spite of the fact that en 
gineers have got it all figured out how much a 
gallon of water slows down when it runs along 10 
leet of pipe, a lot of people have it all figured out 
just the opposite, They work on the squirt-gun 
principle that the smaller the pipe, the more pres 
sure you build up 

This isn't so, Being just an amateur physicist, | 
don't know why it ian't true, but just remember 
this comparison: To run five gallons per minute 
100 feet through “e-inch pipe takes 18 pounds of 
pressure, To run the same five gallons the same 
distance through “4-inceh pipe takes 44% pounds of 
pressure 

The right pipe size will do the job at less cost 
use less power and require less pressure, The use 
of a small pipe size can mean an extra load for the 
pump 

There are a lot of pumps on the market and sey 
eral major principles of design with many, many 
variations. In fact, there are just three basic pump- 
ing methods, or types of pumps. There is the 
piston pump, the jet pump and the submersible. 
You choose between these three types, depending 
on what kind of power you have available, the 
capacity and depth of your well and how much 
money your customer wants to spend. Each is the 
best under certain of these conditions, in spite of 
the fact that one of the others may be more ef- 
ficient, or the third may require a lower initial 
cash outlay. 


=» The oldest and probably best known of the 
three types is the piston or positive-action pump, 
which works at comparatively low speeds of 250 
to 375 strokes per minute of a piston rod moving 
back and forth within a cylinder, thus creating 
lift, or a vacuum. These pumps can be used for 
water levels down to 300 feet with water-to-water 
efficiency averaging 50 to 60 percent. They supply 
a relatively low but constant capacity at all op- 
erating speeds and are dependable because of 
their simplicity. A goodly number of these pumps 
have been in operation for periods of 25 and 35 
years and are still doing a good job, although the 
customers in certain cases have complained that 
pump leathers had to be replaced during the 15th 
or 20th year of operation. Needless to say, the 
pump manufacturers who depended on these cus- 
tomers for repeat business are no longer around. 

If it’s longevity your customer seeks, the piston 
will fill his needs. But in addition to its low range 
of capacity, it may be rather noisy in operation; 
so it is not recommended for installations in the 

(Please turn to top of page 339) 
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WHOLESALER 


GET THIS 
ATTRACTIVE 
TWO-COLOR 

SILENT 

SALESMAN 


RESULTS 
WILL 
AMAZE 
YOU 





WRITE FOR 
DETAILS 


C. R. BERNSTROM INC. 





P.O. BOX 3258 





MR. | DON’T CALL AN "7 MR. 
CALL FOR UB. . 


Rimegyy CB ne osonns 


CONTRACTOR 


C-B 
KNOW-HOW 
CAN HELP 
YOU NOW 


SEE YOUR 
WHOLESALER 
OR 
WRITE FOR 
DESCRIPTIVE 
LITERATURE 


PROVIDENCE 9, R. I. 








LOWEST-PRICED QUALITY BASEBOARD 
PER SQUARE FOOT OF RADIATION! 


PANEL LINE 


HANDSOMELY STYLED .. . QUALITY ENGINEERED 


COPPER BASEBOARD RADIATION 


FREE STANDING OR RECESSED 


SINGLE TIER OR DOUBLE TIER 
See ratings below Ratings below X 1.40) 


APPROVED |-B-R HOT WATER RATINGS 


Av. Water Temp 160 170 180 190 200 210 220 Gals. per hr 
BTU/Hr/Lin. Ft 480 530 590 640 700 750 800 1 
BTU/Hr/Lin. Ft 510 560 630 690 750 800 860 5 


anf , & 
Wn aol anor 
Hott rly-Darty FIN TUBE 
NEW MONEY-SAVING 680 BTU/SHR/LIN. FT. 
DEVELOPMENT at 180 WATER TEMP. 


MAKERS OF SQUARE-LINE 
RADIATION & CONVECTORS 


THE 
Hoff MANUFACTURING CO. 
BETHANY, CONN. MEMBER 1-B-R 


WRITE FOR LITERATURE AND INSTALLAT 
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Call for 


Hot Water Heating 
Systems 


TOP VALUE vison } een 


Build satisties 
higher profits using the se S ‘all 
time-tested all bro 
Quality engineered, tooled and ma 
products plus 40 years of exy 
sur customers are yé 


Sall Brothers Co. 


2322 KISHWAUKEE STREET e@ ROCKFORD, ILLINOIS 











Use Telsco Compression Fittings 
for Alterations and Repairs 





You can save lots of time on repair work by using 
Telsco Compression Fittings. Just cut into the old line, 
slip the plain pipe ends into the fitting, and tighten the 


complete | end nuts. Threading is taboo! 


You save $$, labor, and the connection is leakproof. Teeth 


SWIMMING POOL ji eneeeees 


Clutch Ring grip the pipe 


CATALOG & eorene = against blow off 
RUBBER ’ Do the job better and 
INFORMATION GASKET = ele conmeatadiie 
rith Telsco, hether 
MANUAL Th the industry! CLUTCH j it’s a casa es for 


ates appliances, piping 
Pe alteration, or re- 
Send for this valuable 52-page guide-book. Contains authori- aan pair. Couplings 
tative information about pool maintenance. Gives prices, pho- ells, tees and 
tographs and data on all the latest pool equipment and Peters 
supplies. Fully describes over 100 pool products manufactured Applied 
by Modern—largest, oldest firm specializing in the manufacture 
of every item to build or maintain any pool—including filters, 
drains, skimmers, ladders, lights, observation windows, diving 
boards and stands, paint and chemicals; famous for quality 
since 1935. 


For FREE copy, write today for Catalog & Data Book 23E. 
For pool supplies order direct or from nearest Modern distributor. 
See classified telephone directory for local distributor or write us. 


DISTRIBUTOR INQUIRIES INVITED 


modern) swimmine Poot co. inc. ssmsewene'!! TELSCO FITTINGS DIVISION 


Supplies 
One Holland Avenue, White Plains, N. Y. Since 1935. 


adapters — all 
serve as 
For unions 





5420 REDFIELD STREET DALLAS 35, TEXAS 




















CHESTERTON 


STANDARD PLUMBERS 


Submersible MMU? 
featuring the exclusive | CASS SS 


QUICK - CHANGE 


SWITCH | (McGREGOR BRAND) TRADE : 


Provides most dependable, trouble- 
free service. Test-proven after ex- 


ceeding million and a half starts | 
... and quick-change switch makes 7 DISCOUNTS 
repairing easy. Repair right on the | | 
job. Guaranteed for one year. Order | | | 
SEND FOR PRICE LIST 


yours today! 
Reduces overhang . . . makes | | I 
installation easier if CHESTERTON CO. 
6 ASHLAND ST. 


Ce Booster Bim BME EVERETT 49, MASS. 
Pumps | ie i 





Six sizes available, 34” to 24” for every heating and 
cooling need. America’s smallest, most compact, light- 
est weight. Guaranteed for one year. Specify Enpo 
Booster Pumps . . . tops in quality. 


Write for additional information 


THE PIQUA MACHINE & MANUFACTURING CO. || Jim ! | CHESTERTON 


GAUGE GLASS CUTTER 
a __ naam, Ge SIMPLEST AND THE BEST 
Distributed Nationally by Plumbing & Heating Jobbers 
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(Continued from bottom of page 336) 
basement or under the kitchen sink. 

The jet, or injector-type pump, is the most wide- 
ly used pump in the United States today. Ap- 
proximately 75 percent of all pump installations at 
present are jet. This type depends for its pump- 
ing lift upon an impeller that revolves at very 
high speed. Once the pump housing surrounding 
the impeller is filled with water by the initial 
prime, the curved impeller blades discharge the 
water, creating a vacuum into which additional 
water from the well is drawn. 

This fast-whirling impeller, assisted by a ven- 
turi or jet to maintain a high pressure, is usually 
an extension of the motor shaft. This means that 
there is only one actual moving part within the 
pump, and this requires no lubrication. This sim- 
ple pumping principle results in a compact, quiet 
water system that can be installed in the kitchen 
or utility room without inconvenient operating 
noise. 

Pump manufacturers in recent years have 
streamlined the jet pump and made it look as 
close to an honest-to-goodness jet, or torpedo, ds 
possible. One manufacturer has even put an appli- 
ance jacket on his pump so that it can be in- 
stalled alongside the washer, the dryer and the 
water heater in the utility room, and it looks just 
as nice. 

Even more important, the manufacturers have 
increased the versatility of the jet-type pump by 
putting on the market a convertible jet. This does 
not mean that you can put the top down on warm, 
sunny days, but it does mean that if the pumping 
level in the well is close to the 25-foot break 
point between shallow and deep wells, and the 
water table is lowering, you can purchase a pump 
that is easily changed from shallow well settings 
to pump water at greater depth. 


s This brings up another important point. Pump 
capacities should be stated at a specified depth 
and pressure setting. A change in either depth or 
pressure setting obviously changes the capacity of 
the pump, and makes it impossible to compare 
performance for the purpose of recommending the 
proper size. Usually 30 pounds pressure (as the 
most common pumping pressure) at the required 
depth will serve for comparison purposes. 

All of you who have had any experience with 
the old pitcher pump know the importance of the 
self-priming feature on the modern water system. 
To maintain the prime, or water in the intake line, 
a check valve up near the pump, or a foot valve 
installed at the bottom of the well pipe, is neces- 
sary. Any pump that requires more than the 
normal, initial prime is not truly automatic. 

The water system should consist of the pump, 
the motor, the pressure tank, the pressure switch 

(Please turn to top of page 340) 
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IMMEDIATE 
DELIVERY 
ON 
YOUR 
REMODELING 
REQUIREMENTS 


CATALOG 
OF QUALITY 
CAST BRASS 

PRODUCTS 


Write PLUMBING » LAWN IRRIGATION 
REFRIGERATION » AIR-CONDITIONING 
oy SPECIALTIES 


ALUM-BRASS FOUNDRY & MFG. INC. 


1518 N. SPRING STREET + LOS ANGELES 12, CALIFORNIA » CA 51378 
REPRESENTATIVES 


CHICAGO 40, ILLINOIS, UPtown 86-6262 PHOENIX, AKIZONA, CR. 4-6205 
Peter Dicogatch & Ass't 1. S. Myers 
4611 N. Ravenswood Ave 505 West Georgic 
SAN FRANCISCO 23, CAL., WEst 1-8820 SEATTLE, WASH., Gladstone 7105 
Horry Hartman William C. Knapp, Knopp & Co 
2761 Divisedero St. 306 No. 133rd 
FORT WORTH 1, TEXAS, EDison 5-3198 JACKSONVILLE, FLA., EXbrook 8-7334 
Rich Associates P.O. Box 1385 Merrell P. Poole P.O. Box 6! 
SALT LAKE CITY, UTAH, El, 5-0286 
Floyd E. Duncan, Intermountain Seles Se, Salt Loke Bronch, P.O. Box 223 





FITS ALL RECIPROCATING SAWS 
RCS SUPERSAW MILWAUKEE SAWZALL 


SAW CHIEF « KEY HAK « TRI-SAW « PLUS MANY OTHERS 

-- and fits BETTER, with 
more chucking surface! 
TRY IT YOURSELF 


(At our expense) 


FREE BLADE 


and literature sent upon request 


e LONGER en 
BLADE LIFE LULU 


e LOWER 
REPLACEMENT COST 
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NEW STARS 
ae 


Superior Shower Stall Cabinets are star per 
formers in sales for 1957! They have been 
UO | 
incorporate the most advanced engineering 
features which include... SLIP-ON CONSTRUC 
TION — for bigger sales. QUICK AS A FLASH 
INSTALLATION — saves labor, time and cost 


NEW STONE AND TERRAZZO RECEPTORS are 
cast in @ steel frame and vibrated for proven 
strength. Terrazzo: odd sizes available for 
Tile Bath Floor 


CABINETS are available in galvanized, bonder 
ized steel or aluminum with white boked-on 
enamel! or natural. Sizes: 30 X30 , 32 X32, 
36 X36 «and 36 corner model 


CHOICE OF RECEPTORS: cast stone, terrazzo, 
porcelain, black baked-ename! steel 


WAREHOUSES: Philadelphia, 
Boston, Chicago, Los Angeles. 
Write for Catalog D4. 


nd 


SUPERIOR SHOWER CO. 


37-06 57th St., Woodside 77, N. Y. C. 





the two best ways 
to protect polished 


CK 
STRAP WRENCHES 


Its strong, woven strap pre- 
vents scratching. . . its curved 
nose prevents crushing. . . its 
handle is unbreakable. This 
Warnock is the ideal strap 
wrench for handling polished 
pipe. 


(Continued from bottom of page 339) 
and the air volume control. In some cases these 
various components have to be purchased sepa- 
rately when larger pressure tanks, over 80 gal- 
lons, are wanted. 

The complete package units usually are avail- 
able in tank sizes up to 42 gallons. 

A large pressure tank will solve the problem of 
a slow recovery well. If your customer has a low- 
capacity well with no other source of water avail- 
able, the pump can be adjusted or throttled back 
to pump slowly for limited periods. With a large 
pressure tank, such an arrangement will enable 
the family to enjoy normal water usage. 

To get back to the jet pump, the single impeller 
jet is effective up to 40 pounds of pressure. But 
where higher pressures are required, additional 
impellers can be added. As the impellers are 
added, naturally the horsepower requirement in- 
creases. The most common horsepower ratings are 
34 and one for two impellers, or stages which sup- 
ply a pressure of about 60 pounds and 1% horse- 
power or over for the three-stage jet with oper- 
ating pressures up to 90 pounds. These, of course, 
are heavy work pumps for irrigation, etc., and 
not the water system that is going to keep Marcia 
happy down on the farm. But even these multi- 
stage jets are effective only to about 200 feet. 

When the pumping level is lower than 200 feet, 
the submersible pump or the deep well working 
head is advisable. 

The submersible pump, first designed in Europe 
to remove water from the trenches in World War 
I, seems to be the answer to greater water re- 
quirements in that it is more than adequate for 
deep well pumping and high-capacity and high- 
pressure pumping. These characteristics place it 
in the same category as the deep well vertical 

(Please turn to top of page 343) 
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The Warnock Simplex is an 
other strap wrench that will 
save you time and expense. 
Its simple construction allows 
extra fast and extra safe pipe 
handling. 


LOWELL WRENCH co. “Whe said we satis pan ‘ display 


WORCESTER 8, MASS. out of faucet washers?” 
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MR. PLUMBING-HEATING DEALER: The fan 
Put this POWERFUL, LOW COST Manton Plumber 2 


TRAFFIC BUILDER lagi amma 


CATALOG 


meh rs 
to work for YOU! gore ., ~~ A 
7 : ° a a = ose ed Halil \ ii 
8 4 PAGES! vercir port to modern bath. | m 


rooms, kitchens and complete 
heating systems! 


° READY NOW for you to mail to your customers for less than OAKUM and f 
A 


the cost of an average letter! For over 25 years, other dealers have ; 


acclaimed its traceable results in increased store traffic, big ticket Jac i SU. TWISTED JUTE t 


sales and repeat orders. NOW IT'S A NEW HANDY DIGEST SIZE TwnsTED JUTE PACKING P/ 


with 84 pages of plumbing and heating s ipplies, full-color oie com PACKING 


front and back covers. Write today for complete information, 
prices, and a FREE SAMPLE CATALOG. Ask about an exclusive by 
catalog franchise in your trading area. : 


EySTONE ees Sy BPC ete), 
HOME OWNER’S 





PLUMBING: H 





PORTABLE ELECTRIC PLANT 


with the Exclusive 


IDLING CONTROL K<O 4 AaMmlal 
yp’ Extends Engine Life 


» Ficcen Maetigees Con in your HOT WATER GENERATOR 


TANKS Here is a Hot Water Ge erator 


the maximum in efficiency! pt he : omutar 08 le 


SMOKESTACKS ee enter -, ay ¢ of constructions is your 


| um Operating efficiency 
WINCO MODEL: 105CION2D— - | PIPING peony hte bene mas ror veep moo 
1500 watts, direct drive, 115 or } o | WATER HEATERS Hot cities from 66 0 5, pao cre oy Lata mee 
230 volts, 60 cycles A. C. Carry- i BREECHING cowtinng | weapen cont a - _ —— 
ing cradle optional. 


pings which ce be bushed to fit any job 
A flick of the lever reduces engine PLATE WORK 


to idling speed, easily, quickly and x - | BOILERS Call, wire or write today for fur- 
positively when power is not —_ ther information . . . there is no 
needed. Conserves fuel, extends engine life, cuts service and operating | gussum thi i: € obligation. 

. . ” * f + x . + 7 , } ‘ = 
costs. Get all the facts on this Winco money-saving feature S13 47th ST MIAME PLA 


WRITE TODAY—DEPT. DE-57 Ve A CN P.O. BOX 6025, HOUSTON 6, TEXAS 
' xa? M ” 4431 MAPLE AVE., DALLAS 9, TEXAS 
VRE Rene: ache aumenen @ 208 © Baten. | —S—~S~*” P.O. BOX 2527, JACKSONVILLE, FLA 


4108 C. ST., LITTLE ROCK, ARK 
SIOUX CITY, IOWA 3714 14th ST., WASHINGTON, D.C. 4054 THALIA AVE., NEW ORLEANS, LA 


Subsidiary of Zenith Radio Corporation 230 North Torrence St. Charlotte,N.C. 41 €. 42nd ST., NEW YORK 17, N.Y 
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NEW-REVOLUTIONARY 





STEAM TRAP 


| 
| defeats 
wear-corrosion! 


7. aA CAP 


2. aA Disc 
€_ 


3. A BODY 


This NEW Sarco Thermody- 
namic Steam Trap virtually 
eliminates maintenance. 
Stainless steel throughout. 
Only one moving part. 

No valve-closing mechan- 
isms to wear or stick. Not 
affected by superheat, water- 
hammer, vibration, corrosive 
condensate. No critical clear- 
ances to choke. No gaskets to 
leak. Same trap for all loads 
and pressures 10-600 psi. 

Write for bulletin 255-44 
or a TD trap for a 60-day 
trial 





installation. Specify 


Only moving part, a hard- size and application. 
ened Solid Stainless Steel 
Disc, practically wear-proof! 
2i34-F 





SARCO COMPANY, INC. 
EMPIRE STATE BLDG., N.Y. 1, N.Y. 


NOW America's Finest Bathtub Protection 


ROTECTUB Cover 


arn S Ways Setter 


. . . for preventing damage 
after tubs are installed. 


|. PROTECTUB Deluxe 
— The thick corrugated 
box board cover with 
exclusively processed 
water repellent liner. 
2. GUM-A-TUB Econo- 
4 Liner—Pre-out, pre- 
shaped gummed back 
cover. Applied by wet- 
ting with damp cloth. 
3. COATATUB — Low 
Cost Liquid Vinyl! 
Plastic applied with 
whitewash brush—peels 
off. Comes in gallons 
and drums. 


Ask about our New 
Porcelain Enamet 
Repair Touch-up Kit 
Permanent repair 
above and below 
waterline. 


Uf not available at your wholesaler, write Dept. DE 
PROTECTUB INC., 71 Ludiow St., N. Y. 2, N. Y. 
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FORT 
RECOVERY 
makes the 


Consistency 

of quality 

control in die cast 

plumbing fittings is 

one of the reasons the name 

Fort Recovery has become a 

symbol in the plumbing industry. 
More and more manufacturers are 
insisting on Fort Recovery quality 
because only laboratory-controlled 
alloys are used to give lasting 
strength and finish. All lock nuts and 
slip nuts are tapped and checked for 
uniform standard threads permitting 
interchanging. Nuts are 

buffed and triple plated 

for lustrous chrome finish and long 
wear. Your inquiry will be welcomed. 


T RECOVERY /rduiid INC. 


Manviocturers of Plumbing and Seddiery Hardware Since 1893... 


FORT RECOVERY, OHIO 


No. 1196 


BOILER CLEANER! 


NEW BOILERS A 
FAST, EFFICIENT 


ANNIVERSARY 
START 
or 


STEAM EK revives 

and OLD BOILERS, REMOVING 
HOT SCALE, OIL, CORROSION 
WATER FROM ENTIRE 


SYSTEM. 
ta ate MADISON 
LABORATORY New Jersey 





TESTING DEVICES 
GUARANTEE 
LEAK PROOF DRAINAGE LINES 


Test your drainage lines the quick and 
simple MUTUAL way, with these proven 
devices. Guarantee every job leak-proof. 
Write for details on the complete line of 
MUTUAL TESTING DEVICES. 


— 


MUTUAL MANUFACTURING CO. 
45-16 162nd St. - 


Flushing 58, N.Y. eigepfut 


Ratchet Test Piug 
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(Continued from center of page 340) 
shaft turbine pump because of its high efficiency 
and its extreme flexibility as to pumping depth 
and pressure range. 

Actually, the submersible is a multi-stage 
centrifugal pump, so designed that the pump 
motor and the required number of impellers can 
be installed in the well itself. It is necessary to 
add only the proper amount of pipe and cable as 
the pump is lowered into the well. The sub- 
mersible is, by necessity, high-precision equip- 
ment and can be fitted into wells as deep as 700 
feet and from four to 12 inches in diameter. 

Despite the fact that this pump requires a dif- 
ferent type of motor, it is available in the same 
electrical characteristics as any other type of 
pump employing the conventional electric motor. 
The smaller 4-horsepower submersibles can be 
used on the 115-volt lighting circuit, or 220 volt 
in single phase, or in three-phase 220 and 440 
volts; however, the submersible motor cannot be 
changed from low voltage to high voltage in the 
field. 

In certain areas of the country where there is 
a great deal of sand present in wells, or where the 
water is corrosive, manufacturers are very re- 
luctant to recommend the submersible pump. Be- 
cause it is a new development in the pump field, 
however, some customers and dealers are so en- 
thusiastic that they may install a submersible over 
the manufacturer’s objections. Then comes 
trouble, expensive trouble that may require com- 
plete replacement of the water system. 

For the most part, though, the submersible as a 
farm and domestic water system is enjoying phe- 
nomenal acceptance. Its popularity in the next few 
years may possibly approach that of the jet pump. 


» Now that you know all about pumps, let’s help 
your customer get squared away by selecting a 
pump for him. Consider the following: 

1. His well is four inches in diameter and 80 
feet deep; its capacity is about 650 gallons per 
hour with normal recovery, but there is sand in 
the well. 

2. The pumping level in the well is about 50 
feet. 

3. We can figure from our water requirements 
tables that this family will need about 800 gallons 
a day for both farm and home uses. 

4. The well is located close enough to the house 
and farm yard so that no great allowance must be 
made for additional pressure in distribution lines. 

5. The power available is 220-volt alternating 
current. 

With the above facts, we are in business. First, 
we know that a deep well pump is required be- 
cause the pumping level is about 50 feet. Second, 
we know that a submersible pump might be a 

(Please turn to top of page 344) 
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DISSOLVE SCALE WITH 


CONTAINS 
RD-188 


Say good-bye to all your 
scale problems! CALCI 
SOLVE will positively dis 
solve all heavy deposits of 
CONCRETE LIME 
CALCIUM RUST 
MAGNESIUM PLASTER 


OF PARIS 
MOP STRINGS 


Safe and easy to use 
CALCI-SOLVE is econom 
ical and HARMLESS TO 
PIPES, DRAINS AND 
EQUIPMENT. Excellent 
for cleaning submerged 
water heaters, boilers, hot 
water coils, unit heaters 
water pumps, evaporator 
condensors, heat exchang 
ers, air conditioning equip 


ment, etc So" oy 


N Y 
YOUR MONEY BACK IF NOT SATISFIED 

Full strength Calci-Solve will even dissolve | “ 
concrete. “Sounds impossible!” say those who SS 
have not tried it. “Works like magic!” say WS: \ 
those who have. We say, “Calci-Solve does 

the job or you don’t pay for it.” PIPES 





Write for Complete Information 
or CONSULT YOUR WHOLESALER 


NYCO PRODUCTS CO. 


1801 E. JEFFERSON ST., CHICAGO, ILL. 


WASHERS by the INCH.. 





Saves Time 
Saves Money 
Only 3/32” 
Diam. 
36 Feet on 
1/2 lb. Spool 


One Size Is All You Need 
A real help to Plumbers! 
Fixes leoks faster, easier— 
more profitably. One size of 
this metallic, self-lubricating 
packing will form itself into 
solid, lead-like washer on 
ony size mixing faucet, spigot, 

radiator valve, etc. 
Just Wind — Compress —Leak is Sealed! 
Plumbers’ Special comes on spool in handy 
rope form. Just coil around stem — tighten 
lock nut or bonnet, and the job is finished 
For superior to ordinary, graphited string pack- 
ing. Eliminates stocking of vorious size washers 
Try PLUMBERS’ SPECIAL without delay! Available 
at Plumbing Supply houses. Write for FREE SAMPLE. 


Get MAIL THIS COUPON 
FREE SAMPLE 


FLEXROCK COMPANY 
Mail Coupon | 3642 Cuthbert St., Phila. 1, Po. 


Please send me Folder and FREE SAMPLE of 
PLUMBERS’ SPECIAL Self-Forming Packing. No 
obligation. 

Nome ....... 
Company . 
Address . 


ee we ee ae ee ee 
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ELIMINATE HEADACHES! 


Get America’s largest 
selling popular-price line! 


STAINLESS STEEL e ALL WELDED 


SCULLERY Sinus 


dl 
Scullery Sinks 


Write for Eastern’s Catalog 
EASTERN STAINLESS PRODUCTS, 1736 E. Lombard St., 


The New 

ALON Moldcraft Seats 
BRIGHTEN YOUR 
SALES ROOM with 
SALES APPEAL! 


Excellent for Bathroom 
Remodeling Prospects! 


Baltimore 31, Maryland 


the ALON Mold- 

one solid, life- 
match all leading 
Will not peel 


Available in ail colors 
raft Seat is molded in 
asting piece. Will 
bathroom enamelware 
crack or fade. Strong, heavy brass hinge 


Biue @ Peach @ Maize @ Ivory @ Tang 

Red @ Persian Brown @ French Grey @ 

Orchid and Rose 

ALON also manufactures the popular 

Mother-of-Pearl pyraline Toilet Seat 
chrome plated and highly polished Available in 14 beautiful sales-catching 

COLORS: White @ Ming Green @ Pastel colors. WRITE ALON TODAY! 


MANUFACTURERS’ REPRESENTATIVES INQUIRIES INVITED 


ALO MANUFACTURING 1123-31 HAMILTON ST. 
COMPANY PHILADELPHIA 23, PA. 


Handy TUBE BENDER 


Smoothly Bends Any o- or Nasa 
34" to 14%” O.D. 


@ Just a twist of the 
wrist assures perfect, 
even bends—right 
angle, any angle, U 
and offset. Save 
enough on ONE job 
to pay for your 
HANDY TUBE 
BENDER. 


HOLSCLAW BROS., INC. 


436 N. WILLOW ROAD ¢ EVANSVILLE, INDIANA 


See your sup- 


with the famous 
RUBBER POPPET 
Silicone Treated 
Can't Leak or Stick 


Ask for 
Bulletin 
702 


STRATAFLO PRODUCTS, 
Fort Wayne, 


INC. 
Indiana 


Order From 
Your Jobber 


(Continued from bottom of page 343) 

risky proposition because of the presence of sand. 
This leaves us a choice of the piston pump or the 
jet pump—but the location of the well is such 
that possibly a jet pump, with its quiet operation 
and ease of placement near the well, is preferable. 

Dividing the daily water needs of 800 gallons 
by two, we could recommend a 44-horsepower jet 
pump with a capacity of about 400 gallons per 
hour and feel sure, under present conditions, that 
your customer would be happy. But when we 
make provision for future water needs, for fire 
protection or for family expansion, we are much 
safer to recommend a %-horsepower jet pump 
with a capacity of 500-600 gallons per hour and a 
42-gallon storage tank. As long as there is suf- 
ficient well capacity to meet these pump demands, 
we are doing your customer a service in upgrad- 
ing the recommendation. 

This, naturally, 
tory, 


is an over-simplified case his- 
but it serves the purpose of covering the 
five major questions that must be answered in 
order to make the proper selection. 

And, it serves to keep your cus- 
tomer’s wife on the farm, thus insuring another 
generation of farmers. 


of course, 


Because when she. begins 
to enjoy such necessities as modern plumbing, 
plenty of hot water, an electric washer and dryer, 
she'll feel the same way about the electric water 
system as Mrs. Otis Andrew, Jr., of Steamboat 
Springs, Colo., who wrote the following letter in 
a competition to name her favorite appliance. 
Here it is, as printed in the April, 1957, issue of 
Colorado Rural Electric News: 

“My favorite electric appliance is the pump, 
that wonderful piece of equipment that started us 
off 10 years ago on a joyous spree of remodeling. 
We have lots of appliances that look and are 
much more glamorous, but it is the good old pump 
that saves our aching backs by transporting tons 
of water yearly all over the premises. I shudder 
to think what it would be like to go back to the 
hand pump and the water bucket. Our gratitude 
goes to the ever-faithful, seldom-demanding elec- 
tric pump down there in our basement.” 


Makes Any Fire Door 
A’'SAFETY VALVE”! 
INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Companies 
and Contractors for Years 
Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve’ on the job. Gentle spring 
tension allows door to swing open on slow 
or faulty ignition of burner and then close. 
Wedge holds door open when necessary. It’s 
easy to install with the NEW SPRING 


HO 
IN 3/16”—1/4”"—5/16”—3/8” 


END 


E 
MaDe. 
DOOR PIN SIZES AND PRICED AT 

$1.15—$1.20—$1.25—$1.30 


See your jobber or write us. 


INLAND MFG. CO. 


Pat. #2,605,097 


1120 N. CICERO, CHICAGO 51, ILLINOIS 
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NEPTUNE terrones 0w-cost! low-care/ 
SUMP MAYCO 


PUMPS TURBO-ACTION 


WATER SOFTENER 


EXCLUSIVE 10-YEAR WARRANTY 
NEW PLASTI-STEEL TANK 
NEWEST BEAD RESIN ZEOLITE 
WRITE FOR DEALER FACT KIT 


NEPTUNE LAUNDRY TRAY PUMPS Capacity | LIST PRICE—F.O B. factory 
are engineered to meet the long-sought (grains) | 
pumping requirements of thousands of 
homes where no sewage is available or 


| 
where both laundry trays and washing ma- 30,000 | $ 94.95 | $105.9 95 


chines are below sewer level. 


q | 

NEPTUNE SUMP PUMPS are renowned : 50,000 | 138.50 | 148.50 
for their long-lasting, dependable efficiency. -————_— —] 
Engineered and manufactured with great 

precision, the NEPTUNE line of Sump , 83,000 196.50 | 206.50 
Pumps is rugged, rustproof and automatic. L__ diaapsmemes iad 
Capacities to 3600 gal. per hr. —liberal trade discounts 


SEND FOR DESCRIPTIVE FOLDER TODAY! // Fe) 


MAYCO 
NEPTUNE pease caries 


——BE A!) ae ice 
4912 North 6th Street MAY COMPANY Galesburg, Illinois 
PHILADELPHIA 20, PA. 


MANUAL AUTOMATIC 
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HENRY , SELF- CLEANING 
BATH TUB _—_Corrugated Paper ; Ve I -AERAT ORS 


PROTECTORS Closet Flange Spacers 
Also: Onyx Stainless Gummed Kraft SIMPLE AND LONG LASTING 


DEPENDABLE .. ELIMINATES CLOGGING 


* Self-cleaning operation is automatic. Water 
Protective Tub Paper pressure pushes the gear plug down 


- "= when the faucet is turned off the spring 
12 & 18 Rolls raises the gear plug (as illustrated) pro 
“” 7 viding a large passageway for particles to 
THROUGH JOSSERS be flushed through the aerator ALWAYS 
OR WRITE FOR INFORMATION .. . Fs: delivers a FULL SILKY-SOFT AERATED 

or atalog ( + OR 

° ) T 

a : AN AERA neve cLoes! 

'_@@ HENRY BATH TUB PROTECTOR CO. THAT WRITE FOR CATALOG 


Orders to 72 First Ave. Pittsburgh 22, Penna. MELARD miryccivict 432 AUSTIN PLN.Y.55,N.Y 
Inquiries to 721 N.E. 15th Ave. Ft. Lauderdale, Fila. 


SPRING JOINT RULE 


The Plumber's Best Friend! 


6 ft. White Folding Ruler. Sensational coil 
spring joints. Guaranteed against failure. 
Strike plates prevent wear on markings 


a < 
Brass plated metal parts along with double ; Stops Leaks * Starts Profits 


edged graduations. Top quality. Hard wood 


























a 
— 





OTHER GEORGE F. LADD SPECIALTIES For over 40 years “X’’ Boller Liquid has pro 


Hack Saws, Basin Wrenches, Swedging Tools, Me- duced profits and satisfied cuntomare for plumbers 
i i who swear by this sure, fast, safe and permanent 
phisto Pliers, Drop Lights, Compass Handles and core. With an “XK” Uleuid treatment your cus 
Blades, Ratcheting Chain Wrenches, Etc. WRITE FOR tomers will never worry about leaks from Boller 
“FULL cidt OF PLUMBER’S ACCESSORIES TODAY! . Radiant Panels, Baseboard, Convector or conven 
tional Hot Water or Steam installations 


, GEO. F. LADD, Inc ‘ He ag ere a 
i —*K"" id, “x” sh, “XX” Rustoff, 
SPRING JOINT RULE ° ° , inc. ae Pipecut sil, x Pipejoin : 
picathter FRANKLIN SQUARE L.I.,N.Y. “%"* Leboratories, Inc., 25 West 45th St., New York 36 
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SITUATIONS OPEN 





SALES OPPORTUNITY 


In heat radiation for experienced order 
closer able to read plans. Metropolitan 
New York area. Excellent opportunity 
for big earnings with outstanding, ag- 
gressive manufacturer. Send resume. 
Replies confidential. Address Key 241-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


Split commission cnloemen wanted ca- 
tering wholesale plumbing supply job- 
bers to sell lines for national manufac- 
turers repr tative consisting of steel 
enamelware, pottery, sink cabinets, brass 
goods and toilet seats. Territories open: 
New England states, Washington, D. C., 
upper New York, Philadelphia and 
southern New Jersey. Answer in detail. 
Address Key 228-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


PUMP MAN | 


To take charge of sales department, 
water systems, for national operation 
with headquarters in central Ohio. Ad- 
dress Key 216-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





FIXTU RE SALES MANAGER 


Wanted by manufacturer of complete 
line. State full experience. Address Key 
233-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





SITUATIONS WANTED 





WANTED: SALES MANAGEMEN 10 
years experience selling residential 
heating and cooling to consumer, dealer, 
wholesaler and builder level, for nation- 
al manufacturer. Resume or personal 
interview upon request. Metropolitan 
New York area. Address Key 229-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


AS ASSIST. ANT TO, OR SAL ES MAN- 

ager. Presently residing in Florida 
but returning to Chicago in May or 
June. Age 45, family. Can assemble 23 
years of excellent experience, starting 
from sales manager for large Midwest 
water system manufacturer at age 26, 
to 5 years as manufacturers representa- 
tive and 5 years as owner of wholesale 
supply company, all related to plumbing 
and heating industry. Well versed in all 
phases of selling, conducting meetings, 
training salesmen, etc. Complete resume 
on request. Address Key 7-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave. , Chicago 16, Illinots 


CAN You USE IN you R- FIRM AN 
aggressive young man with 13 years’ 
plumbing experience at wholesale lev- 
. #1? All phases purchasing, selling, man- 
agement. Presently managin whole- 
sale plumbing supply firm aciee to 
relocate on West Coast. Address Key 
191-D Fy gg ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Iitnots 
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Advertising Department, 


ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 
Light face advertisements, fifteen cents per word, including head- 
ing and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face advertise- 
ments, $6.00 per inch. Address all advertisements to Classified 
DOMESTIC ENGINEERING, 1801 
Prairie Ave., Chicago 16, Illinois. 
are payable in advance! Closing Date: Fifteenth of month pre- 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHER 


All Classified Advertisements 











REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 








REPRESENTATIVES WANTED FOR 
line of forged brass items for the 
Plumbing jobbers. Excellent volume 
items, priced right. Address Key 23 
“DOMESTIC ENGINEERING,’ 
Prairie Ave., Chicago 16, Illinois. 


SPARE TIME INCOME 


Call on plumbers a few evenings each 
week with the nation’s outstanding spe- 
cialty line. Large commissions, full 
credit for mail orders, many sales aids 
and company supported promotion 
plans. Write giving experience and pres- 
ent employment. Address Key 244-D, 
“DOMESTIC ENGINEERING,” 1801 
Praiste Ane Chicago 16, iMineis. 


MANUFACTURERS AGENTS TO REP- 
resent manufacturer of complete line 
of residential and industrial fin tube 
radiation, boilers and cooling equipment. 
Address Key 243-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Lllinois. 
WANTED: REPRESENTATIVES NOW 
contacting plumbing supply whole- 
salers, contractors, architects, and engi- 
neers to sell line of specification drains 
in all states east of the Mississippi with 
exception of New York and New Jersey. 
Line of cast iron plumbing specialties 
also available in this area, The speci- 
fication drain line only is available west 
of the Mississippi. All inquiries held in 
strict confidence. Address Key 232-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


REPRESENTATIVES WANTED 


Aggressive man or organization who 
calls on plumbing and heating supply 
jobbers and has following with archi- 
tects, engineers and heating contractors, 
to represent a reliable manufacturer of 
well known cast iron gas boilers in a 
full range of sizes for both water and 
steam. Attractive commission arrange- 
ment. Submit resume stating experience, 
lines carried and territory covered. Ad- 
dress Key 196-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


REPRESENTATIVE WANTED 


Full line tubular brass goods manufac- 
turer desires aggressive representative 
to call on wholesale plumbing jobbers in 
the state of Texas. Address Key 230-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


WANTED: AGGRESSIVE MANUFAC- 

turer’s representative to represent an 
old reliable tubular manufacturer in 
West Virginia, Kentucky, Tennessee 
and Alabama, and Washington and Ore- 
gon. Many new items in plumbing and 
heating. Wonderful opportunity for an 
aggressive, reliable representative. Ad- 
dress Key 219-D, “DOMESTIC ENGI 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


REPRESENTATIVES 


$150.00 profit per average direct sale 
with a well known nationally advertised 
pipe tool. A MUST for every contractor 
and industry using pipe or conduit. No 
technical knowledge required. Shipped 
on trial to help get orders. Leads fur- 
nished. Write background, references, 
etc. Address Key 212-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Calange 6 Illinois. 


REPRESENTATIVES WANTED 


Established representatives with follow- 
ing among jobbers of quality products, 
to sell a superior line of chrome plated 
brass fittings and nipples, attractively 
priced. Exclusive territories open are 
Indiana, Ohio, Virginia, West Virginia 
and western Pennsylvania. Address Key 
227-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


TEXAS, TENNESSEE, GEORGIA, OHIO 

Indiana, New York, Pennsylvania 
Iowa, Nebraska and Wisconsin open for 
automatic gas and electric water 
heaters, softeners and gas incinerators 
Address Key 223-D, “DOMESTIC EN 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 348 AND 350 
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5 new Transite Gas Vent Nipples! 
save time, simplify installation 


H™ Is practical before-the-job and on- 
the-job assistance—five new lengths of 
Transite® Gas Vent Pipe Nipples that make it 
easier to design and install modern, efficient 
systems for venting gas appliances. 

The five new lengths of Transite Nipples 
round out the already extensive line of Transite 
Gas Vent Pipe and Fittings. With the 4” nipple 


and two pipe lengths (5’ and 10’) already avail- 
able, you now have 8 Transite lengths to work 
with—all machined both ends. . 
selection for greater economy. 


. an increased 


For further information on Transite Gas Vent 
Pipe—and the new line of nipples—write Johns- 
Manville, Box 14, New York 16, N. Y. In 
Canada, Port Credit, Ontario. 


JM Johns-Manville TRANSITE GAS VENT PIPE 


an asbestos-cement product 
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REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED 


LINES WANTED 





REPRESENTATIVES WANTED 


Complete line plumbing fixture manu- 
facturer needs several experienced men 
to contact wholesalers and for promo- 
tional work with architects, plumbers 
and builders. Excellent opportunity. 
Write complete details. Address Key 
224-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 
Manufacturers’ agents need not apply. 
Our employees are aware of this adver- 
tisement. 
MANUFACTURER OF COPPER SWEAT 
fittings and other items has several 
territories open for active representa 


tives ve us complete information on 
and territory co\ 
235-D ‘DOMESTIC 
1 Prairie Ave., Chi- 


lines you now handle 

‘ d Add ress Key 
ENGINE ERING,” 18 
ago 16, Illinois 


GEORGIA—FLORIDA 


Full line manufacturer of quality tu- 
bular brass goods desires established 
representative to call on wholesale 
plumbing jobbers in Georgia and Flori- 
da. Address Key 231-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


Rap de pw TED TERRITO 
iationally distributed 
resiact ‘ment plumbing 
item packaged for sale to 
plumbing supply houses, hardware dis- 
tributors and retailers aes demon- 
stration sells §& out of 19 on first call 
Address Key fe ‘DOMESTIC EN- 
pg 1801 Prairie Ave., Chica- 
16, Illinois 


EXCLUSIVE 


MANUFACTURERS’ 
REPRESENTATIVES WANTED 


Steel-enameled plumbing fixture manu- 
facturer wants men calling on distrib- 
utors, dealers, lumber yards, home im- 
provement dealers, etc., in Arkansas, 
Illinois, Indiana, Iowa, Kansas, Ken- 
tucky, Michigan, Minnesota, Missouri, 
Nebraska, Tennessee and Wisconsin. 
Address Key 190-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


REPRESENTATIVES WANTED IN EX- 

clusive territories to represent manu- 
facturer of school room unit ventilators, 
fin tube radiation and baseboard. A ter 
rific opportunity for aggressive sales 
engineers. Only hard workers need an- 
piv Address Key 167-D, “DOMESTIC 
E NGINEERING,” 1801 Prairie Ave., Chi- 
‘ago 16, Illinois 


MANUFACTURERS’ 
REPRESENTATIVES WANTED 


Kitchen cabinet manufacturer wants 
men calling on distributors, dealers, 
lumber yards, home improvement deal- 
ers, etc., in Arkansas, Illinois, Indiana, 
Iowa, Kansas, Kentucky, Michigan, 
Minnesota, Missouri, Nebraska, Ten- 
nessee and Wisconsin. Address Kev 
189-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illi- 


nois. 
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MANUFACTURERS REPRESENTA 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive terri 
tories open. Write full details in con 
fidence. Box DE 1439, 125 West ‘1st 
Street, New York City 


WANTED— 
MANUFACTURERS 
REPRESENTATIVES 


Exclusive territories for weil estab- 
lished boiler manufacturer. Built on the 
boilers. All 
through any door. Erected by factory 


job steel parts carried 


trained crews. Men or organizations 
calling on contractors and engineers. 
Territories open in the following states: 
Illinois, Indiana, lowa, Wisconsin, Ohio, 
Michigan, Kentucky, Minnesota, Mis- 
souri, Oklahoma, Nebraska, North Da- 
kota, South Dakota, West Virginia, 
Tennessee, Louisiana. 10% commission. 
CENTRAL STATES BOILER COM.- 
PANY, 4649 W. Harrison St., Chicago 
44, Illinois. R. M. Sokoloff, Sales Mer. 


SALESMAN PLUMBING SPECIALTIES 

To sell for established national ais 
tributors, exclusive territory, 10% ym- 
mission. Write full details with refer- 
ence Replies confidential AKRON 
SUPPLY CO., Inc., 216-218 Grand Street 
Brooklyn 11, New York 





LINES WANTED 





MAURIE GRAYSEN 


Successfully covering plumbing, heat- 
ing & hardware jobber in southern 
California and Arizona, wants addition- 
al lines. Address Kev 182-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, lilinois. 


CONCENTRATE FOR 
BEST RESULTS 


Prefer to give undivided attention to 
one substantial line in metropolitan 
New York territory. Can provide office, 
showroom and warehouse facilities. Ad- 
dress Kev 198-D. “DOMESTIC ENGI- 
NEFRING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


L. C. FOOTE 


221 Hurlburt Rd., 
Syracuse 3, N. Y. 


Wholesale Trade Only 
New York State 


NEW YORK & NEW JERSEY 


Aggressive sales organization covering 
entire states seeking a line of malleable 
fittings, valves & brass goods. Our own 
insured warehouse and direct mail ad- 
vertisings have added to our continuous 
sales. Address Key 236-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


TOP SALES ORGANIZATION COVER 

ing all of New Jersey & New York re 
cently expanded its warehouse and de 
sires an additional good line. Addres 
Key 237-D, “DOMESTIC ENGINEE R 
ING,” 1801 Prairie Ave., Chicago ( 
Illinois 


MAX G. FALK 

desires one additional line. Well known 
to jobbers in metropolitan New York. 
Excellent sales record, finest refer- 
ences, good coverage in this territory. 
Address Key 213-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


MANUFACTURERS AGENT 


with warehouse in Philadelphia, calling 
on plumbing and heating wholesalers 
in eastern Pennsylvania, southern New 
Jersey, Delaware and eastern shore of 
Maryland, would like additional lines 
from reliable firms. Address Key 222-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
SEEKING LINFS TO SELL TO PLUMB 
ing and heating contractors central 
New Jersey. Twelve years excellent con 
tacts in this area. Heavy experience 
Seurtng and lay om ( +s he: —_ & systems 
tractors dress ¥. »25-D 


“DOMESTIC ENG NEERING ’ 1801 
Prairie Ave 


Chicago 16, Illinois 


Manufacturers representative with good 
following in states of Kansas, Missouri, 
Nebraska and western lowa desires to 
represent manufacturer of a major line 
that will require and justify full time 
representation. Address Key 239-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
MANUFACTURERS REPRESENTA 
tive calling on wholesale plumbing 

hardware and appliance distributors in 
Kansas Ok: 1homa and Texas, wants ad- 
ge appropriate lines KEN RAN 


DLEMA 216 East Main Street, Okla 
homa city OKlahoma 


THE SCHUTZE SALES CO. 


1999 North Snelling Ave., 
St. Paul 13, Minn. 
Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 346 AND 350 
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What is 


a plumbers 


dishwasher? 


One that does the job for the cus- 
tomer. One that isn’t a nightmare to 
install. One that is profitable for you 
to handle. One that is built right 
doesn’t require constant service and 
attention. 

If you agree with these four state- 
ments, Mr. Plumbing Contractor, 
you’ve just said KITCHENAID... 
the finest made! 

The complete line of KitchenAid 
dishwashers for the home—seven 
models in all—includes ome that is 
just exactly right for any type dwell- 
ing: brand-new, remodeled or rented. 
All models, whether they incorporate 
the automatic pump-drain feature or 
the standard gravity-drain, have the 
same exclusive Hobart features that 
have been proved in the giant com- 
mercial dishwashers in the biggest 
institutions in the world. These ex- 
tras, that other home dishwashers do 
not have, have made KitchenAid the 
best performing dishwasher in the 
industry, and the favorite of Amer- 
ica’s housewives. 

What about appearance? Kitchen- 
Aid is tops! The broad line of White, 
Copper and Stainless finished fronts 
will satisfy the most exacting house- 
wife. So will KitchenAid perform- 
ance. Color tones can be applied to 
match any kitchen decor. 


KitchenAid. 


The Finest Made... by 





KitchenAid Electric Home Dishwasher Div., Dept. KDI 
The Hobart Manufacturing Co., Troy, Ohio 


Please send specification sheets and price information on the 
full line of KitchenAid automatic dishwashers. 


The World’s Largest Manufacturer of Food, 
Kitchen and Dishwashing Machines 


-—o—— SE e Eee re ere er r 
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LINES WANTED 





LINES WANTED 


FOR SALE 





FRANK MORRIS & CO. 


424 S. Cheyenne St. 
Tulsa, Oklahoma 


Oklahoma, 


and Arkansas 


Kansas, western Missouri 


NORTHERN OHIO 
WESTERN PENNSYLVANIA 


Carrying limited number of lines, 10 
years plumbing sales experience, 3 years 
agent, selling leading jobbers. Res- 
ume, references, etc. available. Ad- 
dress Key 139-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


NEW ENGLAND 


Established manufacturers’ agents (3) 
selling to 200 plumbing and heating sup- 
ply wholesaler accounts require one 
additional line. Address Key 221-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 


ALABAMA, MISSISSIPPI 
AND LOUISIANA 


Experienced representative wants addi- 
tional lines. Excellent references from 
both the plumbing wholesaler and the 
manufacturers we represent. Address 
Key 185-D, “DOMESTIC ENGINEER.- 
ING,” 1801 Prairie Ave. Chicago 16, 
Illinois. 





SUCCESSFUL, AGGRESSIVE ONE-MAN 
coverage of Connecticut and Rhode 
Island for past 10 years, covering 
plumbing and heating wholesalers, in- 
terested in obtaining line of malleables, 
copper fittings, soll pipe. Address Key 
226-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 
MAJOR LINE WANTED 
One of the best known sales organiza- 
tions with seven high-grade sales engé- 
neers and well appointed New York of- 
fice, representing three lines, desires one 
major line. Must be a well known manu- 
facturer established in the greater 
metropolitan area not getting the vol- 
ume of business they expect from 
greater New York, Long Island, north- 
ern New Jersey, Westchester and Con- 
necticut jobbers. Promotion work is an 
important part of our activities. Address 
Key 220-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Il- 
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LINES WANTED 


We have a fabulous proposition for 
manufacturers of water heaters, boilers 
and radiators, cast iron enamelware, 
pottery, soil pipe and fittings and malle- 
able iron fittings. We will warehouse 
and distribute for you in the Chicago 
metropolitan area at no cost to you for 
storage and handling. You simply pay a 
commission on sales. Our company has 
been in business for 30 years. We travel 
15 men in the Midwest calling on plumb- 
ing and heating jobbers, wholesale 
hardware jobbers, mail order houses and 
manufacturers. We enjoy a very fine 
rating with Dun and Bradstreet. Ad- 
dress Key 218-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





WESTERN PENNSYLVANIA 


& 
WEST VIRGINIA 
Established 10 years 
Selling the jobber 

Address Key 211-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 
INDUSTRIAL 
Experienced manufacturers representa- 
tive wants lines suitable for industrial 
type wholesalers. Welding fittings, rated 
valves, high pressure fittings or similar 
items. New York City and vicinity. Ad- 
dress Key 210-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


WANTED MAJOR LINE 


Territory: Minnesota, North and South 
Dakotas, and western Wisconsin. 
FRANK P. HOGAN 
4701 Harriet Avenue 
Minneapolis 9, Minnesota 
Excellent acceptance of plumbing 
wholesalers with successful selling for 
15 years as manufacturers representa- 

tive. 





FOR SALE 





FOR SALE: ESTABLISHED 

plumbing heating business in 
central Illinois. Wealthy community 
Reasonably priced. Owner retiring 
dress Key 240-D, “DOMESTIC 
NEERING,” 1801 Prairie 
16, Illinois 


OLD 
and 


Ad- 
ENGI- 
Ave., Chicago 





WALL RADIATION 


Have sizeable quantity cast iron wa!l 
hung radiation. Used, but in good con- 
dition. 60c per square foot. INTEG- 
RITY SUPPLY, 305 Front St., Colum- 
bus 15, Ohio. 


FOR SALE 


Well known and old established whole- 
sale plumbing & heating supply business 
in greater Detroit, Michigan area. Do- 
ing at present four hundred thousand 
dollars ($400,000.00) per year. Could be 
easily doubled. For good will and mostly 
inventory, I will sacrifice for eighty-five 
thousand cash. Reason for selling, sick- 
ness. For further particulars address 
Key 238-D, “DOMESTIC ENGINEER. 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 





BUSINESS OPPORTUNITIES 





PLUMBING COMPANY W. C. FLORIDA 

plumbing and heating sales and serv- 
ice. Res. Dist. Deals with contract. Gross 
$172,000. Department 7785. FORD, 6425 
Hollywood Boulevard, Los Angeles, Cal- 
ifornia 





MISCELLANEOUS 





STEEL PIPE 
All All 


Sizes Specs 


Mechanical and Pressure Tubing 


CARBON—CARBON MOLY 
CHROME MOLY—STAINLESS 
LARGE OD—HEAVY WALL 
ODD SIZES & SPECS 


MIDCONTINENT TUBE SERVICE, 
INC. 
2308 Oakton St., Evanston, IIl. 


DAvis 8-4030—Teletype Evanston; Iil. 
2276 


FREE 
CATALOG 


of the most efficient 
sewer and drain cleaning 
equipment 
A Model to handle ANY sewer 
cleaning job. 


ELECTRIC SEWER CLEANING CO. 
Boston 34, Mass. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 346 AND 348 
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Mr. Cabasin of Asbestos Construction Company 


Cell-Tite Insulation does good job on odd job 


Domestic ENGINEERING, May 1957 


To insulate tubing already installed, we 
required a material that could be applied 
without pre-forming or complicated fas- 
tenings to bends, elbows, Tee-joints and 
valve seats. 

“Our answer was B. F. Goodrich Cell- 
Tite,” said Joe Cabasin of Asbestos 
Construction Company, insulation con- 
tractors on a 31-story office building at 

25 Park Avenue, New York. 

“We used over 35,000 feet of Cell-Tite 
to insulate against both hot and cold 
water condensation and temperature loss 
in the dual Carrier ‘Weathermaster’ air 
conditioning system. And, we got in- 
creased ease of application, plus the sim- 
plicity and interchangeability we needed 
for rapid completion. Even with clear- 
ances of 2” or less, Cell-Tite gave us 
complete flexibility. 

“With easy-to-install Cell-Tite, a new 
man fits insulation at the end of his first 


day, as fast as an old hand. And, in spite 
of simplicity of application, Cell-Tite 
supplies the permanence we need 
“Since the insulation had to be applied 
after the tubing was installed, the pipe 
coverer has to work in awkward places, 
reach into hidden areas. With Cell-Tite, 
all he does is slit it, slip it on, and tape it. 
Cell-Tite really does the job!” 

In important buildings all over the 
world, B. F. Goodrich Cell-Tite is there 
Write for your free booklet... complet 
information on Cell-Tite tubing, cord 
and strip insulation. It's B. F. Goodrich 
Sponge Products, a division of The B. F 
Goodrich Company, 377 Derby Place, 
Shelton, Connecticut. 


B.EGoodrich 


SPONGE PRODUCTS 
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Distinctive design by Briggs Beautyware 


provides low-cost luxury for unmatched sales appeal! 


And Beautyware adds the privacy of silence! 


Design so distinctive it enhances any bathroom décor your 
customers select. Add the choice of five Briggs compatible 
colors... Sky Blue, Coral, Sea Green, Sandstone, Pearl Gray 

. and Briggs fixtures become as easy to sell as they are to 
install. And, of course, Briggs famous quality plus such im- 
portant extras as quiet operation allows you to provide luxury 
plumbing fixtures at moderate cost. Always install the leade1 
in design, color, dependability! Always install Briggs. 


BRIGGS MANUFACTURING COMPANY ¢ DETROIT, MICHIGAN 
THE EMPEROR 


Distinctive, low, one-piece design and very quiet op- 


eration make it the ultimate in luxury and utility. B E A U T + 4 W A R E 
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TO ACCURACY 


¥% In Estimating 
¥% In Buying 
*% In Selling 





THE BRADFORD PRICE BOOK 


O Pages, divided into 24 Complete Sections, cov 


of Plumbing and Heating Products 
overs: 

Iron & Steel 13. Valves, Control 
Fittings—Black 14. Soil Pipe & Fitting 
Iron & Steel 15. Soil Pipe, Oil Sundrie 
Galvanized Drains & Trap 
Anchor 17. Traps & Bends 


Nipples 


Hanger 
3. Range Boilers 
-Boilers 
Radiation 
Water, Ga 


Miscellaneous Sink 
Enamel Ware 
Valves 1. Vitreous China 
Insulation 
Water Sundries 


Heating Water Closet Sundrie 
3. Rubber Sundries 


Fixture Fitting Sheet Metal 


24 SECTIONS 
OF VITAL 
DATA 


PLUMBING AND HEATING 
WHOLESALERS .... 

The Answers 
Your Pricing 


to 
Problems 


MAC EWAN’S MARKET MANUAL is 
indispensable for the Plumbing & Heat- 
ing Jobber who wants to keep up-to-date 
on market changes. Enables you to quote 
accurately 
larly as part of the service. Available in 
a Master Copy for the Wholesaler, and 
Supplement Copies for Wholesalers’ 
Salesmen, countermen and for office use. 
Supplement Copy 
name if desired. 


embossed with your 


WHOLESALERS: 


ice. Write Today! 


You Need This Serv 


MAC EWAN'S 
MARKET MANUAL 











¥ In Billing 
¥ In Invoice Checking 


KEEPS YOU 
CONSTANTLY 
UP-TO-DATE 








Never before has there been a 
greater need for a thoroughly de- 
pendable, constantly up-to-date serv- 
ice of price information for the 
Plumbing and Heating Contractor. 
It’s vital to business success. 

The BRADFORD PRICE BOOK has 
provided ‘this service for nearly a 
half century, and is more important 
to you today than ever before. 


It gives you the kind of information 
you must have to operate on a profit 
able basis under present day condi 
tions. It gives you list, net and sug 
gested selling prices. It enables you 
to conduct your estimating, buying, 
selling, billing and invoice checking 
operations with complete accuracy. 
Write for complete information on 
the BRADFORD PRICE BOOK to 


day! 


Mac EWAN INVENTORY BOOK 


Work Out 


Records 


Takes Guess 
of Inventory 


Know where you stand at inventory time 
With the MAC EWAN Inventory Book 
you don’t have to guess, you know! An 
important asset to every Plumbing and 
Heating establishment, the MAC EWAN 
Inventory Book is simple to use and gives 
an accurate record of your inventory valu 
ation. 


Get complete facts! Write today! 


at 


THE HARRISON PUBLISHING HOUSE 
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“<i wan 
‘NVENTORY goon 
rom rms 


Puma, 
NG 
* Wf4Ting TRabes 


Cui, Mees 





Serving the 
Trade for 


QUINCY 69, MASSACHUSETTS 47 Years! 


* 
+ 
e 
a 
* 
e 
. 
e 
. 
. 
a 
+ 
* 
* 
e 
ec 
* 
, . . > > . 
Price revisions supplied regu- @ 
e 
. 
a 
* 
. 
& 
” 
7 
* 
* 
+ 
a 
e 
e 
e 
. 
* 
o 





DomeEsTIC ENGINEERING, Mey 1957 








Remodeling Jobs Coming Your Way’? 
USE BETH-CO-WELD PIPE 


Whenever a. remodeling job comes 


along, chances are good you'll find 
several locations where steel pipe 
can be used to advantage. And as 
you know, where steel pipe is con- 
cerned, there’s nothing finer than 
Beth-Co-Weld. 

Beth-Co-Weld steel pipe is ideal 
for remodeling work because it’s 
good, sound pipe, made by the con- 


tinuous-weld process from an ex- 


BETHLEHEM 


cellent grade of steel. It saves time, 
too, because it’s so easy to cut, 
thread and weld. 

Beth-Co-Weld is carried in black 
and galvanized by most jobbers, 
and in all popular sizes—standard 
weights from !% in. to 4 in., and 
extra-strong weights from !4% in. to 
3 in. It comes in 21-ft lengths, plus or 
minus 1 in., and in random lengths. 


It’s good pipe to keep in mind. 





TYPICAL REMODELING JOBS 
FOR BETH-CO-WELD 


Structural Columns... Plumbing and Heating 
Lines... Conduit... Posts and Rails for Estate 
Fence ... Gate Frames ... Hand Railings 
. . Feed Lines for 
Swimming Pools... Awning Frames... Antenna 


Supports...Play Area Equipment 


Lawn Sprinkler Systems . 











BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 


STEEL 
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there isa 
Coolerator 


Self-Contained 
central 

air conditioner 
designed 


for every home 








de central air conditioners 
COST LESS TO INSTALL 


Coolerator 
Remote 
air conditioner ae RR dementia 


HORIZONTAL EVAPORATOR BLOWER SECTION 
fits 


easily || sess si © iene oe te py 


—=3 


in every home ee = ane _7=| |i 


— COOLING AIR VOLUME COMMERCIAL APPLICATION WITH 
CONDENSER ON ROOF 








LONERGAN COOLERATOR Divisior 
McGRAW.-EDISON < 


te ALBION, MICHIGAN 
= a | 
ROOM AIR CONDITIONERS TROPIC AIR HEATERS FREE copy of ~ — - 
KS A Coolerator 
5 eal details today 


DEHUMIDIFIERS WINDOW FANS 








LONERGAN COOLERATOPR DIVISION @ McGRAW-EDISON COMPANY ALBION, MICHIGAN 








Does the guy still drive a 1930 auto? 


What prompted this question was the third re- 
quest in four days for repair parts for one of our 


ment that would probably put an antique museum 
to shame! 

Well, we realize that auto makers have a smart 
way of obsoleting their models almost before the 
paint is dry. But we're not suggesting that kind of 
pressure; we're just saying sell em a new one when 
they need it. 

The owner of that 1930 feeder probably needs, 
not only a new feeder, but a whole new heating 
plant to go with it. You have people like him in 
your locality. Tell 'em and sell °em what they need 

. NEW, doggone it, NEW! It’s all right to fix 
what can be fixed, but let’s not forget that 


the best way to fix is to REPLACE! 


McDonnell & Miller, Inc. 3500 N. WW) 2 Ave., Chicago 18, Ill. 


good old 1930 boiler feeders . . . along with a nice 
letter telling us how it has served for all those 
26 years. 

Thanks for those kind words, friend contractor, 
but tell us: Hasn’t that 1930 feeder earned retire- 
ment? Does its owner still drive a 1930 automobile? 

We'll bet the owner of that feeder has had at 
least eight fancy motor cars in the past 25 years, 
and nearly as many refrigerators, dishwashers, 
toasters and other flashy automatic gadgets. But 
down in his basement, safely hidden from the scorn 
of his neighbors, is an assortment of heating equip- 


Ce 
Say 


f 





No. 47-2 Feeder and Cut-off ‘Com- 
bination— for most automatically fired 
heoting boilers operating at pres- 


sures up to 25 psi. Other types for - 


lorger boilers, higher pressures. 


No. 150 Pump Control, Cut-off, and 
Alarm Switch—for boilers up to 150 
psi. Also available with integral water 
column (No. 157). Other types for 
pressures up to 250 pai. 


No. 67 Low Water Cul-offs—for all 
steam boilers with pressures up to 
20 psi. Other types for hot water 
heating boilers, higher opyrerine 
pressures. 


230 Series Btu-ruted Presmufiy ‘Reliet 
Valves—for hot woter space heating 
boilers. Complies with ASME Boiler 
Code in every way; rated and certi- 
fied by National Boord 


MCDONNELL Eailoe Weiter Loval Controle 





